ustrial 
ribution 


“MILE PUBLICATION 
ONE DOLLAR 





im dlenalare! 


Have you a gross profit 
denominator? ... page 98 


How much is product availability 
information worth? ... page 104 





Oh ee 
SOCKET SCREWS 
THE H-K WAY— A NITROGEN 
GENERATOR FORMS 
A NEUTRAL ATMOSPHERE IN 
THIS CONTINUOUS HARDENING 
FURNACE 


With this modern equipment, every H-K socket screw is 
uniformly heat-treated and tempered to provide 
exact tensile and torque specifications at all times. 


By carefully controlling the furnace atmosphere, 
we produce the distinctive, black H-K finish. 


If you're not an 
H-K distributor, 
yur products, 
mae s policy and 

service are 
well-worth 
investigating 
Find out now 

if your 

territory is open 


For the finest in socket screw products... for unmatched 
SAME-DAY SERVICE—the name to remember is Holo-Krome. 
Write for free catalog and technical information. 


HOLO-KROME 


SOCKET SCREWS 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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Role Playing 


The ABC's of Role Playing 

Who's Who 

Here's What Took Place 

Role Player Observer's Sheet 
Brisk: A Powerful Ally 

Gray: The Key Man 

Beaver: Understood Human Relations 
Bye: Possible Apple Polisher 

Will Salesman Beaver Succeed? 
As a Distributor Sales Training Tool 
Seven Ways to Use Role Playing 


Pitfalls and Booby Traps 





REGULAR FEATURES 


You Said It 

Talk of the Trade 
Products and Markets 
Supply Sales Trends 
Outlook for Business 


What's New in Merchandising 


Price Index 


On the Market Today 





» 
i rint Order This Insure 16, 535 » Member of Associoted Business Publications 


and Audit Bureau of Circulations 


Get in the Act 


An editorial 


What's Your Gross Profit Denominator?.. . 


One key figure sets profit goa! and inventory level 


for West Virginia firm 


A Distributor Gets Around 
Classroom TV sets up sales for Hagerstown, Md 


solesman 


“The Customer Is the Most Important Part 
of Our Business” 


Decatur distributor gives the proof that backs up 


his slogan 


How Much Is Product Availability Informa- 
tion Worth — 104 


A great deal — and it paid off in sales for a 


Tompa salesman 


Provide Incentive for All Personnel . 


Detroit distributor executive states the problem and 


offers his solution 


Sit In with the Oregon Distributor Buyers 


Picture story covers meeting of distributor 


purchasers group 


This Warehouse Designed for Distribution 


Denver firm has six-building unit on 10-acre site 





FOR HEINEMANN SAWS- 


how 
HEINEMANN 
does it! 


Saw blades are taken rough 
ground from surface grinders. 
They are placed on the 
magnetic rotating plate. The 
Brightboy Wheel oscillates back 
and forth across the surface 


of the saw. 


_ <™ 


a mirror-like BRIGHTBOY Finish, 


unobtainable hy any other form of polishing” 


The FINISHING Touch 
Your Customers Will Appreciate 


“The eye-appeal provided 


ir saws, 


action plays a! 


says Mr. Willia leinemann of the nationally-known Heine 
mann Saw Corporation, Canton, Ohio. “It p | 
reflect the skill of our 


and r use of the finest materials which assure outstand 


superb finish we de 


service and satisiactior 


BEFORE For a Wide Variety of Metal Working 
Heinemann Saw before and after Brightboy polish Including Manufacture & Maintenance of Tools: 


A Single-Step BURRING, FINISHING, CLEANING, POLISHING OPERATION 


substantial 


\lert dealers and salesmen are reaping rapidly increasing profits and building 
repeat business by explaining the versatility of multi-use Brightboy to their customers 


Brightboy’s unique, time-saving 4-in-1 action of RUBBER and ABRASIVE is pioneering ar Pe RES = 


entirely new, wider concept of abrasives applications. A Brightboy finish frequent 


stitutes the final polish 


Readily Available: A WIDE RANGE OF 
STOCK BRIGHTBOY SHAPES, SIZES & TEXTURES 
Wheels, sticks, rods and blocks for machine and manual operations 
Carbide and Aluminum Oxide grains from extra fine to extra coarse. Soft, { 
rubber binders. 
Write today for catalog, prices and attractive dealer proposition on 


notionally-demanded, nationally-advertised Brightboy Rubber-Cushioned 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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eect STHIDUTUH NLS 


-Link-Belt Silent Chain Drives Give 
— Top Performance on Wide Job Range 








Spray Nozzles 
Installed Fast 


Spray nozzle applications are 
many and varied. Wherever a 
pressure spray is desired 
in the cleansing of vegetables 
and fruits—removal of refuse 
from rinsing mate- 
rials in motion or at rest 
impregnating bodies of 
materials with liquids , 
Link-Belt non-clogging spray 
nozzles easily and economical- 
ly satisfy the need. Each con- 
sists of a bronze deflector with 
a U-bolt fastening and can be 
easily attached to a water pipe 
drilled with plain holes at 
desired locations. 


as 


screens 


loose 





Collars Maintain 
Shafts in Position 


Fast axial shaft positioning 
can be easily effected by lo- 
cating Link-Belt safety collars 
against the faced ends of plain 
bearings. 
These collars 
are available 
in three 
types: solid 
steel, solid 
malleable 
iron and split 
malleab 
iron in 3 
to 6-15 shaft sizes 
Completely finished steel col 
lars are used primarily on 
shafts where 
Space 
limited 
Lightweight 
yet strong, 
malleable 
collars can 
be driven on 
or off a shaft 
without 
breaking ofr 
chipping. Bores and faces are 
accurately machined. 


LINK-BELT COMPANY 


Steel collar le 
16 


16-in 


1s 


Split malleable 
collar 





Iphia 
mar 


lis @ San Francis Los 
Angeles ¢ Seattle. 14.698 
Offices in Princtpai Crises 














Whatever the job—for normal 


trouble - free 
* Sales operation, for 
Meeting quacperance 
: : at high speeds 
in Priat or for high 
load capacities 
there’s a Link-Belt silent 
chain drive to meet the need 
Here’s why Link-Belt silent 
chain drives offer greater per- 
formance for every dollar in- 
vested. 
* Lower cost—often lower in 
first cost, always lower in ulti- 
mate cost. 


trouble-free 
or 30 


* Longer life 
performance for 25 


years is not uncommon 


* No dismantling machine or 
removing sheaves for repair 


* Better than 98% efficiency 
—not affected by temperature 
or atmospheric conditions 


* Maintained ratio assures 
full productive capacity 


* Slipless action results in a 
uniform finished product 


* Easy to assemble—conven- 
rent for initial installation or 
a quick change of sprockets 


® Safe to employees—operates 
enclosed in an oil-retaining 
Casing. 


Book 2425 
givescomplete 
data on Link- 
Belt silent 
chain ‘ 
valuable refer- 


ence book 


FIVE BASIC TYPES 


helical, motogear, gearmotor 


of Link-Belt 


Adverse operating 


heat, 


Humidity 


OR 


efficiency 


cold do 


conditions. 


not 
lower silent chain's better than 


Large or small hp. A versatile 


line, Link 


available 


Belt 
trom 


silent cha 
fractional 


thousands of hp. 


Limited space. F 


in close 


hous 


enclosed 
parallel shaft 


answer requirements up to 2000 hp 


juarter 


ngs 


driv es - 


and 


rat 
ratios 
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co 


- in-line 


l 


n 


Unfailing safety. Where depend- 
ability is essential, as on this 
tunnel ventilating fan, Link- 
Belt drives are top choice. 


Large ratios. Link-Belt silent 
chain operates efficiently on ex- 
tremely centers at 
as high as 10-to-1. 


short ratios 


High speed. After | 


years on 
speeds 
ent chain is 


S newspaper press al 
"0) fom 
‘} 


New Stock Program 
Speeds Up Delivery 
On Enclosed Drives 


gemand fo 


In order that 
Link-Belt er 
be 
delivery i 
program is 
Backt pz 


the 


can 


| 


t : w?U 

Hous 
and San Fr 
shipment of a 
popular drives 
from strategic 
h virtually 


Cazo 


these points 


reac 





The Cover 


\ new sales training technique to help 
salesmen move people lo move goods 

that’s an in-a-capsule definition of Rol 
Playing. But there's more to it than that 
so turn to page Il und find out the 


whole story 


L-ditor 
Managing Editor 
Associate Editor 


Associate Editor 
(Chicago) 


Associate Editor 
Associate Editor 
Assistant Editor 
Editorial Assistant Domenic: 
McGraw-Hill Domestic News Bureau: 

lanta, Cleveland, Detroit, Houston, Sa 

Washingto D. ¢ 
McGraw-Hill World News Bureau: 
principal « 
Publisher 


M. Mor 


District Managers: FE. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; Jol 
P. Ora, New York and Philadelphia; 
‘4 4. West. New York and Boston; 
n W. Otters San Francisco; John 
Uphoff, Los Angeles; Gordon L. J 


Dallas; Business Manager, C. H. Holds 


Accuracy you can trust 

Controlled dimensional stability SEPTEMBER, 
Longer wear life 
Reduced initial wear through precision lapping 


Tolerance for taper, cloverleaf and bell-mouth 
held to one half gagemaker's tolerance. . T meo t 


Editorial, Advertising and 


... finer gages at a price you can sell omega et West 42nd 
N 3 Y ld C. Met I 


Plain Cylindrical Plug Goges... Taper Plug and Ring 

Gages — Master Setting Disks... Plain Cylindrical Ring 

Gages ... Adjustable Limit Gages... Thread Gages... 

Thread Checking Equipment... Pipe Thread Gages... Position and cor 


» must be indicated on subscriptio 


GET THE THREADWELL STORY NOW 














Postmaster Please send form 3579 to 


THREADWELL TAP & DIE COMPANY eal aid 
Greenfield, Mass., U.S.A. 330 W. 42nd St., New York 36, N. Y. 
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FESSIONAL 


To" 


New Tools in the PROTO Line 


Sharply Increase Your Sales and Profits! 


Continuous expansion of PROTO’s huge 
line of professional-quality tools ena- 
bles you to meet your customers’ needs. 
With thousands of standard and special 
tools in the complete line, you can serve 
many markets ...add customers... in- 
crease tool volume... gain one-source 
buying advantages of lower inventory, 
less paper work. PROTO also gives you 
unequalled promotional support. . . im- 
pulse-selling merchandisers, extensive 


INDUSTRIAL 


DISTRIBUTION e SEPTEMBER 


magazine advertising, over 40 sales aids. 
Yes, tool business is BIG business when 
you handle PROTO. Send for catalog of 
entire line to PROTO TOOLS 


2235 Santa Fe Ave., Los Angeles 54, Calif 
N.Y.eCanadian Fact 


Eastern Warehouse & Factory mestown 


PROT 
pants acs 
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Forging Ahead 
) Through 
10 0 LS | Leadership 
| Quality, Service 


Ro 
—_—— } & Understanding 





DODGE 


> of Mishawaka, Ind. 


* 
~ re 
aw 

” Tet 


wit 
ow: tHe courtine 
~ 


Instant and widespread interest was created by Para- 
flex, the flexible cushion coupling just presented by 
Dodge. Editors have been impressed by the new idea 
embodied in Para-flex and the new coupling has been 
featured in a large number of industrial publications. 

Reproduced above is the color spread used by 
Dodge to announce the new product to prospects in 
all phases of industry. Described as the coupling with 


NEW SPHER-ALIGN BULLETIN 


New Para-flex Coupling 
Makes Headlines Everywhere! 


flex 


- courtme 


sve + 
owes. © 


commansre® 


war ee 
am ret 


the 4-way flex, Para-flex automatically compensates 
for all combinations of misalignment and end float, 
dampens torsional vibration, cushions the stresses of 
shock loads 

Installation and maintenance are simple; no lubri- 
cation is required. Backed by a campaign of dominant 
advertising space in leading industrial publications 
Para-flex couplings provide another outstanding 
opportunity for new 
business to Dodge 
Distributors. 


= 


Just off the press is this Bulletin A668 covering recently introduced Dodge 
Spher-Align, America’s newest spherical roller bearing. Features are described 
and illustrated, including Micro-Mount, the exclusive new Dodge development 
which makes possible fast and accurate mounting of the bearing. Spher-Align 
Spherical Roller Bearing Pillow Blocks are rugged, attractively modern in 
design, inherently self-aligning, easy to install and maintain. Bulletin gives 
complete specifications and selection tables. Expansion and non-expansion 


types, shaft sizes from 2-7/16 to 8 





FALL TRANSMISSIONEER SCHOOL 
Twenty-seventh term of the Dodge School of Transmis- 
sioneering opens at the factory in Mishawaka Septem- 
ber 9. Successive classes begin on September 16 and 
23. As usual all classes are fully enrolled, with Dis- 
tributors’ salesmen from all parts of the country 








INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 





Industrial Distribution 





Wilkinson article stirs 


distributor doesn’t just 


cutting—he comes up with suggestions: 


readers’ interest; 


gripe about price 


salvos for July and June special reports 


Wants Wilkinson Report 


Tunsa, OKLA 


Various personnel in our organ 


copics of youl 
] 


ization receive 
b h we find 


monthly lication whi 


] 


Wid 


pu 
informative interesti 


July 


youl 


voul issuc, | read with 


getcat rest 
S4+, “You 
Profitable 

We would appreciate your send 
less of this 


ippreciat¢ 


Industry Potentially 


Ing US SIX copies, mor;re OF 


would 


] 
article. Also, we 
knowing if we can receive 


Mr. Wilkinson’s report on his find 
lictead 


SLC 


is a 196-page report 
Louis H. Miner 
I reasuret 
Industnal Equipment Co 
* Mr. Wilkinson's study of manage 
ment operations in 32 industrial sup 
ply firms was sponsored by the 
Modern Methods Committee of the 
National and Southern Industrial 
Distributors’ Associations. 
of his 


Copies 


report are available only to 


association members. 


Bull’s-Eye 
Harrison, N. | 
Your July 
DisrriBuTION certainly hits the nail 
the 


nent items with regard to that peren 


issue Of INDUSTRIAI 


on head on some very perti 


nial question of distributor margins 
I am writing today to Mr. Wilkin 
gratulating him on his speech 


] 


congratul: 


son COl 


ind I also want to ite vou 
people on the summary of it given 
on pages 84 to 89 of your July issue 


If there are going to be reprints 


INDUSTRIAL DISTRIBUTION e 


wailable of those pages, I would cet 
like to get a 


distribution 


tainly few copies f 


' 
imong those in 


yperation responsible for operating 


distribute 


with 


@ Only 
counting 


Distribution Cost Ac 
for Net Profits” (pages 
105-136) was reprinted from our 
July Copies are available at 
50¢ each for the first 10 copies, 40¢ 
each for the next 40 and 25¢ each 
for additional copies. 


msuc 


More Applause 


Los ANGELES, CALU 


Profits” f1 the 
ot 


Please accept 


nl 


issue INDUSTRIAL DISTRIBUTION 


Our rratulation 
our 


pal 


mation 
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You Said It 


How to Stop Price Cutting 


( ,ARFIELD, 


Profit Giveaway 


1 | l i UT¢ 


CONTINUED ON PAGE 10 


1957 





d. 


200 Ib. S.P. 
400 Ib. W.O.G. 


150 Ib. S.P. 
kis ee]. ROME 
V4 to 2 Inches 


SEATS AND DISCS 


Entirely New Flat Design 


Alloy. TM. Reg 
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APPLICATIONS 


boosts KEY-LINE SELLING opportunities 


Now, with record-breaking LQ600’s available for all applications up to 

200 Ibs. S.P., your opportunities for Key-Line selling are greater than ever before. 
From industry after industry comes evidence that LQ600’s are establishing new 

high standards of performance in the most severe services . . . reducing valve 
maintenance costs to a new money-saving low. 

Electrical Equipment Manufacturer: “LQG600’s put on the line over a year ago. 

Still no signs of seat or disc wear.” 

Chemical Processing Company: “LQG600’s have been on the line up to five years 
without repair or replacement.” Textile Manufacturer: “LQG600 installed early in 
1956 ... mo repairs or replacements.” Food Processor: “. . . the only valve that ever 
held up in our particular service.” 

Reports of these and dozens of other outstanding LQ600 installations are appearing 
in the leading trade publications directed to your customers. Watch for them . 

and use this convincing on-the-job proof to support your own Key-Line 

selling program. 

Remember, according to FACTORY magazine’s survey, 98% of all plants use bronze 
globe valves, so you have a big market, industry-wide, where you can 

sell LQ600’s on every call. 


SoeCGfY FIG. 1600-200 or FIG. 1600-150 ON YOUR ORDERS 


_.BRONZE: IRON: STEEL: PVC 


LUN ‘4ENHEIMER 
THE ONE PCO NAME IN VALVES 
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You Said It 


STARTS ON PAGE 7 





vears when he told us we must put 


chase a certain expensive machine 


y 


& § 


lose his co nplete line. We did, 
ind two vears later we sold it at a 


loss from dead stock 


Ceeeecceaaate 


One Versus Ten 


Manufacturers can increase their 


LLL 
SURRRERE NERA A 


} 


sales bv selling their products 


through numerous diversified out 


ets. Thev relax their distributo1 
protection to compensate for a lack 


e 


if selling abilitv. Thev forget that 


me aggressive distributor will out 
11 10 who handle the line as a 
mvemmence 


Yet manufacturers’ boards of di 


often insist on increased 

one of oul 

recently in 

reased the number of dealers in one 
tenfold. Operations like lum 
vards, hardware stores and othe 


] Roe . ] 
utie©rs took on his Wne Ane because 


did not depend on it for a live 
i. 


cut the resale price and 


worked on a 5‘¢ profit which they 


: 
viewed as gravy. His first vear of 


oo 


the new program proved to be the 


highest volume vear in this manu 
facturer’s history. ‘The second vea1 
was something less, and now he’s 
faced with a loaded warehouse and 

lot of uninterested dealers. The 
reasoning here was that if one dealer 
equals 10 sales in a territory, then 


two dealers must equal 20 sales 


SOCKET SCREW — — pees — with 
he reaction of distributors 
PRODUCTS ices 


MEMBER ASMMA : Perhaps you've been looking for a socket line 
that meets your particular requirements for quality, 
variety and service. If so, you'd be doing tional for the government to force 
yourself a favor —and us, too — by checking into the merchants to sell at a pre-de termined 
Blue Devil line. Better do it now... . 
make a date to see the Blue Devil E1cut! 


Fair Trade Act Helps. But 


In a democracy, it is unconstitu 


price. New Jersey has a fair trade 


act, and this has helped to prevent 
Actual cross-section diagram shows how cold forming ; : 
of Blue Devil Socket head insures unimpaired fiber continuity price cutting, but such legislation 


Sold only through Authorized Industrial Distributors has its limitations. We all know 
that with persistence we can pul 


Cacety Cocxer Corsw Co chase a fair-traded item below the 


resale price. 
6500 North Avondale Avenue ® Chicago 31, Illinois H 
Warehouses at: Los Angeles, San Francisco, Detroit, New Haven, New York City ere 1S m\ suggestion for a better 


OCKET SCREWS EXCLUSIVELY CONTINUED ON PAGE 14 
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330000" 


Cut them off MORE ACCURATELY 
at LOWER COST and FASTER on a 
MARVEL Hack Saw 


\ 
\ . 


“ 











* 5 


“Accuracy? * Speed? * Low Cost? 


Which is most important in your production or inter- 
mittent cutting-off operations? You get all 3 when your 
work is handled on a MARVEL Series 6A or 9A Heavy 
Duty Ball Bearing Hack Saw. Whether you're cutting 3 
or 30,000 identical pieces, you can be certain that each 
piece will be true . . . that it will be cut-off quickly, and 
at the lowest possible tool cost 


MARVEL Hack Saws are fine machine tools, with all 
the built-in accuracy this description implies. Designed 
to operate at higher speeds, with the heaviest feed 
pressures, they have almost unlimited power and 
stamina to stand up to the most severe service 


MARVEL Hack Saws are truly multi-purpose cutting- 
off machines. No run is too short or too long, no material 
too mild or too tough to be accurately and efficiently 
cut-off on a MARVEL Hack Saw. 
Catalog C56 has complete details, facts 
and figures on MARVEL Metal Cutting Sows. 
Write for it today 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. * CHICAGO 39, ILLINOIS 
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w. 0. BARNES co., INC. 


W. O. Barnes Co., Inc. is a specialty 
manufacturer. Saw blades — and 
saw blades only—since 1919. This 
concentration of effort in one single 
field has made Barnes the recog- 
nized authority on production saw- 
ing techniques. 


Barnes distributors consider the 
Barnes line as one of their key lines 
for three important reasons: 

1. High quality of Barnes products 
2. Prompt factory service 


3. Unequalled sales cooperation 


w. 0. BARNES co., INc. 








__1297 TERMINAL AVENUE DETROIT 14, MICHIGAN 
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Another reason it pays to sell CHICAGO Fasteners 


Special Process Makes CHICAGO Fasteners 


Stronger...Safer...Easier to Sell 





are entering a specially designed fturnace 
re better fasteners—having received an extra margin of Superior fastener quality ... with 
h from CHICAGO’s Carbon Restoration process a performance “‘plus’’ for all heat- 
treated items — CHICAGO's special 
Carbon Restoration process. 


stren 

Stee! hardness depenas on carbon content In the processing of steel 
some carbon is lost from the surtace leaving a thin laver of softer 
weaker material. The scientifically controlled Carbon Restoration process Industry's broadest protection on 
provides uniform hardness throughout each sales in your territory. 


replaces this carbon 
fastener assures superior resistance to fatigue, wear, shock, and Preferred by leading manufacturers 
vibratio1 throughout industry. 

Offer vour customers the advantages of Carbon Restoration with a 4 complete fastener line... over 


CHICAGO socket screw pr ducts and heat-treated cap screws Their extra 4,000 cataloged standard items. 
quality is one of many reasons leading manufacturers prefer CHICAGO Continuing sales help, Fastener ex- 
fasteners . Making them a — moving, hao! — os line. And perts selling with you and for you. 
THI ( O SCR MPANY olflers you Industry s bro st protection . 
THE CHICAGO SCREW COMPANY offe vou 1m t broads protect Fast service and delivery. 
on sales in your territory 

1 


We ve Ist completed a new booklet wl icl gives the full story on Strong, consistent idvertising and 


Sales Promotion that “‘pre-sells”’ 


} wavs to be ; H1CAGO distributor. Write our Standard Products 
why it } to be a CHICAGO distri | rit tand Prod t your customers. 


Division for your copy. 


THE CHICAGO SCREW COMPANY 


ESTABLISHED 1872 e DIVISION OF STANDARD SCREW COMPANY 


2701 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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One of a Series: Germs You May Know 
Genus: Multidistributus You Said it 
STARTS ON PAGE 7 





way to discourage price cutting 
Let a distributor invest $1,000 in the 
ymmon stock of a manufacturer, 
this amount to be the minimum. 
This investment would serve two 
purposes—the dealer would receive 
dividends like any stockholder and 
the money would provide a bond for 
protection against price cutting. If 
) distributor submits a complaint of 
ut prices, the manufacturer will 
conduct a trial similar to a court 

kom session with a jury comprised 
f three distributors and three rep 

resentatives of the manufacture 

This will be held in the evening at 
centrally located hotel, easilv ac 

7 


essible to all parties concerned, 


th expenses paid by the manufa 


Ewer Been Stricken by ie If a dealer is found guilty of 


me ~ - 9° price cutting, the $1,000 belonging 
Multidistributus’? to him would be forfeited and the 
money transferred to the manufac 

Multidistributus is a germ which causes certain distributor dis- turer's working capital. Refunding 
eases known as Over-Saturated Market, Drowned Sales and \f the money invested by the dealers 
Disappearing Profit Margin. : ist be guaranteed in case of liqui 
ition or bankruptcy of either party 
With this plan, I believe no dis 


itor would jeopardize his invest 


hy 


This germ does his work when a manufacturer makes the mistak« 
of establishing more distributor outlets in a single trade area thar 
justified by the area potential for the product. Even the well- 
established distributor falls victim to Multidistributus if his 
market area becomes overcrowded with sellers of the same lin« 
of products. 


making a discount sale 


n mnt 
HiC Tit 


Turns to Specialization 


Until manufacturers adopt a pol 


To help distributors stay healthy, FORT WORTH’s comprehen- v of this kind or some other pla 


sive Distribution Policy provides for selective distribution. Even 


cutting, our com 


if we are convinced that an area's potential requires additional WI mitinue selling prod 
FORT WORTH representation, we will not appoint a new dis- ts that do not return us 
tributor without first discussing the situation with any existing ble profit. We are now 
FORT WORTH distributor in the trade area. S 


pecialization, and representing 


1 TCaSsO!l 


CONVCI 


- fewer suppliers. some of them on 
Wed be glad to send you a copy of the FORT WORTH Distri- - : "en 


Polic “pata . oda | in exclusive basis in the territon 
yution Policy (and a picture of the Multidistributus suitable for 


l ] . >» oO > . : ate By specializing we Can give our sup 
displ: ; Ss ‘ite ‘or ‘ , 
isplay ). Just write us, P. O. Box 1038, Fort Worth, Texas pliers both volume and good repre 


} 
en 


ition without fear of being 


undersold by discount dealers. It’s 
] 


‘ on! so] tio! to he disco nt 
STEEL AND MACHINERY COMPANY 7 a - 


7 
roblem until some better method 
TOMORROW'S PROOCUCTS TODAY 


f control is developed. 

V-BELT SHEAVES — ROLLER-CHAIN SPROCKETS — SCREW CONVEYORS — INDUSTRIAL FANS ANTHONY GRENCI 
President 

Grenci Machinery & Supply Co 


CONTINUED ON PAGE 18 


Warehouse Stocks in ¢ Fort Worth ¢ Jersey City « Memphis ¢ Atlanta ¢ Chicago « St 
Kansas City ¢ Odessa « Houston ¢ Oklahoma City « Denwcr « I 


os Angcles 
San Francisco ¢ Portland 
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Designed for long life, designed for dependable service 


Consult your Powell Valve distributor for all the facts about quality proved bronze, 


and corrosion-resistant valves. For every flow problem . . . there is a Powell Valve to 


THE WM. POWELL COMPANY, CINCINNATI 22, OHIO... 111th YEAR 


PS. This is justs one of many add appearimg in feading magazines that hal you sell POWELL VALVES! 
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Wherever you sel 





there’s Century Service nearby! 


© 


P erformance-Rated 
MOTORS 


t 












































,\V 


— 

















You're backed up solidly by competent service . . . 
whenever the need arises. There are Authorized 
Century Service Stations within easy reach 
wherever Century Motors are installed. The 
repairmen in these independent shops are trained 
to service Century Motors with specialized skill 
and care. They stock parts and also some standard 
motors for extra-fast replacement service. 


There’s reliable Century service near you and near 
your customers. If you’re not one of our 
Distributors now, get full details by calling the 
nearby Century Sales Office, or writing us direct. 


Performance- Rated 


Le’ 




















MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. « St. Lovis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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MAUREYMATIC 


VARIABLE SPEED 
TRANSMISSIONS 


maurey MANUFACTURING CORPORATION 


2907-23 S. WABASH AVENUE, CHICAGO 16, ILLINOIS 


NDUSTRIAL 


and Multiple V-Belts 


DISTRIBUTION e 


you've got it good 
with the M@UPeY line 


EVERY THING in V-Drives from FHP to 600 horsepower 
QUALITY brands like Hi-Q V-Pulleys, Mor-Grip V-Belts and 
Ful-Grip Q-D Sheaves. 


ENGINEERING help from the Maurey factory when a customer 
wants it. 


DELIVERY from Maurey warehouse stocks on time, anywhere 


SPECIAL DESIGN V-Pulleys in OEM quantities 


mM) 


SALES HELPS, catalogs and manuals that stand out fro 
the pack, inform and sell. 


PRESTIGE built solidly on Maurey's 40-year 
guaranteed customer satisfaction 
territory 


PROTECTION and ful! cooperation in your 


CONFIDENCE that goes with selling your customers the top 
quality v-drive line. 


REPEAT BUSINESS over the transom that result 
true-running, efficient Maurey performance 


HI-Q V-PULLEYS 


MOR-GRIP 
V-BELTS 


To Qualified Distributors we shall be glad to present details or 


guaranteed protection in several territories. Write for nformation 


. 


maerty 


. ~ 
ye @- 
. : Bis 


Maurey Catalog Lineup 


MV D-56 for Multiple V-Drives—V-55 for FHP 
MM-56 for Maureymatic Variable Speed Tra 
Maurey V-Drive Engineering Manual for all V-Drive User 


F-10 for FHP V-Drives 


mission 


SEPTEMBER 











THIS 
FROM 
YOUR 

DISTRIBUTOR 








TO THIS IN 
YOUR PLANT 
THE SAME DAY: 


Gone are the days of waiting for 
new or rebuilt sling chains to reach 
you from the factory. Now, with 
all components furnished by your 
Herc-Alloy distributor, you can 
have your slings the same day. 


HERC-ALLOY 
DISTRIBUTORS: 


eadi i 
i a ore Leading alloy chain users are 


doing it. Write us or call 

your CM Chain Distributor 

for catalog, prices and 
assembly chart. 


appearing currently in 
trade publications go- 
ing to your customers. 








HOW IT’S DONE! 


With Hammerlok Coupling Links, anyone 
who can drive a nail can assemble or 
rebuild a sling chain in minutes. No peen- 
ing! No welding! Hammerlok is rugged 
...reusable...safe. Endorsed by leading 


alloy chain users. 








COLUMBUS McKINNON 


CHAIN CORPORATION 
TONAWANDA, NEW YORK 


DISTRICT OFFICES: NEW YORK e CHICAGO e CLEVELAND 


McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


in Canada 
2 
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You Said It 


STARTS ON PAGE 7 





June Report Scores 


Burrato, N. Y 

We have received two copies ot 
the reprint “The Cards Your 
Future” from the June 1957 INpus 
Ihe 


coverage 


In 


DisTRIBUTION article is 
its ot 


accounting, when it 


IRIAI 


yutstanding in 


should be 


involved and the advantages gained 


considered, the problems 


| have talked to who 
fecl 


seve! 


Phe peopl 
have read this 
well 


} 
nave 


1:1 
article HKCWIS¢ 


] } 
covered and 


expressed 


it was 


ntere 
CdSCS HtCics 


knowing more about ou 


ing, imventor\ 


, ae nelves 
receivadlie ana Sales ahalVSIS 
industry 

ld Wl 
would like some 


vailable, we 


f this reprint 

J. J. Kramer 
Assistant Manager 
Machines 


Corp 


; 
onal copies 


+ 


— 
rnational Business 


* Reprints are available at 50¢ each 
for the first 10 copies, 40¢ each for 
the next 40 and 25¢ each for addi 


tional copies. 


And Scores Again 


Louisvinnr, Ky 
We have just seen the June 1957 
es of Dist RIBUTION 
ofhices and 
were tremendously impressed with 
the writeup “The Cards in You 
Future” on pages 145 to 176 


Could you please forward me a 


INDUSTRIAI 


1, one of our customer s 


reprint of these pages or a copy of 
the June 


that the information furnished will 


1957 issue because I feel 


be very valuable to our representa 
tives here in further development of 


program with our local custom 


< I 
ers in the mill supply and industrial 
equipment business 
B. S. CHANDLER, JR. 
Branch Manager 
Machines 


Corp 


International Business 





. and it’s easy to see why. 


With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS .. . in equipment, materials, man-power and 
time. 


STORY NO. 1 


The Standard Snagging Grinder with EXCLUSIVE in- 
finitely Variable Speed Feature that gives your customer 
wheel savings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindles—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory — spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Save 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Tool Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 
TODAY! ... Just drop us a line. 





BOOTH e THE METAL SHOW NOV 4 
1641 Chicago Amphitheatre thru 8 





Since 1912 mokers of 
infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. 2 to 100 HP 


Speed Lathes 


Super-Precision Spindles 
Motor and Belt-Driven 


Slides, Tables and Feeds 


Special Industrial Applications 


District Offices 
Coast-to-Coost 


the STANDARD electrical tool co. 


MACHINE TOOLS .. . SINCE 1912 © 2400 RIVER ROAD e¢ CINCINNATI 4, OHIO 
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IRENE 


RUST-OLEUM IS 
DISTINCTIVE AS YOUR 
OWN FINGERPRINT 
There is no other product in 
the world like Rust-Oleum ... 
no other product that will do 
what Rust-Oleum will do. 
You sell an exclusive product 

in Rust-Oleum! 


& 
i 
OW 


ONE MAN OFTEN DOES 
THE WORK OF TWO WITH 
RUST-OLEUM 
You save time, labor and 
money for your customers 
because Rust-Oleum is so 
easy to use. Flows on smooth- 
ly and dries free of brush- 
marks to a firm, decorative 

finish 


APPLY DIRECTLY OVER 
rust 
Rust-Oleum 769 Damp- 
Proof Red Primer, with its 
specially-processed fish oil 
vehicle, may be applied 
directly over sound rusted 
surfaces after scraping and 
wirebrushing to remove rust 

scale and loose rust 


PROVED THROUGHOUT 

INDUSTRY FOR OVER 

THIRTY-FIVE YEARS 
Thirty-five yeors is a long 
time—and during this per- 
iod the nation's leading in- 
dustries have relied upon 
Rust-Oleum to Stop and Pre- 
vent Rust on practically every 
type of rustable metal sur- 
face 


PENETRATION THROUGH 

RUST TO BARE METAL 
Rust-Oleum's specially-proc 
essed fish oil vehicle pene 
trates through the rust to 
bore metal where it drives 
out cir and moisture that 
couse rust 


All these differences make 


THE BIG 


Examine these differences carefully 


DIFFERENCE! 


they are differences that 


enable you to deliver customer-satisfaction with higher-profit 


faster-turnover, greater-volume! And these are only a few of the 
many differences that make the BJG DIFFERENCE between 
Rust-Oleum and every other product! Plan now on contacting us 
at your earliest convenience. We'll be happy to sit down with you 


. and discuss Rust-Oleum to see how it may fit into your or- 


ganization 


and into your trading area 


RUST-OLEUM CORPORATION - 2417 Oakton St. - Evanston, II! 


i: 


GREATER COVERAGE 
Normally, Rust-Oleum covers 
approximately 550-600 sq 
ft. per gallon—about 30% 
greater coverage than most 
ordinary materials depend 
ing, of course, upon the con 
dition and porosity of the 
surface 


RESISTS SALT WATER, 
SUN, HEAT, FUMES, 
MOISTURE, HUMIDITY, 
WEATHERING! 
Rust-Oleum dries to a tough 
firm, decorative finish that 
asts ond lasts! Indoors and 
out, on tanks, girders, meta! 
sash, roofs, machinery 
equipment, fire escapes 
etc., Rust-Oleum stands up 


Research that goes behind Rust-Oleum is 
another important difference! For example 
—Battelle Memorial Institute Technologists, 
in nearly three years of research, provided 
irrefutable proof that Rust-Oleum pene- 
trates through rust to bare metal. Another 
exclusive selling point— backed by research! 


®RUST-OLEUM & STOPS RUST 
are registered trademarks and 
brand names of Rust-Oleum Corp 


YOU REALIZE 50% 
HIGHER PROFIT 
Right! With Rust-Oleum, you 
average 50% greater profit 
than on most key volume 
lines. And—Rust-Oleum is a 

fast-turnover, volume line! 


€ 


YOUR MEN CAN SELL 
RUST-OLEUM ON EVERY 
CALL 
Literally every industrial and 
commercial firm is a prospect 
for Rust-Oleum! Your men 
can sell Rust-Oleum on every 
call—NOT one out of every 
three! No wasted time, no 

lost motion! 


7T ue | 
new 


YOUR CUSTOMERS ARE 
PRE-SOLD BY POWERFUL 
NATIONAL AND 
REGIONAL ADVERTISING 
Dramatic Rust-Oleum 
promotion in Time Magazine, 
Newsweek, Business Week 
—and over 50 other impor- 
tant publications— pre-sells 

your customers! 


FAST-TURNOVER, 
REPEAT BUSINESS 
One gallon sold leads to 
many more—becouse 
Rust-Oleum delivers cus 
tomer-satisfaction! The 
demond is big, the morket is 

big! 


AVAILABLE IN 
PRACTICALLY ALL 
COLORS 
in addition to Stopping ond 
Preventing Rust, you beautify 
os you protect with 
Rust-Oleum's many, oftroc 
tive colors. All ore made to 
Rust-Oleum's exclusive 
formula including specially 
processed fish oi! vehicle, 
and finest color pigments 

ovoilable 





In laboratories and 


Sa 


eC Ww 
we 


wt 


f MM mae e 
ee Se 


Filing problems of researchers building experimental apparatus are solved by one of 6000 Nicholson or Black Diamond files. 


In laboratories where researchers explore for new products and methods, there’s frequent 
need for files. 


Working with a wide range of materials, often intricate shapes and many sizes, research 
men shape their experimental apparatus and models of their projects. 


Whatever the material or the filing problem, there is a Nicholson or Black Diamond file 
for the job. X.F. (EXtra-Fine) Swiss Pattern files for fine work; Stainless Steel, Aluminum 
and Brass files for specific materials—files for fast-cutting, for deburring, for finishing. 


When an idea passes the development stage and finally goes into production, quality 
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in tooling... 











Nicholson ond Black Diamond files have uniformity of construction and stamina needed in high-speed tooling. 


Nicholson-made files help workers file quickly and well. Combination of right file and 
filing method keeps cost down. 


in laboratories, in tooling and on production lines, wherever your customers do 
filing, there’s a Nicholson or Black Diamond file for the job. You can depend 
on 12 perfect files in every dozen. Recommend these brands to your customers. 


2a~ 


vu. S.A. (1m Canada Nichotson File Company of Canada Lid Port Hope Ontarwe) 


NICHOLSON and BLACK DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 


otSis, NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND a 





Donald Klauber, Station Sales Manager of Associated Artists Productions, Inc., tells: 


‘““‘Why Popeye had to race to Texas!’”’ 


We could not run this business as economically without 


Kids were clamoring, advertising sponsors waiting! A 
big TV station's popularity — and profits — were at stake! 
As usually happens, when KDUB-TV in Lubbock, Texas, 
finally signed up Popeye — one of America’s hottest daytime 
programs — they needed those films in a real hurry! 
“So we raced Popeye there — via Air Express! 
But launching a TV cartoon series is only a small part 
of our story. We use Air Express for 50,000 theater dates 
for our full-length feature films — with only 600 prints! 


Air Express! 

A 15-lb. sh New York to Lubbock, Texas, costs 
only $9.47 with Air Express — $1.36 less than any other 
complete air service 

What's more, Air Express uses radio-controlled trucks 
to rush many of our shipments to and from airports — and, 
whenever necessary, a private wire system to trace shipments 
instantly. It really pays to use Air Express regularly!” 


—_— & AirExpress —_—— 


30 YEARS OF GETTING THERE FIRST via U.S. Scheduled Airlines 


CALL AIR EXPRESS 


. division of RAILWAY EXPRESS AGENCY 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 





NOW YOU CAN ALWAYS GET 
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DIAMOND DISTRIBUTOR 


1), { DIAMOND 
TAPER-LOCK 
COUPLINGS 


Interchangeable bushings eliminate 
reboring, save time and reduce costs. 


Large selection of bushings fit 
all normal shaft sizes 


Compact design—easy to install— 


STOCK SIZES AVAILABLE wide range of horsepower capacities 
COUPLING SPECIFICATIONS Here’s a new measure of service to save you time 


and money! 
Use with Bore Outside . 
Bushing No. | Min _Me Diameter Now your Diamond Distributor can solve your 
1008 va" , 3" Ve Coupling problems immediately—/from stock. His 
be a + j rd selection of Diamond Taper-Lock Flexible Cou- 
3020 Sh," . 71546" ee plings includes a wide horsepower selection and a 
wide range of interchangeable bushings to fit any 
standard shaft diameter. 
For all your flexible coupling 
es : requirements, call NOW on your 



































CASING SPECIFICATIONS 


Number Use With Diameter 
3 z A 


D416-B D416 «er 
h” : s or. He has > 
D518-B D518 5% Diamond Distributor. He has the f 7 





D620-8 D620 6%" is” knowledge and the Diamond Prod- 





at 
0820-8 0820 A ucts to solve your power trans- = 
mission problems! ~ ee 
DIAMOND CHAIN COMPANY, Inc. 
Dept. 480, 402 Kentucky Ave. 
Indianapolis 7, Indiana WRITE FOR CATALOG NO. 7— 
JUST OFF THE PRESS 


Offices and Distributors in . - | 

All Principal Cities 
Please refer to the classified ; . OLLER 
section of your local telephone j 
directory under the heoding . I< 
CHAINS or CHAINS-ROLLER /HAINS 
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DAYTON INCREASED OUR V-BELT 


“Dayton’s popularity helps other lines, too!’""— William A. O’Rourke, 


General Manager, Bearing Distributors, Kansas City, Mo. 


“In less than a year... dating from the day we took multi-belt crusher drive. As a result, all our lines are 
our already substantial benefiting and transmission sales are up 30%! 
V-Belt sales have increased over 100%. “With Dayton we have everything we need ...a 
“With the Dayton Preventive Maintenance Program, complete, high quality line, excellent cooperation from 
we're getting into more plants serving more cus- the Dayton representatives, extensive sales promotion 
tomers. It’s expert service too, because Dayton Training materials and accurate catalogs, plus the Dayton Selec- 
tive Franchise to protect us from overdistribution. Our 
profit picture shows that we were never really in the 
V-Belt business until we switched to Dayton.” 


on Dayton’s complete line 


has made transmission specialists of our salesmen — 
equipping them to specify V-Belt requirement for every- 
thing from a fractional horsepower application to a 








SALES 100% 


“It doesn’t matter how long a belt has been stored since + 


Dayton furnished this precision matchometer. With it we 


can perfectly match sets for any drive!” 


“Dayton’s Preventive Maintenance Program gives our 
salesmen a list of Dayton V-Belts used in this area 
With a recor: of the belts and the type of machines 
they’re used on, we can make no mistake in supplying a 
replacement .. . even on a moment’s notice.” 


vW 


“Only Dayton could supply us with the exclusive Daytor 
Cog-Belts* and a V 
At my left and right, examining these two types of 
Variable Speed belts are the Dayton representatives, Norm 
Lever, and Walt Metzger, who work with us regularly.” 








-Belt for every customer requirement 


*T.M D.&. 1957 


Daytom mudalbex 


World’s Largest Manufacturer of V-Belts 


“We start 
the name 
salesmen, 


miss 


- 
- 
- . 
*! ito, 


tho “Aas 
BEARING DISTRIB 


ORS 





THE DAYTON RUBBER COMPANY, 


Industrial Replacement Division, Dayton 1, Ohio 


I want to know if the Dayton Francl 


is still available. Please send full deta 
name 

title 

firm 

city zone state 











More Proof that Today, 
as always... 


IMIOND 


supports the 


Industrial 
Supply 


Distributor 


At the Triple Industrial Supply Convention in San Francisco, both Simonds 
Saw and Steel Company and Simonds Abrasive Company again received Awards 
of Merit for “stressing in their advertising . . . the plus values and advantages to 
the user of buying their products from Industrial Supply Distributors.”’ Our sin- 
cere thanks to NIDA and SIDA. 

Support of Industrial Supply Distributors, not only in advertising but in every 
other possible way, has been a solid Simonds policy for more than 50 years. 

And this policy will remain unchanged as long as the Simonds line is made. 


SAWS - MACHINE KNIVES - FILES - FLAT GROUND DIE STEEL 
GRINDING WHEELS - ABRASIVE GRAIN 


SIMONDS “Saag SIMONDS 


SAW AND STEEL CO. | ABRASIVE CoO. 


FITCHBURG, MASS. PHILADELPHIA, PA. 
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Selling the top brand of industrial leathers 
is the finest sales help you can get — G & K’s 
industrial leather line is the brand that not 
only gives you volume profits, but inspires 
customers’ confidence and makes it easier to 
sell all your lines. For a wide variety of in- 
dustrial applications, G & K leather can do 


the job, giving top performance — longer life. 





Whether your customer needs strong, 
stretch resistant belting, top grade packings, 
or miscellaneous leather goods, you can give 
him exactly what he needs from the complete 
G & K line. This line not only provides top 
quality, but is pre-sold to every customer you 
serve by hard selling, feature packed adver- 


tising and publicity promotion. 


Sell and recommend © & K leather products for faster sales and greater profits. 


‘GRATON 


KNIGHT 


WORCESTER, MASSACHUSETTS 
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CHROME LEATHER 


LAMINATED PLASTIC CORE 





NEW PROFITS 
with G&K “Nycor” 
Stretch-less Belting 


Now, for the first time, you can offer your 
customers a new, revolutionary, American 
made, power transmission flat belting. It has 
the tight grasp of leather and the strength 
of plastic made stretchless in processing. 
“Nycor” will give more production — less 
maintenance cost due to the elimination of 
take-ups. It has extremely high tensile 
strength, but possesses lasting recoverable 
elasticity — also it withstands the action 
of shifters. 

This “Nycor” belting will be widely adver- 


tised in the textile, paper and milling fields 
— to your customers who use and specify 
belting. They look to you — the Industrial 
Distributor — to supply them, and now you 
can offer “Nycor’, for their unusual tough 
drives. 

In your territory, the G & K representa 
tive, an experienced belt man, is ready to 
help you in any way he can. Remember that 
“Nycor” isa G & K, American made product 
of highest quality and is backed up by G & K 


service and dependability. 


Send for more information on this amazing new revolutionary belt. 


AND 


/GRATON © 
Weaticl: hs 


WORCESTER 4, 


INDUSTRIAL DISTRIBUTION 


GRATON& KNIGHT 


INC. 
ASSACHUSETTS 
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BRISTOL'S SOCKET SCREW NEWS 





NEWS AND NOTES OF 
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INTERE ST TO BRISTOL 


Bristol Expands Socket Screw 





OPENS LOS ANGELES WAREHOUSE 





Takes New Larger Quarters For 
Los Angeles, Houston, Newark, 
Pittsburgh Offices 





By a Staff Reporter 


WATERBURY, CONN. 
| In a series of moves designed 
to further strengthen the dis- 
tribution channels for its 
socket screw customers, The 
Bristol Company 
the opening of a West Coast 
warehouse and new larger 





| 





announced | 


quarters for 
in Houston, Pittsburgh, Los 
Angeles, and Newark. Ac- 
cording to the announcement, 
the new warehouse, located 
at 6800 East Acco Street, will 
serve Bristol’s western trade 
which has been serviced from 
the main factory in Water- 
bury. 


The larger quarters for the | 


branches in the four cities 
mentioned were made neces- 
sary by the rapid growth of 
the demand for Bristol’s sock- 
et screw products. The mini- 
ature screws particularly are 
meeting with great accept- 
ance among electronics and 
other companies active in the 
guided missiles program. 





Bristol Warehouse in Los Angeles 


their branches 





BUILDS NEW PLANT ADDITION 





| Production Facilities Expanded 


| 
| 


| Waterbury, Conn. 


for Third Time in Five Years 





WATERBURY, CONN 
The Bristol Company today 
released details concerning 
the large two-story addition 
under construction at the 
north end of its sprawling 
main fac- 
According to the com- 


tory. 
announcement, the 


pany’s 


| new plant addition will be de- 





| which 


voted entirely to socket screw 
production facilities, and, 
when finished, will add about 
40% to the production and 
stocking facilities of the com- 
pany’s socket screw division. 
While complete in itself, the 
present addition represents 
one of a series of such steps 
have been made in re- 


cent years to meet the in- 


| creased demand for the com- 
| pany’s socket screw products. 


This actually represents the 
third such expansion the com- 
pany has undertaken at 
Waterbury in the last five 
years. 





New Pittsburgh Headquarters 


Bristol gives one day shipment on every urgent order! 


Precision socket screw manufacturers since 1913. 
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A NEW STANDARD IN 
CUTTING PERFORMANCE 


LADIS Fi 
Conhollid Gialily 


POWER 
HACK SAW 
BLADES 


CUTTING PERFORMANCE 
PROTECTED BY 


1804-7-1 
Se RBA ISH 
HIGH-SPEED 


STEEL 


s ; s¥ 
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Through every phase of production...from receipt of Ladish 
special blade quality material to packaging for shipment... ex- 
acting manufacturing controls and scientific laboratory procedures 
safeguard uniformity in quality, cutting performance and metal- 


lurgical integrity of every Ladish blade. 


THE ONE BLADE THAT GIVES EXTRA 
PROTECTION OF HEAT CODE IDENTITY 
Each mill heat of steel used in the manufacture of Ladish blades 
is subjected to exhaustive chemical analyses and physical tests to 
verify compliance with the high standards of Ladish specifications 
A heat code symbol is then assigned to identify this material through 
all phases of production. 

The distinctive heat code symbol on each Ladish blade is the 
key to its metallurgical integrity ... another added assurance of 


dependable performance. 


CUTTING As! FORMANCE 
PROTE ED BY 


1804-7-1 
em = LADISH 
HIGH-SPEED 


STEEL 





POWER HACK SAW 
BLADES...a significant 


advance in cutting metals 


Now, alter years of exhaustive production testing, 
Ladish, one of the largest users of power hack saw 
blades, announces the development and manu- 
facture of Ladish Controlled Quality power hack 
saw blades... blades that in long range, ex- 
haustive tests have earned significant recognition 


as a new standard in cutting performance. 


This blade development is a direct result of 
valuable performance data tabulated in the proc- 
ess of cutting over a million tons of steel in a wide 
variety of sizes, shapes and material specifications 

including stainless steels, alloy steels, titanium and high density 


heat-resisting materials 


With this vast experience Ladish engineers designed, devel- 
oped and tested a blade with the necessary qualifications to 
provide assurance of long, trouble-free service in making fast, 


straight cuts 


SUSTAINED HIGH 
CUTTING PERFORMANCE 





LONG, DEPENDABLE 
BLADE LIFE 





MORE CUTS 
PER DOLLAR 








Ne 28 


TO MARE PROGRESS 





CUDAHY (Milwaukee Suburb) WISCONSIN 
SALES OFFICES: A ° t 
Charlotte @ 30 © eveland 
Los Ange c 
Pittsburgh @ tt . 





ROLLED POWER HACK 
SAW BLADES 


PIPE DROP 
FITTINGS FORGINGS RINGS 


BALANCED HARDNESS 
AND TOUGHNESS 
ASSURE MAXIMUM 
SERVICE 


Ladish heat treating tech- 
niques, selection of blade 
stock and manufacturing 

esses vide proper 
— toughness and 
hardness to give long life, 
rapid and straight cutting. 





TOUGH PIN 

HOLE AREA RESISTS 
WEAR AND BREAKAGE 
AT CRITICAL LOCATION 


Tough pin hole area. . . in- 
creases resistance to 
breakage. Each blade in- 
dividually Rockwelled for 
conformity to specified 


hardness rating. 





PRECISION 
MILLED AND SET 
CUTTING TEETH 


Special machine tools, de- ‘ 
signed and produced by - 
Ladish, precision mill tooth 
to honed sharpness. Teeth 
set to consistent uniform 
gage measure. 





SCIENTIFIC TOOTH 
PROFILE CLEARS 

CHIPS, PREVENTS 
CLOGGING 

Radius in tooth design per- 
mits chips to pass freely 
without causi clogging 
and binding blade in 
cut. 





METAL QUALITY 

CERTIFIED BY SCIENTIFIC 
LABORATORY TESTS 

Each blade bears heat 


code symbol! of its metal- 
lurgical integrity. 


LADISH CO., CUDAHY, WIS 
We are interested 
Have Ladish representative call 








LADISH Conhollid Gually POWER HACK SAW BLADES 





An increasing number of distributors are carrying 
ample stocks of Ladish blades to meet normal 
demands 


Unusual requirements can be quickly obtained 
from the large inventories maintained in the cen- 
trally located Ladish plant. 


LADISH HIGH-SPEED STEEL BLADE SPECIFICATIONS 


PART NUMBERS FOR BLADES WITH TEETH PER INCH AS LISTED 
WOMINAL PINHOLE . HOLE-TO-HOLE e : _| | WEIGHT In LBs. 
SIZE MT tata) LENGTH wave TWNCKNESS PER 100 BLADES 


TEETH | TEETH TEETH TEE TEETH 
12 2 11% 1 050 1210-5 1214-5 19.9 
1 050 1410-5 1414-5 21.6 
%s2 13% 1% 062 1406-6 1410-6 34.0 
1% 075 1404-7 1406-7 48.0 
14% 1% 075 1504-7 1506-7 ) 52.0 
1 050 1710-5 26.7 
1% 062 1704-6 1706-6 1710-6 47.9 
1% 062 a 1806-6 1810-6 51.4 
1% 075 1803-7 1804-7 1806-7 us 62.2 
1% 088 1803-8 1804-8 1806-8 84.7 
1% 075 1903-7 1904-7 1906-7 65.2 
1% 088 2103-8 2104-8 2106-8 : 100.4 
13% 088 2403-8 2404-8 2406-8 114.0 
2 100 2403-10 2404-10 ey 147.4 
2% 100 ... 3004-10 ne 230.0 


161% 


CONVENIENT PACKAGING— 


BLADES are packaged in easy-to-handle multiples of 10 
blades per carton. Each carton is clearly marked with com- 


plete blade identification. a 


LADISH Co. @ =] 


CUDAHY (Milwaukee Suburb) WISCONSIN 
Serving the West... LADISH PACIFIC DIVISION, LADISH CO., LOS ANGELES, CALIFORNIA 
Serving Canada... LADISH CO. OF CANADA LTD., BRANTFORD, ONTARIO 


and @ Denver @ Havana @ Houston 


TO MARK PROGRESS 


SALES OFFICES: Amarillo @ Atlanta @ Baton Rouge @ Buffalo @ Charlotte ® Chicago @ Cleve 


Los Angeles @ Mexico City @ New York @ Odessa @ Philadelphia @ Pittsburgh @ St. Louis @ St.Paul @ San Francisco @ Seattle @ Tulsa 














ger How 
Much 
. Does It 
Cost... 








INDUSTRIAL DISTRIBUTORS: 


Chis advertisement appears in leading 
metal-working publications to help 
promote your sale of Standard Tools 


Complete line stocked by 


the Standard Too! Distributor in your area 


Call the “STANDARD” Man... 

to advise the most economical operating 
procedure, based on knowledge and long 
experience. 

He will help you select the best type of tap 
for your job from their Complete Family of 


metal cutting tools. 


Cuality Tools Since (88/ 





TANDARD JOOL { 0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK @¢ DETROIT © CHICAGO + DALLAS * SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 








NEWS THAT HELPS YOU SELL 
precision-plates to your 





This fully automatic barrel plating line at SPS has a capacity of 100,000 pounds per 8-hour day. There are eight other 
lines—including an automatic rack line with a capacity of more than 85,000 pieces per day—in a million-dollar 
plating room. Complete plating and surface treating facilities for products ranging from giant UNBRAKO screws 
to microsize FLEXLoc locknuts are available. SPS plating facilities are approved by government services. 





| cn a 
UNBRAKO SOCKET SCREW PRODUCTS FLEXLOC SELF-LOCKING NUTS, MALLOWELE shor Equipment SEL-LOK SPRING PINS 
—oww ® — \— —_ 
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customers needs 


The electroplating of precision products—to protect them, tc 
lubricate them, to make them more attractive—has grown 
during the last few decades from a haphazard operation to a 
highly technical one. Today the plating of UNBRAKO socket 
screw products and FLextoc self-locking nuts is a science 
involving some of the most complex aspects of metallurgy, 
chemistry and physics. 


Plating facilities at Standard Pressed Steel Co. are among the 

most modern in U.S. industry. They are operated by personnel 

thoroughly trained in modern plating technology. SPS can apply 

more than 50 separate standard plated or chemically treated 

finishes—listed in the Plating Specifications Table below—to 

UNBRAKO and FLEXLOc products. Our engineers will gladly 

help your customers specify the finishes best suited to their 

individual applications. Giant UNBRAKO cap screw and small set screw, both precision 

plated at SPS 


The complete story of plating at SPS is told in the 32-page 
alone onan Sopety oF. — STANDARD PRESSED STEEL CO. 
brochure “Precision Plating,” Form 2043. Order copies to hand 
out to your customers and prospects. Write or telephone A. W 
Scott, Advertising Manager. STANDARD PRESSED STEEL Co., 


Jenkintown 13, Pa. 
JENKINTOWN PENNSYLVANIA 


SPS Plating Specifications 





PRE- OR POST-PLATE TREATME 
SP NO. T THICKNESS 
oe — . OR SPECIAL TREATMENT 





] CADMIUM 
CADMIUM 
CADMIUM 
CADMIUM 


ZINC 
ZINC CLEAR BRIGHT 


ZINC . .0002-.0004 000 005 0005 n OLIVE DRAB IRIDITE 
ZINC IRIDESCEMT DICHROMATE 
ZINC SUPPLEMENTARY PHOSPHATE 








CLEAR POST PLATE DIP 
OLIVE DRAB IRIDITE 
IRIDESCENT DICHROMATE 












































-10 SILVER 0002-.0004 8B 0005 m NICKEL STRIKE 





-12 DULL NICKEL Same Sam Same 
13 DULL CHROME Same Som Same 
-14 COPPER Same m Same 











-15 TIN Same Same 





P- 
Pp 
P 
P 
Pp 
P 
Pp 
P. 
Pp 
P 
P 
p 
Pp 
P 
Pp 


-18 CADMIUM Same Same BLACK POST-PLATE TREATMENT 


| NICKEL 
P-20 PHOSPHIDE Same 








Same 





BASE MATERIAL CONDITION 





A. ALLOY OR CARBON STEEL 
BLACK OXIDE | 8 18.8 STAINLESS STEEL 








. DRY : 
MANGANESE-ZINC-IRON 
PHOSPHATING . i PHOSPHATE 

. DRY 
PARKERIZING DRYING OL 





ZINC-IRON PHOSPHATE 





CHEMICAL FILM . YELLOW 
TREATMENT . BLUE 
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Now! Louis Allis 
offers right-angle gearmotors... 


complete 
gearmotor 
line 


Can be 
mounted 
anywhere 


to round out the finest and most complete line of motorized 


gear drives available 


When you represent Louis Allis, you have a ready 
answer to any customer requirement for right-angle 
gearmotors. This broad line permits you to give off- 
the-shelf service on most standard units — assures fast 
delivery on larger sizes and special designs. You benefit 
by avoiding “fill-in” lines and substitutions. 

These compact drives range in size from 14 to 30 hp, 
with ratios to 100:1. What’s more, they’re available in 
a wide range of enclosures and electrical and mechan- 
ical modifications to meet any operating requirement. 
This is just one segment of the complete Louis Allis 
line of motorized gear drives which also include Line- 


MANUFACTURER OF 


ELECTRIC MOTORS AND ADJUSTABLE SPEED 


O-Motor and standard gearmotors up to 150 hp. When 
you handle Louis Allis equipment, you offer one-stop 
service. This means convenience for your customers — 
greater competitive advantage and more sales for you. 


Louis Allis distributors enjoy the benefits of industry- 
wide product acceptance — the backing of a top-notch 
field force of application engineers — products that are 
quality-built and actively promoted and merchandised. 
Production is geared for prompt deliveries. Louis Allis 
distributorships are available in some markets. Contact 
your nearby Louis Allis District Office or write The 
Louis Allis Co., 455 E. Stewart St. Milwaukee 1, Wis. 


LOUIS ALLIS 


DRIVES 
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New Bonney Ratchet designed : for 


CLOSE QUARTERS 


requires less than 4° 
angular movement to get a bite 


BONNEY PRE-ASSEMBLED REPLACEMENT KIT 





In a matter of seconds, the working parts of the 
Bonney Ratchet can be replaced, by releasing the 
retaining ring and removing the damaged unit. 


The new Bonney 92-tooth ratchet wrench saves time and trouble on jobs of 
all kinds where “‘close quarters’’ make it difficult or impossible to use con- 
ventional wrenches. You benefit from these exclusive Bonney features: 


@ Less than 4° angular movement is re- 
quired for a good bite. 
Made of finest steel without die- 
cast parts, the Bonney 92-tooth 
ratchet is one of Bonney’s wide 
: = , range of quality hand tools 
On-the-job repairing with Bonney pre- There is a Bonney Tool for 
assembled replacement kit. most jobs that require hand 
tools in any mill or factory 


Fingertip reversing action. 


Available in both Bonney and Bon-E-Con Write today for complete infor- 
in Ve", %", Ya" and %" square drives; mation about the Bonney line 


and 1" Bonney. 


One design for all sizes. Every ratchet in 
the complete line has all these features. 





Bonney is fully equipped to design and manufacture 
special tools to meet all specifications. 
Write us about any tool problem. 


BONNEY FORGE & TOOL WORKS + ALLIANCE, OHIO 
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POWER-PACKED! — 


Sales messages like this are being 


aimed at the people you are 


SELLING > 


They're building new opportunities for 





HMS distributors to be of real service 


w FASTENERS! 


OTHER LINES, T00! 





IN THE EAS [ HMS IS THE LINE 


WITH SALES POWER 





Are you using our 

“OPENING DOORS WITH FASTENERS” program? 
Our sales package provides a quick, easy pitch 
the toughest P.A. will want to hear 
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read how you 
can cut costs 
ie fo We h- Tale 
get stronger 
screws... 


1g bright steel cap screws with HMS 
heat-treated equ ‘nts, you can save as much as 19 in 
cost and get a stronger fastener, too Here's the kev to a 
cost tion program that you can move into quickly. 
And the facts you need on strength and cost are right on the 
compute! 
Heat-treated cap screws differ radically in quality. To real 
ize the full benefits of this cost-reduction program, you must 
be sure that the cap screws you order are not weakened by 
surface decarb (loss of carbon). That's why it’s best to 
specify HMS. Our exclusive carbon restoration process 
assures uniformity and full strength from surface to core. 


his computer is yours 


; B: 7 : > 
Mig F ng. See your distributo 


sentative or write 


Division of Standard Screw Compony 


in the bon you. Neen drop 101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 


CAP SCREWS + SOCKET PRODUCTS + TAPER PIN 


Always buy HMS... HARTFORD MACHINE SCREW COMPANY 
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‘Here are the two top winners of our SAVE with SKIL campaign 
Joseph Hartzer and E. R. Mincy along with myself (from I. to r 
The 1957 SKIL program to sell industrial power tools gave my men 
an opportunity to make some real dough. There’s an awful lot of 
power tool business to be had and we got a fair share with the SKIL 
plan. It worked all the way down the line from the SAVE with 


SKIL slogan to the campaign for our salesmen. As a result our 


SKIL sales are more than doubled, and the men are 
still making sales at a rate way ahead of last year.”’ 






















“When our salesmen sell SKIL... they 
get into the big bonus brackets,’ says 


A. J. Glesener, San Francisco Distributor 















2 4 
x y 


a 








“SKIL and their district sales manager, Harold Linder 
cooperated in this program all the way. This is what a 
company needs — an idea and the material to make it work 
Our salesmen make more money, we make more sales, 
SKIL sells more tools. Everyone is happy! 





“‘Here’s how our plan worked. Point values were assigned 
to each SKIL Industrial Tool. Salesmen were credited 
for all tools sold in their territories whether by phone or 
otherwise. Phone salesmen, like Emil Reali above, were 
also on a team and scored plenty of points. Everyone 
worked together. Everyone benefited and everyone won.”’ 


“‘Making sales of SKIL tools came a lot easier with the 
SAVE with SKIL package of promotional tools. Our boys 
were supported by James Krause, at the right, who 
mailed pieceson SKIL toolsand special promotional ideas 
he worked out. Along with the national advertising, the 
SAVE with SKIL buttons and other aids, the salesmen 
found it a lot easier to make sales.” 


These are the statements of A. J. Glesener, owner, 
A. J. Glesener Company, Inc., of San Francisco, California. 
This company continues an outstanding sales and merchandising 
effort in 1957. The results? Immediate prospects and dollar 
sales. It means greater enthusiasm, fewer turndowns, increased 


vw 


sales, more profits. If you would like to hear more about ee Oe a eens Sees 


this selling plan, simply write SKIL direct. » Canada: 3601 Dundas St. West, Tor 








iy 


UOUNGROUND HOBS 


There's no need to pay a premium for hob tolerance you don't need! 











— 


lllinite Certified Unground Hobs provide all the tolerance necessary for 
Zz cutting most gears, particularly if they are processed for further finishing 

Heres how operations and st ich less than Class A or B ground hobs 

For visual proof of accuracy, each Illinite Unground Hob is accompanied 

to cut by an electrically recorded Toolgraph® Chart—your certificate of accuracy 

and quality offered by Illinite research 

gear hobbing Find out all about Iilinite Certified Unground Hobs. Read the informative 

booklet illustrated below which lists certified unground hob tolerances as 
reley3 4.4 : well as Class A and B hob tolerances for comparison 


ILLINITE Standard Hobs are available from your local Distributor's stock call 


eine! him today 





SEND FOR 
CERTIFIED UNGROUND HOBS 


Lists tolerance data for Certified | 


Hobs as well as Class A and B tolerance 


compariso 


RIGHT AND WRONG OF MODERN 
HOB SHARPENIN 


Contains helpfu ormat 





DISTRIBUTORS! 


Have you heard about the Illinite line 
promotional plan? Sound advertising 
and informative literature really helps 


you sell. Write today for details. Metoll Cutting Too! 


DIVISION OF ILLINOIS TOOL WORKS 
2501 N. Keeler Ave., Chicago 339, lilinois 








Jacobs 


CHUCKS 


Superior performance is the 
result of the painstaking pro- 
duction of superior parts. 

Jacobs and your industria] 
supply distributor deliver the 
chucks you need and the serv- 
ice vou deserve. First in chucks 
... first in service. 


The Jacobs Manufacturing Company 
, West Hartford, Connecticut 




















— a> 
ay il eS = 
pa pte aa 


rd | 
i 
The Jacobs Model 91 The Jacobs Plain Bear- The Jacobs Model 96 The Jacobs Rubber- The Jacobs Impact Key- The Jacobs Ball Bear 
Spindle Nose Collet ing Chuck for drill Collet Chuck for grind- Flex® Tap Chuck de- less Chuck especially ing Super Chuck for 
Chuck for tool room presses, portable elec- ing machines, millers signed for tapping designed for the air heavy duty ond pre 
and engine lathes. tric and air tools. and jig-borers. heods and impact tools craft industry cision industrial use 


fT. id = . ise 5 > ™ * “i —e eo ty 
i Ss y us , Ps > a 


he 


ed 
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How this emblem 


cansouoy. \ |S being made more valuable to 


Authorized Distributors of CARBOLOY. 


CEMENTED ARBIODE 


ADVERTISING SUPPORT 


Consistent, highly effective advertising and 


sales promotion help open customers’ 


doors to Authorized Carboloy Distributors 


The unique new franchise for Authorized Distributors 
of Carboloy cemented carbides is bringing Distributors 
increased profits on their investments. 

And, to bring those profits on an increased volume of 
business, the franchise is backed by the largest advertis- 
ing and sales promotion budget in the carbide industry. 


This advertising sells Carboloy products—and Carboloy Dis- 
tributors — to readers of such leading metalworking publications 
as American Machinist, Machinery, Tool Engineer, Iron Age, 
Steel, Purchasing, and many others. 


The advantages of buying Carboloy products are 
brought home to hundreds of thousands of Distributor 
customers and prospects every month by ads like those 
shown above. 

In addition, these same customers are exposed to a 
special campaign which specifically sells the Authorized 


Carboloy Distributor —and the many benefits his local 
stocks and services provide. 

These ads have been proved by leading research or- 
ganizations to be among the best read, and most effective 
in the entire metalworking field. But advertising support 
doesn’t end here 

The Metallurgical Products Department also supplies 
Distributors with special direct mail and sales promotion 
material. The Department maintains large exhibits at 
national trade shows —and provides Distributors with 
displays and literature for their local shows. 


Carboloy Distributors are supplied with mailers, stuffers, catalog 
inserts, Mill & Factory back covers and inserts, exhibit and 


publicity service . plus a variety of sales promotion items 


Such powerful and close-in support on both the na- 
tional and local levels is currently helping Carboloy 
Distributors to their biggest sales year in the history 
of the Department. It’s another reason why Carboloy 
Distributors have one of the most valuable franchises 
in the field of industrial distribution. 

Metallurgical Products Department of General Electric 
Company, 11133 E. 8 Mile Blvd., Detroit 32, Michigan. 


CARBOLOY. 


CE MENTE DBD 


CARBIDES 


GENERAL @@ ELECTRIC 
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THOR SAFETY 
BALANCERS 


...and here are two 
new Thor balancers at 
a new low price 


NEW 10 LB. MODEL 





MAXIMUM 
CAPACITY 10 LBS 


MINIMUM a <i 
CAPACITY t 


TRAVEL 6 FT 


WEIGHT 3%. LBS 


HOOK-TO-HOOK - 
DISTANCE 





~ In-Line r ‘Tangential (For 
__Hook-to-Hook | snattesinntetedl ___Minimum Cable Wear) 





Thor safety balancers put tools right where 
the operator wants them—out of the way 
when not in use, on the work when in use 
Put Thor balancers to work for your cus 
tomers suspending tools, inspection equip- 
ment, blow guns and other equipment. Stock 
these new Thor tools—watch your profits 


NATIONALLY ADVERTISED grow. Thor Power Tool Co., Prudential 


in Saturday Evening Post, | O 0 LS Fr Plaza, Chicago 1, Illinois 


Life, Popular Mechanics THOR POWER TOOL CO. « CHICAGO 


Branches in all principal cities 
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No. 20W 
No. 765 


Name virtually any industry and you'll name a potential customer fot MULTI-PURPOSE: PLASTICS, 
WW te : ; POULTRY, ETC. No. 908 
ISS shears, Scissors, Or metal cutting SMPs. Practically indispensable in the plastics, 
For Wiss actually manufactures over 200 different types and models venetian blind and poultry industries, as 
: d ~ : well as scores of thers 
of cutting instruments—each the finest made. Vel as scores Of othe 
UPHOLSTERY No. 20W 


Whether it’s the leather or automotive industry, a giant electronics 
Extra heavy-duty raised blade shears for 


firm or a country florist, there’s a need, a use, and a demand for Wiss 
: ; ; ‘ upholstery and Carpet cutting Also used 
products. So if it’s bigger sales volume you're after (and who isn’t?) by tailors. 
one thing is certain: You can’t miss with Wiss! J. Wiss & Sons Co., New- 
ie, : salt : MILL SCISSORS No. 765 
ark 7, N. J. World’s Largest Manufacturer of Shears, Scissors, Pinking Double sharp points. Complete range of 


Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears sizes from 312” to 6” 


.salways a cut ab 


4 












¥ 


a? 














FLORISTS’ SHEARS No. 2DA 


Florists’ or lig wire cutting shears, long 


handles, short blades. One blade serrated 


BENT TRIMMERS No. 20 
Inlaid blades for lasting keenness for all 


' | rail y ? } ] Tt , 
industrial and professional Culling Com 


plete range of sizes from 6” to 12 
t 


POCKET SCISSORS No. 164 


licht 


Blunt safety points tor light 


trimming Operations 


LIGHT WIRE No. 634 
Straight blades, sl arp points No. 664 





Curved for cutting light wire ends 
trimming flash, shoe mtg 
LEATHER No. 8 Belt Shears 
Extra leverage for cutting leathe1 


heavy material. With or without se 


INDUSTRIAL TRIMMERS No. 36 
Inlaid Blade Straight Trimmers 
For heavy industrial trimming operatio 


‘ 


Complete range of sizes trom 6" to 10 


PINKING No. AA 

Professional or Industrial Pinking Shears 
extra large handles, 10 
‘ 


overall, razor 


shar p teel 


METAL-CUTTING SHEARS No 
Extra long handles and sh¢ 
ting rage. It 
ss. Used fc 
v and auto phoiste! 


ELECTRICIANS’ SCISSORS No. 


PAPER HANGING No. 82 
Also tor blue prints—extr 


SOLD ONLY THROUGH INDUSTRIAL DISTRIBUTORS, OF COURSE! 


ove competition 





DISTRIBUTORS FIND GOLD 
IN STEEL TAPES! 


Demand for high-quality steel measuring tapes has reached a new high as 
American industry switches to these compact, modern, precision measuring tools 





Are you getting your share of this booming market? You should 
be. Distributors all over the country are discovering a big up- = . 
NEW EVANS ‘‘POWER-TAPE’ 


swing in their sales of steel tapes. Why? Because all over 
America, industry is scrapping the old fashioned folding rule with Controlled-Speed Blade Return 


and switching to a new standard of accuracy and convenience e Pull out tape—make measurements 
provided by the compact modern precision measuring tape. Press button with thumb—blade re- a~ 


turns automatically—speed is under 


The benefits? Faster work with Evans high-visibility White-Tape your control all the way! Va 
finish. Better work with Evans close-tolerance graduations. Fewer Blade can’t “creep” — locks where —g 
errors with both inch and feet-and-inch markings on Evans stopped. No lost measurements! 

blades to save figuring. Lower costs with no breaking of fragile New! Clear Tenite carrying case 

slats, and low-priced Evans replacement blades to make old that hangs up for convenience 

tapes like new. Safer work with tapes that clip to belt or slip Magnifying lens in lid 

fully inside pocket with no dangerous projections 6-ft. List $1.19 —— Also 8-10-12 f¢. 


One company — Evans Rule Co.—has played a significant role in 
this new “Industrial Revolution.” Evans pioneered the trend, “KING-SIZE”’ 
over 6 years ago. Today, Evans leads the field in quality, in Blade *«" Wide 
merchandising, and in sales! Stands up straight for Upright Meas- 
uring Won't bend or buckle because 
Three reasons why EVANS Tape business it’s 33% wider than ordinary tapes 
is big business for industrial distributors: Complete with semewsite Sel clip 
10-ft. List $2.39 —— Also 12 ft. 
1. Evans Quality... Every Evans tape is packed with high- 
quality features and unconditionally guaranteed to meet POCKET TAPES 
Government specifications and the strictest industrial pur- Still the unchallenged sales leader in 
chasing standards. the Steel Tape field! 
2 r 6-ft. List 98¢ —— Also 8-10-12 ft 
- Evans Promotion... The industry’s strongest advertising 
and publicity campaign — aimed at your customers —tells the LONG TAPES 
steel tape story to the purchasing agent. : 
Handsome leather-like Vinyl cover, 


. % Evans Merchandising ... Evans, using over 20 purchasing with double roller mouthpiece and 


agent magazines, offers every purchasing agent a free measuring chrome-plated winding reel. Stainless 
tape — so he can try it, test it, compare it with other devices. 
Over 10,000 already have accepted this offer. Evans passes their 
names to industrial distributors for sales follow-up. Distributors 
who picked up these leads report unprecedented sales! 


steel edge band. Combination hook 
ring at blade end 


50-ft. List $4.98 —— Also 25-75-100 ft 


. oe ‘ These are the features that make EVANS 
Many inquiries from your territory “ew 
“ America’s Most Wanted Tapes 


nt . . ce: . ac 
are Coming = right now . e Heavily chrome plated cases 


... And there’s rich sales potential for you in every one of them. Double blade markings 


To get these a dded Sa les STOCK EVANS NOW! ke ft d hes? R H 
fo] Wo ' toa ' od , 
I'ry one of these remarkable tapes for yourself... and see why = h : resi Noaanertiag sa 
22 24 25. Work in inches? Read Here 


everybody's going for EVANS! 
It’s yours—FREE!—your choice: Clear plastic cartying cases es 
" Reasonably priced replacement blades for all 


EVANS KING-SIZE 10-ft. WHITE-TAPE Do it instantly—no tools needed 

( Extra-wide blade that stands up straight) Sliding end hook on all sizes up to 12 ft.— 

or EVANS 12-ft. POCKET WHITE-TAPE 100 accuracy in inside-outside measuring 
(Full 12-ft. Measure—in handy Pocket-Sise) Snow white Bonderized steel blades. Jet-black markings 

UNCONDITIONALLY GUARANTEED 
Clip the coupon drop it in the mail now. 

pag hee ; lish-Metric Mark labl Mt styl 
EVANS RULE CO., 400 Trumbull St., Elizabeth, N. J. ee ee ey me 
Gentlemen NEWLY DEVELOPED 


Please rush my free sample of the EVANS Tape I've checked 
KING-SIZE 10-ft. WHITE-TAPE POCKET 12-ft. WHITE-TAPE CHALK-LINE-PLUMB-LINE 
50 ft.—100 ff. 


Name - - Title___.. — Sturdy, streamlined combination tool 
for one man chalk lining. Built-in 
plumb bob. A precision instrument 

with more quality features than any 


4 


MU) 


| 


, 


f 
77 


Ny 


Company 


Address - “ = ae chalk line made! 
50-ft. List $1.49 





City 





ee ae ee ae ee 





Ewatea RULE co. * Elizabeth, N. J. © Montreal, Que. @ World’s Largest Manufacturer of Steel Tapes 
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OBO. RRA + wen 
LT a OT COMPANY 


Now ready... new, complete 
RBaW Fastener Catalog 


OR distributors, here’s the handiest, easi- 
est-to-use working tool for selling standard 
fasteners 
This RB&W general catalog is sectionalized 
for quick reference. It’s complete, compact. You 
get the information you need to order and to 
fill orders for bolts, nuts, screws, and rivets; it 
tells, too, about many “specials” we are pre- 
pared to handle. 


WALL CHARTS, TOO 


Distributors of RB&W fasteners get hanging 
tabbed wall charts imprinted with their name, 
for passing along to dealers. It itemizes bolt 
and nut styles and sizes, gives list prices, has 
spaces for write-in retail prices. 

Sales-aids that really help . . . dependable, 
prompt source of supply .. . quality fasteners 
competitively priced ...and national reputation 


for excellence of product and service — that’s 
RBé&W to its distributors. Contact us for in- 
formation 

Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


112th year 


Plants at: Port Chester, N. Y.; Corapolis, Po.; Rock Fo 
Los Angeles, Calif. Additional sales offices at: A 
Phila Pa.; Pittsburgh; Detroit; Chicago; Dalle S 
cisco. Sales agents at: Milwaukee, New Orleans 
Fargo. Distributors from coast to « t 


RBaw FASTENERS - S709 Point or any assembly 
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BEALS 


AN D 


COMPANY 


1913-1957 


4 Weetaiay 
f Rogers 


\ 








BEALS, } s 
#)BEALS ¥ MCCARTHY —— — 
w hOCERS & ROGERS 


IRON - STEEL HARDWARE 
TOOLS AND SUPPLIES 


"DOM O AIADPOS’ Or >is 


Ninth Donnelley-built Catalog for 


wD 


BEALS McCARTHY & ROGERS 





; BEALS BEALS This — 131-ve 
MVCONGpebe bE MCCARIIY es 
= RROGERS &.ROGERS sliads, Maik hit 


that BM&R and 


an efthcient 


BUFFALO CUSUPLIDUTION 
Here Is Whal 


Niet arthy w Rogers. 





BEALS . BEALS 
McCARTHY McCARTHY 
& ROGERS & ROGERS 


/ ; 

Need a new catalog? Why not make sure o 
results for your own company? 
Se ean wee 
eladiy be supplied vou without obligati 


write us or telephone us today. 


The Lakeside Press 
R. R. DONNELLEY & SONS COMPANY 


Catalog Compiling Department 


350 East Twenty-second Street, Chicago 16 
CAlumet 5-2121 
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1,778,932 


RL OUAY 


you should promote 
WIL-GARD /ndustrial Gloves 


Nearly two million readers—in both management 


hand-out literature . . . colorful product-reference 
and supervision— will read about the superiority of pages ...and a hard-hitting publicity program that 
Wil-Gard Gloves during the next few months. Con- will attract | of additional 
vert their interest to sales action by throwing your readers 
weight behind this powerful Wil-Gard Campaign 

“ach colorful ad in the series directs inquiries to 

you—-the distributor. It’s your campaign . . . pu 

to work for you! 

miss thi 


This is only one of the ways Wil-Gard helps dis- Don’t 


tributors sell. The best catalog in the industry .. . or wire 


today 


Sold only through distributors 
WIL- |||GARD 


THE WILSON RUBBER COMPAN 


INDUSTRIAL DIVISON 
1200 GARFIELD AVENUE, S.W. © CANTON 6, OHIO 
A Division of Becton, Dickinson and Company . 
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New ... Whitney's packaging 
includes plastic enclosed disas- 
sembled chain parts for easy 
chain assembly, handling and 
parts inventory . . . Another 
exclusive Whitney service! 


ROLLER CHAIN ° SILENT 


ASK THE MAN WHO SELLS IT... 


Whitney Chain means greater sales and profits for distri- 
butors everywhere. This is no “guesstimate” . . . the plain 


facts are 


complete premium quality iine 

high profit margin 

sales potential in every plant 

nation-wide engineering and warehousing 


national advertising keyed to your service 


And exclusive distribution of the new Whitney Single and 
Double Pitch Self-Lube Roller Chains—more sales oppor- 


tunities in industry and agriculture. 


ADD THIS UP FOR TOP PROFIT 
IT’S WHITNEY CHAIN THAT SELLS 


CHAIN COMPANY 


239 HamiLton St., Hartrorp 2, Conn. 


CHAIN ° CONVEYOR CHAIN ° SPROCKETS ° FLEXIBLE COUPLINGS 
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GROUND FROM THE SOLID 
END MILLS 
BY 








JUST COMPARE 


Gee 


END MILLS WITH 
CONVENTIONAL END MILLS 


Our END MILLS have an entirely new 
and advanced flute design with an un- 
interrupted contour and hook from one 
flute to the next. 

Flutes ground from solid hardened 
blanks with mirror finish allow a smooth 
flow of chips. Identical flutes as to dimen- 
sions and contour give a perfect distri- 
bution of cutting load. The form relieved 
land provides much greater strength to 
the cutting edge. 

RESULTS: longer tool life, finer fin- 
ishes, and lower production costs. 


Attention Distributors 


There are a few select markets open to 
distributors who can handle Eclipse End 
Mills. 

Please write General Manager, 

Eclipse Counterbore Company, 

Detroit 20, Michigan. 


All applications will be treated in com- 
plete confidence. 


ECLIPSE COUNTERBORE COMPANY 


1600 BONNER AVE., DETROIT 20, MICHIGAN 
END MILL DIVISION—NORTH BRANCH, WN. J. (n0 o7e2tiran wo) 
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Black& Decker. calle signals for 


Power-built products...Power-packed promotion 








Watch B&D's 
POWER PLAY 
60-60-60! 






Exclusive hydraulic feed 
with remote control! 





New Black & Decker Magnetic Drill Press 
takes the tough jobs...standing on its head! 


: ' Now B&D brings you a tool that’s so far ahead of any competi- 
New Too. Cappy . a ; ar s : a 
created to help you tion there’s just no comparison! Loaded with exclusives, it has to 
demonstrate this be seen to be appreciated. Look at this: two-piece construction 
power-packed tool. . ; ! 
Trundle tool to the for easy, accurate placement — extra power magnet sticks to 
job, easily, safely. and thicker steel as though it were part of it. Doesn’t need to cool 
Many customers : ; _ Sv. Tt’s stable in all directi sate 8 
will aleo want this off—can be run continuously. It’s stable in all directions—is the 
carrier. only drill press with remote hydraulic control. There’s just noth- 
. : ing more powerful, more useful, more loaded with features! 
UNITIZED Con- Ba i get 
STRUCTION of drill Watch for your Black & Decker Magnetic Drill Press demon- 
press can not work — ee ta ae i lias _ 1, , 
loess; ne side play, stration clinic—you'll be amazed at this great new tool and at 


maintains accuracy. the brand-new markets it opens for you! 


POWER PLAY promotion! 


... Powerful team work...for high score profits! 





Call B&D'’s 
POWER PLAY 
for plus profit! 





New B&D Heavy-Duty Router is lightest 
most compact 1 HP unit! 


Maximum power packed into minimum weight with | 


formance that just begs to be compared! That’s the story 


of the new B&D Heavy-Duty Router designed for easier 


handling, 
and inlay work. Exclusive micrometer-type depth adjust 
ment with calibrated depth dial will make a hit with pros 
pects. And tool stands on end for fast changing of bits an 
cutters. Again 
in this powerful new B&D Router! 


faster work in beading, grooving, routing, fluting 


you'll find lots of new profit opportunities 


'6¢ 
a, | 


» Pa B&D 
POWER PLAY 


breaks away! 


Now! For the big, tough jobs—No. 300 
Heavy-Duty Impact Wrench! 


Now Black & Decker rounds out 
line with the most powerfu 

new Impact Wrench pac} 

vet is light and easy 

ugs, bolts over 

just as ruggedly ; 

ture construction 

tor and anvil, heavy-duty 


really tough and dur 


line blasting advertising to open 
holes for your selling drive! 


Thousands of powerful, inquiry-pulling advertisen 
cations your prospects read 
Saturd 
build sales leads for you 
you another reason to make Black & De 
THE Biack & DECKER Mec. Co., Dept. 40 


ENGINEERING 
NEWS RECORD 


org POST 


‘ IGEST 





today 
(In Canada 


enTits 
15 leading business magazine 
search out and pre-sell prospe 


And power-packed m¢ 


y Evening Post 
\ vening Os! 


CcKer VOur 


P.O. Box 278, Brockville, Ont.) 


Leading Distributors Everywhere Sell 


() Black& Decker. 


Quality Electric Tools —Power-Built for top performance 





They go home 
better salesmen 


Every year distributor representatives come to Milwaukee for 
training in CHAIN Belt products—CHAIN Belt sales tech- 
niques—CHAIN Belt traditions of customer service. 

They go home better salesmen 

They have seen CHAIN Belt quality in the making. They 
have learned aspects of CHAIN Belt engineering which will 
prepare them to recommend the right product for its application. 

And in the course of this training they meet a lot of CHAIN 
Belt people. They discover for themselves that these people 
like to work for CHAIN Belt. They discover, too, that CHAIN 
Belt likes to work for its distributors—by sharing sales ideas, 
by support with advertising and sales aids, by regional ware- 
housing, by building quality products that can be sold profit- 
ably at a fair price in a competitive market. CHAIN Belt 
Company, 4622 West Greenfield Avenue, Milwaukee 1, Wis 


CHAIRS! BELT COMPANY 


Milwaukee 1, Wisconsin 
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FLYING SAUCERS that are real! 


Larger shipments of Ferry Cap screws leave our ship- 


ping room on low-flying pallets, skim into waiting 
trucks or freight cars and arrive at your receiving 
dock still aboard their “flying saucers.’’ This modern 

method of quantity shipping eliminates individual 


carton handling in your operations—saves you labor, 


IPPC CECE RRRR PE RORP RRO RREEe 


time, and money. 

Whatever the size of your order, Ferry Cap service is 
quick and courteous . . . and the products are tops in 
quality. Order Ferry Cap screws today! 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers ond specialists, cold upset screw products since 1906 


2153 SCRANTON ROAD . CLEVELAND 13, OHIO 


AMEE is reared to ASTER SUE 
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Your customers know Fairbanks Trucks 
have the rugged construction and smoother 
operation that takes the load off their minds. 
For 65 years Fairbanks Trucks have proven 
to give faster, safer handling, longer, more 
dependable service. 

Now Fairbanks is promoting an entirely 
new selling theme that means extra business 
for you: “Trucks are as tools — job fitted. The 
proper tools, Fairbanks Trucks, make light 
work of handling bulky merchandise.” In 
Fairbanks’ business paper advertising and 
promotional literature Fairbanks is selling this 
idea to your customers. And they are buying 
it. For your customers know that they quickly 
write off their truck investment against the 
substantial time and energy savings they get. 

Whatever your customers’ material han- 
dling problems, there’s a Fairbanks Two Wheel 
or Platform Truck that solves it — right on 
the button. 


It pays to sell Fairbanks. Fairbanks 
Trucks, like all Fairbanks products, are 
needed in every plant and commercial enter- 
prise in your territory. They have the extra 
sales features that make them easy to sell 
and which open doors for the sales of all 
Fairbanks products. 

Step-up your profits by making Fairbanks 


Trucks your sales leaders for this month. 
Take advantage of the interest created in 
these trucks by Fairbanks’ national adver- 
tising campaign and direct mail program to 
win new customers and resell the old. Work- 
ing together we will boost your sales, step-up 
your profits. 





Sy 


> 
+ 
i 

















FAIRBANKS COMPANY 


Executive Office: 393 Lafayette Street, New York 3, New York 
Dart Unions ¢ Trucks ¢ Casters * Wheels 


393 Lafayette Street 15 Stanwix Street 202 Division Street 
New York 3, New York Pittsburgh 22, Pa. Rome, Ga. 
Factories — Binghamton, N. Y. and Rome, Ga. 


THE 


Valves « 


520 Atlantic Avenue 
Boston 10, Mass. 
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Share of 
Blade Sales 


A Quality Product 

Clearly Marked & Finished 
Sturdily Packaged 

Prompt Shipment 

A Fair Sales Policy 

Adequate Consumer Advertising 


Efficient Missionary Help 
OF STAR’S SEVEN POINT FEATURES 


Efficient Missionary Help — Star’s efficient 
missionary program is ready to provide Star salesmen 
who will accompany distributor salesmen on their calls. 
These Star salesmen are well equipped with a wide range 
of experience for the strengthening and expansion of 
distributor sales. 


If you can’t check yes to all 7, 
it will pay you to investigate the a LINE 
Nos. 10815 


No. 10— Green molded handle. Almost indestruc- Long a favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 
positions, tensions blades automatically. No. 15 lock blade features extra easy blade change 
Red molded handle, chrome-plate finish. Same 


features as No. 10. 
Inquiries are invited from interested Distributors 


For selective distribution, some territories open 

ee ES OS SS G8 OS OS eee 

] send to 

CLEMSON BROS., INC. 
Middletown, N. Y 


We want your general Catalog 


STAR HACK SAW BLADES 


We are interested in having your representative call 


Address 


CLEMSON BROTHERS, Inc. 
Middletown, N. Y., U.S. A. 
Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Machines 


! 
! 
! 
| 
Manufactured by Name 
I 
! 
I 
— 
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It’s good business because it builds business 


You profit two ways when you stock 
and sell PyrREx® sight glasses. 

There's the steady day-in, day-out 
sight glass business—for replacements 
and for expansion of present equip- 
ment. That's not big business, but it’s 
steady business, and it’s profitable. 

But it can mean big business, too. 

When you stock Pyrex sight glasses 


you're ready for routine or emergency 


replacements. That builds good wili for 
your company . good door-opening 
business, too, that leads to more busi- 
ness. 

PYREX sight glasses 

The qualities that are built into PyREx 
sight glasses are those performance- 
promising qualities that build sales and 
repeat sales. 


High temperatures and sudden tem- 


perature changes have little or no et- 
fect on them. 

They will resist attack by all chem:- 
cals except HF and strong, hot caustic 
solutions 

[hey resist clouding and pitting, stay 
clear and easy to see through for a long 
useful life. 

Write for catalog and complete in- 


formation. 


Conung meant reseacch i Glass CORNING GLASS WORKS, 26-9 Crystal Street, Corning, N. Y. 


60 
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It’s no gamble when you sell 
Acco Registered Sling Chains 


is tur 
Sling Chain 


e You give more than chain when you 
sell acco Registered Sling Chains. For you 
give “4 aces of extra value”’ which help 
make acco Registered Sling Chains the 
standard by which all other slings are 
judged. Here are the 4 winning aces: 

First Ace: Accoloy X-weld 125 Chain, used 
where extra strength is desired. This patented 
chain (Pat. No. 2763768) has a king-sized 
welded area for exceptional strength—and it 
does not kink, but hangs straight as a die 
Second Ace: ACCO's new Shaped Master Link, 
which, thanks to its unique shape, withstands 
deformation under loads up to 18% greater 
than a conventional round-section link can 
Third Ace: The ACCO Registration Ring, bear- 
ing its own serial number as evidence that 
every component has been tested before as 
sembly, and the assembled sling proof-tested 
to twice its working load limit before ship 
ment. The acco Registration Ring is the 
symbol of acco quality —the finest 

Fourth Ace: The ACCO Registration Certifi- 
cate, attesting to the field-tested design and 
proof test of complete sling to twice the work- 
ing load limit. It is signed by American 


Chain & Cable Company, In ind 
nished with each acco Registered 

Only acco Registered Sling Chains offer 
these *‘4 aces of extra value.’’ Still another 
bonus: all hooks are Magnafiux-tested 
Remember, these features are over and 
above the characteristics of strength, 
safety, long service life and long-pull 
economy that have made acco Registered 
Chain Slings industry’s choice for an end- 
less variety of lifting jobs. 

Fill all the sling chain needs of al! your 
customers with acco Registered Sling 
Chains. For full information, write us at 


York, Pa. 








WHAT 
“ACCO REGISTERED" 
MEANS 
1 The best material 
2 Unit 
rings, | 


3 Proof test of c 


to twice the working 


safety factor 
k hook 


moplete 


load limit 

4 Actual field service test 
f each design 

5 Metal ide 
on each z 

6 Signed 


with each sling 


tficat 


Registry 





American Chain Division 


AMERICAN CHAIN & CABLE 


ASCO 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver 


*Houston, *Los Angeles 
* Indicates Warehouse Stocks 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 


New York, Philadelphia, Pittsburgh 
*Portland, Ore., *San Francisco 
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Stock control is vitally important, and that’s B. L. 
Stouse’s job as manager of the Mill Supplies Dept. of 
Standard Supply. He and H-R’s Field Engineer, Bryan 
Frere, often check inventory to prevent stock shortage. 


H-R ENGINEER HELPS DISTRIBUTOR 


Standard Supply renders prompt, dependable service fo its 
customers ...and receives such service from Hewitt-Robins 


You can’t tell the generals from the soldiers at Standard 
Supply & Hardware Company in New Orleans. For, in 
this aggressive “‘shirt-sleeve’’ organization, there are no 
private offices and no one is ever too busy to handle the 
hundreds of orders they receive every day. 

Standard Supply started doing business in 1909; and 
today, with 8 stores, 40 acres of pipe storage, 260 em- 
ployees, and 30 trucks, their sales are in the millions. 
Their men work from a 1150-page catalog and sell to 
industries in Louisiana, Mississippi and eastern Texas. 


Standard Supply’s success is built upon service. As 
their President, Bill DePass, Jr., puts it . . . ““We pride 
ourselves on the fact that every order is shipped and 
acknowledged the day it is received. Our customers 
expect us to keep them advised about new products and 
to have adequate stock in our warehouses to fill orders 
promptly. We, in turn, expect the same service from the 
firms we represent.”’ 

As Hewitt-Robins’ Field Engineer, it’s Bryan Frere’s 
job to see that Standard Supply’s personnel is kept 
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It’s a rare occasion when you can get four of the officers 
of Standard Supply to put their coats on and have their 
picture taken. Here (left to right) are William DePass, 
Jr., President; C. E. Munden, Jr., Executive Vice Presi- 
dent; J. M. Kinabrew, Jr., Vice President; and C. F. 
Hadden, Jr., Vice President and Treasurer. 

















T. R. Schneidau, Vice President of Standard Supply 
left), and H-R’s Bryan Frere discuss additional dock 
loading facilities for the Port Sulphur, La., plant of 
Freeport Sulphur, with Stanley L. Mayo, Director of 


Purchases for Freeport Sulphur. 


MAINTAIN “SAM 


abreast of what’s new in industrial rubber products and 
to see that their stock of H-R Belting and Hose is ade 
quate. He speeds their orders from one or more of the 
four H-R warehouses in the South. As a result, Standard 
Supply and Hewitt-Robins have been working together 
for more than 30 years. 

Like all field engineers in Hewitt-Robins’ 42 strategi 
cally located sales offices, Bryan Frere is backed by the 
research and manufacturing facilities of an organization 
that has been a pioneer and leader in its field for over 65 
years. 

If you sell industrial rubber products, it will pay you 
to check the advantages of handling the Hewitt-Robins 
line. 


A large customer for various products handled by Stand 
ard Supply is Freeport Sulphur Company. This H-R 
conveyor system at Freeport’s Port Sulphur, La., dock 
comprises one of the most flexible loading systems ever 
constructed. The transfer, dock, and shuttle conveyors 
are designed to handle 1600 long tons of sulphur per hour 


George LaPour, Jr., handles purchases of hose and belt- 
ing, rope, hoists, et« and Bryan Frere calls his atten 
tion to the report of a job that Standard Supply and 
Hewitt-Robins worked on together 


~ SERVICE 


HEWITT-ROBINS 
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COMPLETE LINE 


1S ONLY ONE REASON WHY DISTRIBUTOR’S PREFER 


ie = 5 


GLOB 


7) 


OTHER REASONS ARE: 


QUALITY NO “COMMITMENTS" 
Every single type specifically engineered for the job. No stocking problems. Order only whot you need 


as you need it. 


COOPERATION DEPENDABLE PROFITS 


National field force, technical assistance, national Our policy of maintaining consumer prices assures 
advertising, complete literature, immediate delivery. you fair and consistent profits. 


By, GLOBE WOVEN BELTING CO., INC. 


4 
! - 1400 CLINTON STREET e BUFFALO 6, NEW YORK 
KNOWN FOR QUALITY THE WORLD OVER , 
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Handle Flammable Liquids 
Inthe Approved Sate Way 


The COMPLETE Cue 


Available in 5 sizes from 1 qt. to 5 gal. 
No waste, no splash, no spill. 
Self-adjusting guard cap prevents leakage. 
Bottoms reinforced with heavy steel hoop. 


Non-flash-back safety screen available for 
all models. Flexible-Funnel attachment 
available for 1, 2% and 5 gal. units. 

1 qt., 2 qt., 1 gal. sizes come with trigger- 
grip handle —2'2 and 5 gal. sizes feature 
free-swing handle. 


Safe for handling all flammable liquids. 


Eagle Safety Cans are 
approved by Under- 
writers Laboratories, 
Inc. and by Factory 
Mutual. 


Eagle Safety Cans 
have strong 1-piece 


construction; no seams. 


ORDER APPROVED Eagle Safety Cans 


from your supplier or write direct to Eagle 


for information. 


WRITE for latest Eagle Catalog showing 


the Complete Line of Eagle Oilers; Safety, Oil, 
ond Gasoline Cans; and Containers. it's free. 
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UIl-SOS — 5 GAL. 
WITH SAFETY SCREEN 


Ul-10 — 1 GAL. 


Sa we ew em eet 


UI-50 — 5 GAL 


affe e ae ae an fev ee eee ee ee eee a 


UI-SOF — 5 GAL. 
WITH FLEXIBLE FUNNEL 





ANNOUNCING seseanen ACHIEVEMENTS 


FOR GARDEN, FARM, HOME AND FACTORY 


The new-style 400" series The new-style "500" series 
EAGLE OIL CANS EAGLE GASOLINE CANS 


2 
| = 


AVANIZED 


= see 


401-NS — 1 GAL. 402-NS — 2 GAL. 501-NS — 1 GAL. 502-NS — 2 GAL. 


ideal for use with stoves, heaters, in ' ideal to use with outboards, camping, 
construction work, service stations, gen- | in home workshops, with garden imple- 
eral plant and railroad maintenance. ments, power lawn mowers. 


402'2-NS — 2'2 GAL. 405-NS — 5 GAL. 502'2-NS — 2'2 GAL. 505-NS — 5 GAL. 


EAGLE "400" and “500” Series Cans... 
Order the new Eagle 


Oil and Gasoline @ feature seamless-drawn dome-shaped body. 
direct to Eagle for @ ‘ave double seamed bottom—no top or side seams. 
information. @ are made of heavy 26-gauge galvanized steel. 


e are designed for rough use and unlimited service. 


Serving Industry Since 1894 


MANUFACTURING CO. Wellsburg, West Virginia 









Boost fitting volume with IMPERIAL 


4 IMPERIAL HI-SEAL® IMPERIAL 
f BUTT-JOINT FITTINGS . HI-DUTY” 
Foolproof assembly! No iP FITTINGS 








IMPERIAL 
J.C. 37° 
FLARE FITTINGS 





A . , 
arent ces dog v/s Save 36 to 77% Withstand high pressures 
7 installation time. and severe operating 


Withstand high . ; 
é jaanhhan aa lane. Withstand severe conditions. Brass, steel, 
vibration, Brass stainless steel 


standards. For ‘s to 12" d al 
©.D. tubing. Steel and ollie ee 
stainless steel. 


COMPLETE RANGE FROM 
A SINGLE SOURCE 


IMPERIAL IMPERIAL r x) IMPERIAL 


ERMETO FITTINGS J FLEX® FITTINGS f POLY-FLO* 




























No flaring, threading, The brass tube coupling wii FITTINGS 

welding or soldering. with the vibration and ‘ Sere ewe 
Moke safe connections shock-absorbing sleeve. : ~ ov . Pt 
that withstand high Withstands minor tube ~ er — . - 
pressure and vibration. movement. Also on ig _ -_ y 
Steel Nylo-Flex Fittings for / ere time and tebor. 













nylon tubing 


4 IMPERIAL IMPERIAL /, IMPERIAL 
NYLO-SEAL* COMPRESSION S.A.E. 45° 


GS FITTINGS FITTINGS FLARE FITTINGS 
Heavy-duty or standord 


Made of DuPont Zytel For low pressure work 
Economical, corrosion Simple, efficient, - types. Withstand severe 
resistant. Save up to economicol. Brass : tensile pull and high 
90% compared to pressures. Bross 


stainless steel fittings 




















IMPERIAL offers industry’s most complete line of fittings for 
connecting steel, stainless steel, copper, aluminum and plastic tubing 





COUPLINGS 
For high, medium and m A wide range for many 

purposes. Plug, needle 
ond diaphragm types 


2-, 3-, and 4-way styles 


IMPERIAL 
IMPERIAL seareuas Noes FLUID CONTROL 
FITTINGS VALVES 
Similar to standard 


flare fittings, only 
flare seat is inside 
body. Brass 


low pressure use 
hydraulic fluids, gasoline 
oil, diesel fuel, grease 
water, air, LP-gas 


TUBING TOOLS TOO! Imperial offers you industry's most complete line 
for a copper, steel, stainless steel, aluminum and plastic tubing! 


IMPERIAL —* IMPERIAL FLARING TOOLS IMPERIAL 
— BENDERS Pet All types for moking 45° and 37 s TUBE CUTTERS 









pe 
td 


ver, gear and flare ale and double flare 
- ve J 
———— ~ 
pring types —- Caan 


Write for Catalog 200 


THE IMPERIAL BRASS MFG. CO. } a ee We 
511 Souta accine, Chicago 7, Illinois en @) Oa 


Ave 












In Cenoda: 334 Lauder Toronto, Ontario 
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THESE SE Tl PRODUCTS 


FASTENERS — over 20,000 types and sizes of standard bolts and nuts cre FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
supplied in eye-catching, tough, non-smudging packages that make ottrac- plied coiled from 2" thru 3” dia. In straight lengths in 4” and 6” dia. Plus 
tive self-selling displays. a complete line of fittings and clamps. 


REPUBLIC 


Wolds Whideat Range of Standard Steels 
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Bator Products build, Better. Pruptita... soll 
REPUBLIC COLD FINISHED 


STEEL BARS 


When you stock and sell Union Cold Drawn 
Steel Bars you get product-quality plus, to help 
you win and hold customers. The “plus” is the 
most complete program of advertising, pro- 
motion, machining and metallurgical assist- 
ance offered by any manufacturer. 

For example, Republic conducts a continuous 
advertising campaign whose sole purpose is to 
direct customers to you. Points covered in- 
clude the savings users can make by relying on 
your complete stock of cold finished steel bars, 
instead of their own inventory. Your speed and 
efficiency in furnishing what they need, when 
they need it, is emphasized. 

Beyond direct advertising support, Republic 


al 2° on i 5 


provides an excellent selection of literature io 
explain the many advantages of cold finished 
steel to your customers and prospects. Among 
this material is the most authoritative machin- 
ability handbook available in the industry to- 
day. Complete up-to-date facts and figures on 
cold finished carbon, alloy and stainless steels 
are presented. Republic makes this handbook 
available to you, personalized with your name 
and message. 

Why not get the full story on all of the 
benefits you gain as a distributor handling 
Republic Cold Finished Products? Simply call 
your local Republic Sales Office or mail the 
coupon for more information. 


BUILDER S, 








STEEL SHEETS—for a wide variety of fabricating or 
repoir applications. Available in ENDURO® Stain 
less Steel, Electro Paintiok”, Continuous Galvanized 


ROOF DRAINAGE PRODUCTS—c complete line 
that's competitively priced and ready to use. 
These high-quality products ore available in gal- 


CHAIN PRODUCTS—include all types of welded and 
weldiess chain, chain slings and accessories for 
home, farm, product or production use. 








vonized steel and ENDURO® Stainless Steel. — steel or copper-stee!l base, Galvannecied 
steel or copper-stee! bose. 
nn ee ee ee ee —" 
| REPUBLIC STEEL CORPORATION | 
Dept. C-3652 R | 
| 3156 East 45th St., Cleveland 27, Ohio | 
| Please send more information on: | 
| C) Fasteners 0 Cold Finished Bars 
| 0) Chain Products O Flexible Plastic Pit 
/ Stal D / a D Roof Drainage Products _—‘O Steel Sheets 7 
| a - Title | 
Com pany—— : 
| Address___— | 
| City - Zone State | 
Eh all 
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1. WESTERN offers a complete line 


We manufacture and maintain large stocks of all commonly 
used standard industrial fasteners— including cap screws, socket 
screws, set screws, pipe plugs, dowel pins, nuts and studs. What- 
ever the size of your order we can ship fast from stock. 


SUUEPEVEEUPE PE UEE EH) GlttRiI 


2. L WESTERN offers proved performance 


; WESTERN is the chosen source of many leading 
manufacturers in critical industries. For instance, 
leading makers of road building equipment whose 

products must really take a beating, rely on WESTERN fasteners 
for rugged strength that stands up to the roughest treatment. 


WESTERN offers product quality 


3. 
\ advantages 
yy Product quality at WESTERN starts with careful se- 
ss 


lection of approved steels, and is guarded through WE ay TE R WNW 
production by many separate inspection opera- 
tions. WESTERN’s carbon restoration process assures uniform AUTOMATI cS 


strength and hardness throughout the entire thread structure. 


Write today for free catalog and prices 


Machine Screw Company 
WESTERN offers unusual facilities for 


design and development division of Standard Screw Company 


Our experience with special precision-machined 371 Woodland Ave., Elyria, Ohio 


products has given WESTERN unexcelled expe- 
rience in design and development work. This experience, 
opplied to our standard products, assures you the efficiency 
and economy of the latest production methods. 





PRECISION SCREW PRODUCTS, PARTS AND ASSEMBLIES SINCE 1873 


68 INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 

















“10 YEARS ON THE JOB 








SUPER IBH CUTTER 


ther meta 


21650 HOOVER RD. 


WAREHOUSES 


CHICAGO 
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and our 


SOLID 
CARBIDE 


cutter’s still 
going strong” 


Hundreds of tool men have told us why thes pecil Supe 
HPH and IBH Standard Milling Cutters. As a salesma r di 
tributer of tools vou'll value these reasons why n hoy 
have worked Super cutters for over te years without failure 
ind you'll profit by passing the word to your friends and cu 
tomers wherever vou call 
Here’s why: For high speed machining of cast iron, malleable iror 
brass, our HPH cutter has big solid carbide blades for maximum strength 
elimination of braze strains. Blades are set radially, the number bei 
diameter x 2 You sharpen with a minimum removal of carbide n 
you lose with serrated-back blades s Super blades can be moved 
few thousandths or less at a sharpening. Then after scores of sharpenings, y 
use the carbide down to a stub because our wedg with a filler-blade ive 
you a locking area the complete length of the slot The blade is lid 
though part of the body itself since there are no back-up screws. If a wreck 
curs—as it may in the best shops—only the wedge is damaged or pp 
1ot vour cutter body. There are no threads in the body to strip as our wedg 
re tapped to take locking screws let in from the back 
The Super cutter body is £4130 Steel, heat treated for optimum strengt! 
Drift pockets ire machined under wedges for quick removal or adjustme 
Mounting is versatile: it may be bolted « a +5 NVITB mount nal 
has a kevwayv and ground bosses for arbor mounting 


If you're not familiar with the 
big Super line of solid and carbide 
tipped tools, write for our complete 
catalog and full information on our 
sales and distribution plan 


TOOL COMPANY 
DETROIT 13, MICHIGAN 


DETROIT . NEW YORK LOS ANGELES 


Subsidiory of Von Norman ind. Inc 





WRIGHT Hoists and 


Light - Compact + Rugged + Low Cost 


Two capacity ranges as pictured— 
Single Chain 300 to 2000 Ibs. 
Double Chain 3000 to 4000 lbs. 


LONG LIFE—SAFETY—MINIMUM MAINTENANCE are assured 
-+ by these sound features: Wick Oiling of Load Chain gives 
SINGLE A a working life many times greater than dry chain. 
CHAIN Fewest Moving Parts of any chain-type electric hoist 
cuts maintenance... Alloy Steel Load Chain is heat-treated 
for long-wearing surface, with ductile core to resist shock 
loads—side-pull won’t break this flexible chain...Load 
Wheel, Hooks and Hook Couplings are drop-forged alloy 
steel... Precision Ball Bearings, and gears operating in oil 
bath, increase efficiency and lengthen life... Double Brak 
ing gives maximum Safety. Worm and Gear Drives serve 
as simple, positive Load Brake, and there’s a big, efficient 
Motor Brake, easy to adjust for lining wear. 


WRIGHT TYPE ‘‘R” PULL-A-WAY 
Sturdy + Light + Safe « Economical 
Weighs less than 9 pounds 


5'2-foot double-reeved 
W) has 3000-pound pull 


—S 
| ok aa al 
14-foot single-strand (— & 


has 1500-pound pull 


WRIGHT TROLLEYS 


WRIGHT trolleys, Timken or roller- Here are some of the fine features of WRIGHT Type "R" Pull-A-Way: 


bearing, come in geared or plain e Drop-forged ductile aluminum alloy frame e Wire hoist 
models and provide smooth han- cable of maximum strength and flexibility ¢ 8” minimum 
dling of loads from ‘2 to 40 tons. handle movement—for close hook-ups e 22 drum hub for 
Other trolley - cable e No oiling needed « Drop-forged steel hooks « Re- 
types available ; Fagg * 4 
with propor- movable, reversible “Safety Handle” that bends before 
tional strength any part of hoist is overloaded « Automatic load lowering, 
and flexibility with positive control for safety « No slipping brakes e 
for lighter in- — ; Low first cost « Simple, rugged repair parts easy to in- 
dustrial uses. stall...factory service never required 


Send for these booklets for further information on items 
shown on these pages. Write to York, Pa., office. 


FOR COMPLETE Waicut Safeway Hand Hoists: Bulletin DH-412A 
Waicut Electric Chain Hoists: Bulletin DH-73 
INFOR 
ORMATION Wriont Type “C" Pull-A-Ways: Bulletin DH-56A 
Wricut Pull-A-Way Type “R"’: Bulletin DH-521A 
Waicut Trolleys: Bulletin DH-242A 





Plant Lifting Equipment 
REPEAT SALES...FROM A FULL LINE 


WRIGHT SAFEWAY HAND HOISTS a 


12 sizes—'/2 to 50 tons 


Bulletin DH-412A gives complete details on the many outstanding 
features that make Wricut Safeways your best buy for long, 
trouble-free life. Write York, Pa., for your copy. 


Some Safeway Features: 

LOAD CHAIN is finest alloy, every foot proof-tested ...heat-treated 
for hard wear-resistant working surface...ductile to withstand 
shock loads... ‘‘wick’’-lubricated...anti-rust zinc coat « LOAD 
AND IDLER SHEAVES rotate on life-lubricated, antifriction bear- 
ings...minimum of 5 pockets in Big Sheaves for efficiency and 
long life e GEARS, PINIONS, DRIVE SPINDLE (also top and bottom 
Hooks) are nickel-chrome-molybdenum alloy steel mounted on 
heavy-duty, antifriction bearings. Gear Train is enclosed in oil- 
tight chamber e LOAD BRAKE is Weston type, silent, dependable 
e STEEL HOUSING fully protects vulnerable parts. 





WRIGHT TYPE ‘‘C’ PULL-A-WAY 
Speedy... Magic... Portable 
for all raising, lowering or pulling jobs 
e Designed for a thousand quick hook-up jobs in every industry. 
The most practical and economical tools for moving objects with 


a minimum of lost time. 
on - 
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1Y2-ton Capacity 
Standard lift: 5’; 
Full load pull on 
handle: 83 lIbs.; 
Min. distance be- 
tween hooks: 13149"; 
Max. reach: 6/114"; 
Standard length 
chain: 5'6"; Net 


weight: 2314 lbs. 


3-tons Capacity 
Standard lift: 5’; 
Full load pull on 
handle: 84 lbs.; 
Min. distance be- 
tween hooks: 2014"; 
Max. reach: 6'8'4 

Standard length 
chain: 11'6"; Net 
weight: 36'4 lbs. 


6-tons Capacity 

Standard lift: 5’; 
Full load pull on 
handle: 90 lbs.;: 
Min. distance be- 
tween hooks: 2314"; 
Max. reach: 7’; 
Standard length 
chain: 23'6"; Net 
weight: 63 Ibs. 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 





York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


WRONG Design 
Smaller, lighter 
sheaves with an- 
gular chain pull 
cause undue stress 
on the chain and 
operator 


the 
WRIGHT Design 


Big idler and load 
sheaves insure 
smooth load lift 
ing and ideal con- 
ditions for block 
chain operation 
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BUT WOULDN'T YOU 
RATHER HAVE THE LATEST 











NOW 


the latest technical 
advance intools. 


» YY v7, 


bb em 


HAND and POWER 


Hack Saws 


Certified by American Standards 
Testing Bureau* to meet 

their standards for superior 
cutting — Uniform Teeth... 
Uniform Set ... Uniform Temper 


> ‘ , wal 
I 1 O! nis new devel 


blade is certified by American 
Testing B 
ments fo iperior metal cutting 
Teh Cellern Set end Uniform Temper. 

You can choose the right JOB TEMPERED 
Blade from Heller’s complete line. And if your 
sawing problem involves economy as well as 


to meet the three 1 


the propel ise of power hack Saw blades, ra 


HELOMETER will help prolong blade life, improve 


cutting and speed set-ups by showing you 


when blade tension is precisely correct 
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Big Benefits in the Heller Line 


of “Job Tempered” Hack Saw Blades 


THE INDUSTRY’S MOST POWERFUL MERCHANDISING PROGRAM 
BACKS THESE GREAT NEW TOOLS! 


SOLD EXCLUSIVELY THROUGH 


its a Ty _ Heller as 
—— _ \ne DISTRIBUTORS 
—_ “YOUR OUTSIDE TOOL ROOM" ‘ 
ours oe ae = SERVICE+ STOCKS—SAVINGS 
ae ae ten? HELLER TOOL Co. 
: America’s 0 dest file manufac furer 
Newcomerstown, Ohio 








GREAT NEW OPPORTUNITIES i o/ 
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No Belt Drive Delivers as Much 
Power in the Same Space 
as R/M Poly-V° Drive 


. because the unique design of R/M’s patented 
new concept of power transmission permits nar- 
rower, lighter sheaves — distributes load evenly 
over a single V-ribbed belt to give higher horse- 
power capacity per inch of drive width than ever 
possible with standard V-belt drives! 


R/M Poly-V* Drive eliminates “length matching” 
problems, too, prolongs drive life . . . and reduces 
belt and sheave inventories to a new low. Just two 
cross sections of Poly-V Belt meet every heavy 
duty power transmission requirement! 


*Poly-V is a registered Raybestos-Manhatten trademark. 


R/M HOSE Handles Like a Rope 
and Lasts Longer 


. because all bulk and stiffness has been engi- 
neered out to permit easy coiling in any direction 
— prevent internal strain and eventual hose failure 
under the most rugged conditions of use. 


R/M’s exclusive Homoflex construction creates an 
inseparable tube-to-cover-bond for maximum 
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strength and flexibility . . . less weight per hundred 
feet than any other hose of equal working pressure! 
Uniform inside and outside diameters assure easier 
coupling. Made for air, water and other uses. 
Distributors and users also like Allflex because it 
is an all-purpose hose for air, water, oil, gases, mild 
chemicals. Other hose types are made for special 
service ... from 14” paint spray hose to huge 
dredging hose big enough for a man to crawl 
through. R/M is your single source for every 
customer’s hose requirements! 


i i >, a - es i 


1957 
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For more sales from every dollar of 
selling effort, distributors depend on 


these R/M merchandising benefits: 


e Advanced Engineering in Industrial Rubber 
Products 


Factory-Field Engineering Service 
Progressive Product Development 
Advertising and Sales Help 

A Business Relationship that “Wears Well” 


Strategic Warehousing, 
Dependable Delivery 


Discover how they add up to real profits with 
R/M hose, V-belts, conveyor belts, and amazing 


new Poly-V Drive! 


“The Smoothest Running 
V-BELTS Made” 


... because R/M’s balanced construction and flat 
sidewall design prevents sag in the strength 
member with more grip and less slip — gives 
uniform belt flexibility and strength with mini- 
mum inelastic stretch. 


Users get the benefits of R/M’s advanced V-belt 
design in Condor V-Belts for general service and 
R/M Super-Power V-belts for longer life under 
shock loads on tough rugged drives. 


There’s an R/M CONVEYOR BELT 
for Every Handling Job! 


ees because R/M offers a comple te line of conveyor 
belt constructions engineered for specific materials 
handling requirements. There are R/M belts for light 
duty — packages, parts, cases or cans . . . belts for 
hot materials and oily grains. Feature belts for heavy 
duty service include extra flexible Ray-Man.. . extra 
cushioned Homocord . . . R/M Tension-Master, for 
long lifts and high tensions. You name your cus- 
tomer’s job requirements ... R/M has the conveyor 
belt to close the sale! 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, 


INC. 


HOSE © FLAT BELTS * V-BELTS © POLY-V DRIVES * CONVEYOR BELT © INDUSTRIAL RUBBER SPECIALTIES 
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What does WILTON offer 
distributor? 


ALBERT BURKE, JR. 
Buffalo 


RICHARD GABORI 


Detroit 


EDWARD JAMES 
Philadelphia 


DAVID MATTHEWS 
Chicago 


MARK McGINNIS 


Cleveland 


JOHN MIKLOS 


San Francisco 


EDWARD PHILLIPS 
Boston 


OLIVER RISCHE 
Chicago 
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= PERSONNEL 


the industrial 


EDWIN ROBINSON 
New York 


TOM 
VANRENSSELAER 


Los Angeles 


WILLIAM FERRICK 


Sales Manager 


A 


JOHN TUOHY 
Sales Dept 


Wilton Representatives create steadily in- 
creasing demand for their distributors. 
These 12 men, supplemented by 30 other 
representatives, devote their full time to 
selling Wilton products. 


PROMOTION 


Wilton’s 1957 advertising schedule will in- 
clude 3,840,000 sales messages in Mill & 
Factory and 18 other industrial publications! 


POLICY 


Every line of Wilton’s sales policy means 
maximum profit for each Wilton distributor, 
and this policy is enforced just as it was 
written! 


PRODUCTS 


Wilton has the most complete line of clamp- 
ing and work positioning tools ever mar- 
keted, including both basic industrial tools 
of superb quality, and unique equipment 
protected by 11 U. S. patents. 


MANAGEMENT 

Although Wilton’s president draws on 
nearly half a century of manufacturing ex- 
perience, Wilton is primarily a company 
of young men and young ideas. As Wilton 
grows, it contributes directly to the growth 
of each of its distributors. 


FACILITIES 


This modern one story plant, completed in 
1955, is on a five acre suburban site. A 
1957 addition to the plant has boosted 
floor space to 74,000 square feet. 


WILTON 


TOOL MFG. CO., Inc. 


SCHILLER PARK, 
ILLINOIS 


1957 
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70 years of valve manu 


If you 

that come from handling O-B 
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3M SALES TIPS of the 


Si 
ix hot leads to help 3M Distributor Salesmen 


develop new selling 


apenas TIP _ 


Sell ° ‘3M” + quality! Salesma® 


\anded a nice order when he prov ed 
to this metal cabinet M anuf . 
that @ “3M” Coated — 
Disc would last twice as —* 
the discs the company had sn 
and provide a better finish. 
you \) find the quality 
abrasives: 


acturer 


using, ¢ 


Try it---- 


story © ili sell more 








nase WP 


Try this idea on the chrome-plat- 
ing plants in your territory stop- 
off masking with “SCOTCH” 
Brand Plastic Tape No. 470! A 
salesman suggested it to this air- 
craft engine manufacturer, who 
found that the tape’s positive, pres- 
sure-sensitive adhesive insured 
quick, easy masking. 


mumare TIP 





Do what this enterprising Western 
Distributor does—use a rubber 
stamp, an ink pad and the product 
itself to pre-sell “Scotcn” Brand 
Filament Tape! He simply hand- 
stamps this message on every Cus- 
tomer shipment closed or rein- 
forced with the tape. Try it... it'll 
help you sell more, too! 
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minimizes paint 


pet 





“Ter We 


Think architectural metal specialty 
firms are hard to sell on new meth- 


ods? Here’s one that wasn't 


they were using hand files to blend 
the surface on aluminum tube rail- 
ing, but switched quickly when a 
salesman showed them how a strip 
of “3M” Coated Abrasive would 
do the job better, faster. 


Gotacustomer witha complicated, 


metal finishing job? 


multi-step 
“3M” portable 


Suggest the new 
“pG” Wheel. A salesman did to 
aker, 


this Midwestern auto die m 
their 


helped the compan) cut 
finishing operations 40% —from 


5 steps to 3 —and achieve an out- 


standing finish as well. 


SALES are 
where you find them 


and when your line includes “3M” 
Brand Abrasive Products and “Si OTCH” 
Brand Pressure-Sensitive Tapes, you can find 
sales opportunities everywhere. Look at these 
typical examples . . . chances are there = 
prospects like these in your territory! ane 


It pays to be a 
“3M” DISTRIBUTOR... 


e You're selling the best “SCOTCH” 
+ * . 

a Tapes and ““3M” Brand Abrasives are 

nown the world over for quality j 

economy. eat 


7 ‘re hel 

You're helped by steady promotional sup 
I e 4 

port a well-planned year-round advertis 
7 ‘ - os 

ing program helps pave the way to sal 

a he ay O Sales 


e You're eguipp 
! ou re equipped with a constant supply of 
sales helps ranging from compr hen iv 
. | ; tit CriciisS c 
manuals to demonstration kits. movie 
sound-slides sia ial 
e You're a / 
Y« : re assured factory technical assistance 
INC uding recommendations of special ) 
plications and material ‘avaielle 
iterials. Always available 
to you , . =’ ; 
I i al 
You're tected because you’re key man 
in our policies and plans. You get max m 
me i u get Maximum 
credit for factory-made sales. and oppo ' 
cage ees d ee “ ~@ ¢ Opp. rtuni- 
nm in On inquiries fro u 
on trol om your 
p es . , 
You're first with new products. Minnesot 
‘ titi S¢ 
Mining and Manufacturing ; : 
_ facturing Company's re 
se . , ’ : . 
ecarcn program assures you the newest ar j 
He Newest anc 


best products on the market 


Know these products of 
3M RESEARCH... 


Pressure- Sensitive Adhesive Tapes 
Coated Abrasives + ‘'Safety-Walk"”’ 


, 4 , 
Sold worldwide under the tr: len 


BRAND 


Made in USA 
S) by MINNESOTA ™ 
Offices: St. Poul 6, Minn. in Conod or Y 
Export Soles Office: 99 Pork Avenue. b 
New Y 


oevcr 
* 8 o, 


* 
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Monobloc Rotary Pumps 
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Base-mounted Rotary Pumps 


Water-cooled Compressors 







Power Pumps 














Steam Pumps 


Monobloc Centrifugal Pumps 





Does your pump and compressor franchise offer 


In order to get complete product coverage, many dis- 
tributors find they must carry pump and compressor 
lines of two, three, or even four manufacturers 

Not so with the Worthington franchise. You get all 
nine to meet your customers’ requirements. Whatever 
their pump and compressor needs, there’s a Worthing- 
ton product to do the job. 

This “‘one instead of many” 
your customers but you as well. 
policy, one advertising and sales promotion package, 
one high-quality pre-sold line that keeps selling costs 


policy benefits not only 
One price book, one 


ALL NINE PROFIT-BUILDING LINES? 






down, profits up. It’s one swre way of licking the high 
cost of overt ead 
By supplying distributors with a complete pump and 


e. Wort} 


orks for } 


ington again proves to be “the 
franchise tha ’ Worthington Prtig 94 
tion, ~ selon sae! sales sane irvchrg Ha > + 6 
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Mn. Distihitor; CASH IN Now 


ON THE 
REVOLUTIONARY NEW 


"NEOPRENE. 


\ CU; SION Cri 


ae SCREWDRIVER _ 


(_ Bridgeport 


50% GREATER TORQUE! 


*S sures COMPORTARLE 


ye TREMENDOUS TURNING POWER (Tests prove th 


HION GRIP allows you to tu 
ye NON-SLIP GRIP (Even when ¥ 
+ UNBREAKABLE HANDLE — (Hammerproo 


ye FULLY GUARANTEED 





e’s What You Gey, 





yer 
: MERCHANDISER 
seam ASSORTMENT +2700 


a —* 


DISPLAY BOARD 
AND DOUBLE GRIP 
DEMONSTRATOR © 


FREE ~ 


WITH ASSORTMENT | 


a La i=1 sie || 

— | a TESTED AND ACCLAIMED BY 
— Zac, the Pee ELECTRICIANS, AUTOMOTIVE 

DISPLAY 1 & INDUSTRIAL MECHANICS— 
UNDER ACTUAL WORKING CONDITIONS! 





X14" x4 


THE BRIDGEPORT HARDWARE MANUFACTURING CORPORATION, BRIDGEPORT, CONN., U.S.A. 
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Good Delivery on Electroplated Fasteners 


Any time your products call for electroplated fasteners 
—either bright-zinc-plated or cadmium-plated—get in 
touch with Bethlehem. 

Bethlehem electroplated fasteners have a smooth, 
good looking finish. They meet ASTM Specifications 
A 164-55 RS, LS and GS, and can be produced quickly 
in practically any size up to a maximum length of 30 in. 

We'll be pleased to furnish complete information 
about electroplated fasteners, whether you need a hand- 
ful or a carload. Just get in touch with the nearest 
Bethlehem office, or write to us at Bethlehem, Pa. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





Bethlehem has complete facilities for 
volume production of electroplated 
fasteners. Inset shows the plating 
barrel in the cocting solution 





THE GREATER PROFIT OPPORTUNITIES 
OFFERED BY NYBaP vs. OTHER 
INDUSTRIAL RUBBER SUPPLIERS 


DISTRIBUTORS often tell us they never knew what real Manufac- 
turer-Distributor cooperation could mean until they became NYB&P 


Distributors. You, too, may not realize all the profit opportunities you 
are missing...until you make this point-by-point comparison. 


Has it a full . 
line of industrial 
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V-BELTS AND ‘‘TIMING®’’ BELTS 





NYB&P INDUSTRIAL RUBBER PRODUCTS 





ae 





Proving for 111 years that QUALITY COSTS LESS! 
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DISTRIBUTOR REPORT ON 





Gale Kirkham (left sales manager of 

Marshall Tool, along with R. D. Murray 

pointing), production manager of Plant 

+2, Hycon Manufacturing Company, in- 
7 


spect installation of Wolker-Turner multi- 


ple-spindle drill press line at Hycon 





Marshall Tool is proud of its reputation 
for quick delivery and fast service. Here 
Gale Kirkham of Marshall Tool reviews 


Headquarters of Marshall Tool at 2850 E. Olympic Blvd., Los Angeles. In 
addition to this modern 20,000 sq. ft. building—one of the most completely 
stocked industrial supply houses in the country—Marshall has three other 


locations in Burbank, Inglewood, and El Monte, Cal. Walker-Turner catalog with R. D. Murray 
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“W-T tools have 


always contributed 
handsomely to our 
profits—have helped 
triple our sales in the 
past 10 years... 


Carl Marshall, president of Marshall Tool and Supply 
Corp P W.-T distributor in Southern California. Other officials 
of the company include Mack Marsha vice president, 


and Barney Eger, genera! manager 


ye 


ating schedules. It has always contributed hand 


Marshall Tool and Supply Corp., started 18 


years ago by Carl Marshall, is proud to be 


{ 1] 


somely to our profits. In fact, we call it the 


known today as the “supermarket” of the ma- dream line.” 


chine tool industry in Southern California. It is In the past ten years Marshall Tool’s sales 


the largest organization of its type on the West volume has more than tripled. Mr. Carl Mar 


Coast, with four extremely well-stocked “one- shall credits a good share of this increase to 


stop” supply stores and twelve salesmen (under sales of Walker-Turner tools, plus his com 


pany's yearly open house meetings, compre 


the supervision of sales manager Gale Kirkham) 


to serve the firm’s accounts. 

Carl Marshall, whose responsibilities include 
the aggressive merchandising and advertising 
activities of his firm, says: “The Walker-Turnet 
line is custom-made for our type of operation. 
It fills the needs of complex light industrial op- 


erations, yet has the durability for heavy oper- 


hensive catalog, and extensive promotional 


activities. 


lf vou are interested in huildine vour sales 
volume, and increasing your profits, you'll be 
interested in handling the Walker-Turner line. 
Write today to learn if a distributorship is avail- 


able in vour territory. 


Division of Rockwell Manufacturing Co. 
Dept. WJ-91, 400 N. Lexington Ave., Pittsburgh 8, Pa. 
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BOSTON 


goes all out for distributors 


On-the-spot service from the home office can 
often clinch an important sale. Here, left, 
Linwood F. Perkins, President, Henry Walke 
Co., Norfolk, Va., confers with James N. 
Mason, Executive Vice President of Boston 
Woven Hose & Rubber Company. 
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BOSTON puts itself 
in your shoes! 


BOSTON knows how to cooperate .. . how to stand in your shoes and 
think of your interests. We work closely with our distributors to give you 
faster action .. . speedier decisions . . . more authoritative technical help. 
We know that helping you to prosper with the BOSTON line is the 
best thing that can happen to either of us! 


The BOSTON MAN 
. T BOSTON WOVEN HOSE & RUBBER COMPANY 
is ready BOS o BOSTON 3, MASSACHUSETTS 


to serve you Specialists in Industrial Rubber Products 


INDUSTRIAL HOSE e BELTING e V-BELTS @e MATTING e PACKING e TAPE 
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The World’s Finest and Most Saleable Line! 


ALL ATHOL VISES are made to rigid specifications based on Athol’s 88 
years of specialized vise experience. Check these important and ex- 


clusive features that are yours to sell when you handle the ATHOL line: 


5 





MACHINISTS’ VISES 


1—HEAVY HORN provides added rigidity when vise is 
opened to full capacity. This is an Athol first 


2—SUTTRESS THREAD adds 50% more strength at the root 
of the thread—where it is most needed. An Athol ex- 





clusive. 


3—SWIVEL BASE cannot slip because grooves are cast in, 
like an internal ring gear, and tapered clamp bolt is 
similarly grooved. Clamp handle is easy to operate, swings 
back out of the way of work. Two fingers will tighten 
the clamp, but two men cannot turn the vise. This is 


another Athol first 


4—SPRING SCREW FASTENER holds the buttress-threaded 
screw tight. NO SLIPPAGE OR BACKLASH. Wear is 
compensated by this spring screw, held securely by two 
washers and a pin. Another Athol first. 3 

6—FRONT AND BACK JAWS are made of solid cast iron. Balanced weight 


5—JAW FACINGS are made of tool steel, machine milled concentrated where strength is needed most. 

deeply, and welded in place. They cannot come loose, and 

will last as long as the vise. There is no substitute for 7—(Optional)—RACHET HANDLE is useful to the toolmaker for making 
welded jaws quick adjustments. Again, only Athol provides this feature 


MILLING MACHINE VISES 


Dependable. Accurate. Base accurately 
graduated over 180 degrees on indexing 
machine—not hand stamped. Easily set 
for any angle required. Vise can be 
easily removed from Swivel base by 
loosening two bolts, and used as plain 
milling machine vise. Removable jaw fac- 
ings made of hardened alloy tool steel. 





Strength Where Strength is Needed" 


ATHOL, MASS. 
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METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


*G 


CIRCULAR 


i METAL 
RAP METAL 
= BLADES VENEER CUTTING 


KNIVES KNIVES 





Every type of machine knif 


a ' ' 
industry has been supplied with unerring accuracy 
by The Wapakoneta Mac hine C ) S} e¢ iali ts In the pro- 
duction of machine knives since 1891, Wapakoneta i 

” ar. 10w one of the oldest and largest independent machine 
knife manufacturers in the world 
Si) : — , Every blade is engineered to fit the job, whether 
: F 4 it’s for the woodworking, steel, paper, plasti 
A complete veneer industry. Unsurpassed precision production fa- 


knife specialists. Adver 


tised in U. S. News and 
World Report. WRITE FOR COMPLETE CATALOG ond information about your territory. 


cilities assure quickest possibdie deliver 


SQUARE EDGE 


SHAPER STEEL 










] 


CORRUGATED 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


uTNomA® 


THIN PLANER KNIVES SLOTTED HIGH-SPEED HOG - 


PLANER KNIVES KNIVES 


ti | 
mus WAPAKONETA sacnine co 1 { f EM 
‘j 





WAPAKONETA!, OHIO 


Sa Engineered for the Job . = 189] rs ve 
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A distributor’s profits come from good margins, 
high turnover and effective use of salesmen’s time. 
Johnson Bronze can help you increase your profits, 
because the Johnson line of over 1900 sleeve bear- 
ings is the most complete in the industry, is offered 
with good margins for distributors, and has nation- 
wide acceptance achieved through years of satis- 
factory performance and widespread promotion. 

If you do not have a bearing line or if your line 
is incomplete, your salesmen’s chances of making 
a sale on each call can be greatly increased by 
giving them the Johnson line. To conserve their 
own time, purchasing agents will do business with 
as few distributors as possible—giving preference 
to those who can supply the greatest part of their 
requirements. With the Johnson line your men can 
furnish any type of sleeve bearing needed, and by 
being able to provide promptly the hard-to-find 
items, can get the entire bearing business of most 
firms. Johnson maintains complete warehouse 
stocks in all major trading areas. 

We will welcome an opportunity to tell you 
about our generous distributor policies, and to 
show you how the Johnson line can bring you more 
business, and more profitable business. Write to- 
day and arrange for one of our representatives to call. 


Johnson Bronze 


535 South Mill Street « New Castle, Pa. 





JOHNSON 
Bearings 


Sv, LL = acbh, 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS LEDALOYL ELECTRIC MOTOR 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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( Advertisement) 


Chicago-Latrobe 
Distributors 
Get Bigger 
Ad Backing 
Than Ever! 





fo the right of this column is 


| 2 wo-color é d | é Cl ied Lo- e . ° m 
cage devaeg sakes: Things going haywire? Simply reach for the 


Latrobe is running in a long list 





phone and call your nearest distributor for the 
skilled help of a Chicago-Latrobe Service Engineer. 
His highly specialized experience may save you 


of trade and technical magazines. 
The ad features service—techni- 
cal service of the kind that C-L 


distributors. with the assistance 


a lot of time, money and headaches. 


of C-L Service-Engineers. make 


users evervw here. 


Che advertisement you see is one 
of a series. The intent of this 
series is to keep telling the tool 
buying public over and over of 
the unusual high quality of 
Chicago-Latrobe products, and 
of the extra service that goes 
along with this quality. Some 
day—-when a situation like the 
one illustrated in the ad arises 

a C-L distributor will get a call 
for help. Hell probably have a 


new customer for life. 





Sell more— 
earn more— 


with the 





CHICAGO-LATROBE 
427 W. Ontario St., Chicago 10, II! 


OFFICES AND WAREHOUSES 
NEW YORK « DETROIT « CHICAGO « LOS ANGELE 








—" The stocks are large 
C) and the service is 
NN great from your 
DOUBLE CIRCLE local Distributor. 
vous Call him 


Chicago-Latrobe 


! 
| 
| 
| 
| 
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| 
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The Sarco TD can “get you in” 
when nothing else will! 


\F 
No other trap like it .. . exclusive advantages and in § 
Sarco advertising have created great interest 
and demand throughout industry. 


Agra A, 


J 





ONE TYPE OF STEAM TRAP 
FOR PRACTICALLY ALL APPLICATIONS 


The Sarco TD Thermodynamic is the most versatile steam trap 


ever developed. 

It has large capacity but small size. Insures rapid, continuous, 
complete drainage of condensate at saturated steam temperature. 
Has high air venting capacity 
and when pressure fluctuates. 


Operates perfectly on all loads 
t down. Highly resistant to 


Freeze-proof, when installed with outle 


superheat, water hammer, corrosive condensate 
superheat at hammer rr ve condensat 











ONE LARGE CAPACITY SEAT 
FOR ALL PRESSURES—10 TO 600 PSI 


Yes, in each size Sarco TD trap the same large capacity seat accom- 


modates all pressures 10-600 psi for heavy, light, or no condensate 
loads. Sizes % to 1 

Self-adjusting throughout entire pressure range . . . not a single 
change or adjustment required 

No need to stock seats and heads for various loads and pressures. 


Inventory simplified and reduced. 








TROUBLE-FREE DESIGN 
NO VALVE MECHANISM —ONLY 3 PARTS 


Look at that cross-section, left. That’s all there is to a Sarco TD! 
What could be simpler? 

Only 3 simple, rugged parts (single pieces — not assemblies) .. . 
all stainless steel. Only one moving part... a solid hardened stainless 








steel disc. 

No mechanism ... the kinetic energy of steam closes the valve. No 
narrow channels to choke. No gaskets to leak. 

Actual service experience . . . in hundreds of plants . , . under 
severest conditions .. . has proved that the Sarco TD PRACTICALLY 
ELIMINATES MAINTENANCE. 














GET YOUR SHARE OF THIS 
PROFITABLE BUSINESS 


a 
(Tihermo- 
STEAM TRAP Let us tell you how you can—by offering 
\ ° the Sarco TD for 60-day trial, without cost 
SA RCO ynamic or obligation. Cust ver buys only if com 
na ae ae letely satisfied. Write to Sarco Company 


t 
In Empire State Eldg., New York 1, N.Y 


THE MODERN TRAP THAT 1S MAKING STEAM TRAPPING HISTORY! 
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Talk of the Trade 


[Hk YEARS ROLL BY: \\ 


ihhation with 
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Ke 
| iil iS 
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those retirement davs we orward Mr. and Mrs. Ralph Johnson (\ 
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r custodian of this page. m al I g tual Clyde Man 
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Nobody offers you as much 


selling power as Morse, 


because onl y Morse 


gives you all four of 


these basic drives to sell 


... plus a complete line of 


power transmission products 


Basic Drives: Roller Chain, Silent Chain, Hy-Vo 
Drives and ‘“Timing”’ Belt. 

Chain: H-E, 8-series, Double-Pitch, Implement, and 
Attachment; AL, BL, and Rollerless Lift Chain; 
Industrial Standard and 3/16”-pitch Silent Chain. 


Stock Sprockets: Plain Bore, Finished Bore, Taper- 
Lock—also made to order. 


Couplings: Flexible Roller Chain Couplings, Flexible 
Silent Chain Couplings, Morflex Couplings, Morflex 
Radial Couplings, Marine Couplings. 


Driveshafts: Morflex and Radial Driveshafts. 


Clutches: Overrunning Clutches; Over-Center 


Clutches. 

Speed Reducers: Eberhardt-Denver ““RW”’ poweR- 
gear® Reducers; Gearmotors; “L’? Worm Gear 
Reducers; “VX” and “DVX” Conveyor Drives; 
Miter Boxes; Helical Reducers. 

Torque Limiters. 


For all the facts on how you can profit from Morse’s 
exclusive position in the power transmission field, 
phone, write, or wire: MORSE CHAIN COMPANY, 
INDUSTRIAL SALES DIVISION, ITHACA, 
NEW YORK. 
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‘ 
1. Roller Chain . . . for low _& Silent Chain... for 3. Hy-Vo Drive .. . for ex 4. “Timing” Belt 


speeds and light weight and lubri 


and medium speed applica smoother, quieter operation tremely high 
tree operation Mor 


tions. Precision-finished at higher speeds. In Morse horsepower. Exclusive with 
Morse Roller Chain is spe Silent Chain the patented Morse, extra-tough Hy-Vo ing”’ Belts give positi 

cially treated to withstand rocker joint operates with Drives transmit mile-a efficiency transmission fron 
shock and fatigue, assure less less friction and wear. It minute speeds, and up to 0 to 16,000 FPM, 1/100 HP 
maintenance, longer service provides a cooler-running »,000 hp loads; require mini to 1,000 HP provide sliy 

life. Patented Spirol Pin chain drive, with higher effi mum shaft space se! f 


usually ind stretch-proof 
Fastener construction ciency and longer service lif eliminate outboard bearings ife of 


IN POWER TRANSMISSION 


THE TOUGH JOBS COME TO 
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The movement of industry to smaller towns 
and to newly created industrial areas... coupled 
with the industrial purchasing agents’ demands 
for local stocks and service on hose, belting and 
packing . . . makes it necessary and possible for 
us to offer the highly prized Republic Rubber 
exclusive distributor franchise to a number of 
distributors throughout the country. 


If you have an aggressive sales organization 
that is interested in increasing sales and profits 
it will pay you to see if an exclusive Republic 
franchise is available in your territory. 


Write or phone, in confidence, to James M. Hughes, Manager, 
Distributor Sales, Republic Rubber Division, Youngstown, Ohio. 
Phone Riverside 3-2131. 


Some Points for Your This is The Policy in Service for 33 Years 


Consideration 
A LINE of rubber items sufficiently complete to permit 


effectively supplying the requirements of the trade 
solicited. 
A QUALITY of product uniformly good and capable of 
delivering service results that should reasonably be 
expected. 


I The Five-Point Sales Policy at the right. 


2 Industrial rubber products represent a grow- 


ing and diversified market. A PRICE basis inducing and making possible aggressive 


competition with reasonable profit return. 


FREEDOM from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day-to-day solicitations. 

SELLING helps of reasonable amounts so that his sales 
force may be given the advantage of specialized training 
and a knowledge of the product sold. 


3 Republic Rubber products are well known and 
accepted in industry. 


4& Your sales and territory are protected. 


err eee eee eee ee eee eeeeeeeeeeeeeeeee 








REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 


set In The Act 


— YOU HAD A NICE VACATION TOO 

Now that you can find people on their 
with dependable consistency and now tl 
+1 } 


he steam has gone out of the summet 


- 


ill get back to work with renewed vigor 


September in this industry has become a 


11 } 


selling plans for the days ahe 
the time too when distributor 
country give an involuntary 
they think of another round of sales meeting 
hear this, men; hear this! There is somethiu 
that will break the monotony 
ole Playing” on page 113. This is 
game but a proven training aid to help you d 
iob of selling. It’s training for the kind of sel 


have to do 


The “You” Approach 


industry is characterized by “low-pressut 
It is generally accepted that this is the best wa 
ndustrial goods to supposed] rational pul 
It is the sort of set-up where salesmen kee] 
n the same customers and the same 
ter week. You can’t afford to use 
selling techniques. But there has been a ten 
the past to use sales training programs that 
to train the “one-shot” salesman 
As Edmund C. Bursk pointed out almost a deca 
ago in his classic article on the subject in the Harvar 
Business Review: “It is relativelv easv t 
pressure techniques. Because the esse 
approach is that the prospect submits to son 
posed on him from without, it is possible 
ize the sales presentation—to formulat 
home office and show the salesmen how 
opposite is the case with low-pressure 
though, of course, something can 
gs, possibl 
rned and repeated trom memon 
pressure approach completeh 
In successful low-pressure 
ach is followed th 
ottering 


custome! 
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Code 562 
Line ABC MFG. 
P.A. KISER 


= —==—S 


Gross Profit 
Quarterly 





Gross Profit 





Sales 
Quarterly 


Gross Profit ; 
Percent 


Inventory 
Balance 
36977 
3780 
354/ 
4135 
4O5/ 
6580 
5830 
S$ O03 
TOTF 


268 
169 
3// 
#26 
334 

_36l 

645 | 
280 
322 


20.1 
ai 
296.2 
16.8 
18.0 
16.7 
_ $7.9 
16.3 
19.4 


148 





112 { 





7/902 1247 








MULTIPLY| BY 4 7 
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sult of 94%, denominator 


ratio between 


MASTER SHEET for “ABC y line at Baldwin 

Supply Co. contains all key figures for management with for t rter. Object is to keep 90-1] 
denominators” at nght. To get gross profit denominator his hi i n the increase; inventory is getting near 
ment proposes to correct this 
ne ime ( 


> manage 
I $6, 01 top right) for 


for third quarter, multiply previous quarter’s gross profit 
by 4 


What's Your Gross Profit Denominator? 


$1247 divide it by average monthly inventory for n ng averag vent 


West Virginia distributor uses one key figure to set 
profit goal and inventory level, test value of a line 


By Van Ness Philip, Associate Editor 


turn over goods but to build ou 
gross profits and meet a fixed pay 
roll,” says Mr. Baldwin. “Pre-occu- 
pation with turnover gives a man- 
igement a false picture. The only 
figures that really count are those 
that show whether or not we're in- 


L.. Batpwin, of Baldwin Supply 
J. Co., Charleston, W. Va., runs 
his business by the “gross profit 
~ = denominator” method 

[his is a disciplined procedure fot 
setting and controlling gross profit 
inventory ratios that Mr. Baldwin 
believes will prove or disprove the esting in lines that provide both a 


worth of any line he takes on. profit and support an adequate in- 


Every quarter the average monthly entory 
inventory is divided into four times 
the gross profit for the quarter and Inventory Is the Test 
the resulting “denominator” is com 
} New goal 


next 


\fter all it only takes an office 


pared to an ideal ratio 
quarter in your hat and a few thousand 


are then set for the 


“We can make money without much 
investment by just turning it over, but 
that’s a risky way to meet a fixed 
payroll...” 


98 


inventory level and weakness or im 
provement in the line carefully 


The 


for most lines is 


denominator 
Qi} to 


ideal 
100; 
110 is considered a safe range 


“We're in 


watched. 
from 


business not just to 


dollars in token stock to get a big 
turnover for a while in any line. But 
for the long pull it’s inventory that 
builds a business.” 

Mr. Baldwin gets his key figures 


on gross profit and average inventory 
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= — a 
Gross Profit ij Average 

Quarterly % Inventory 
— — : 


4 4 


b 


3689 


Turnover 


% of Total 


Company Sales 


Estimated Sales Next Quarter 


Proposed Inventory 


% of Total 
iCo.Gross Profits! 


% of Total 
Co. Inventory 


3.89 


Fo 400 


G 000 


Gross Profit 
Denominator 





ST.6 


4.25 





DIVIDE | RESULT BY} 














IDENOMINA 














r major control rey 
riving quarterly 


ines handled 


th recap of all hi 


lesmen an 


— 


“Building inventory is the only wav to 
increase gross profits in the long run 
Management needs a kev figure that 
shows the relationship of inventory to 
gross profit 
quarterly by lines and by _ buyers 
from a punched card tabulation. He 


ilso gets monthly sales analysis fig 
ures by lines, by salesmen and by 


customers 


Goals for Buyers 


reports 


he | 


are also distributed to the firm’s six 


proht denominator 


buyers. Since each of them has a 


ip report on all the lines he han 


reports 


it Baldwin 


recap ft 


Hic 


Checks on Salesmen 


Sale ‘I 


nels 


the 


Apparel t 
rl 


monthly 


we 


profit-denomin 


nothing wrong 


to give the li 


p 


ik 


io, the 


promotion 


with the g 


nothing 


vent 


1 


Turnover figures 
Anvbody 
' fast 


fit 


; 


sit 


One formula for every line —> 








What’s Your Gross Profit Denominator? (Cont’d.) 


LINE PERFORMANCE DATA 
J. P. Fer ft 


company s automotive 
“If a supplier thinks we aren't pet 
forming, or we think he should give 
us more backing or a different pro 
} 


tt he ques 


gram, the best way to settle t 

tion is to send him our Master Sheet 

for the line, along with the sheets ines where di sales a ide, if we want the 

on half a dozen other lines picked NI rger share tl invthing. We're consisten 

it random. So far every one we've not, of course, pect ile re included, stock 

dealt with seems to be reconciled lenomuinators as e see a denominator 

to the fairness of the denominator ver, I h v-high—sav up to 150 o1 

analysis.” \ wher nere ance ire there is something 
with the way that line is 


] +h, nivent 


Proof for New Lines eing handled or the inventory 
Baldwin Supply took on 26 new 

lines last year to round out its advet 

tised specialty as a “tool headquar 

ters”. Mr. Baldwin savs he has 

found the profit denominator a vital 

control figure for watching thei 

progress and pushing sales growth 


when introducing the products. 


Right Investments? 
ommodities 
“We had to find out soon if | 
made the right investments espe Z Patience Is Rewarding 
cialiy if we'd picked lines wherc 4 
gross pronts responded to inventor “If we went in for the short-profit 


build up, not items that turned r business, anvbody else with $2,000 in 


] 1 fh in his hat would 
rardl ] ] tocked 1 line and an ofhce t 
ardicss of whether we stocked O01 apg . 
- > have a 50-50 chance of taking it away 


shipped direct from us 
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1’ S SURPRISING WI 


W rk 1a\ 
Md., I 
of the industri 


Cll 11S] 
tudio pre 
re piped” 

rograms are 
cial cables and viewed 
nal sets in classrooms 
about an 


ror 


ivCcraging 
truction 


the tudent 


STAND FOR STUDIO MONITOR SET t t t F. | 
t) and Car) Mann, purchasing agent | \ t t no I ! 
Mir. Cavana nmended f t tt t ta ilf get I'V’ instruction, the idea 
. lt tial 
ng ( the relative effec 
tivenc ; r\ 


Qs 


Blis ~ 


A Distributor Gets Around 


By Don McGill, Associate Editor 


evel pment 


vstem's pul 


ON STAND IN HIGH SCHOOL CLASSROOM 
four T'V sets used f struct S 

' snnlicat 
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Midwest distributor proves why. . . 


“The Customer Is The 
Most Important Part 
Of Our Business” 


By Dennis Orphan 


Associate Editor, Chicago 


i CUSTOMER IS THE MAN WHO PAYS THE BILLS 1n 


our company, so we try hard to make him feel like 


he is a king—we cater to his every wish.” So says Ed 
mund O. Eiserman, manager of the industrial suppl 
department, Black & Co., Decatur, III 


Value of Friends 


Mr. Eiserman continued, “Because of this servicc 
treatment, our customers have become good friends of 
ours and they have proved this by giving us their busi 
ness. Just to show you the cooperation I get from my 
customers, let me tell you of an example that hap 
pened last week where one customer helped me serve 
another customer. I got a call at home from a custome! 
who needed a piece of machinery in a hurry. One of 
his key machines had been put out of order and it was 
an expensive breakdown. Unluckily, I didn’t have the 
machine parts he needed on hand. However, I knew 
one ot our customers used the same machine so |] 
called him and asked if he would loan me the part 
Ihe customer did and I delivered it to the man who 
needed it, saving him some money. I rushed through 
an order for the part and returned it to the obliging 
customer who loaned it to me. He didn’t miss the 
part. This is the best example I could think of to prove 
that our customers are also our friends.” 


No Distinction 


Mr. Eiserman said that no task or request is too 
large or too small when it comes from a custome! 
even a potential customer. “A chemical constructio1 
company superintendent,” he explained, “a man we 
never did business with before, called me and asked m 
to rush a drum of compound that he needed to com 
plete a job. He asked for a special brand. I never heard 
of the product. However, I checked the buyer's guid 
ind found the trade-mark name, but the material was 
manufactured in the East. I then checked the Chicago 
Indianapolis, and St. Louis telephone directories and 


te © 
“ od 


owe ane 


ZA 
ia | 
EDMUND O. EISERMAN, manager of the industrial sup 


ply department, and his assistant, Kathleen Hamilton, 


; ++ 


} 
| 


learned that the company who made the compound 
had a branch in Chicago. I relayed the information to 
the superintendent and he thanked me for my troubl« 
\ week later we went through the same routine with 
. different product. Not too long ago, the superintenc 

| me and he said that we were so helpful in 


materials he needed that he was 


rye? 
pivil 


der for other materials. This is 


ness fo 


nv, where our willing 


ile 


tomer, paid off in an order.” 


Guess The Answer? No! 


Fiserman said he receive: 


ngest call Mr 
1 purchasing agent who asked, “If I were t 
yMorrow morning and rush-order some met 


don’t ordinarily stock, what would vor 


ou answer, keep in mind that I’ve aske« 


our competitors the same question. The one wh: 


gives the best answer to this question will get m 


ba « 


business 
Mr. Eiserman told the purchasing agent he wouk 


telephone his source, whether it was a local or a long 
ill, and he would trv to fill the order this 


idded that he wouldn’t want to do this type 


business every day, but if the custome 


ut to hel; 


the purchas 
One of your competitors told me he 


Mr. Eiserman would go all 
s is the answer I wanted, 


source, and the other said he’d write. | 


e the best 


A Philosophy 
Since the company is in a small town (Decatur has 
0pulation of around 70,000,) Mr. Eiserman said 

try to bring small-town friendliness to their 
business. He continued, “Sometimes we 

uur customers to congratulate them for get 

ting their names in our local newspaper. We do this 


; 


» Keep our names before them.” 
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MR. EISERMAN takes a phone order—RUSH .. . . . » Checks the pricing on the items ordered 


fills the order with the help of Rex Miller, stockman, to Then Miss Hamilton personalls 
emphasize personal attention .. . The delivery truck was out 


\ir. Eiserman added that the 

no such thing isa 
yncerned. “We're open 24 hours a day 
the vear if we can be of service to our custon 
let them know that their 


; + 


ur most important ass¢ ind 


} 
} 
I 


them.’ 

What is the oddest order they ev 

milton, Mr. Eiserman’s assistant, said, 
me morning, I got a phone call from a < 
superintendent whose company was pourn 
for large grain elevators. Once they started pou 
concrete they couldn’t quit until they finished. The 


bir 


had worked through the night and were pretty 
[he order: they wanted five gallons of hot coffee as le added, “When the 
soon as possible. I got them the coffee and som¢ is team, he'll join vour tea 


sweet rolls in an hour. This is certainly a small favor to make a satisfied custome! 
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POINTING OUT SOME AVAILABLE BEARINGS, T. L. Hukel of Ball & Roller 
Bearings ( ts Armando and Roy Garcia started on cigar-making machine improve- 


Product 
B Availability 


: 


i. ——— Information 


a” “ 


~ 
Z “, ~* J ~* 2) 
LOCA | Worth? 
PERFORMANCE OF TENSION PLATE on rolling devi of cigar-making s 


machine after modernization is demonstrated to Mr. Hukel by Rov Gar 
superintendent of Cuesta-Rey & Co 


By Jack Wertis 


Managing Editor 


LOCATION AND FUNCTION of various other be ing un 
machine are shown to Mr. Hukel by Armando Garcia, chief m 
f installation work 
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It’s worth quite a bit to an imaginative and inventive plant engi- 


neer, and thereby hung a sale for a Tampa, Fla., distributor 


_sptoeg PRODUCT INFORMATION — used on two or three shifts, the weat ibility to understan NI 

is one distributor function which ¢ down time was shorter. This Garcia’s ideas and t it 

is so often taken for granted that meant considerable down time juirements to the most tal 

its importance is often overlooked As long as the primary output was _ products available 

by salesmen. Not so with T. I hand-made cigars, A. L. Cuesta an Ihe advice gave Mr. Garcia 

Hukel of Ball & Roller Bearing Co., Karl Cuesta, heads of the firm, pa tart. He put in long h 

Tampa, Fla., whose interest and ttle attention to mach ng, redesign ind studying va 

curiosity is aroused any time anyon gar product B cm sroblem r rep men Nl 

asks for some information for quality machine-made cigars in Huke onsulted with him fre 
Irue enough, Mr. Hukel admits, reased, so did the ¢ ta t t juently during this time, relaying 

there are many times when the n increased producti The n tech | information abou 

seeker after product information is chine problem had interested Roy rings from suppliers 

merely curious and has no definite Garcia, plant superintendent, a long We began in a small w R 

plans for the use of the product. time and he thought the problem Garcia exp uned. “We replacec 

Even if such a seeker after product ould be solved | titutit ing and then operated th la 

information doesn’t get an idea of iled bearings (roller and ball) t It worked fi S t 

how to use the product, he, at least, — the bushings. H hief mechat g Wa pla 

can be regarded as a prospect. In Armando Garcia (no relatio 

other instances, an inquirer turns urred When the pian Snags, Of Course! 

out to have a real need for the prod- = pro’ ed by executives 

uct, but he just doesn’t know what But the solution wasnt as simj Sometimes we hit snag 

tvpes or sizes are available. Getting 45 was statec [here were innu yng Shafts that 

this information then becomes of able problems to overcome. Head f ishings and t nt 

paramount importance to such a x the list was the prol lem of what ung would be ha { t at 

prospective customer who may have sizes and types of ball and icked Clea to pe 

1 stake in product availability bearings were available on the t substitution. So we put ball or 

ket, or would “special” bearings h r bearings where we could. We 
What's Available? to be made? There were innumer- have the proof now. We completed 
ible bearing applicat ing t rebuilding of our hist ichi 

Nir Hukel illustrates this p rticu machine: some r the mponent I g ind if has W . 

lar point knowledge of product f the machine in wh th t of ca the ig shaft 

wailabilitv—with an experience he ngs would be used w plex t idded support of ball bea 

had with Cuesta-Rey & Co., a nd some of the bearing locati ngs at critical points, eased the wear 

famous Cigar manufacturing concern vere in ought If { remaining Dus! vnicnh 

n Tampa. Part of this firm’s output earings ¥ ded, t t acer t 

ire machine-made cigars These I repla ing the bushings might t WW tart oO i K¢ 
gar making machines are produced be une nica . t's a big help to ha tht 
Sweden. ‘Thev are precisio1 de ruture p ction ke Huk 1round lhe I 
ces and the “rolling” unit is the pended on what wv il tion they gave got us ¢ 

heart of the machine. However, keeping up going. We must 

tobacco dust is exceedingly fine and Enter Distributor ught about $10 \ 

extremely abrasive. The dust woul ngs sinc 

sift into the most minute places Naturally, th re Mr. Huk And, to indicate the extent of 
\brasion did its dirty work in a ntered the pictu Although M ettects of th listr t 

elatively short time. Performance Hukel and one of lleagues, tomer teamwork, A. L. ¢ ta 

charts showed that cigar quality J. A. St. John, are technica arked, “R Garcia's) work h 
lipped (as a result of wear on bush- formed on bearin fa t ta hing that 

ings) to such a degree after six le in this case was primarily advis f nprovement 

months running time that the ma ig Mr. Garcia the best item the machines have be 

chines had to be taken down and __ available for the applications he had the factory that bi 

werhauled. That was a single shift in mind. This task was facilitated How’s that for gett 


record. When the machine was. by Mr. Hukel’s and Mr. St. John's bearing) rolling 
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How can you make your entire 
PROBLEM: ” 4 


organization sales-minded ? 


SOLUTION: 


According to Grinding Supplies 
& Service Co., Detroit. . . 


Provide Incentive For All Personnel 


By George L. Bottari, Associate Editor 


Vy ASED ON ALMOST FIVE YEARS EXPERIENCE, We've 

found you can increase sales volume, cut down 
on personnel turnover, and improve morale of your 
entire organization by offering a compensation pro- 
gram with incentives based on volume,” says Stanley 
M. Woleben, president and general manager of Grind 
ing Supplies & Service Co., Detroit. 

“By including all inside and outside personnel, you 
create a sales-minded organization.” Mr. Woleben 
says. “And you've got to appreciate the importance 
of everyone in the company when it comes to satisfy- 
ing customers.”’ 

Customer service is emphasized in the concluding 
paragraph of the Monthly Sales Participation Program 
for Inside Employees: 

“Please remember that our customer 
makes all participation programs possible. 
The courtesy and efficiency you display 
in handling our customer, whether it be 
on an inquiry, order, billing, delivery, or 
even just a telephone conversation, is 
often a contributory factor in maintain- 
ing his business. To keep our customer 
happy or to solve a purchasing agent’s 
problem is to make their job easier. Mak- 
ing their job easier makes your job pos- 
sible.” 


Put Policy In Writing 


Mr. Woleben also stresses the importance of hay 
ing details of the program in published form so that 
all emplovees understand the mechanics of computa- 


tion and payment and so that the policy on new, and 


departing, employees is clearly spelled out in advance 


The Inside Employee Plan 


Basically, the inside employee plan features a poo! 
of money representing a percentage of sales in excess 
of a certain figure. This pool is divided equally among 
all participants. This, of course, is in addition to their 
regular salaries and payments are made quarter]; 

In March, 1953, when the plan was introduced t 
Grinding Supplies & Service employees, there were 
17 eligible inside employees. 

Each month’s pool is figured separately and accumu 
lated over a three-month period, with payment check 
disbursed early in the fourth month. 

Quarterly payments were set up so that payments 
were made in March, before Easter; in June, before 
vacation; in September around Labor Day and school 
re-opening, and in December before Christmas. This 
provided employees with extra money at times when 
most needed 


Rules for Newcomers 


New employees hired under office, order, warehouse 
or driver designations (the plan does not include of 
ficers and executives ) must put in a probationary period 
extending from 44 months minimum to 7 months 
If the employee starts during a 3-month 
period, he must remain through the balance of that 
period, plus one complete period before becoming 
eligible. Should the partial period not be at least 14 


maximum 
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SALES INCREASE, morale improves, and turnover 
mes negligi according to President Stanley M. Wol 


months, the candidate must work through two com 
plete periods. Upon cligibilitv, the new member is 
entitled to a full share 

Any emplovee leaving the company entitled to a 
full share of the last complete month worked. Should 
is not entitled 


to any prorated share of the number of days worked 


termination be during the month, h« 


during that current month 


The Plan for Salesmen 


Outside 
io all 6 alee: shes id car allowance. 1 
ITC pal a Salary, P 1S expense ind Car allowance n 


centive is provided by a plan based on sales volume, 


salesmen at Grinding Supplies & Service 


but differing in computation from the plan for inside 


+} 


I 
employees. When the plan was inaugurated, 
were six salesmen with the firm 
\ percentage of sales (over a certain figure) is placed 
in a pool. As 


| 
creases. ‘There is no regressive feature to the plan; 


volume increases, the percentage in 
salesmen have a greater incentive to keep shooting 
for more and more volume 

The salesmen’s plan also differs in that all salesmen 
do not participate equally 

“After all,” Mr. Woleben said, “we must recogniz« 
the salesman who contributes the most volume, and 
we must stimulate all salesmen to strive for the top 
slot.” 

Mr. Woleben concludes, “Our type compensation 
program seems to inspire the feeling that all employees 























i il i 
have a stake in the business; thev are all sales-minde 
inxious to please th in i ease ou 
ume 
“We also have a Christmas Bonus Plan based on 


lume. We start with a base figure of yearlv sales an 


through several brackets of increasing lume, we 
stipulate a percentage of yearly base pay, not 
expenses or any other incentive plan 
Volume vs Profit 


“You will note all o 


Ir incentive plans are based 

sales volume which is a combination of figures given 
management by employees—figures wide open t 
check. In this way there can be no doubt the com 
pany is performing in the manner set up. Compensat 
ng on profit means the company tells employees how 
much profit was made and that amount used for the 
yurpose of payment must be taken in good faith by 
the employees. Since through circumstances a given 
lume of business in one month might produce a 
ertain profit and in another month a different profit 
possible doubt could exist that the figures given are 


rect 


Percentages used on a Sales Volume Pla 
ire most certainly set up based on profit, but, by 
using percentages and sales volume, any employec 


in tell us how much he is entitled to 
“T believe our emplovees like to be pa t 

| 
At any rate, since introducing these plai x 


sonnel turnover has been negligibl 
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Group chairman, Jim Beeson, opens the meeting at 5:20 
p.m. with a summary of developments, national and local, 


ty 


of association activities since the last meeting. Note: round 


table seating almost full. 


Sit In with the Oregon Distributor Buyers 


HE DISTRIBUTORS GROUP Of the Purchasing Agents 

Association of Oregon is one of the most active 
nits of the kind in the country although it was not 
organized until March. At that time, energetic Jim 
Beeson of Gilmore Steel & Supply Co., Portland, 
alled an organization meeting at which 16 members 
decided on general discussion under a chairman as the 
tvpe of meeting which would be most interesting and 
educational. Since that time, attendance has climbed. 

“Our success with these meetings,” Mr. Beeson re 
marked, “‘is due, in a large part, to the subjects selected 
by the members—inventory control (it took two meet 
ings to satisfy everyone on that subject) handling 
back-orders, what to do about obsolescence. But there 
s another contributing factor which other groups in 
the country might consider adopting. We meet an 
hour before the regular monthly meeting of the parent 


Ken A. Schmitz, E. J. Bartells Co., also the association first 
vice president; Lloyd Childers, Goodyear Rubber & Asbestos 
Co., and H. J. Amtzen, Marshall-Wells Co., ponder on 
some points of back order handling. 


group, the Purchasing Agents Association of Oregon 
We pack a lot in during the hour because we can 
fraternize enough prior to the opening of the big 
meeting.” 
[he agenda is made up of subjects suggested by the 
members. At present it includes discussions on buy 
outs, cancellation and acceptance of returned goods 
transportation allowances, direct sales, price at time 
of delivery, forms of procedure on receiving, cost pages 
price lists; in-plant coordination, how to handle sta 
tionery, printing and office machine salesmen; how 
to handle late invoices to obtain cash discounts. 
On these pages, InpustriaL Disrrisution takes you 
) the last meeting of the distributor purchasers group 


+ 
held at the Hotel Multnomah prior to the summer re 


cess. ‘Twenty-eight buyers were present to hear a dis 


yn the handling of back-orders 


ussion 


Digression was enjoyed by Ed G. Craven, R. M. Wade & 
Co.; E. C. Heitkemper, Tracey & Co., and Harold N. 
Taylor, Chown Electric Supply Co., on the practicability of 
duplicating information on back order data. , 


=, 








Sart i 


National convention developments are reported by Charles Back-orders, as handled by his company, Roberts Motor Co 
Chuck” Pearce, J. E. Haseltine & Co., who was at tl ire the subject of discussion chairman Harold Blovd. He 
Atlantic Citv meeting, as a national delegat sct the stage for the discussion which followed 





=, — 


Careful inspection of Roberts’ forms is given by W. R. Ben 
nett, J. W. Minder Chain & Gear: Charles 
United Radio Supply, and Ed Clay, C. E. Riggs, Inc 


Latecomers Milton Evestone of Wall Western, Inc., and Fd 
Douglass McCormick, E. V. Prentice C f Or 
the side-lines. 


1 hay to sit on 


Follow up proc dure of the discussion leader's exposition 


is questioned by Earl Wymore, Consolidated Supply Co regular meeting and Art Bremner, Ken R. Humke Cx 


who had other ideas. In this particular case, the practice of Curtis E. Anderson, Northwest Industrial | 
keeping back order information on too many ft 


questioned by many industrial supply buyers. 


Nleeting over, distributor buvers join the parent group at 


windry, pres 
rms was dent of the Oregon chapter, NAPA, and Mr. Beeson d 
some ftraternizing 





SALES QUIZ: Test your knowledge of.. . 


Products and Markets 





1. GRINDING WHEELS 


The industrial supply salesman pictured above is 
doing a selling job on grinding wheels right at the 
machine where they are used. To insure yourself against 
embarrassing questions by knowledgeable plant per- 
sonnel, start brushing up with the following questions. 

A. Which of the following three factors usually 
determines the maximum safe operating speed for 
mounting wheels? 

a. shape and size of the mounted wheel 

b. size of the mandrel 

c. overhang of the mandrel 
Flanges, or wheel mounts, are discs, collars or 
plates between which wheels are mounted. Some 
flanges serve as supports and driving mediums 
for the wheel; others serve as an additional 
protection, or safety, device. 

What are the three types of flanges used as a 

support or driving medium? 
An overhung wheel is any wheel which is not 
supported between bearings. 


True False 
To decrease the speed of a grinding wheel gives 


the effect of a harder wheel; increasing the speed 
gives the effect of a softer wheel. 
True False 








2. LUBRICANTS 


While lubricants protect machine parts against rust and 
corrosion, the fundamental requirement in lubrication 
is that a lubricant film be provided and maintained 
between moving surfaces. Without much effort, indus- 
trial supply salesmen can bring to mind innumerable 
moving surfaces in the plants they call on every day, 
but there are also applications that go unnoticed, 
potential that doesn’t strike the eye when salesmen are 
intent on selling equipment. 

A study of markets should go beyond a realization 
that most all industries represent potential: it is advisable 
to give some thought to the types of machines and 
equipment that consume lubricants. 

A. For example, bottling plants are users of lubri- 
cants. You should be able to think of at least 
seven types of equipment found in a bottling 
plant that require lubricants. How many can you 
think of? 

Try the same for cotton gins and oil mills. 

If you are calling on iron and steel plants, lubri- 
cants should be sold for which of the following 
equipment: table rolls, mill pinions, lathe centers, 
continuous picklers, accumulator rams, hot mill 
shears, hot strip coilers, forging hammer guides, 
ladle cranes, overhead cranes. 
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3. CHUCKS 


Charlie, the chuck salesman, says it’s important to 
match the chuck with the machine operation for which 
it is best suited. 

A. How would you match up the following: 
universal chuck 1. ordinary machine work. 
polishing with emery cloth 


independent chuck 2 

two-jawed chuck 3. holding small drills 
4 
5 


spring chucks small, round work 


taper shank arbor . turret and chucking lathe 
B. Another name for the split chuck is . 
taper arbor spring collet 
tail spindle cat head 
The stepped jaws on a chuck: 
make the work more accessible 
make it possible to hold more work at one 
time 
enable pieces of various sizes to be held 
A chuck has something in common with which 
of the following: angle plate, face plate, belt lace 


bridle, centering jig, arm girdle? 


4. PORTABLE ELECTRIC TOOLS 


Keeping pace with the increasing potential for portable 
electric tools is a worthwhile pace-setter for the indus- 
trial supply salesman intent on increasing sales. The 
more you know about use, abuse, maintenance and 
nomenclature, the more confident you'll be talking 
shopman’‘s language when out in the customer's plant 
to demonstrate your product 
A. Using the proper size tool for the job is important, 
but it’s perfectly all right to use a '/2-in. capacity 
tool to drill a 4-in. hole 
Do you agree with this statement? Why? 
The term “hogging the drill’ means 
to take big bites with the drill in soft materials 
to prevent other people from using the dri 
to force the drill beyond its capacity 
to use the drill on hard materials 
If the tool stalls, recommend the operator flick 
the switch on and off. Do you agree? Why? 
If the tool fails to operate which of the fo 
checks should be made 
check the fuse 
check tor bent prongs and loose t 
check for dust between brush and commutat 


check condition of cable for break in wire 





check contact of plug and receptacle 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





3. Chucks 


A. 2. universal chuck, 1. independent chuck, 5. two- 
jawed chuck, 3. spring chucks, 4. taper shank 
arbor 
Spring collet. 

. enable pieces of various sizes to be held. 
face plate 


1. Grinding Wheels 


A. All three factors are important. 

B. Adaptor, conventional and sleeve type. 
C. True. 

D. False. Just the reverse is true. 





2. Lubricants 


A. Bottle washers, bottle fillers, crowners, labelers, 
lift trucks, trucks, conveyors, mixers, carbonators. 

B. Expellers, pellet mills and rotary presses, hammer- 
mills and grinders, air compressors, sewing 
machines, hydraulic cylinders, cookers and screw 
presses. 

C. Lubricants should be used on all the equipment 
mentioned. 








4. Portable Electric Tools 


A. Hope you didn’t agree. 

It will take longer, and you are more apt to break 
the drill bit 
To force the drill beyond :ts capacity. 

. Here again, hope you didn’t agree. 
This may damage switch contacts and overheat 
the motor. Suggest removing the tool and start- 
ing again with light pressure. 
All the checks listed may lead to the trouble 
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2s training technique— 
he used by industrial dis- 


; plete report on a Role 
ssion attended by 27 in- 
stributor salesmen 





oo Var wows wees ew 


Role Playing 


The ABC's of Role Playing 


It’s defined as ‘a version of the case method in which participants 

* spontaneously act out a structured problem situation under the 
direction of a moderator who elicits a clinical evaluation of the 
performance” . . . Simply stated: an unrehearsed play which is 
later analyzed to see what happened. 


B Its proponents claim these advantages for it over other training 
* methods: 
A realistic sales situation is acted out. 
Participants learn by doing. 
They see another person’s point of view. 
They have to handle problems on the spot. 
They solve problems in terms of people. 
The whole group participates. 
There's a beneficial effect on attitudes. 


It isn’t complicated to use because all you need are the people, a 
* quiet room to work in and the will to make it succeed. 





A New Technique in Sales Training 





HAT’s Rote Piayinc as most professional sales best has its uses in putting across certain precepts fot 


trainers understand it. Adapted for business usage 
from a technique used by psychologists and social 
scientists for many years, Role Playing has come into 


handling the obvious fundamentals of salesmanship 
At its worst, it’s a forced, high-pressure performance 
put a salesman on the spot than t 


serving more t 


S I 


vogue at a rapid rate in the past decade as a manage teach him anything of value. The group is large; audi 
ment and supervisory training method. It was not ence participation is limited; the antagonist-buyer is 
until 1950 that a few companies in various fields began primed and ready to devour his victim; the stress is 
to pioneer its use for sales training. on “correct” rules and solutions for the problems of 
Play acting of a kind is familiar to many salesmen selling 
in the classic form known as the “Sell Me” game, In Role Playing, a prime requirement is for a r 
where sales managers pretend they are buyers and laxed, informal atmosphere; the group is small and 
attempt to demolish the self-conscious spiels of their everyone participates; all dialogues are mpromptu; the 
salesmen in training meetings. But Role Playing is stress primarily on inquiry and analysis of fact 
quite different from this. The “Sell-Me” game at rather th precepts and solutions 
Copyricut 1957 sy McGraw-Hitt Pustuisur ( Ty 
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OCIAL PSYCHOLOGISTS AND SPECIALISTS in allied fields 

took up Role Playing for clinical work in the 
1930's after pioneering studies by J. L. Moreno on 
mental therapy, and by 1945 a group at the Massa 
chusetts Institute of Technology spearheaded by Alex 
Bevalas was conducting extensive research on Role 
Playing for management training in business. The 
transition from mental patients to management men 
appears to have been effected so smoothly as to caus¢ 
some trepidation among executives subjected to Role 
the 
technique is generally regarded in business as a prac 
tical training method rather than psycho-therapeutic 


Playing when it was still a novelty, but today 


device In any event brainwashing is not an objec 

tive of Role Playing as a means of training salesmen 
Concurrent with the M.I.T. experiments, business 

educators were becoming increasingly aware of the 


importance of human relations in business and the 





—How It's 


OLE PLAYING HAS SIX ELEMENTS: the group, mod 
R erator, problem, roles, skit and discussion period 
The group, consisting of no fewer than six and no 
more than 25-30 participants, is divided into two or 
more subgroups—one to play the skit, each of the 
others 
player. 
The moderator is the key man. He sets the stage, 
issues instructions, leads the discussion at the end 
The problem is the core of Role Playing. It may 
be anything within the experience of the participants 
For 


known as observers) to observe a specific 


that they recognize as an important obstacle. 


example, the salesman’s problem of finding out who 


influences buying in a plant; what a salesman does 


about objections, or how he handles complaints. 
he problem is not described to the group in so many 


words; it’s up to them to identify it from action 


the skit 


The roles are written out beforehand and generally 


not handed to the players until a few moments befor¢ 


the skit begins. Personalitv characteristics of the roles 
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1. Reality 


Phe players ac 


1 
major vel 


t out true-to-life 
tl tend 


unrehearsed, they to draw 
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What It Accomplishes 


It Started with the Head Shrinkers —— 


difficulties of teaching this subject through books and 


This led to widespread 


other conventional means. 
interest in the use of Role Playing to teach super 
visors how to supervise, teachers how to teach, and 
executives how to get along with labor unions and 
with other executives. 

Norman R. F. Maier, in his Principles of Human 
Relations, terms Role Playing “the laboratory part of 
As such, personnel execu 


] 
i} 


human relations training.” 
tives of many large firms have taken it up with brus 
fire enthusiasm. 

\ few companies them Industrial ‘Tape 
Corp., Servel Inc., and Ethyl Corp., had even begun 
to apply Role Playing to sales training by 1950. In 
1955, John M. Frey advanced the case for Role Play 
ing as the most effective method in what he termed 
“The Missing Ingredient in Sales Training” (i.e., hu 


in the Harvard Business Review 


imong 


man relations 


Done— 


} 


are not known to the observers, nor do the players 


see each other’s. Instructions on roles are brief enough 
for quick comprehension by the persons playing them, 
but provide enough details to characterize effectivels 
the individuals being dramatized 

The skit is impromptu in that nothing is pre-planned 
except by the moderator. Players have no scripts; only 
the bare essentials of character sketches and situation 
he setting and 


from the moderator, who describes the 


then leaves it up to the players’ imagination to pro 
vide the skit 

The discussion period takes much longer than the 
skit. which is generally cut off by the moderator after 
Each subgroup of observers 
then questioned 


he 


5-10 minutes of action. 
assigned to watch a specific player is 
its what he was doing, why 
tvpe of person he was represe 

his provides the rf 
powel 


about man 


what I 

7 1 ‘T 
role meat the enti 
tests the 


ness 
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Role Playing 


2. Learning by Doing 


This is generally recognized as the most effective 
way to learn. Ben Franklin said, “Experience keeps 
a dear school.” But in Role Playing salesmen can 
make mistakes and experiment with new methods 
without the penalties of lost sales. 


3. Seeing Another Person's Point of View 


'here’s no better way to understand another per 
son’s viewpoint than to be that person, if only for a 
little while. Those playing the roles, if properly 
instructed, will involve themselves deeply in the per- 
sonalities they are trying to characterize. Observers 
must also interpret motives and emotions as they see 
them enacted, without the benefit of written descrip- 
tions of the characters. 


4. Handling Problems on the Spot 


Rulebook precepts are of little help to salesmen 
stumped with real problems in front of real buyers. 
But they can acquire analytical skill through practice, 
say professional trainers, and Role Playing provides 
this opportunity. The objective—learning to think 
clearly, assemble pertinent facts and reach logical con- 
clusions—is identical with the aims of the case method 
of instruction. Role Playing might be termed the 
case method in action. 


5. Solving Problems Through People 


George Odiorne of the A.M.A. believes that Role 
Playing stresses three prerequisites for working through 
people: 1. knowing yourself, 2. knowing “what makes 
other people tick” in terms of motives and emotions, 
ind 3. understanding another person’s relationship 


within a group. Role Playing proponents don't dis 
count the value of product knowledge, but they be 
lieve all selling situations involve personality facts as 
well as product facts, and a salesman lacking skill in 
dealing with people has two strikes against him. 


6. Getting Full Participation 


Good salesmen are individualistic performers and 
will resist for good reasons the type of training that 
appears to be an attempt to pattern them in a single 
mold. Role Playing gives free reign to individual 
expression and encourages new ideas. Every member 
of the group is called on at some point to make a 
contribution; the exchange is lively if the proper 
atmosphere of frankness and naturalness is cultivated 


by the moderator. 


7. Effect on Attitudes 


Role Playing as adapted for sales training is not 
intended as a therapeutic exercise but trainers claim 
it has a highly beneficial effect on attitudes. Can 
you make your salesmen more tolerant of others, more 
analytical in their thinking, more conscious of their 
personality failings and eager to correct them, merely 
by telling them to change? Training specialists think 
not. They say it’s human nature to resist change 
until reasons for it are clear from experience. Role 
Playing by near-total immersion of individuals in situa 
tions where they have to act and explain the action, 
gives participants a laboratory to watch the conse 
quences of their old attitudes and a forum to expen 
ment with new ones. “Re-education moves quickly,” 
says Chris Argyris, Cornell University training spe 
cialist, “when the individual has a chance to practice 
in front of a friendly, warm group where he can receive 


constructive criticism.” 


Distributors Try It In Cleveland 


 priaeage 27 salesmen from six industrial supply 
firms gathered in the Cleveland Hotel in Cleve- 


land to watch an impromptu skit performed by four 
of their number and discuss the human relations prob 
lems of salesmen. 

This Role Playing session, moderated by George 
S. Odiorne of the American Management Association 
and sponsored by Inpusrriat DisrrisuTIoN, was an 
experiment in the application of this new sales train- 
ing technique to the industrial supply industry. 

The session (described in detail on the following 
pages ) had two main parts. First, four salesmen, with- 
out advance notice and working without scripts, acted 


out the roles of general purchasing agent, purchasing 
agent, production manager and industrial distributor 
salesman in a typical selling situation in a customer's 
plant. Then the.entire group of 27 salesmen held a 
round table discussion on what the characters in the 
skit were like and why they acted as they did. 

The object, as Mr. Odiorne explained it, was to 
develop in players and observers “‘a sensitivity to peo 
ple’s motives and reactions in terms of the situation 
they're facing and the group they belong to.” 

Sharpened by Role Playing practice, this skill should 
materially help salesmen in their everlasting effort to 
“move people to move goods,” said Mr. Odiorne. 
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Role Playing 


Mr. Beaver 


Saleman 


Whos Who 


HE SESSION sponsored by 
INDUSTRIAL D1IsTRIBUTION 
Cleveland the 
services of George Odiorne 
of 
Association who has had a 


in utilized 


American Management 
wealth of experience in this 


type work. 
Successful 


- 
Role Moderator 


however, 


Playing 
be 
conducted by the distributor's sales manager o1 


sessions, can 
an\ 
member of management with some experience in con 
ducting sales meetings. Basically, the moderator’s role 
calls for sparking the characters into 
type people described in the case setting the 
stage, asking pointed questions, stepping in during a 
lull, adding to the continuity, and breaking off the 
play at the proper moment, the moderator, in essence, 
acts as a director of the drama. 

It is the moderator’s job to put the players at ease, 
stress the importance of playing the 
following the instructions provided 


Mr. Odiorne 
from the audience (see illustration on following page 


portraying the 


By 


} 
es SE 


: | 
riously and 


selected four members at random 


and assigned their roles. Below are the only descrip 


tions the players had of their roles 


BEAVER: You 


representative for the Mole 


are sales 
hill Supply Co. You are new 


on this account and want 
it moved up from a 
)}a Majo! 

i 


hasing 
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Role Playing 
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Role Playing 


Here's What Took Place .. . 


ODERATOR GEORGE Opiorne, after dividing the audience into four 
M observer groups, set the stage by informing them that Salesman Beaver 
of The Molehill Supply Co. had been calling on Trivial Products Co 
for some time. 

Salesman Beaver had been contacting Bye, the purchasing agent, and 
trying to step up from a “minor” supplier to a “major” supplier (cate 
gories used at Trivial Products Co.). 

After a great deal of plugging, Salesman Beaver sold Bye on arranging 
a meeting to include Brisk, Trivial’s general purchasing agent, and Gray, 
lrivial’s production manager. 

lhe moderator pointed out the names used were indicative of the roles 
being portrayed. Gray, for example, would be older, somewhat crotchety; 
Bye, rather bland, a typical purchasing agent; Brisk, the administrator 
type; Beaver, the eager beaver on the make. 

In the interests of time, and to emphasize basic principles, the characters 
were drawn a little larger than life, but they represented actual types found 
in plants all over the country, and their relationships with each other were 
valid and true to life. 

The four actors, selected at random from the audience, were not pet 
mitted to see each other’s instructions. All they had to go by were brief 
descriptions of themselves and the general situation (reproduced on the 
previous two pages). 

Improvising their own dialogue, the actors proceeded as follows 


GRAY: 

I don’t know why I’m here. I can’t figure it out 
Besides, I’m satisfied with our present major s 

of supply. 


BRISK: 

I called this meeting so that everyone interested would 
get more data on what Mr. Beaver of The Molehill 
Supply Co. has to offer Trivial Products in the way 
of price and delivery. We're considering moving him 
up from a “minor” source of supply to a “major” 
source of supply. I want you, Mr. Gray, to be in on 
the decision. 


BYE: 
I feel the same way as Mr. Brisk does 
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dlebalare 


BRISK: 

Based on the story I get from Mr. Bye 
has been calling regularly, he knows his pi 
he’s given good delivery whenever we plac« 


with him 


GRAY: 

I'm satisfied with the way things 
Why should we change? And wh 
sitting in on a meeting that ba 
Sure, I need deliveries 

keep production up, but t 
ment’s job. Anyway, w 


not getting now? 


BRISK: 

What we're trying to do, Gra 
quick delivery on those rush-r 
shoot through to us 
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GRAY: 
Fine, but why tie up with this one man? W hy give 
him the lion’s share of the business when evervthing’s 


O.K. now? 


BYE: 

Mr. Beaver has proved his worth And we don’t 
intend to drop our present major source of supply 
All we're trving to do is add another good major 


source 


BRISK: 
Experience has taught us it’s far safer, and more 
rat] than 


ier 


eficient. to have two good major sources 


be dependent on one 


GRAY: 
I have no argument on that. But that’s a purchasing 
department problem. What am I doing here at this 


meeting? 


BRISK: 

We feel that if you approve of Mr. Beaver as ano 
major source of supply, you should know him per 
sonally, feel free to call on him whenever you're in 
a jam, or whenever you need some product info 


ther 


11CI 


mation. 


GRAY: 


I don’t need any information from him 


INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





BYE: 
I agree with Mr. Brisk 





(SILENCE) 


BEAVER: 

Mr. Gray, you've said you're satisfied with 
ent major source of supply, but you will admit 
had very little experience with The Molehill 
Co. Do you know what my ympan 


to do from a servi 


GRAY: 


Beavet [They've 
] hat 


CTICS | need I just requisiti mm what 


them how soon the equipment must be 


I have other problems besides worry 


from local distributors. 


BEAVER: 


} 7 
I believe we ca 


tenance 


to Kcep 


lways be Cl 


fine 1 
epee h us 


BRISK: 


I think Mr. Beaver deserves a1 


MODERATOR: 


Let’s stop it nght there 


Here the moderator explained that most interviews in customers plants 
are short, that usually salesmen have little time to make lengthy presenta 
tions. Basically, all the pertinent arguments in the case had been pre 
sented, so he interrupted at this point rather than run the risk of repetition. 

Time was then given for the four groups to note their comments on 
the characters they had been assigned to observe 


Read the following pages for the observation groups’ analyses —> 
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Role-Playing 


Observer's Sheet 


Which person are you observing ? 


ee Sn ay oe 
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1. To whom does he seem favorably disposed in the group? 
2. To whom does he seem to be opposed? 


3. What outcome do you think he would most like to see come 
of this meeting? 


. How would you predict this meeting would have turned 
out, if it had not been cut short by the instructor? 


. Based on his behavior here, give a brief summary of the 
age, experience, and general motivation of the man. 


. Outline the balance of interests, likes, and dislikes, or other 
forces at work in this work-group. 


. Other notes: 











OBSERVER’S SHEET is distributed to everyone in the audience and the moderator 
assigns groups to observe one particular character. Questions asked on this sheet 
are designed to insure audience attention and observation and stimulate them to 
think how they could have played the role to meet the situation they believe exists 
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GROUP 1 OBSERVING MR. BRISK, GENERAI 
C001 cht, Gordon H. B d i i ti 
Sid Mau-Sherwood Sup] 

M. Simms, Hardware & Si 


Brisk: A Powerful Ally 


1 
+} 


1 
} 
t 


) SEVEN SALESMEN OBSERVING Brisk 
purchasing agent, all estimated his age 
and 50 and agreed that, as a good administ1 

tried to promote harmonious relations all at 

Dale M. Simms pointed out, “Mr. Brisk seemed 
fair and honest: he tried to be fair to both Salesma 


ind his assistant in the purchasing departme 


Beaver nt 
Mr. Bye. Despite Production Manager Gray's antag 
nism, Mr. Brisk was affable.” 

Brisk wanted a vote of confidence ft 
Fred O. Goodnight suggested This is reac 
standable when vou realize the usual internal 


between production and purchasing.’ 


James J. Reilly remarked, “One thing is obvious, 
Brisk agrees with Bye’s recommendation. He seemed 


to want Beaver to convince Gray that Molehill Supph 


is worthy of becoming a major source 


Brisk was “a good company man, had Trivial’s in 


terests at heart,”” according to Thomas P. Howell merits house and its 
while Roy Harvey observed that Brisk was “the mod If the meeting had not beet 
erate type, showed a calm, go-along attitude tor, Gordon Benson bel 

In discussing Brisk’s relationship to Gray 


t e g 
Brisk rected Gray or he CONCLUSIONS: 5: 


la ne the wav Bris 


generally greed that respectec 
wouldn’t have invited him to sit in on executive type, tn 


Whether Brisk had respect for Gray as 
for his ability as a production managet 
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Role Playing 


GROUP 2 OBSERVING MR. GRAY, PRODUCTION MANAGER, 


included: Robert W. Holtz, Geo 


Worthington Co.; F. Kitchin, Mau 


Sherwood Supply Co.; Carl F. Kruger, W. M. Pattison Co.; Nick J 


Feitz, Geo. Worthington Co.; 


Leonard, W. M. Pattison Co 


Gray: The Key Man 


SSIGNED TO WATCH Gray, the production manager, 

five salesmen agreed he was between 45 and 60, 
with approximately 30 to 40 years experience, that he 
was “hardnosed,” “knew his business,” “didn’t want 
to be pushed around,” “didn’t like to waste time,” 
and “wasn’t afraid of anyone.” 

As J. T. Leonard put it, “Gray has one thought in 
mind—production. He prefers the status quo. Wants 
continued, smooth operation.” 

Robert W. Holtz raised an interesting possibility: 
“Gray's repeated statements about being satisfied with 
the present source of supply might indicate he has 
a personal friend with their present supplier. Or 
maybe he’s the type who is extremely loyal to old 
suppliers. This might have been explored more.” 

Gray's opposition to the meeting was discussed at 
length with Carl F. Kruger wondering if, “perhaps 
Gray was opposed to the meeting just on the basis of 
its being called by the purchasing department. Maybe 
it was just natural resentment by a production man for 
something sponsored by purchasing.” 

Nick J. Feitz felt that, “Gray's opposition was 


emotional rather than logical. While he didn’t know 
much, if anything, about Salesman Beaver, he opposed 
him immediately. Sure, he knew his own job, and 
he was smart insisting Beaver prove himself beyond 
stating his service was superior, but he also seemed 
reluctant to change.” 

“Reluctance to change” was discussed as a general 
characteristic of many production men, with the con 
clusion this often turns out to be the biggest problem 
facing industrial supply salesmen—the job of convinc 
ing oldtimers in the shop they ought to try some 
thing new, make a change. 

The concensus was that Gray suspected purchasing 
might be trying to dominate him, trying to put some 
thing over on him. 

F. Kitchin predicted that if the meeting hadn’t 
been cut short by the moderator, “Grav might have 
just gotten up and left.” 

CONCLUSIONS: Gray was an important person, in 
fluential in initiating orders, key to the whole situa 
tion, stubborn and resistant to change like most pro 
duction men, the man Beaver would have to sell. 
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GROUP 3 OBSERVING MR. BEAVER, SALESMAN, ded: Edward F. H 


W. M. Pattison Co.; Jack Shenk, Str 
in, Cleveland Tool & Supply ¢ l 
Hart n Mau-Sh d§ | \ 4 


Beaver: 


— SIX OBSERVERS OF SALESMAN BEAVER CO! 
that “he knew when to listen,” “when to come in,” 
ind “whom to direct his sales story to 


| dw ird | , 


sizing up the situation as a domestic problem, and 


I 


Horrigan said, “Beaver was smart in 


deciding his best strategy was silence 


Harrison 


countered, “But Beaver didn’t show enough aggression 


Differing with this observation, |. | 


when he found out who his opponent was. He should 
have tried more to win Gray over, should have worked 
his way into the discussion sooner.” 

On the other hand, Earl F. Zimmerman felt that 
“Beaver had apparently done a good selling job on 
Bye who in turn had sold his superior, Brisk. Maybe 
Beaver might have butted in, but why not let Bve 
and Brisk carry the ball? ‘They were doing a goo 
iob for Beaver.” 

C. A. Rybak also felt Beaver showed a lack of 
rressiveness but Jack Schenk thought, “Beaver han 
dled the situation fairly well; there was no advantag« 
in pushing in to work on Gray in an aggressivé 
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Understood Human Relations 


Most DSeTVeTS IN thi oT IPTC’ that Sa mal 
Beaver had been wis¢ t ‘ ( the 
argument 

Grav was intent on being antagonist ym 
server commentec ut his antag nw t 
mostly toward his own purchasing department a 
ciates who had called a meeting he didn’t think | 
should sit in on. Beaver did well to let t t 
it out amongst themselves.” 

Another observe put it this way, “A smart 
Ian a ) Ss an argument w th i pr verful 
ustome s pla t, part larly when he nect 
for the first time. 

\fter pro ind con discu tw ided G 
was “hot under the collar anywa } ict 
mn Beave $ part m tht have riled Gray ( 


or directed his wrath toward Beaver 


CONCLUSIONS: Beaver liked Bye f 


5 ws 8 ’ } 
he also liked Brisk who proved to be 
] = ] 
t it h VC 1s All VICUYC 
b handling the (ra tuat vit \ 





GROUP 4 OBSERVING MR. BYE, PURCHASING AGENT, 
Worthington Co.; Joe 
Gee 
M. Pattison Supply Co.; Jack Jonap, G W orthin 


Huffman, Geo 
Donald 


Donald D 
& Supply Co.; 


gomery, W 


Joecken, 


ncluded 
Petr Cleveland Tool 
W orthingt ( Bob Mont 
gton Cx 


Bye: Possible Apple Polisher 


pr HASING AGENT Bye’s FIVE OBSERVERS agreed he 
was between 35 and 40, that he was, “something 
of a politician,” and “knew which side his bread was 
buttered on.” 

With regard to the latter trait, one observer charac 
terized Bye as an “apple polisher,” and someone com 
mented, “we have another name for that around here.” 

All in all, though, this group’s analysis of Bye was 
that he seemed conscientious, and a good company 
man. 

As Bob Montgomery put it, “Bye is a nice P. A. who 
wants to throw more business Beaver’s way as a reward 
for services rendered. 
that salesman-minded.” 

“As a human being,” Donald D. Huffman observed, 
“Bye is smart enough to stick close to his boss, go 
along with everything he says. Though he’s probably 
interested in getting Brisk’s job, I think he also re 
spects his boss.” 

Others got the impression that Bye would agree with 
Brisk no matter what he said, even if Brisk changed 


I'd sure like to see more P. A.’s 
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his mind, then changed his mind back again 

Someone suggested this revealed a basic charactet 
weakness in Bye, but another observer expressed the 
thought that, imaginc¢ 
most of us would agree with the boss.” 

Exploring relationships, Jack Jonap observed that, 
I attribute 
this to the fact that Gray opposed his boss.” 


Under the circumstances, | 


“Bye’s relationship with Gray was bad. 


Commenting on Bye’s feeling toward his employer, 
lrivial Products Co., Joe Petruno stated, “Bye is defi 
nitely a company man. He brought Beaver in and 
is recommending Molehill Supply as a second source 
because of the job the distributor did for his company.” 

Donald Joecken felt that, “Bye should have tried 
to get Salesman Beaver into the discussion sooner, 
he should have opened the way for Beaver to do a 
selling job on Gray.” 

CONCLUSIONS: Bye 


purchasing agent, concerned about his future with 


is a young, ambitious, likeable 


the company, determined to agree with his boss no 
matter what, but basically a friend to Salesman Beaver. 
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— IHE OBSERVERS, in the comments reported \lost yorta 
on the preceding four pages, fulfilled the assig Beaver t ( 


| | 
ment ft noting the things listed on the Observe 1 direct re t I 
: 1 + ‘ ; 2 | 
Sheet page 124), subsequent qaiscussion prove ha i fio VC } 
l ] | } ; ‘ 
like true salesmen, they were also concerned abot n ta 
. : as 
whether or not Salesman Beaver would be successft Gray bette 
According to Salesman Beaver’s Instruction Sheet, data on new | 
“You are new on this account and want to get it n Cr Other remark 


up from a minor to a major one 
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man Beaver: tumbling | 
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Beaver has clarified his future selling vork on G 
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Lhe mecting spelled out Beaver’s prob kar as I'm 
-e 
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Beaver now knows the key to more ill. Grav had 
ce ° 
business at ‘Trivial is Gray that scemec 


Beavez’s got to keep the pipeline open supplier f 
to Gray. it now. 
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As A Distributor Sales Training Tool 


The consensus: Realistic, worthwhile, would like to try it again 


Carl F. Kruger 
W. M. Pattison Co. 


@@l've been with my com- 
pany 31 1 and have 
been a salesman for about 


years, 





20 years. 

®@ While I definitely endorse Role Playing as hav- 
ing fine potential as a sales training idea for distributor 
sales meetings, | wonder if tonight’s skit wasn’t based 
on too extreme, or should I say, too ideal an example. 
@@] would have enjoyed it even more if you had used 
an every-day case, but I vote for promoting Role Play 
ing as a valuable sales training tool.” 


Nick J. Feitz 
Geo. Worthington Co. 


e@el’ve been with my firm 
mo 4 while I’ve 
heard some salesmen here 
comment that the case wasn’t as realistic as it might 
be, I had exactly the same thing happen to me once. 
lhe buyers stuck up for me against the production 
manager in a meeting similar to the one enacted here 
tonight. Following the same procedure as Salesman 
Beaver did tonight, I got the business. No, I won’t 
tell you the name of the company, but I'm all for more 


years and 





Role Playing.” 


Daniel W. Rupp 
Hardware & Supply Co. 





@@] think the Role Plaving 
technique definitel 
idaptable t listributo 
training programs. I enjoyed the play, the entire fo 
iat. While I believe this particular case was a bit un 


| in that most salesmen do not run into a three-ma1 


real in 
meeting like this, I do feel Beaver operated very in 
telligently. Under the circumstances, he was smart 
biding his time, letting his purchasing friends sell for 

him, then cautiously selling the production guy who 
ypposed him. That was smart salesmanship 
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Joe Petruno 
Cleveland Tool & Supply Co. 


@@ As indicated by the mod 
erator in his introductory 
remarks, observing is an 
important part of selling. I think this Role Playing 
session tonight emphasized that; it illustrates the need 
for more observation before going off half-cocked 

@@ Role Plaving looks like an excellent training tool to 
me. We need more of this type training to help meet 


every-day 





situations in the field.” 


Andrew Sidum 
Mau-Sherwood Supply Co. 


@@Role Playing looks like a 


swell training gimmick, a 
good way to enliven sales 
meetings. I think the next time I participate, 
be even more interesting than this first experience 


@@ | would welcome more sessions based on situations 





it will 


developed from actual salesmen experiences in our own 


particular terntory. 
@¢ This 


T 
il 


pac om 


would provide a good change of pace 


the routine product type sales meetings.” 


A. Rybak 
Carlisk 


Cc. 


Strong & Hammond Co. 


ee\\ ; 
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Seven Ways to Use Role Playing 


HE Beaver-Brisx-Bye-Gray Episope staged in Cleve 

land illustrated the use of Role Playing for sophisti 
cated practice in human relations. There are other uses 
for the Role Playing device, ranging from simple dem- 
onstrations of method to highly complex problem 
evaluation 

Furthermore the Role Playing session can be vari 
ously structured according to its purpose and the 
means at hand. 

In ID's Cleveland session, four roles were employed 
to demonstrate within-plant relationships a salesman 
might encounter. For a simpler salesman-buyer situa 
tion, two players would be adequate (The average-size 
distributor could seldom employ more than two, since 
at least two observers are needed for every player 

"he moderator is essential, though he need not be a 
professional, and there is more than one way to handle 
this function. On occasion, a moderator may take a 
key role himself to get the group warmed up; he may 
lead off the discussion by interviewing the players be 
fore, rather than after his questioning of observers; he 
may tell the observers more, or less, about the problem 






depending on the group’s level of experiei 


iy 


Sometimes, for a special purpose like demonstrating 


an accepted technique, a role may be rehearsed or pai 
tially planned beforehand by one of the player 
Though this expedient will take the spontaneity out of 
Role Playing if used too often, it is probably necessar 
if you're trying to teach salesmen how to handle door 
openers, catalog presentations, product descriptions 
Role reversal is a favorite device to give all the par 
ticipants a chance at handling roles and to underline 


the importance of putting oneself in another's shoes 


Players may switch roles with each other, or th ob 
servers, to rerun the skit or start a new onc 

Another variation is the casting of an alter ego. Onc 
player is the salesman; another, the voice of his con 


science or inner self. The alter ego inje remarks 
when he feels disposed to, as the play progress¢ 

But the structure of Role Playing is not so impor 
tant as its purposes. Can Role Playing be ad 


ryt ] 
Iptcda to 
I 





How to quote 
products or meet stock objections 


industrial salesmen’s specific needs, or is it just another 
gimmick to keep salesmen awake in mectings? The 
following outline of its uses may help you decid 

prices, describe demonstrated is SO basi is to be 


widely accepted as the only “right” 


are among the selling fundamentals way for a salesman to perform, the 
all sales managers try to impart to major benefits of Role Playing will 
novices. Role Playing, simply struc not, of course, be realized. Action 
tured and with kev role pre will be too restricted for inventive 
planned, can be effective for this ness and practice in impromptu 
because it substitutes learning by skills. But as the group prog 
seeing and doing for lecture instruc th vw of th b< 
tion. When tl nique being widened to str 
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Sales Problems Inside the Company 


There’s no reason why Role Play 
ing shouldn’t be used to train inside 
salesmen, especially if the inside job 
is considered a stepping stone to 
selling on the outside. Where out 
side and inside salesmen take part 
in the same session, there’s also an 


obvious opportunity to air intra 


company problems involving them 
both. Common sources of friction 
could be alleviated by having out- 
side salesmen take the role of inside 
men, and vice versa, on a problem 
stressing coordination or lack of it 
between the office and the outside 
sales staff. 





For Phone and 


The Bell System has had a tele 
phone answering course for years. 
The idea might well be adapted for 
Role Playing the 


problems of handling complaints, 


- . 
spec inc inside 


Counter Salesmen 


expediting and tactful treatment of 
customers on the phone with cases 
drawn from your own firm’s expe 
rience. Handling of counter sales 
problems could also be role-played 





Sales Supervisory Training 


If your firm has six or more execu 
tives Or supervisory personnel con 
cerned with sales, these individuals 
too can benefit from Role Playing 
Problems supervisory 
concern 


In a session 


would coordination be 


tween executives and the human 
problems of supervision as well as 
customer contacts. Such an execu 
tive session would also provide ex 
cellent preparation for a supervisor 


planning to moderate a session 





General Skull Practice 


Role Playing of sales problems is 
probably least inhibited when a ficti 
tious situation is substituted for a 
real problem involving dollars and 
cents. The problem and characters 
must be true to life; but the mod- 
erator can construct the setting 
according to the group’s needs and 
capabilities, so it presents a worth- 
while challenge to their analytical 
skills. The situation should be suffi 
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ciently complex so that a number 
of solutions are acceptable and pos- 
sible. The object is not to encourage 
imitative methods, but initiative, 
imagination and judgment in vary- 
ing situations. The session should 
illustrate the fact all seasoned sales- 
men are aware of—that virtually 
every situation a salesman becomes 
involved in differs in some degree 
from all previous experiences. 
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Role Playing 





Practice In Human Relations Skills 


This is Role Playing’s ultimate 


purpose and some concern with 
people’s motives and relationships is 
necessary even where Role Playing 
is used to teach the simplest funda 
mentals. Role Playing constructed 
around the study of people 
done at Cleveland—is not easy to 


iS Was 


moderate but the possible gains are 
very great if Mr. Frey is right in 
calling human relations the missing 
ingredient in present-day sales train 


effectively through other 
We acquire this skill with experi- 
ence, putting aside childish confi 
dence in an imagined ability to 
manipulate people to our wills as 
we mature. Most human relation: 


D pi 
PSY} C 


specialists agree that this process of 
maturing and developing insight 
about people cannot be hastened 
much by books or orthodox teach 
ing. Can it be speeded up by syn 


thetic practice, in the carefully-simu 








ing. 


Few persons 


those destined to become salesmen 


ire born with 


lated atmosphere of reality that Role 
even many of Playing provides? Some training spe 
cialists have staked their reputations 


ibility to work that this premise is true 


Who Will Run the Show? 


F YOU'D LIKE TO TRY Roxie Piayine, but can’t obtain 

the services of a professional training specialist, 
there's no reason why a member of your own company 
can't learn to be a moderator. Running an effective 
Role Playing session requires imagination, tact and 
careful preparation. 

The job should probably be assigned the first time 
to your sales vice president or sales manager. He could 
later delegate the responsibility to an experienced 


salesman who demonstrated special interest in the 


technique and awareness of its aims. One of the bene 
fits of Role Playing for a group that has acquired some 
practice is the opportunity it affords the members to 
take turns at conference leadership. 


Where to Get Help 


The easiest and least costly source of outside help 
on Role Playing is your nearest university. Professors 
of psychology and social psychology, as well as adult 
education instructors, are generally familiar with Role 
Playing and its uses. A member of the teaching staff 
might be retained to conduct a session for you at rea 
sonable cost. If the university has a business school, 
so much the better. The cost for a two-hour session 


conducted at your place of business by an experienced 
teacher or consultant may range from $25 to $1 
depending on your requirements. 


What to Read 


Role Playing is still relatively new so source materia 
is not plentiful. The following brochures are recom 
mended: 

“Role Playing in Action,” by Chris Argyris, New York 
State School of Industrial and Labor Relations, Cornell 
University, Ithaca, N. Y. 

“Role Playing as a Practical Training Technique,’ by Wal- 
ter G. O'Donnell, Personnel, Nov. 1952, the American 
Management Association, 1515 Broadway, New York 
36, N. Y. 

“Role Playing and Management Training,” by Alex Beva- 
las, Massachusetts Institute of Technology, Cambridge, 
Mass. 

“The Missing Ingredient in Sales Training,” by John M 
Frey, Harvard Business Review, Nov.-Dec. 1955 (reprint 
information from Harvard Business Review, Soldiers 
Field, Boston 63, Mass.). 

Public and university libraries with business inf 
mation sections are good sources 
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Pitfalls and Booby Traps 


R Prayinc has its critics as well as enthusiasts. 
A few executives, after watching management ses- 
sions, have labelled it too permissive a device for 
business training. Others think business is fast devel 
oping a faddish and exaggerated concern for psy- 
chology, of which Role Playing is just another symp- 
tom. They fear it will tend to suppress individualism 
in favor of a synthetic “organization man” personality. 

Certainly these dangers are present if Role Playing 
is mishandled or misapplied. To prevent Role Playing 
from degenerating into either one of its destructive 
extremes—disorder and lack of purpose on the one 
hand, forced brainwashing on the other—a skilled mod- 
erator is always alert for these pitfalls and booby traps: 


Too Much Psychology 


Don’t let the problem and skit focus attention too 
closely on inner emotional conflicts, even though char- 
acters are fictitious. This involves psychological ther- 
apy and should be handled only by professional thera- 
pists. It also tends to make the group introspective 
and self-conscious to an unhealthy degree. 


a 


Moderator Talks Too Much 

Spontaneity and participation will suffer if you 
monopolize the center stage. Interrupt or coach only 
when necessary; refrain from speechmaking in helping 
the observers with their analysis; make introductory 
remarks short and to the point. A group that’s over- 
briefed will have little left to do on its own. 


The Manipulation Myth 


“Moving people to move goods,” as George Odiorne 
explained to the distributor salesmen at ID’s Cleve- 
land Role Playing session, is the objective of Role 
Playing. But this does not imply a magical formula 
to move buyers to act against their will, like puppets 
manipulated on a string. If it teaches anything, Role 
Playing should demonstrate how “unmanipulatable” 
some buyers can be, and to what extent a salesman 


has to marshall all his deductive powers to see another 
person’s viewpoint. Teach your salesmen they can 
acquire the skill of understanding people better, and 
moving them in a direction they already want to go. 
Don’t delude them into confusing simple empathy 
with scientific techniques that only trained psycholo- 
gists are competent to practice. 


Insufficient Warmup 


An awkward beginning session is to be expected if 
you haven’t used Role Playing before. But you can 
minimize the gaps and pauses by using a little in- 
genuity in warming up the group to the task. One 
way is to start a conventional discussion, then let the 
group pick out their own problems and settle on one 
of them for the skit. Chances are they'll quickly fall 
into the spirit of Role Playing with this approach. 
Another good tactic is to assign the major role to an 
experienced salesman who will feel most at ease in 
front of others; or in a pinch, take the major role 
yourself. 


Problem Isn‘t Real 


Use an actual problem supplied by one of your 
salesmen if you haven’t been out in the field yourself 
lately. While a fictitious setting is preferable—so the 
group is not inhibited by actual names and situations— 
it’s better to have actuality than a situation where 
distortion will be noticed by seasoned veterans. 


The “School Solution’ Myth 


An inexperienced moderator tends to supply or elicit 
chrough pressure a single acceptable “school” solution. 
Except in the most elementary usage of Role Playing 
(to teach a specific skill like the demonstration of 
a catalog), you must resist this temptation. If used 
for training in problem analysis or human relation 
skills, a proper Role Playing problem will have as 
many solutions as there are individuals in the group, 
since each participant has his distinctive reasoning 
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method and colors it with his personality. The only 
tules are to assemble facts in an orderly manner and 
make logical deductions. Make sure the group focuses 
its attention on what happened, not on what is “right” 
or “wrong.” 








Problem Is Too Complex 





Observers will lose the thread of a problem that 
takes a long time to illustrate dramatically, if the play- 
ers haven’t botched it to begin with. Keep it clear 
and simple (but not so simple that the group will be 
able to pinpoint if unanimously so that the vigor of 
the discussion period is lost). 









Playing, none of the participants’ superiors are present, 
only the professional trainer. Management sees the 
results, if any, in increased sales or changed attitudes 
While small firms cannot, for obvious reasons, exclude 
management individuals from training sessions—espe 
cially since an executive or supervisor would have to 
conduct the first session himself—suffice it to say that 
a boss should make every effort to step out of his real- 
life role when he takes part in Role Playing. This 
may not be difficult to effect in a small, friendly com- 
pany. A sales manager can turn the job of moderator 
over to one of his experienced salesmen once the group 
has had some practice, and then himself become a 
Role Player or observer. If the boss plays a role him- 
Too Much Levity self, he should pick the hardest one, not the easiest, 
at the outset. Let some one else be the tough buyer 
and give vourself first crack at trying to sell him. 
















Play-acting is fun for most people; the stage ham 
lurks in many a quiet personality. ‘This is fine, up to 
a point. But don’t let Role Playing turn into a one 
act comedy by letting the clowning and upstaging get 
out of hand. 












Too Much Criticism 






Sometimes observers will land on the players heavy 
handedly with criticism, pointing out numerous things 
they did “wrong.” Temporize this by explaining the 
difference between criticizing and analyzing, and in 
sure that the critics back up their opinions with 
reasons. On the other hand, vou don’t want the 
plavers whitewashed out of sympathy for their having 















to put themselves on the spot. Try to make every 
one understand that this is not a game for putting Skit Runs Too Long 
people on the spot, but a clinical exercise in which 
the observers have an equally important part. 





Role Plaving becomes disorganized if the skit drags 





out too long. Cut it off arbitrarily as soon as essential 









Relne Ace Tao Oia points are developed generally within 10 to 15 min 
utes at the outside. If the players haven't brought 
A Role Player won't be able to characterize a type the points out clearly by that time, the chances ar 
of personality he does not recognize from experience they never will. Stop and concentrate on what they’ 
Don’t cast a salesman, who sees only buvers, as a plant said so far, even if it isn’t just what vou'd hoped ther 
engince! would illustrate. 










The Boss Is Too Evident Why Are We Doing It? 

Training consultants generally advise restricting No one should introduce Role Pla 
Role Plaving sessions to individuals of more or less definite purpose in mind. If the part nts are! 
the same rank. In some large firms that use Role convinced they need it, it won't go r. Find 
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what problems are causing your salesmen the most 
concern and help the group spell them out if you are 
not sure already what they are. Then organize the 
Role Playing around one problem that is easily recog- 
nizable, such as the introduction of a new product. 
Explain thoroughly how Role Playing is expected to 
help; don’t introduce it offhandedly. 


Roles Too Personal 


Don't put individuals on the spot by casting a role 
that closely resembles any member of the group. 
This will embarrass everybody. 


Group Too Large 


From 25 to 30 is the maximum recommended size 
of a Role Playing group. More than this is apt to 
result in confusion and non-participation by some indi 
viduals. The minimum is six: two to play roles, teams 
of two each to observe them. Role Playing demands 
full involvement of participants. A non-participating 
iudience detracts from the informal atmosphere and 
tends to make participants self-conscious. If all your 
people can’t be fitted into one role playing session, 
organize another rather than having them sit in and 
watch. 


ogan 


Too Tough at the Start 


Go easy at first; don’t try to portray the toughest 
purchasing agent you can think of or contrive near- 
impossible obstacles in the problem. Role playing 
situations can be made tougher-than-life, with good 
results, when a group has had some practice. 


Observers Are Neglected 


lhe best way to insure that observers will be primed 
for their part in Role Playing is to give them some- 
thing to do during the skit. Some moderators hand 
out a list of prepared questions to be taken up during 
the discussion period later, and observers are told to 
make pertinent notes as the skit progresses. Later, 
it may still be necessary for the moderator to get the 
discussion started by giving his own analysis of certain 
points first. One device is to interview the players 
themselves just after the skit, so they will give hints 
on what they were trying to accomplish. All this must 
be done with tact and restraint; but remember that 
the observers are just as important as the players it 
Role Playing. If they don’t participate, it’s been a flop 


Too Many Tricks 


Good Role Playing thrives on involvement and a 
spirit of inquiry that stimulates genuine interest to 
improve oneself, not the superficial interest generated 
by tricks and gadgets. Two or more chairs and a table 
suffice for props; a blackboard and possibly a tape 
recorder may be helpful. Further window dressing 
and elaborate stage direction may tend to distract at 
tention from the main business at hand—which is 


serving people in action 


Not Enough Players 


Two Role Players—one, the salesman; the other, the 
buyer—are an adequate number provided both have 
some experience as salesmen. Working with trainees, 
it is probably wiser to set up at least three roles so 
that there’s less risk of running out of extemporaneous 
dialogue and having the skit broken by awkward 
pauses. But beware of having too many roles. More 
than four or five would make observing difficult 


Don’t Be Discouraged 


Role Playing, like any other training technique, 
takes practice and improves with repetition. If the 
first session flops, chalk it up to experience. Try 
again, with different roles, a different problem, dif- 
ferent players. If it’s worth doing at all, it’s worth 
doing over again until you do it well. 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 


the most complete line of high quality fasteners. National makes it possible 
Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking 
more smartly businesslike fastener departmen? 
And since the National line is the complete line, it pays to think National when 


you think about saving through one-source buying. 


Consider the facts—all the advantages of standardiz 
ing on National fasteners—and make the National Nati / 
line your line, because it stands out in every way > > > ationa ) 


Ask Your Distributor . . . He Knows e Ll 





THE NATIONAL SCREW & MFG. COMPANY yo ¢ 


Cleveland 4, Ohio q 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 
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U.S. TOTALS 


June 1957 
Compared with 


May 1957 





ComPliLep By INpusTRiAL DisTRIBUTION 





-10% 
Lid 











June 1957 
Compared with 


June 1956 


—% 





First 6 Mos. 1957 
Compared with 


First 6 Mos. 1956 


+1% 





Supply Sales Trend 


Final Figures For June 1957 





June 1957 
Compared with 
May 1957 


June 1957 
Compared with 
June 1956 


First 6 Mos. 1957 
Compared with 
First 6 Mos. 1956 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





-12% 
- 6% 


- 8% 


- 09% 








+ 2% 
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“we rate Yarway a 
top profitable line” 


Mr. Jones*, your firm ranks as one of the 
leading Industrial Distributors in the busy 
North Jersey area, and you've been han- 
dling Yarway Impulse Steam Traps and 
Strainers since 1953. What's been your 


experience with the Yarway line? 

Good! On every score we rate Yarway a top 

nrof » line 

profitable ine ‘We wish all our lines were as 9 od as Yarway” 


Q. What are these specific points? 


A fair price structure with a good profit OQ What do vou mean bv “co-operation from 
margin, ease of selling, ease of stocking, the a re re” : 
customer acceptance, lack of service prob- 

the A. One good example is the great engineering 


and good co-operation from 
help Yarway’s trap specialist in our ter- 


ritory gives us and our trap customers 
Q. Yourre satisfied with the Yarwa\ 


A. We wish all our lines wert 


*Mr. Ropert L. Jones, | 
Var ger y en {uert 


YARNALL-WARING COMPANY 
111 Mermaid Avenue 
Three generations discuss th irway Philadelphia 18, Pa 
Mr. Stanley W. Jones, Pres f 
founder of Jonesand Auerhba 


rt os Jones, if P. and Ge 


1 @ GOON way Co 
Apetify Ateam traps 


OVER 1,200,000 YARWAY IMPULSE STEAM TRAPS ALREADY USED e STOCKED AND SOLD BY 275 CONVENIENT 
LOCAL INDUSTRIAL DISTRIBUTORS e NATION-WIDE YARWAY ENGINEERING STAFF AT YOUR SERVICE 
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SALES TRENDS (Cont'd.) 








June 1957 
Compared with 
May 1957 


June 1957 
Compared with 
June 1956 


First 6 Mos. 1957 
Compared with 
First 6 Mos. 1956 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


rennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 

W voming 


PACIFIC 
California 
Oregon 
Washington 





- 8% 


-18% 


+11% 


-— 1% 


- 8% 








- 2% 


- 6% 


+ 9% 


-10% 


- 1% 





+ 7% 


—- 3% 


NO 
CHANGE 


+ 6% 


+ 2% 
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LOOK what your Customers are reading about 
Brown & Sharpe Rubber-Fiex Collets ! 


Current Brown & Shorpe 
advertisement appearing in 
Automatic Machining, 
Machinery, 
and Tool Engineer 


Help your customers get best results. Make sure they use Rubber-Fli 
Show them the many new Brown & Sharpe tools with increased 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 





N STRICTLY ECONOMIC MATTERS, the difficulties of 
| forecasting are compounded by the annual revision 
of national product and income figures that was pub 
lished this month by the Department of Commerce. 


[he revision, based on more complete information spent 
ibout what went on in 1956, will provide more ac | many of these set 
curate benchmarks for measuring business activity in home repairs 01 
1957. However, there is some confusion in_ the ities where the increased spendii 
fact that all the principal series used to measure busi paying higher prices. 
ness now read differently for 1956 and early °57 than te, the heavy spending 
they did a while back. So before you conclude that 

espe 
lhe tot 


and 


msume 


GNP or consumer income has suddenly zoomed—ot 


that saving has declined sharply—check the date of 


your reference 


What Really Went On ments on 


ike to expect 


| 
make a je 


new GNP figures arc 


cal revision, some of the latest 
' noting. It is entirely possible that 
the new GNP figures will be changed again, in a dif unning the over-al momy at 1 
ferent direction, before anv of us are very much older re 1 
But the latest revisions—which are summarized below 
suggest some interesting ideas about the direction 
in which our economy is moving. If the recently pub 
lished data are accurate, the economy was producing 
ind consuming at a higher rate in 1956 than was pre 
viously reported. And saving was lower than orig 
inally estimated. The Department of Commerce be 
lieves these trends have continued in early 1957 rpo! 
The 
Spending And Saving in 1956 firme 
will mn 1u¢ 
Old series New series head. But w 
(billion $) 1 step that 
Consumer income after taxes 286.7 287.2 Board has 
Consumer expenditures 265.7 267.2 chance of a 
Percent of income 92.7% 93.0% order of wh 
Corporate profits after taxes 38.2 38.0 sumer spending a 
Capital expenditures (corp- pared to 9] 
orations) 30.0 30.4 leewav to go 
Percent of profits plus de- statistical rev 
preciation 78.5% 80.0% an indication 


one concerned 
These figures show that (to use a term dear to should conside1 
monetary theorists) the “velocity of money” has been side of our econom\ 
very high. In plain English, both consumers and busi But there we g 
ness have been spending their cash nearly as fast as operation at a time 
it comes in—a fact that is also attested by the mount sonal lull. Wel 
demand for consumer and business credit. It really are when tl 


Ing 
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YOU CAN'T 
BARGAIN 
A Oe ee 


This 240,000-pound steam drum 
bustion Engineering for a large generatir 


feet into position by 


safety rides on 
quality wire rope 


in wrecked 


th 
un 


Wire rope 


PRODUCT OF WIiICKWIRE SPENC 
THE COLORADO FUEL 


THE COLORADO FUEL AND IRON CORPORATION — Ait 
Farmington (N.M * Fort Worth « Houston « Konsas 


LOOK FOR THE Salt Lake City + Tulsa + Wichita « PACIFIC COAST DIVISIO 
WICKWIRE SPENCER STEEL DIVISION—8 


Seattle « Spokane + 


YELLOW TRIANGLE : 
qua New Orleans « New York + Philadelphia 
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What's New in Merchandising 





Grinding Wheel Institute Issues 


Simplified Practice Recommendations 


The Grinding Wheel Institute, 
Cleveland, reports that its Grinding 
Wheel Simplified Recommendation 
R45-57 has been approved for pro 
mulgation by the United State De 
partment of Commerce 

The new 76-page edition super 
sedes the former 1947 edition, and 
For ex 


includes changes 


ample, the format of the book is 


major 
now a standard 84x11 in. for filing, 
ind has been divided into two parts: 

1. Use Classification — Standard 
shapes and sizes of grinding wheels 
are classified according to end use. 
The Institute points out that ma 
chine designers can check this listing 
to find the type of operation a ma 
chine is to perform to locate the 
standard grinding wheel shape and 
size. 

2. Standard 
lhis listing is complete for all 


Shape and 


‘l ypes 
Sizes 
each 


standard available in 


standard shape type 


SIZCS 


In addition to including six new 
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basic grinding wheel shapes, 
book contains a word des« npti 
each standard shape to clarif 
drawings. 
According to the Institute, th 
adoption of the new standards wi 
, 


materially aid distributors in redu 


ing their inventories, and 


offer 


through the 


their customers faster ser 


climiantion of non 


standard items. 


Greenlee Tool Issues 

Hydraulic Pump Folder 
Greenlee Tool Co., Rockford, IIl., 

F-223) il 


new 


has issued a bulletin (no 
lustrating and describing its 
portable hydraulic power pump for 
operating rams or jacks, pipe and 
Action 


features of 


conduit benders, presses, etc 
and construction 
pump are illustrated, and capacities 
of various models are presented in 


table fonn 


1957 


Manning, Maxwell Bulletin 
Features “‘LoadLifter’’ Cranes 

Manning, Maxwell & Moore, 
Shaw-Box Crane & Hoist Dyv., 
\luskegon, Mich., has issued a bul 
letin (no. 15005-1-57 
LoadLifter” cranes with capacities 
through 20 tons and spans through 
SU fect 


lo help a potential buyer gather 


covering its 


information, draw up specifications, 


ind finally select a crane, the bul 
letin features a series of pages with 
marginal tabs and split horizontalls 

t Thus, the 


ns to the top half page covering 


he center prospect 


trollev he needs, then turns to 
bottom half page tabbed for the 
ridge span he requires. ‘The result 
ig full-page line up gives him the 
Ilv illustrated and described cranc 
needs 
Construction details, electrical 
pment, specifications, and out 
dimensions are given on other 
\ section at the front of the bulle 
explains basic factors in purchas 
] 


nes, and 


ral a price request form 


nserted in the book 


Cummins Offers Display 
For Its New Sander 
lools, Milwau 
kee, is offering a new display with 
“Double Action” 
+ 


olor panel is designed to point 


Cummins Power 


sander. ‘The 


patos 
flectric Sender 
EY 
wt lhe 





Manufacturers Training Programs « Films 
Displays *« Packages « Literature 





up the features of the unit. Since a 
kev is used to change the sander’s 


action, an actual kev is mounted 


the display | DIAMOND 


ROLLER CHAING 
end SPROCKETS 


U.S. Expansion Bolt 

Has New Fastener Display 
U.S. Expansion Bolt Co., York 

Pa., has introduced a new rack for 


displaving its new | 


; 


anchors, fasteners, and S ctacielonial aiiiadin 

Suitable for countet , the 1 

is surmounted 

illustrating 

for fastening to hollow or soli ls. Diamond Chain Issues 
68-Page Catalog 


Di 


illi 


Allen Mfg. Issues 
“Stainless Steel Data’”’ 
Allen Nifg. ¢ Hartford, ¢ 


Hn hailletiy 
ig¢ un 





Johnson Bronze Folder 
Covers Bearings 
Johnson Bronze Co., New ¢ 


‘ 


Pa., has issued a folder on its 


lovl” bearings, a power metal] 


product. It lists and descril 


bes all of 
the items that are carried in stock as 
standard replacement parts by the 
firm’s warehouses and its industrial 
distributors. Inserted in the folder is 
a decimal equivalent card suitabk 


for hanging on a wa 





chucking 


Cushman Publishes 
Air Chuck Catalog 
( ( ick ( 


\ i i 


OTC Display Board Shows 
“Grip-O-Matic’’ Jaw Pullers 
( du itonna | ( ) ; 

Nl 


~4N 
CONTINUED ON PAGE 230 
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WINS BIG 0.E.M. ORDER 


ROBERT BOONE JIM GROFF ROBERT HAEUSER 


Senior Project Engineer, Purchasing Agent for 


owner of the B-B Supply Company, 
American Electronics, Inc. 


a D-A distributor in Los Angeles Air Conditioning Projects, 
American Electronics, Inc. 





; 
: 
’ 


American 
Electronics, Inc. 


“MA-7” 
THE "USAF TYPE MA-7 Air Conditioner", one of several current 


production models, is used for cooling electronic equipment on aircraft and 
missiles during field servicing and pre-flighting, or heating aircraft compart- 
ments. Rated cooling capacity: 84,000 BTU, 60 Ibs. /min of 45°F air, against 
0-30 inches water static pressure. Rated heating capacity 230,000 BTU hr, 
60 Ibs /min at 200°F against 0-30 inches water static pressure, at —65°F 
ambient temperature. The V-belt drive is powered by a USAF Packette Series 
engine, model PC 60, 2400 RPM. Sheaves are 2B12.4 to 2B8.6 (speed-up 
drive). Two D-A Dynamic Action steel cable V-belts B85 SC. Drive speed 


is 7800 FPM. 
{ PRODUCTS JR ;, peahbets 
Nene A complete line serving industry... 





a} 





FOR STEEL CABLE V-BELTS 


Durkee-Atwood distributor, B-B Supply Co., 
Los Angeles, Calif., writes big order on belts 


for USAF Type “MA-7” Air Conditioner 
produced by American Electronics, Inc. 


Robert Boone demonstrates Durkee-Atwood Dynamic Action in serv- 
icing accounts and winning big original equipment orders. 

Mr. Boone is owner of the B-B Supply Company, a Durkee-Atwood 
distributor in Los Angeles. He designed and sold the V-belt drive on a 
new air conditioner for aircraft ground support, manufactured by the 
Klectric Machinery and Equipment Division of American Electronics, 
Inc., El Monte, California. 

This air conditioner utilizes two Durkee-Atwood B85 Steel Cable 
V-belts to assure hundreds of hours of full power transmission without 
failure ... another example of how industry relies on D-A. 

Find out how Durkee-Atwood Dynamic Action can help you. Write 
today for complete information on D-A Industrial Distributor Program. 


DURKEE 


DURKEE-ATWOOD COMPANY 


DEPT. ID-9 «© MINNEAPOLIS 13, MINNESOTA 





SPONGE RUBBER DOR-TITE 


In Sheets. Forcushions J Sponge Rubber 
gaskets Stripping. For weather 


mounting pods, etc. proofing... sound 
proofing... 
cushioning, etc. 
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Panel Discussions 
To Highlight Industrial 
Distribution Forum 


Mutual industry problems will be 
discussed at the Industrial Distribu- 
tion Forum to be held Sept. 26-27 
at the Netherland Hilton Hotel, 
Cincinnati. 

he forum is sponsored jointly by 
the American Supply & Machinery 
Manufacturers’ Association, Inc., 
ind the National Industrial Distrib 
Carroll P. Pit 
is chairman of 


utors’ Association. 
kin, Lane Mfg. Co., 
the Distribution Forum Committee. 
Ihe program is scheduled to be 
gin with a luncheon for the joint 
committee, forum leaders and panel 
members. Subjects to be covered 
include “You Can Determine Your 
Market Potential.” The 
turer and distributor viewpoint on 
this topic will be presented by 
Arthur H. Dix, Mill & Factory, and 
Walter F. Crowder, INpusrriat Dis- 
IRIBUTION, respectively. Donald S. 
Mutual Insur- 
“Problems 


manufac 


Richardson, Liberty 
ance Co., will speak on 
in Product Liability.” 

A panel discussion between four 
distributors and four manufacturers 
will be moderated by Frank M. 
Cruger, Indiana Mfg. Supply Co., 
Indianapolis. Manufacturer mem- 
bers of the panel will include Clare 
Payne, Safety Socket Screw Co.; 
K. R. Beardslec, Metallurgical Prod- 
ucts Department, General Electric 
Co.; F. T. Keeler, The Carborun- 
dum Co.; and Paul A. Johnson, Jr., 
Dake Corp. 





Shifts Cincinnati Office 


The Cincinnati branch office and 
warehouse of Minnesota Mining & 
Mfg. Co. has been shifted to new 
larger quarters at 4835 Para Drive. 
The two-story building provides 
mere than 47,000 sq. ft. of floor 
space 
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‘NEWS: 


J.A.Wertis Becomes Managi 


made editor of a new McGraw-Hil 


Exchanging congratulations on their recent promotions are R. W 
former managing editor of ID, and his successor, J 
magazine 


has been advanced to managing editor succeeding R. W 
Mr. Barnett has been promoted to chief editor of a new McGraw-Hill 
Publishing Co. magazine, Purchasing Week. He had been with ID 15 


vears and served as managing editor the last 13 vears. 





Ralph V. Vincent 

Vincent Leaves 
Marwedel Post 

R. V. Vincent has resigned as as 
sistant manager and a member of 
the board of directors of C. W. 
Marwedel, San 
sidiary of ‘The Garrett Corp. He 
was with the firm 19 years. Mr 
Vincent has not yet outlined his 


Francisco, a sub 





future plans. 








MANUFACTURER 











Barnett 
A. Wertis. Mr 
Purchasing Week 


Barnett has | 


J. A. Wertis, former senior associate editor of INpusrriat DistRiBuTION 


Barnett 


The staff held a 


luncheon in his honor and presented him with a clock desk set 


the 


joined the 


been with 


He 


staff as an associate ed 


has 


Mr. 


magazine 


Wertis 
13 vears 
itor and in 
1954 was appointed senior associate 
Mr. Wertis has written man 


of ID’s special sections and the last 


editor 


one he handled was the July presen 
tation of “Distribution Cost A; 
counting for Net Profits.” The past 
has been calling on 

Alabama, Florida, 
Mississippi, 
South 


few vears he 

distributors in 
Georgia, Louisiana, 
North Carolina, 


Carolina, 


Oregon, 
eastern ‘Tennessee, Vir 
ginia and Washington 

\ former with 


wide experience, Mr. Wertis was em 


newspaper man 
ploved by the Associated Press Fea 


ture Service in 1928 and was suc 
cessively sports cartoonist and writer 
for the Sioux City 
assistant sports editor for the Herald 
Statesman, Yonkers, N. Y., and city 
editor of the Daily Argus, Mt. Ver 
non, N. Y. He studied at Columbia 


ind New York Universities 


Tribune, Iowa, 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 





Edwards Promoted Gould Retires, Served Oster Mfg. 50 Years 
To Vice President 


By LeValley McLeod 


Robert P. Edwards, Sr., ge 
ger of the Svracuse branch of 
\IicLeod, Inc., Elmira, 


been promoted to vice 


} 
| 


} 
] 


joined the firm in 
pen the Syracuse branch 
irchouse in the capacity of 
manager. Prior to that he 
ent of Burhans & Black, 


ndustnial supply dis 


te 
4. S. Gould L. D. Martin 





- " Arthur S Gould dire 
Enos & Sanderson 


harge 


Consolidates Operations 


Ihe entire fa 
& Sanderson (¢ 
2080 Military Road 
Bushnell Avenue office 
house have been vacated 


Lhe move represents i 
tion of the firm's activities 
warehouse operation having 


the Military Road address anc uso the 


trial supplies at Bushnell Avenue Gould becan 





R. P. Edwards, Sr. 


Sallie 





Garrett Branch Has Refrigerated Warehouse 


Ihe Phoenix branch office of | by the firm. It features the only re 


rett Supply Co., a division of | frigerated tool and supply warehouse 


rp., San Francisco, | in the southwest, according 
. ) ] s lL, 
o a new ofhice-ware win R. Castle, branch 


- ; , 
m 29th Drive and | warehouse 


Thomas Road ton refriger 
new building is three times | for temperature 


r than the space formerly leased | one-degree range 


Dallas Distributor 
Is in New Building 











nch quarters of Garrett Supply ¢ 
ys ee i 


++ ‘+ i 1 and 


ntam 25,Ut sq 
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Frick & Lindsay Opens Greenville Branch Dixie Bearings Co. 
Becomes Subsidiary 


Of Bearings, Inc. 


Stockholders of Bearings, In 
Cleveland, approved the exchang 
of 600,000 shares of the firm’s con 
mon stock for all Dixie Bearing 
Co.’s stock, making the ‘Tennessec¢ 
firm a wholly owned subsidiary 

The acquisition gives Bearings a 
total of 43 stores including 10 Dini 
Bearings’ outlets in four southen 
states. Bearings’ sales in 1956-57 
fiscal year were more than $24 mil 

lion and Dixie Bearings’ sales in the 
sq warehouse-office of Greenville, Pa., branch of Frick & Linds same period were about $5 million 


I gets finishing touches. Plot with parking area consists of 14 ; Joseph M. Bruening, presid nt of 
nolds Development. Branch will employ a staff of eight with Robert 


Dixie Bearing lal Bearings 
: ixie Hearings and also of bearing 
manager and Donald EF. Atwood as district sales representatiy ’ 5 


Inc., which he founded in 1922, wil 
remain as president and chief ex« 
tive officer of both companies. ‘I her 
will be no change in the officers otf 
Dixie Bearings. 





Flexonics to Build 
New West Coast Plant 
John F. Farrar, presidet 
Flexonics Corp., announced 
for a new plant on a | 
Santa Ana, Calif 
Construction is sch 
underway on an initia! 
25,000 sq. ft The firm’s west 


Will-call counter fronts small tools stock room. Deliveries and service wi VEI regional office will move to the 


60 mile radius, with quotations made direct from branch office 


, 
: : plant as soon ast 
been installed for customer calls and fast communication with Pitts i 


pleted. 

Che plant will hous 
duction for aircraft, rocket 
sile industries besides asse1 
lustrial products and sto 
onics’ full product 
Coast markets 

Heading up the new Santa Ana 
division is Kenneth Kampenga as 
tactory manager. George W. Derum 
was recently appointed western re 


gional sales manager 





Plans Warehouse Addition 


Don S. Grove Co., Pittsburgh, has 
Heavy goods are handled on pallets with fork lift. Branch will carry complete stoc! innounced plans for a new 10,000 
of the firm’s industrial supplies lines. Besides Mr. Atwood, R. E. McIntyre, ¢ 
Stanley and L. T. Copeland will cover the area for sales, with Frank Sherwin and ; 
R. J. Ackerly available as abrasive specialists headquarters in Etna. 


sq. ft. warehouse addition te 1 
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H. F. Seymour, President —* 
Of Columbian Vise & Mfg. Brown & Sharpe Makes Changes in Field Sales 


Marks 50th Anniversary 


H. F. Seymour, president of The 
Columbian Vise & Mfg. Co., re 
cently celebrated his 50th anni 
versary in the hardware industry. At 
his request, no special ceremony 

< 
marked the event 

AI ACG Lil CVCIIT 


Mr. Seymour began his associa ' “a =A™ 
tion with the hardware industry in Cain t. Wa a, 6. Gil a. OF Mince 
1907 when he joined an Asheville, 
N. C., firm which mined and proc 
essed mica for sale through hard 
ware wholesalers 

In 1912 he came to Cleveland for 

1 and remained to head 


hase the 


Columbian Hardware Co. In 1913 
Mr. Sevmour designed a new type 
of machinists’ vise and was granted 
1 patent on it in 1917. He and the F. L. Pritehard Herbert Richardson Russell O. Newton 
late Dan C. Swander, Sr., purchased 
control of the firm in 1926 and 
changed its name to The Columbian 
Vise & Mfg. Co. 
From 1932-34 he was president 
of the American Supply & Machin industria rene 
ery Manufacturers’ Association, In iger for machine ¢ 
In 1950-52 he served as president 
yf the American Hardware Manutfa 
\ssociation. Also in 1952 h« 
the Award of Merit of 
hants & Manufa 
f Philadelphia 


| the cic 


rganized to pur 


Organization changes in fix 
& Sharpe Mfg. Co. in the W 
In the West Coast t 


Los Angeles headquart 





tower 
war» 


iles pol CS benefit 
vare manufacturers, whole 


ind dealers 


R. Spotswood Pollard 


Yarnall-Waring Appoints ——_——— 


Distributor Sales Head 


R. Spotswood Pollard 
Waring Co. has been 
president—distributor p 
Ile joined the company 
before his promotion had been m 
ager of steam trap sales 


Mr. Pollard had previoush 
with Pvle-National ¢ 





’. Seymour 
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D.W. Northup Celebrates 30 Years in Field 


D. W. Northup, president of 
Lhe Henry G. Thompson & Son 
Co., celebrated his 30th anniversary 


with the company during the sum 


} 2 ’ 
aiso %U vears asso 


the 


mer, marking 


ciation with industrial supply 


industry 


After joining Henry G. Thomp 
son, Mr. Northup organized the 
Hack Saw Association of America 
and served as its first president. As 
in association member, he took an 


ictive part in establishing standards, 
developing the code numbering sys 
tem and in the inauguration of dec 
imal packaging. 

Nir 
of the American Supply & Machin 


Inc.. 


Northup became president 
erv Manufacturers’ Association, 
in 1939. He has been active in the 
promotion of net pricing and in re 
cent vears has advocated the estab 
lishment — of 


boards. He established a permanent 


distributor advisory 


idvisory board among ‘Thompson 








D. W. Northup 


distributors in 195] 
Before 
Northup was vice 


the firm, 


president a1 


joining 


general factorv manager of ‘The Bas 
sett Metal Goods Co., a large mani 
facturer of corset materials, and ex 


ecutive vice president of a subsidiarn 


accessories firm 


luggage 





Counselman to Manage 





E. G. 


Counselman 


I’. G. Counselman has been pro 


moted by H. K. Porter Co., Inc., 
Pittsburgh, to manager, industrial 
sales, and assigned to New York 


headquarters. 

Mr. Counselman had been Wash 
William 
E.. Haines succeeds him in this post 
Mr 


the Department of Commerce 


ington representative and 


Haines had formerly been with 


as 


director of industrial defense. He 


ADDITIONAL 





Porter Industrial Sales 


Haines 


William E. 


ilso has been associated with the Na 
tional Association of Manufacturers 
and the Hercules Powder Co 





Moves Newark Facilities 
lhe Newark, N. J., 


sales and serv 


ice staff of The Bristol Ce o. has 
moved into new enlarged « 
744 Broad St. R. C. Be om t 


branch manage! 


NEWS STARTS ON 











| 
| 
ef 
| 


PAGE 


Two Mason-Neilan Districts 
Get New Sales Managers; 
New District Office Opened 


New sales heads have 
pointed by Mason-Neilan, Division 
of Worthington Corp., for the Pitts 
burgh and Seattle districts and a new 
district office has been opened 
Wilmington, Del 

John W. Brown, 
it Seattle 


been ap 


formerly man 


_ has been transferred 


iC! 
to head the Pittsburgh district. He 
replaces A. Blair Powell, recently 


promoted to general sales manager 


Mir. Brown served as a sales engincet 
it the Los Angeles and San I'ran 


isco offices from 1945 to 1953 when 
1¢ became Seattle manager 
l‘homas S. Robinson, 


neer at the Skaneateles offices since 


a sales engi 


1951. has been promoted to district 
at Seattle 


had been with Skint 


ger Before joiming 


na 
the firm, he cl 
Engine Co 

\. S. Chatfield has been named 
manager of the Wilmington district 
ofhce which will serve the Delaware 
River Valley He 


American 


had been a 
Meter 
fol 


area 
for 
l'avlor Instrument Co 


engineer 
Co. and 


the past 17 years. 





Adam-Hill 
To Move 

\dam-Hill Co. plans to 
about Oct. 15 thei 
San Francisco quarters to a building 
in the $50 million South San 
Park \p 


move 
from present 
new 


Francisco Industrial deve! 
ment 

I'he firm has a long-term lease on 
space in a new 11,000 sq. ft. build 
ing which it will occupy jointly with 
Fort Worth Steel & Machinery Co 
Adam-Hill 6.000 ft 


: ‘ 
plus about 15 cars 


| sd 


will have 


pa king space for 





Joins Adamas Carbide 
John D. Knox has joined Adamas 
Carbide Corp. as head of project 


engineering. He had been with Sin 
tercast Corp. of America and before 
Firth Sterling for 


that with Inc 


15 vears 


292 











OF YALE LOAD KING 
ELECTRIC HOISTS 


The safety factor is important in any handling operation 
That’s why it pays you to tell prospects about the 
many safety features of Yale Load King Electric Hoists 
e Special magnetic contactor controllers, activated by 
the pushbutton, assure fast starts and sure stops. 
e 24 Volts at the pushbutton prevents dangerous shocks 
in case of grounds or short circuits. 
e@ The load brake automatically and instantly stops load, 
eliminates load slippage. 
e The independently acting motor brake checks motor 
drift, makes accurate spotting of loads easy. 
e Upper and lower limit stops eliminate danger of 
overtravel, prevent damage to load and hoist drum. 





e Load hook will not fracture under heavy overload. 
Load block adds to load and operator safety. 
Use the booklet ““Why Yale Load King Electric Hoists 
are the world’s finest!” to give your customer all the facts Capacitie 
he wants to know. It keeps you one sales step ahead! PC! 
Yale I i King Wire R 


YALE’ woustniat urr trucks ano Hoists 


*REG. U.S. PAT. OFF 


The Yale & Towne Manufacturing Company, Philadelphia 15, Pennsylvania 


Gasoline, Electric & LP-Gas Industrial Lift Trucks + Worksavers + Warehousers + Hand Trucks + Hand and Electric Hoists 
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Price Index for 19 Product Classes 
(1947-49 — 100) 
% Change 
July June July From 
NAME OF PRODUCT CLASS "a7 "07 56 =6©Year Ago 
Abrasive Products 137.4 137.4 129.0 +6.5 
Cutting Tools 151.8 151.8 144.5 >. 1 
Fans and Blowers 176.0 176.0 171.3 + 2.6 
Fasteners 201.1 194.1 169.4 + 18.7 
Incandescent Lamps 160.5 160.5 147.2 9.2 
Industrial Rubber Products 144.7 144.7 141.8 +2.0 
Lubricants 98.2 98.2 $7.7 + 12.2 
Materials Handling Equipment 164.0 162.6 151.2 8.5 
Mechanies Hand Tools 171.4 170.9 160.9 -6.6 
(Files, saw blades) 
Metalworking Accessories 170.9 170.9 151.8 + 12.7 
Motors 114.8 116.9 111.8 +2.7 
Paint 127.8 125.5 119.1 + 7.6 
Portable Power Tools 132.9 132.9 130.7 -1.6 
Power Transmission Equipment 169.7 168.2 154.8 +9.7 
Precision Measuring Tools 141.1 141.1 134.2 -5.0 
Pumps and Compressors 161.6 161.3 152.3 -6.1 
Steel Products 181.5 174.3 158.6 + 14.4 
(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 158.9 158.9 150.5 3.0 
Welding Machines 148.2 146.3 144.5 +2.5 
(Equipment, rods) 
Total Index (weighted average) 156.8 155.5 145.6 7.7 
Source: Bureau of Labor Statistics and Industrial Distribution 
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“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 


STEEL SHELVING, forexample. At a glance, all 
steel shelving may look very much alike but there’s a 
world of difference—in ease of assembly, adjustability, 
rigidity and durability. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 


We can manufacture special items to your specifications. 












LYON METAL PRODUCTS, INC. 


wag ps rots -—~ a General Offices: 953 Monroe Ave., Avrora, lil. 
adjustment without use of tools! Factories in Avrora, Ill. and York, Pa. 
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DRAWER CASES 


OVER 1500 ITEMS STEEL EQUIPMENT 


for Business, 
industry, 
Institutions 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Fire Extinguishers 


Designs Stress Simplified 
Self-Evident Operation 


Pressurized dry chemical portable 
fire extinguishers in 20 and 30 Ib 
capacities can be operated by aiming 
discharge at fire and pulling trigger 

Some of the 


claimed are: center 


other features 
balancing for 
easy Carrying, pressure gages recessed 


in handle, baffle 
discharge velocity without reducing 


nozzles to reduce 


range. 
Walter Kidde & Co., Inc.. 
ville, N. J. 


Belle 


Pipe-Bolt Machine 
Universal Die Head, 
Three Sets Duo-Type Dies 


S-4 Speed-O-Matic pipe and bolt 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 


machine features a new Universal 
type die head which has three sets 
of high-speed dies and threads from 
4 to 2-in. 


Duo-type dies are 4 x j-in, 1 x 14, 


and 14x 2. Duo-type and mono-typ¢ 


die heads are also available for the 


machine. 
Beaver Pipe Tools, Inc., Warre1 
Ohio 


Flaring Tool 
Provides For 
Nine Sizes 


Cat. No. 900-F flaring tool make 
45 deg. flares to SAI 


nine sizes of soft copper, 


standards on 
duminum 
ind brass tubing 

Bar is 42-in long; tool 
lb. 13 oz. 


Imperial Brass Mfg. Ce 


weighs 
Chicag from 4 through 2-in 
Ohio Brass Co 


Taps 
Aids Lubrication 


Consistent Performance 


ElektraLUBE” taps 
1 
thin ductile deposit said 
permanent lubricant, 
not subject to chippir 
Recent additions to 


s line of spl il fluted taps in 





Valves 

Plug Type 

Globe & Angle 

Available in 150 and 200 Ib work 

ing steam pressure classes, plug type 

globe and angle valves with 500-plus 

Brinell hardened stainless steel seats 
and discs have been announced 

Featuring a 


union bonnet for 


1957 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





two stvles of 2-flute spirals in ma 
chine screw sizes and } and 
fraction sizes, also 3-flute spirals in 
hin and }y-in 

Another announcement advises 


heat treating operations have been 
I 


expanded to effect triple tempering 
of all taps produced 


Sossner ] ip «& lool Corp., Lyn 
brook \ y 


- e” 


Drill Press 


One Lever Eases 
Lowering & Raising 


Featuring a maximum distancc 
between chuck and table of 9-in 
with a +in vertical travel, a vertical 
drill press also has a lock lever on 
drill carriage that requires no wrench 
and has no bolts to tighten. 

\lso introduced by the manufac 
turer is a sanding machine that pro 
vides two sanding actions in one 
piece of cquipment by switching a 
directional key for standard or supe! 
fine sanding 

Cummins Portable Tools, Power 
Tool Diy John Oster \ifg. Co.., 
Milwaukee 


sand amplifies 
meter 
circuitry 


unit ¢ 


») me) pm fy 


eae + | | aes | fmf 
M = 


Couplings 
Interchangeable 
Taper Bushings 


loft 
i 


og 


GREENLEE 


increments 
Diamond 


ipolis 


Gage Two-Speed 
Flexibility In Fast-Approach 


Range Selection 


Wire Rope 


Transmits Continuous 


Communication Instructions 


Designated Signalk 


CONTINUED ON PAGE 160 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 160 AND 16! 
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They Meet the Challenge of Today's 
Harder-to-Machine Metals 


Not long ago it was said of some titanium and stainless steel alloys and 
of several high-tensile-strength steels: “They must be ground.” But after 
concentrated laboratory research, National has improved its standard 
tools so that they now cut many of these harder metals. 


NATIONAL TWIST DRILL AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York e Detroit « Cleveland « 
Chicago « Dallas « San Francisco « Los Angeles 


All National Advertisements say 
TWIST DRILLS © REAMERS ¢ 
COUNTERBORES ¢ MILLING 
CUTTERS ¢ END MILLS * HOBS « 
CARBIDE AND SPECIAL TOOLS 


CALL YOUR 
NATIONAL 
J DISTRIBUTOR 





ee 
SSO 








ROUT BA meee 








The search that never ends 


Experimental drilling of one of the hard- 
to-cut materials 























BALANCED 
ACTION 
TOOLS BY 
WINTER 


Winter tools are available from complete 
stocks at branch warehouses in New York « 
Chicago « Dallas ¢ San Francisco * Los Angeles 
and at the Winter factory in Rochester, Michigan. 


TAPS 


Hand Taps 

Machine Screw Taps 

Chip Driver Taps 

Nut Taps 

Pipe Taps 

Nib Taps 

and various types of Taps for Special 
Applications 


GAGES 


A complete line of Plug and Ring Gages, 
Thread and Plain 


DIES 

Adjustable Round Split Dies 
Hexagon Rethreading Dies 
Solid Square Bolt Dies 

Solid Square Pipe Thread Dies 


All Winter Advertisements say 
CALL YOUR 
WINTER DISTRIBUTOR 


WINTER BROTHERS COMPANY 
Rochester, Michigan, U.S.A. 
Distributors in principal cities. Branches in New 
York e« Detroit « Cleveland « Chicago e Dallas « 
San Francisco e Los Angeles e Division of National 
Twist Drill & Tool Co. 








On the Market Today (Cont’d.) 


rope can be utilized to transmit con 
tinuous communication instructions 





side play and provide accurate align 
ment and parallelism between work 


through its center core as well as ing surfaces. 


transmit force for hoisting and other With extension usable on threc 


surfaces, it has a from i} to 


10-in 


materials handling operations. 
Available in 11 rope diameters, 
cores for }?, § and 1-in diameter ropes 


range 


Incorporates a_ precision 


level, and platform has an extra hol 
ire supplied with two conductors; 


in diameter and large 


to accommodate a post for Indi 
ropes 1 $-in tors and other accessories 
have three conductors Another product recenth 

American Chain & Cable Co., 
Inc., Wire Rope Div., Wilkes-Barre, 


Pa 


duced by the company is 

No. 925-5-in sine plate, with 
overall accuracy within .0002 
Features hinged plate with work 
surface 34 x 6-in and center dista1 
between rolls of 5-in 


A 


Fasteners 


End plate is held in place by thi 
knurled-head screws; sine 
tapped holes in sides, ends a1 


for application of special itn aa Wrenching Recess Permits 


other holding devices Tighter Tightening, Easier Removal 


Brown & Sharpe Mfg. Cy re Called H 


dence ng recess on is compictc 
I 


1 
lorque, a new wrench 





Index of This Month’s New Products 


PRES 
Portable To | 
John Ost Nite 


DRILI 
4 mins 
l Di 
( 
DRIVES 
( unveyor Cor 
Dodge Mfg. ( 
FASTENERS 
Monnier 7 
Standard Pressed 
FAUCET 
Economy, 


ACTUATOR, ROTARY 

Industrial Control] Prod 
BARREL LIFTER 

Morse Mfg. (¢ 
BLOWER 

Magnaflux Cor; 
CABINETS 

Borroughs Mfg. ¢ 
CASTERS 

Bassick Co 

Faultless Caster (¢ 
COATING 

W alton-March 
COMPRESSOR 

Gardner-Denver Ci 
CONVERTERS 

Kato Engineering € 
CONVEYOR BELTING 

Globe Woven Belting (¢ 
COOLANT APPLICATOR 

Mechanical Applian ( 
COUPLINGS 

Diamond Chain Ce 
CYLINDER 

Remco Mfg. Ci 
DRAWERS 

Equipto Div., Auro1 

ment Co 

Lyon Metal Products 
DRILLS 

Aro Equipment Corp 

Ideal Industries, In 








Gage 
Fa . « 
Widest, Most Stable 


For Tool Setting 


FIRE EXTINGUISHER 


W alter 
FITTING 
liteflex, In 


FLARING TOOI 
Imperial Bron 
GAGES 
Brown 
l'aft-Peirce 
GOGGLES 
Sellstrom 
GRINDERS 
B & E Mfg. Co., In 
GRINDING WHEELS 
Carborundum Co 
GUARDS 
lan ( In 
Versa Products ¢ 


HEATERS 


Kidde & Co., | 





No. 624 planer and shaper gage 
has beveled wavs said to eliminate 


\feo ( 


& Sharpe Mfg. (¢ 
Mfg. ¢ 


Mfg. (¢ 
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raft faster 


nanufacturel 


100-degree flushhead an 
crs is claimed by the 


tightening and 


to pe mit tighter 
casicr removal without driver slip 
page and resulting damage to work 

Patented by Pheoll Mfg. Co. and 
made under a licensing agreement, 
the slotted recess design is said to 


tool from 


camming or riding out of the recess 


prevent the special driving 


under heavy wrenching pressurc 
Standard Pressed Steel Co.., Jen 
kintown, Pa 


Converters 


Three-Phase Current 
From Single Phase Lines 


] 
Rotating phase-voltag ymnverter 


are available in five 
to 2500 watts 


Said to be suitable 


CONTINUED ON PAGE 


162 


IN THE 


PROFIT 
COLUMN 








Index of This Month’s 


INSPECTION EQUIPMENT 
Challenge Machu ( 
LADDERS 
Meta Ladk 
RD. W 
LAMPS 
Moffatt | 
S i ] I 
MACHINING UNTI 
Dut 
METER 
] \\ 
Ss 
NUTS 
Cr 
OILER 
Butler St 
PAINT GUN 
Na I 
PIPE-BOLT: MACHINI 
Beay Po | 
PIPE & FITTINGS 
I tol .f 
PLIER 
Mathias K 
PROJECTOR 
Stocker & Ya 
PUMPS 
C reeni« 
Owat 
Wavn ny 
SAFETY CLOTHING 
Mine Safety \pphian 


New Products (Cont'd) 


SAWS 


SCREWDRIVERS 
; t Ha 
\ 
SPEED REDUCERS 
\\ 
STORAGE RACK 
\ Nicta 
SWAGING MACHINI 
\W t ul ( 
PAPI 
| 
LAPS 
S } lap & I 
POOL HOLDERS 
( t Dd \ 
sf 4 
PRANSMISSION PARTS 
Coli ! Niet l rs 4 
VALVES 
| king 
Bra 4 
Repul Mfg 
WIRE ROPI 
\ ican 4 un WwW Ca 
Inc. Wire Rope D 
WRENCHES 
Bi ngs “A Spe 
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Winute Wan KEYWAY onppes KITS 


For cutting keyways fron 
any bore from \" t 
for as little as or 


yyy” 


Winute Tan SQUARE BROACHES 


For finishing cast or drilied t 
pass. In stock for %,«" to 
Hexagon broaches and Pr 
Type Keyway Broaches als« 


x <— => 


duMont root ane 


High Speed Gr 


-« 


tangular. H da kee 


nger due t 


red ha 


Winute Wan 
MAGNETIC 
BASES 








For complete information on these fast 
selling, high profit tools, get in touch with 


THE 


duMONT 


CORPORATION 


Greenfield 
Massachusetts 











CHROME CLAD MICROMETERS 


CHROME CLAD DEPTH GAGES 


SELL 


CHROME CLAD MACHINE DIVIDED RULES 


UFKIN Precision Tools 


WITH 


CHROME CLAD 


THE SUPERIOR FINISH 


® Non-glaring . . . reduces errors, saves time by 
making graduations easier to read 


® Reduces tool maintenance because it resists 
perspiration, rust and corrosion 


@ Reduces tool costs because it wears longer, will 
not chip or peel off 


BETTER MEASURE WITH [UF KIN 


TAPES @ RULES © PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Mich. 


ela Mae], |S Mai celiicl Mali ye di-ithce) s-) 
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Caster Wheel 


Non-Marking, 
High Impact Strength 


“Atlasite” general-purpose, 
molded-rubber-composition — truck 
caster wheel is said to boost impact 
strength 50% over previous “Atla 
site” wheels of same size 

Quiet in action, wheel is said t 
wear gradually without wearing out 
or damaging floors. 


Bassick Co., Bridgeport, Conn 


Fasteners 
Live Washer Always 
Intact With the Nut 
“Neff Nuts” (live collar nuts) are 
said to prevent parts from slipping 
or gaulding from torsional action 
and are recommended for tool, die 
and fixture holding 
Sizes range from 3-20 through 
l-in-8. On special orders spherical 
live collar nuts can be furnished, 
and for any shell mill adaptor nut 
there can be furnished socket head 
cap screws with live washers at 
tached. 
Monnier Tool & Supply Co., Day 
ton, Ohio 


Qa 
ss 





WHY W&B REAMERS 
OUT-PERFORM OTHERS 





Critical land clearances 
are accurate provide 
smoother finishes and 
eliminate binding 


Chamfer relief angles are 
eliminate 
chatter and assure longer 


precise 


life 


MM 


DRILLS 
REAMERS 
COUNTERBORES 
COUNTERSINKS 
CARBIDE TOOLS 
SPECIAL TOOLS 
TOOL BITS 





HITMAN s BARNES | necatees 


40010 PLYMOUTH ROAD «+ PLYMOUTH, MICHIGAN 


NEW YORK 


CHICAGO . LOS ANGELES 
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This month our national trade- 
paper advertising again features 
reamers. We are stressing in this 
month’s ad two important sales 
features that are designed into 
every Whitman & Barnes reamer 
These two features are vital to 
reamer longevity. These sales fea- 
tures should be part of your sales 
story on W&B reamers. Familiar 
ize yourself with these user bene 
fits and be sure that every one of 
yourcustomers is well acquainted 
with these facts 


For almost two years now every 
W&B advertisement has been 
lending strong support to the in- 
dustrial distributor as the source 
for service, fast delivery , engineer- 
ing and a wide range of off-the- 
shelf tool selection. This month 
is no exception. You will notice 
that a major portion of our ad- 
vertisement is devoted to push- 
ing the industrial distributor as 
the most important source of 
supply. It is our hope that this 
added emphasis will help your 


sales efforts 


Don’t fail to take advantage of 
all the W&B sales promotion items 
that are available to you. These 
include hand-out flyers, ad re- 
prints, mailers, charts, tool selec- 
tors and catalogs. Remember 
also, W&B will assist you locally 
in your publicity efforts, as well 
as in any exhibits in which you 
may wish to participate. You can 
always depend on Whitman & 
Barnes to lend strong support to 
your sales efforts. 


WHITMAN & BARNES 


“Makers of Fine Tools Since 1848" 
40010 PLYMOUTH ROAD 
PLYMOUTH, MICHIGAN 


NEWYORK «+ CHICAGO + LOS ANGELES 








— - i = Barrel Lift 
=I rs I > Jamproof 65R i all 


At All Times 
Now Guarantees Fs ae 
uc operator can sate perform 


ive Operations m handling loaded 


Straight Threads Every Time 55-oal steel drums with a recently 


<4 introduced barrel lift: raising, trans 
A { é porting, rotating, tilting, draining 
, Unit has adjustable leverage for 
rious weight drums from 500 to 
1000 Ibs; floor clearances from 54 to 
1] 4-in 

Morse Mfg. Co., Inc., East Svyra 

use, N ) 





Coating 


Non-Slip, 
Rolled On 


Fast-seller because Revolutionary New NSC in light gray, dark gray, red 


ind green, a chemical compound 


e 
TC (True -Centering) Workholder non-slip coating is capable of being 
spraved or brushed, as well as rolled, 


° e 
centers all pipe, even over or under size ge sce 


No more crooked threads! 65R pre-sets to size by turn of Walton-March, Highland Park, 
TC Workholder gauge ring—tightens by palm-of-hand Il] 
push on forged cam lever. All 3 jaws close together 
on pipe by one mechanical action. Straight threads, 
drip threads if desired, jamproof, 1’’ to 2’’ with 1 set of dies, 
fast size change—only 65R offers so much for the money. 
Customers want it! Order today. 


Pp 4 The new TC workholder fits your present 65R! 


The Ridge Tool Company, Elyria, Ohio, U. S. A. 





INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





eee for straight right-angle 


cuts every time...the new 


Fel Beale 


Wide-Roll Pipe Cutter 


Power Drives 


Pre-Set 
Friction Clutches 


\ friction clutch mounted on the 
gear reducer shaft which engages 
directly with the drive sprocket face 
is the new overload attachment on 
the manufacturer's power drives 

Unit permits drive sprocket to 
override in case of any overload oc 
curring in the svstem and relieves 
ill driving force on the chain 


Chainvevor Corp., Los Angeles 


easy-to-sell... 
fast true pipe cuts 
on power drive 


Rolls are twice the usual 
width, double the bearing 
surface on pipe—sure 
straight start of cut... by 
hand or power drive 
extra fast and easy. Pays 
you to stock and display it 
Protects Loads, ... tell your customers 
Resists Shocks about it. Order today. 


Caster 


No. 201, “eto 1% 
No. 202, “%" to 2” 


111600 series forged steel caster 
rated for loads to 3000 Ibs features 
1 heavy drop forged caster top plat« 
machined for load bearing balls 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 


horn top plate machined for loac 
and thrust bearing racewavs, swivel 
head operating in lubricated ma 
chined raceway, caster horn legs of 
heavy steel 

Adjustable King bolt l-in. in di 
meter is assembled with lock-nut 
and securely staked 

Faultless Caster Corp., Evansville, 


Indiana 
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Here's another RAWL 


protit maker for you 


THE RAWL DRILL-HAMMER So 


QUICKLY CONVERTS A 4” ELECTRIC DRILL TO A Larger Size In 


FAST POWER HAMMER — 


FOR DRILLING ANCHOR BOLTS IN MASONRY. 


iailable in 
hp ratings 50% 
ommended for dri 
1f this type previous! 
nanufacturet 


Recommended for 





rated up to /> hp 


operating advantages o 
15C are said to be the 
sizes. Large 





Ideal for anchoring to brick or other hard masonry. 
Weight—only 234 pounds. - 
Weight of blow —adjustable to “light,” “medium,” or igh Seong, 
“ “ Molded Nylon 
heavy. 
Construction—only three moving parts, all of hardened 
steel. mh SCI troduce dt DY 1€ » maker 
Designed to withstand the most severe treatment. — 2 in length 
Handle—rubber covered for effective grip. 
Folds flat along the hammer barrel when $3 00 
not in use. 0: list 
RAWLDRILLS AVAILABLE IN ALL SIZES. 


sizes fT nn cd 





RAWL RAWL HAMMER-SETS . RAWLPLUGS 
CALK-INS 


RAWL DRILL-HAMMER 


em mt RAWLPLUG Co,, Inc) 


204 Petersville Road ; fh 
. is New “OOD New York birt 
a CONTINUED ON PAGE 170 


RAWL-DRIVES RAWL MULTI-CALKS RAWL LAG- oD} 














166 INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





THE “Philadelphia” LINE. . . Direct 


Route to Profitable Distributor Sales 


PVPRerserees 
Y*VEVS Wawersy 


i 


/ 
TIMKEN BEARING 
“PHILADELPHIA” 


MODEL “R” LIGHTWEIGHT 
GEARED TROLLEY ARMY TYPE 
| TROLLEY HOIST 


SPUR GEAR HOIST 


“| 


" 

ha if t 

Capec ties—', to 10 tons Direct Lab i 
Capacities: '4 to 25 tons 








“PHILADELPHIA” 
PLAIN TROLLEY 


i 


“PHILADELPHIA” 
ADJUSTABLE END TRUCK 








LOW HEADROOM 


RELIABLE HOISTING EQUIPMENT 
eS Completely Engineared. TROLLEY HOIST 


by “Philadelphia” Craftsmen 
type t holst. H st 3 I 
tearing Specify size of 1 


cable her ¢ 
t. Capacities: | to 24 te 














: Gf 
) ¥ 3 Write for Bulletin 111556-D 


» 











“‘PHIADELPHIA”’ $ | 
TWIN HOOK Holst: \/ BEG Mile Mees Ce@itl i) cameo 


For hand 
bulk whict 


Designers and Manufacturers of the “Philadelphia’’ Line of 
Chain Hoists + Trolleys « Cranes + Special Materials Handling Equipment 


MASCHER and NORRIS STREETS + PHILADELPHIA 22, PA. 
Warehouses in New York + Chicago + Los Angeles 


which car 
the regular si 

ed for sutstanding rength 
ty and ease of operation. Capaci- 
to 10 tons 

* * * 

Other “Philadelphia” equipment not iilus- 
trated includes Differential Hoists, Screw 
Hoists, Extended Hand Wheel Hoists and 
Philadetphia"’ Economy Trolleys. 


dura 
ties 4 
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ELECTRIC 
MPACTOOLS 
aa 
= u— c= 


A line of Class RV Moforpumps 
in operation at a refinery 














... Proven performance and versatility 
increase pump sales 


Class 1% RVNL 3 hp Motorpur Class KRVS Motorpump serv 


handling heat treating oi small cooling tower 


Look at any industry where there’s a need 
for reliable, low-cost pumping power and 
you'll find Ingersoll-Rand Motorpumps 
Ingersoll-Rand is recognized as the leading 
manufacturer of centrifugal pumps. The men 
who buy and use centrifugal pumps know 
Motorpumps for their rugged dependability 
low-cost efficiency and trouble-free operation 


The Motorpump is compact: a % hp pump 
with built-in motor measures slightly 

than 13 inches in length; a 75 hp pumy 
built-in motor is only 51'2"’ long 





There are sizes and capacities to meet every 
' 


requirement with deliveries from 5 gpm 
2800 gpm 


Motorpumps are easy to install: they operate 
in any position, require no special baseplate 
or mounting arrangement. No coupling or 
alignment is required since the pump is 
mounted directly on the motor shaft 


No other pumps but Motorpumps can give 
your customers maximum performance and 
versatility plus the economy of long-life 
durability. 


ESELLING BACKS YOUR SALES EFFORTS 


You benefit from the steady, strong promotional program aimed at pre- 
selling your customers and prospects. Extensive advertising in national 
publications and direct mail that hits home, point out the many advan 
tages of |-R Motorpumps 

In addition, promotional pieces help you sell on the local level, keeping 
your name before your customers, bringing sales action direct to you! 
For complete information on how you can qualify as an Ingersoll-Rand 
Distributor, write today to Sales Manager, Merchandising Division, 
Ingersoll-Rand Co., 11 Broadway, New York 4, N.Y 


THE FIRST WORD IN PERFORMANCE 
THE LAST WORD IN WORKMANSHIP 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 





Exact Brushing Surface 
and Strength for Every 
Brushing Job with... 


He 


e 7 aI 
Pittsburgh iaL8 3-3 
RED CENTER 
Brushes 





Logs Total Hours 

Machine Operation 

Available in 120V- 240V- 450\N 
1 50 or 60 cycle, a square face alter 


Hoy 


urrent hour mete! s been 
idded to the manufacturer's | 

John W Hobbs Cory 
Stewart-W arner Cory 
Il] 





ry. FLEXIBLE 


Long trim, for general 
utility cleaning. 


2. STANDARD 
Medium trim, for utility 
cleaning requiring extra 
abrasive action. 


3. HEAVY DUTY 


Short trim for extreme 
abrasive action 


| 








- 








Made with specific gauge, high-quality 
wire, mounted in specially designed hubs 


@ Pittsburgh's Red Center Power-Driven Brushes 

are built for heavy duty operation. Their dis- 

tinctively colored hubs, with the exact surface 

and strength required, assure you precision 

brushing. They are constructed so accurately you Step Rest 

get even distribution of wire around the hub. 

That's why you get longer brush life, faster Auxiliary Platform 
cutting and finer finishing. Supports Both Feet 


@ We have been solving brushing problems in ; : , ae 

a wide variety of industries for many years. Our \n auxiliary step rest that ha 

long experience in this field can save you time yer the rungs of any extension 

and money. Write Pittsburgh Plate Glass Com- straight ladder providing a platfo1 

pany, Brush Division, Dept. ID-97, 3221 Fred- . ‘ ni 

erick Avenue, Baltimore 29, Maryland. for both feet has been 
Safety chain prevent 


+? 


7 7 7 e TO alling off: c: b itt 
PITTSBURGH ower han ou 
BRUSHES R. D. Werner Co., In 


P BRUSHES + PAINTS + GLASS * CHEMICALS + PLASTICS + FIBER GLASS York 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN INDUSTRIES LIMITED CONTINUED ON PAGE 174 


j 
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ELECTRIC 
SCREWDRIVER 


SAVES $400.00 


DRIVES AND 
REMOVES 


"We have completed the metal ceiling on 
. . ng ~~ 
the Lehigh Sewer Pipe & Tile Company job ( \ 
at Lehigh, Iowa, and I thought you might ~ PHILLIPS 
be interested in results obtained with your 
electric screwdrivers an 
‘Four men installed a total of 17,000 FREARSON 
square feet of corrugated iron ceiling and Reed & Prince) 
5,000 square feet of arched tunnel covering 
in three weeks. This was 15 tons of corru- 
gated iron : SLOTTED 
‘*This ceiling was attached to the bottom 
cord of steel joists with x No. 8 self- 
tapping sheet metal screws which are made CLUTCH HEAD 
of stainless steel and are very damaging to 
screwdriver bits 
‘‘A total of 17,000 screws were driven and only five screwdriver bits 
were used. These were reground a number of times but were still usable SOCKET HEAD 
when the job was finished 
‘“‘We had estimated $1,000.00 labor for this job without the screw P 
driver and our labor cost was approximately $600.00 ‘f=]) ROBERTSON 
“On visiting with the men who used the screwdrivers on the job (Cenada) 
they were unable to find any fault with the screwdriver and are most 
enthusiastic about it.” 


Allen Type) 


INTERSTATE AIR CONDITIONING CO. LOOK UNDER 


ELECTRIC 


SIOUX CITY, IOWA TOOLS 


Koen sgaretg mon ALBERTSON & CO., INC 

permits work in close quarters. z oF, e 

® Each screw can be set to pre SIOUX CITY, IOWA, U.S.A. 

determined tightness oroperator | 

can control, ELECTRIC DRILLS ®@ SANDERS © GRINDERS @ IMPACT WRENCHES @ POLISHERS @ PORTABLE SAWS 


® FLEXIBLE SHAFTS @ ABRASIVE DISCS 
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SIKORSKY 
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ittakes 
roRUP-UER A 
...to make 
quality 


--:8S0O0 SIKORSKY 
uses MORSE 


EleKolizsed tools 


Dependability, increased payload, and improved 
. these are the outstanding features of the new 
Sikorsky S-58 commercial helicopter for transport service. 





performance . . 
And you can say the same things about Morse Electrolized Tools, 


used in construction of the S-58. Dependability on the 


toughest jobs. Increased payload . . . because Morse Electrolized 
Tools last up to 100% longer. Improved performance 
. . . because every hole is smoothly and accurately drilled. 


MORSE TWIST DRILL & MACHINE CO., New Bedford, Mass. 
A Division of VAN NORMAN INDUSTRIES, INC 
; Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


\ 
=}. MORSE 
—_ mM means “THE MOsT” in Cutting Tools 
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t= & KESTER 


YOU'VE GOT TO 
HAND IT TO PURCHASING! 


KESTER FLux-Core Soper has long been first choice 
with an overwhelming percentage of the nation’s 
Purchasing Agents . . . over 50 years, in fact. Reason? 
Most P.A.’s are well aware of Kester Solder’s quality 
ingredients and manufacture, and they know that 
Kester won't let them down. Makes the job much 
easier for the distributor, which is why so many of 
the leading industrial distributors from coast to coast 
find Kester one of their best lines. How about you? 


Sell Kester and you sell the best! 





We FLUX t | CORE | AX 







KESTER SOLDER 


4214 Wrightwood Avenue e Chicago 39, Illinois 
Newark S, New Jersey e Brantford, Canada 


Cylinder 
Resistant To 
Outside Damage 
Ixternal threads on the cylinde: 
barrel, with internal threads on 


heads is said to prevent breathing 


under high pressures in this an 
hydraulic cvlindet 
Remco Mfg. Co., Petaluma, ¢ 
9 | 
~~ 
7 











Fitting 
For Medium Pressure 


Teflon Hose Assemblies 


Available in sizes from 


} ] 


nal hose diameter to l}-in h 
diameter, a permanent fitting f 
medium pressure Teflon hose ass« 
blies is said to be applicable to 15 
psi. fluid systems in military aircraft 
missiles and rockets 


liteflex, Inc., Springfield, Mass 
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WIRECO SERVICE 
like WIRECO and Brown Strand 


always on the job...FAST" 


ready to COME TO YOU with advice and 


counselling! Wireco engineers will fly to you to 


SPEED is the factor in today’s fast, high-output 
operations that often makes the difference be- 
tween profit and loss! Not only must men and 
equipment produce at top capacity, but speed 
in making the right decisions is absolutely 
necessary! 


WIRECO is geared to serve you—F AST! Don’t 
waste time gathering the data necessary for 
right decisions regarding the use of wire rope! 
Let Wire Rope Corporation bring Wireco ad- 
vice, service and personnel TO YOU! 


When you are faced with a decision con- 
cerning the use of wire rope... whatever 
the application...in any situation... 
wherever located... Wireco experts are 


WIRE ROPE CORPORATION OF AMERICA saint Joseph, 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER 


make specific recommendations for economical 
and efficient wire rope service in the applica- 


tions you need! 


Wireco District Warehouses, strategically 
located in 24 key cities across the country, are 
paced for fast delivery of custom-cut inven- 


tories that save you time—and money! 


Wire Rope Corporation of America is staffed 

with people whose job it is to serve you! 
When you make plans—or hit a 
call Wireco! You'll find Wireco 
service, and personnel ON THE JOB in 
short order! 


snag 


advice, 


1957 


] 


Missouri 
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why does JOHNSON 
outsell the rest? 


Because your industrial prospects know the Johnson 
line. They rely on its consistent quality — 
proved dependable in over 55 years of operation. 
They know they get the most efficient, economical 
performance from Johnson Gas Burning Equipment. 
They know they get advantages from Johnson 
equipment that no other line can give them. 





Inspection Equipment 


Lighter Work, 


No. 120 Hi-Speed Easier To Use 


Furnace Ronge — 1300° F 
to 2400° F. Reaches 1500° in 





Lightweight magnesium and alu 









five minutes. minum equipment recently intro 
duced is available as hand scraped 
mits accurate to within .0002-in 
PIR 
Line includes universal angle 
plates, height blocks, pattern mak 
ers angle plates, tooling angles, 


No. 142 





Heat Treating No. 706 straight edges and parallel straight 
Furnace Annealing Furnace edges 

Range — 1300° F to Range — 400° F to 1800° F Challenge Machinery Co., Grand 
2350° F. Heats fast — pes, eee Haven, Mich. 


to save time and gas 


Drill 


l-in. In Diameter 
10-3/16-in. Long 


= \Nlidg-A-matic” self-feed air drill 
No. 101 s said to drill holes automatically 










No. 118 

Combination Bench Bench Furnace vith a capacity to ;-in holes and 
Furnace The most powerful bench under 

Ideal for all around shop use furnace for its size made. Speed is 20,000 rpm; stroke length 


|-3-in; can be used singly or in mul 


For information on Johnson's complete line 
of quality Gas Burning Equipment write 
today for the new Johnson Catalog 


\ro Equipment Corp., Brvan, 


No. 60 BCD 
Concentric 

Ring Burner 
With Johnson Venturi Mixer 


and Tube with Heavy Valve. 
Three burner with separate « , 
controls. 











If it burns gas () 


look to Johnson . . since 1901 


JOHNSON GAS APPLIANCE CO., 588 E Avenue NW, Cedar Rapids, lowa CONTINUED ON PAGE 180 
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Unretouched photo of Warren-Teed mattock 











Forging the Finest 
in heavy hand tools 


is our business 





Our only business 


Vee \ 24, tele) Miele) ite) 7 Vale), | 
Manufacturers of Warren-Teed and Devil Railway Track Tools 


Unbelievable that a mattock 
could took this good? Why General Offices... Warren, Ohio 
Export Division . 30 Church St., New York 7, N. Y. 


not let us show you? Write, 





wire or phone. 














‘Our CARBORUNDUM (franchise 
HELPS US 2itract other Top-Quality Lines 


Reputable manufacturers who sell to industry through 
distributors like to know their products are in good company. 
The fact that we feature and sell abrasive materials by 
Carborundum is one of our stronger assets when we are negotiating 
with manufacturers of other premium-quality lines. It marks 


us as a solid, aggressive business organization with excellent 


“ 
customer relations ) 


PRESIDENT 


BRIGGS-WEAVER MACHINERY COMPANY 
DALLAS, TEXAS 


*Member, Carborundum Distributor Advisory Board 





TT 
iad = 54 
‘ . 


Ro n * 
ie 
‘ 

“aN 


REGISTERED TRADE MARK 


\ 


continually gives ITS O/stribDutors 
the edge on competition... by putting 


MORE SENSE /7 (fhe/r customers ABRASIVE DOLLAR 





Swaging Machine 
Positioned at 


45 Deg. Angle 


Distributor says ANGLgear® 
Operator can remain in normal 
upright position while setting and 


sales are good 
controlling the operation with the 
45 deg. angle swaging machine re 
cently introduced. 
Available in two models, less 


stallation and piping is required with 
to pump and 


ill 


easier accessibility 
reservoir for servicing. 


Weatherhead Co., 


Indiana 


Fort Wayne, 


“Il can honestly say thot 
ANGl gear is a good sales item, 
and my salesmen have found many places for its use,"’ 


says Ross A. Slingman, Slingman Industrial Supply Company, 
New Brunswick, N.J. 


Like Ross Slingman's men, you will 





find the market for ANGl gear as broad as industry itself. Wher- 


ever there is a 90° power takeoff problem, there is a potential 
sale for ANGLgear—the standardized line of right-angle drives 
Goggles 
Ventilated 
Soft Sides 
types of ventila 


t 


You will also find ANGlgeor easy fo sell because of its obvious 

advantages over V-belts or chains and sprockets. ANGl gear, for 

example, is easier to install because of its compactness and 4- [Three different 
; tion on new soft sides are features 


way mounting feature. ANGlgeor requires little or no mainte 


nance, because it is completely enclosed, permanently lubricated 
troduced. 
Construction is flexible vinyl] with 
] 


iens 


of flexible safety goggles recently 


And ANGlgear invariably costs less than other types of drives 
a cellulose acetate replaceable 


surgical 
Model Nos. 810, 811, 812 
Sellstrom Mfg. Co., Palatine, III 


Among its current ANGlgeor customers, Slingman Supply Co 


lists manufacturers of instruments, pharmaceuticals, 
supplies, chemicals and roofing materials 

There are undoubtedly many manu- WRITE FOR 
facturers in your area who have INFORMATION. 
right-angle power takeoff applica- THERE MAY STILL 
tions. Show them ANGlgear. You'll BE A TERRITORY 
like the reception you get and the NEAR YOU 

soles that follow THAT IS OPEN. 


<P BO RMF == 


AIRBORNE ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 
CONTINUED ON PAGE 184 
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Your sales job is simplified through a 
service complete in every respect. 


More than 40 years serving industrial dis- 
tributors with top quality. 

Here is the brush line for every industrial 
requirement. 

From receipt of order we work to smooth 
the distributors sales job. 

Repeat orders of any quantity are exactly 


the same as initial orders. 


Lay your problem in our lap and we will 
have the right answer for you. 


TIME PROVES THAT IT 
PAYS TO SELL MILWAUKEE 


It doesn’t take long for the qual- 
ity of a product to make itself 
known. That is what happens 
when Milwaukee _ Industrial 
Brushes go into service. Time 
becomes the proving ground 
and the quality gets full ap- 
proval. 

This organization works at all times to main- 
tain a high standard of service. Add Milwaukee 
Industrial Brush quality and you have a one 
source supply that is your assurance of satis- 
fied customers and profitable sales. Give your 
customers Milwaukee Industrial Brush quality, 
it pays off year after year. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 


fe 


WRITE FOR 


of tHe Rey DESCRIPTIVE 
TO 


LITERATURE 
INDUSTRIAL 


BRUSH PROBLEMS 
Be te a 
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PIONEER 1 ONL 


NSIN re 
- griculturist 


IS AFIEp 


~ 
~ 


Pioneer starts biggest advertising campaign ever put behind a factory-to-dealer chain saw organization! 


Pioneer direct dealers get biggest promotional support in chain saw history! 
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NEW DEALERSHIP WITH A BUILT-IN FUTURE 


and a high-margin, full promotion present that means 
BIG, FULL-DOLLAR CHAIN SAW PROFITS NOW! 


Here’s your opportunity to cash in immediately on the 
biggest advertising, promotion campaign ever put be- 
hind a direct factory-to-dealer chain saw organization! 
It’s coming your way from PIONEER SAWS, backed 
by all the resources of Outboard Marine Corporation, 
makers of famous Johnson, and Evinrude outboard 
motors and Lawn-Boy lawn mowers. The same engi- 
neering skill and marketing know-how that went into 
these fabulous merchandising successes is now being 
poured into a great campaign that will make big 
profits for Pioneer dealers now and in years ahead. 


But you must act now! The big push is underway! 


HERE’S WHAT YOU GET WITH PIONEER 


A built-in future? That’s right! As a Pioneer dealer you’re 
in on the ground floor of a really booming market. As recently 
as 1950, chain saw sales were less than 50,000. Today, they’re 
nearly 300,000. And the big rise is just beginning. Pioneer 
is actually building for, and selling to, a mass market. Here’s 
what that means to you. 


Advertising Massive, full scale, colorful campaigns that 
reach the heart of every chain saw market. In magazines that 
are read and relied on by the people who are your customers 
now, and those who will be your customers as soon as you 
have the Pioneers to sell them. Everyone from the home- 
owner and outdoorsman to the professional timberman, farmer 
or builder The y’ll read about your Pioneers in Outdoor Life, 
Sports Afield, Field & Stream . .. in Farm Journal, Progressive 
Farmer, Prairie Farmer, Wisconsin Agric nr in Timber 
man, Pulpu ood Production, Southern Lumberman, Trees... 
Construction Methods and Equipme nt. 


Promotion Powerful Pioneer Merchandising Kit that answers 
every need you have as a dealer. It starts outside your store 
with signs and window displays and /eads your customers 
through the path they want to follow—with facts for the 
factual and helps for the how-to-do-its—right up to the cash 


register. Strong ad mats and direct mail make it a flexible tool 


that works as hard as you like 
Amazing ‘‘10-day Sales Pian’’ Complete, 


tion shows you step-by-step the easy way to sell chain saws 
The boiled-down experience of master salesmen and successful 


detailed informa 


dealers, makes it as easy to sell Pioneers as it is to use them 


High Margin We're selling direct factory-to-dealer! You 
make the extra profit that this efficient distribution allows 
YOU GET 32% MARGIN WITH PIONEER! 

Low Inventory Two Pioneer models (one-man RA, two-man 


JB) meet the needs of nearly every chain saw user. Prompt fac 


tory delivery from central points keeps your stock needs low 
Absolutely Dependable Product Nothing has been spared 
to make Pioneer the best chain saw ever made. Your customers 
knou they cost /ess because they last ; 4 

Extra Profits Every Pioneer you sell means additional profits 
in cha ns and bars. Chain saw servicing is easily arranged 
and gives steady additional] profits 

Famous Product Tie-In In addition to the biggest advertis 
ing campaign of its kind in chain saw history, big full-color 
ads in LIFE, TIME and other national magazines tell Pioneer's 
tie-in with JOHNSON, EVINRUDE, LAWN-BOY 

90-Day Warranty Unconditional parts-replacement warranty 


on engine protects you, builds customer confidence, means 


more profits over the mg run 


You'll be in business with Outboard Marine Corporation, 


famous for standing in back of every dealer, product, cus 


Kk fr. 
y we, “z 
Cm L ad one 


PIONEER JB—7\ hp 


tomer 100 


PloneEe RA—5 a. 
; work 7 lightw t R F 


heme tor & 1 use heavy pr 


PIONEER Saws Division Outboard Marine Corporation: Johasen and Evinrude Outboard Motors & LAWN-BOY power mower: 


NSUMER FOLL 


Pioneer Saws 
Dept. 916, Waukegan, Illinois 
Gentlemen 


| want to have complete information on the new 


Pioneer dealership with the BUILT-IN FUTURE 
Name__. 
Address__ 


City_ Zone 
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Profitable Joyce Gelli SOCK ¢ \ine j 


= 


2 


...a jack for every customer need! 





Write to Joyce today for 
descriptive literature and 


sales policy! 


NEW joyce YELLO-JACKIT LIFTMASTER 


HAND HYDRAULIC JACKS 


3 to 100 ton capacities 


Eight models for industry, construction. Screw exten 
sion type ram with fractional rise control. Rugged, 
lightweight. High efficiency permits short handle oper- 
ation in close quarters. 


JOYCE YELLO-JACKIT 
SCREW JACKS 


5 to 36 tons capacity . . . dirt-proof, bell-shaped 
housing .. . positive safety stop. 


JOYCE YELLO-JACKIT 
RATCHET JACKS 


5 to 20 ton capacity models for mines, industry, 
construction, truckers, oil fields. Rugged . . . pre- 
cision-built... properly balanced for easy carrying. 


JOYCE YELLO-JACKIT 
TRENCH BRACES 





This lead item is a traffic builder. 


Can be sold with or without pipe. Operates in any 
width trench. Adjusts to any angle on ball and 


socket joints ... steel screw. 


JOYCE YELLO-JACKIT 
JOURNAL JACKS 


Capacities from 25 to 50 tons for short, powerful lifts. 
Extremely lightweight, durable and safe 


JOYCE YELLO-JACKIT 

BALL BEARING GEARED SCREW JACKS 

Capacities from 25 to 50 tons. Toe lift for low lying 
loads (not illustrated). 


JOYCE YELLO-JACKIT 
AIR MOTOR JACKS 


Here's the real bonus sole. For railroads, construction, 
maintenance, industry. 20, 35, 50, 75 and 100 ton 
capacity models with or without exclusive Joyce Toe 
Lift. .. Exceptionally lightweight .. . easily portable on 
large semi-pneumatic tires ...cannot be overloaded 
. ». automatically shuts off at end of rise. Rugged, sim- 
ple Ingersoll Rand air motor. 


Joyce offers distributors: quality products .. . strate- 
gically located service depots .. . immedigte deliveries 
. . + factory representatives to help you . . . national 
advertising .. . sales promotion mailing pieces. 


THE JOYCE-CRIDLAND CO. 


2027 E. FIRST ST., DAYTON 3, OHIO 





' 


CANADA: Midland Foundry & Machine Company, Ltd., Midland, Ontario 
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Paint Gun 
Centrifugal Actio: 
Avoids Overspray 
Rogers rotary paint gun is said t 
sling paint rather than propel it 
the surface with air like convention 
llr spray guns 
Weighing slightly over 3 Ibs, th 
unit is powered with an AC West 
inghouse motor at speeds of 
r 15 rpm 


Napco, Inc., Cleveland 


Machining Unit 
Performs At Any Angle 


Any Position or Direction 


Powered by 3 hp electric motor 
unit of Versa-Mil is sai 


to perform boring, milling, drilling 


the basic 


reaming and facing operations at 
speeds from 44 to 450 rpm 
Seven accessories provide broad 
nachining applications in the pre 
sion portable machine tool 
Dumore Co., Racine, W is« 


CONTINUED ON PAGE 192 





For Greater Safety 


and Longer Life... 


4\ "Blue Heart” Manila 


al 
SN ~~, 
a 
= TTP, ° 


—_ 
~ 


H & A ‘Blue Heart” Manila Rope is made under a manufac- 
turing process that imparts these two essential characteristics— 


1. Great tensile strength—assurance of an extra margin of 
safety and longer service. 

2. “Live Action” that gives H & A rope a feel of quality, 
greater flexibility, freedom from kinking and much more 
ease of handling on the job. 


H & A "Blue Heart” is expertly formed and laid with carefully 
controlled tensions to assure perfectly balanced construction. 
The use of an exclusive H & A research proved lubricant mini- 
mizes internal friction and wear. . . . So stock the rope that's 
known for quality, measure-marked for convenience and pack 
aged for easy storage and dispensing. H & A “Red Heart” Sisal 
rope has the same reputation for quality and is widely used 
where the rope requirement is less severe. 


Full Line Cordage Service 

For cordage requirements make Hooven & Allison your one- 
stop source of supply. H & A Jute, Sisal and Hemp Twines, 
Nylon Rope and Oakum and Jute Packings, packaged for easy 
handling, are available in sizes and put-ups to fit all require- 
ments. Buy these H & A Products, and you Buy the Finest! 


The HOOVEN & ALLISON Company * Xenia, Ohio 


Branches: Kansas City, Omaha, Minneapolis 
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FREE! Write for 
your free copy of this 
big new book, H & A 
“Ropelore.”’ Full of in- 
formation on knots, 
splicing, manufacture, 
vse and care of rope 
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Spinners 


of 


Fine Cordage 


Since 


i869 





R. L. MILLER, Vice President and Sales Manager, 
THE CYPHER COMPANY, Pittsburgh, Pennsylvania 


“Lincoln helps us 


open up new markets” 


“There are plenty of good reasons for working with a 
livewire outfit like Lincoln. For one thing, they don’t 
expect us to go it alone on building business. Lincoln 
assists us to open up new markets: by cracking new terri- 
tories that “help us make additional sales...and by de- 
veloping new products and applications in industries that 
have a lot of sales potential for us. 


“Just one example—Lincoln Lubrovans*. Here’s a versatile, 
mobile lube equipment set-up that has enabled us to do a 
big sales job in the heavy construction market. The flexi- 
bility of Lincoln’s standard and custom-built units gives 
us a free hand in tailoring our Lubrovans to the needs of 


construction companies across the country. 


“Lincoln backs us, and they’re out there ahead of us, too. 
That spells a solid profit combination in our book.” 


Lead with LimicoOlTee. 


MOST TRUSTWORTHY NAME IN LUBRICATING EQUIPMENT 


If you are not already a Lincoln Distributor, it will 
pay you fo get the complete profit-story now. 


"Trademark Registered 





LINCOLN ENGINEERING COMPANY 


Division of The McNeil Machine & Engineering Co. + 5739 Natural Bridge Avenue, St. Lovis 20, Missouri 











WAREHOUSE SHELF STOCK 
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With rail siding on one side, truck dock for outgoing shipments on other, and shelf stock separated 
from palletized stock for speedy handling, Denver's Mine & Smelter Supply has evolved . 


his Warehouse Designed for Distribution 





UNNECESSARY HANDLING is eliminated by stocking 
bolts in original containers on inclined racks that make 
them accessible for order-filling. Throughout warehouse, 
mechanical handling is used 


“V-TROUGH” CONVEYOR speeds orders from credit 
department to order editing, inventory control, and typing. 
Typed orders are sent to warehouse by pneumatic tube. 
Inside salesmen’s desks are next to conveyor 


188 INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





e) its NEW 10-acrE strE in Den 
ver, Mine & Smelter Supply Co 
has erected a six-building headquar 
ters housing its main offices, indus 
trial supplies, steel warehouse, man 
and 
The offices and indus 


ufacturing division, research 
laboratory 
trial supplies warehouse are located 
in two connected buildings which 
have been designed to achieve maxi 
mum efficiency in handling paper 


work and merchandise. 


Siding In Building 


—_ , 
£,UUU warehouse has 


Che sq. it 
a rail siding leading into the build 
the for the re 
of stock. After 
unloading, the stock is moved south 
South 


ing on north side 


ceiving incoming 
secnion 

sales 
ter, shipping office, and a 10-door 
truck platform. Thus, all stock is 
received at side of the 


; 
and shipped uit from 


ward to the storage 


again of this area are the coun 


wale 


one 
house, the 
other. 

As far as possible, physical han 
dling is mechanized. Hand 
hydraulic lift trucks are used for 
shelf 
packages are palletized and handled 
by fork lift truck. To eliminate un- 
necessary handling, in the bolt stor 


and 


merchandise, while heavier 


age section the bolts are left in thei 
original wooden boxes and placed on 
sloping steel storage racks for eas\ 


access. 


Motor-Driven Coiler 


Reels of wire rope and electrical 
cable are stored on steel frames, and 
draws off the 
length required for an order. Due 


motor-driven coiler 


to this innovation, one man can do 
what it took two or three men to do 
using older methods. 


\ mezzani 


yf the main warchouse 


. be ons 
One secuodl 


is deck ln 
is used for 
the storage of As 
carloads of lamps can 


+ 


5 | 
electric lamps. 


many as foul 


stored at ime They are 
transported 


be one 
to the storage area by a 
portable power conveyor 


The office portion of the two 


unit contains Mine & 


building 


IPRENTIS 


a 
’ 


7 Ay: 
The Complete “BULL /\.:°%, DOG” Line 


~ 
~~ 


Machinists ® Top Swivel Jaw ® Woodworkers ® 


Hinge Pipe * Combination Pipe ® Utility 


Backed by 89 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Here is a BIG Selling Point 
PRENTISS SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 

The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened. 
this base plate or split ring 
squeezes against the hub on 
the vise body, locking the vise 
to the base. 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 
PRENTISS VISE DIVISION, MERIDEN, CONN, U.S.A. 


OF THE CHARLES PARKER CO 


6 


A POSITIVE LOCK 
IN ANY POSITION 
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needs : a press, reach 
for the 


NEW OFFICE BUILDING of Mine & Smelter Su "ppl presents smart exterior on 


Catal and ¢e]| him © 10-acre site where all « ympany's operations are now ered. Main warehouse, con 
0g 9 taining industrial s sapglies stock, is in reat 


exactly (*\= 


the _— for the job. 












wil| jon to design 
and build it. 






Nh. Dake offers the 
re 

re most complete line 
<a (1 to 300 tons) 
of shop presses 


for forcing, 









tock. It is situated so that all visitors to office must pass through it (see floorplan 















and other 


pressing “> 
jobs. * 
Sell Dake 


and you sell 







customer 
. « 1 
satisfaction! 
DAKE CORPORATION 
631 Monroe St. ONE MAN CAN NOW MEASU RE OFF WIRE ory! and 4 lectric cable, using 
Grand Haven, Mich. this installation where reels are up on racks. Cable rder pas y] 






yunter to motor-driven winding unit 
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i reasons why 
TAYLOR MADE CHAIN 


sells faster, easier, 


PIPE 


benefit of 


STOCK is neatly kept without 
They are 
piled on wooden stringers Ac- 
to the company, this method 

flexibility of 


expensive racks 


warehouse 


Smelter’s general offices, the Denver 
branch sales office, showroom, sales 
meeting auditorium, snack bar and 
lunch room, and the manufacturing 
sales 


division’s and 


offices. 


cngineering 


Orders on Conveyors 


A feature of the office operation 
is quick communication. Orders are 
sped from the credit department to 
order editors, inventory control, and 
order typists by a five-lane trough 
conveyor. ‘l'yped orders are sent to 
the various warehouses by pneu 
matic tube. 

Adjoining the branch sales office 
is an office for manufacturers’ repre 
sentatives. The firm also provides 
secretarial service for representatives 
visiting the office. 

he product displays in the show- 
room are restricted to items carried 
in stock 
thing he wants,” says sales manager 
Stacy Hinkle, “we can fill the order 
at that moment. We don’t have to 
tell him we'll have to order it from 
the factory.” 


“If a customer sees some 


more profitably! 


Nationally advertised in 
Business Week, Steel and other 
leading trade magazines. Effective, 
hard-hitting ads pre-sell your present 
and potential customers on the out- 
standing merits of every item in the 
complete line of Taylor Made Chain. 


Most complete, up-to-date 
and easiest-to-use sales helps. 
Includes a series of sales bulletins, 
with full descriptions, illustrations 
and latest specifications ... stuffers... 
jobber catalog pages... ad mats and 


a complete catalog. 


Modern packaging includes 
easy-to-handle, self-displaying Tay- 
Pails for BBB and Proof Coil... dis- 
tinctive fiber board cartons for smaller 
items... Taylor’s famous Self- 
Service Chain Display Stand. 


Tape-measured and color- 
coded! BBB, Proof Coil, Hi-Test and 
Alloy Chain is color-coded and tape- 
measured every five feet. Fast accurate 
grade selection and measurements are 
assured. Easier sales and better profits 
for you are the result. 


Finest, best-trained, fac- 
tory sales-service men. Taylor's 
men are the envy of the industry. 
Their thorough knowledge of chain 
and its many applications is a big 
help to jobbers everywhere. 


Chain (8 owr specialty, not our sideline! 


Taytor Mave 


A GREAT NAME 


e 
SINCE 1873 
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CUTTING 


NEW... cuttin 








iking) 


CATALOG +561 
INSERTED BLADE 
MILLING CUTTERS 


This NEW, comprehensive Catalog- 
Handbook contains practical, use- 
ful information on High Speed 
Steel and Carbide Milling C :tters 
ond includes full information on 
the complete line of Viking Cut- 

ters, including 

Staggered Tooth and Half 

Side Mills 

Interlocking and Dovetails 

Single and Double Angles 
° Face Mills and Shell End 
Mills. 





Carbide 
High Speed Steel 


CATALOG +571 
SINGLE POINT 
TOOLS 


This NEW, detailed Catalog-Hand- 
book contains complete informa- 
tion on Turning Tools that employ 
the Viking Adjustable Chipbreaker 
features and includes full data on 
the complete line of Viking Hold- 
ers including: 
Positive and Negative 

Rakes 
Triangular and Square 

Inserts 
Light, Medium and Heavy 

Duty Series 
Broached Slot Designs 
Throw-away or Regrinda- 

ble Inserts 





Carbide 
High Speed Stee! 
Ceramic 
Oxide 


Distributor inquiries invited. The 
Viking lines of Tool Holders and 
Milling Cutters afford the most 
complete lines available today in 
Inserted Type Cutting Tools. Write 





The 
VIKING TOOL CO., Inc. 


Cutting Tool Manufacturers 
and Engineers 


1000 NICHOLS ROAD, 
SHELTON, CONN. 
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On The Market Today 


CONTINUED FROM PAGE 184 





Compressor 


Provides 
Extra Capacity 


ADL-1000, a two-stage, air-cooled 
20 hp two-cylinder vertical compres 
sor in continuous service is said to 
have a piston displacement of 100 
cfm at 870 rpm. 

Discharge pressure up to 150 psi; 
on intermittent service, suitable for 
discharge pressure to 250 psi. 

Gardner-Denver Co., Quincy, I]! 


Projector 
For Broad Range 


Of Inspection Jobs 


Utilizing an opaque photometn 
white 6 x 6in square screen situated 
at the rear of the instrument hood, 
a toolmaker’s projector features 
measuring capacity up to 6-1n. in one 
setting. 

Complete range of standard mag 
nifications is available: 10X, 20X, 
31.25X, 50X, 62.5X and 100X 

Stocker & Yale, Inc., Marblehead 
Mass. 











“MODERN” PROFITABLE ITEMS IN 
THE Webster LINE 
SZE/” BUCKETS 


© SUPERIOR FEATURES 
help you get the orders 


WHEELS & ROLLERS 


1.A specially designed lip that 
really digs into the material and 
scoops a full load. Digging edge 
is extended around sides to 


transmit the digging strain to the SPROCKETS 
chain—the source of power. 


. Extra strength and extra thick- 
ness of metal where strains and 
wear are greatest. 


. Reinforcing ribs reduce the pos- 


sibility of tearing the back of 
bucket under severe loads. SAFETY COLLARS 





. The Webster Bucket can be pro- 
vided with a vent hole in the 
back to prevent build-up of ma- 
terials between bucket and 


sprocket tooth. PILLOW BLOCKS 
. Back of this bucket has been de- 

signed to permit its use on a —— 
wide range of chain attach- 
ments. 


. Bucket can be furnished with 


heat-treated lip if desired. CHAINS 


Under extremely severe conditions 
Webster ‘““Modern"” Buckets have 
lasted up to three times the life of 
ordinary buckets—and much longer 
under less rigorous service. 


Cbatley’ CHAINS vrnre 


ge WEBSTER manufactures a complete line 
of cast and steel chains for use in all 
industries. Special machines assemble, 
test, and limber WEBSTER Chains to as- IDLERS 
sure dependable strength and accurate 
pitch. For over 80 years WEBSTER qual- 
ity chain has been a steady business 
builder for Industrial Distributors. 


ATTRACTIVE TERRITORIES OPEN BUCKETS 


We are interested in adding strong, progressive, live-wire Distributors in 
certain areas. If you want to take on a proved and profitable line of long 
established reputation and wide industrial acceptance—write us today 


WEBSTER MANUFACTURING, INC. 
DEPT. ID-97 TIFFIN, OHIO, U.S.A. CAST IROM PULLEYS 
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Chain Saws 


Three New 
Extra-Duty Series 


Series 5500, 5600 and 5700 are 
said to offer a wider choice of gears 
and chain speeds with features com 
mon to the manufacturer’s entire 
line of chain saws. 

Bolens Products Div.. Food Ma 
chinery & Chemical Corp., Port 
Washington, Wisc 








~SS 


Your best source for 
special cutting tools 


—just send us the specs 
we do all the work @ 



















— better service for your customers 


—results in more Profits for you 





Do it the easy way... 





order from SPIRAL | 


Saw 





—— 


Cuts Flush 
Whether you need cutting tools made to your specifications, With Any Surface 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in ““specials,"’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! features a flush cut arm reversibk 


Model 250 Super Saw, with over 
ill length of 16-in minus sawblade 
ind powered by 4 hp 5.0 amp motor, 


tor nght or left hand cuts. 

Designers and Manufacturers of | Base boards, quarter round, bolts, 
All Types of Special Cutting Tools rods, pipes, conduits, and nails can 
ed = ))))\ 1115!) with the surface 


+4 N D en Avenue « C 2 ith | . . : . 
— : Or ae R. C. S. Tool Corp., Blooming 


STEP TOOL COMPANY 


Phone: LOngbeach !-5384 
ton, Ill. 
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result of an 

engineer's 
feelers! 

PeteTaalaalela! 
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Pre-fabrication saves time, space what's B424w Seamiess Weiding Fittings 
and money when B4W Seamiess beyond are dimensionally accurate...save 
Welding Fittings are used! tial 3 time and money in tabrication 
specs? 








THE BABCOCK 4 WILCOX COMPANY THE BABCOCK 4 WILCOK COMPANY 
tusuiaer v piv _* . aermen ‘ ere . 


2829 WEST BURNHAM 5Te 











1 More engineers are specifying 
seamless welding fittings 


a More purchasing agents will order 
from Baw fittings distributors 


Mo and more, engineers are realizing the inher- 
1¥ii ent advantages that modern seamless welding 





fittings have over other types of fittings. And more THE 
and more, they’re specifying seamless welding fit- NATURAL 
tings for the job. 
Purchasing agents, too, recognize the advantages SOURCE FOR 
of ordering seamless welding fittings from B&W. ALLOY 
Month after month, ads like the two shown above FITTINGS 


tell both engineers and purchasing agents about 
seamless welding fittings in general, and about B&W 
Seamless Welding Fittings in particular. 

You, as a dependable source of supply for B&W 
Seamless Welding Fittings, can be assured of con- 
tinued effort on the part of B&W to carry these 
important sales messages to your customers and 
prospects . 





THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION © FITTINGS DEPARTMENT 
3839 WEST BURNHAM STREET © MILWAUKEE 46, WISCONSIN 


Seamless welding fittings and forged steel flanges, seamless and welded tubular products — in carbon, alloy and stainiess steels 








Pump Packages 





Engine-Driven, 
For Petroleum Products 


Sell FLEXCO “GED” series pump “stations” is 
said to transfer liquids at 18 to 100 
gpm in gathering and other liquid 


‘and ALLIGATOR |“: 
Consisting of five basic assemblies 


designed for transferring petroleum 
products, several available construc 


Belt Fasteners tions are said to make them equally 


applicable to a variety of liquids and 
e e installation variables. 
... the prestige line Vayr 
that’s in demand! 






Wayne Pump Co., Fort Wayne, 
Indiana 












1 FLEXCO and ALLIGATOR products are accepted throughout 


industry ...they're preferred wherever conveyor belting is used. 


FLEXCO and ALLIGATOR are not only the original belt 
fasteners but have consistently led in pioneering developments 
and engineering . . . to make them the standard of the trade 





FLEXCO and ALLIGATOR are the complete lines—with them 


you meet most all requirements. 





Vike WO W 








Clean packaged items .. . no splits ... no trouble . . . no 
complaints. 
Large attractive labels tell all. Well packaged, they reach your Speed Reducers 
customer in good condition. 
Flange Mounted, 
Torque Arm Types 
Are YOU taking full ad- Two series of shaft mounted, 
vantage of your FLEXCO- worm gear speed reducers, Series ST 
ALLIGATOR Distributor- torque arm type and Series SF, 
ship by promoting these flange mounted type have been 
products made by the added to the maker’s line. 
FLEXCO FASTENERS “leader in the field’’? Both available in three sizes in 
ratios from 74:1 to 77:1, hp range 











63 to 8.82, maximum output torque 





Sell these Great Names in Belt Fastening range from 816 to 7678 in. Ibs. 
and Repairing — THEY MEAN MORE Winsmith, Inc., Springville, N. Y. 


PROFIT TO YOU! 

FLEXCO FASTENERS for joining and 
repairing conveyor belts. 

FLEXCO HINGED FASTENERS for 


joining extension conveyors. 


ALLIGATOR V-BELT FASTENERS for 
open-end V-Belting .. . belts any length. 
ALLIGATOR V-BELT FASTENERS ALLIGATOR CONVEYOR BELT 
LACING for joining flat conveyor belts. 


FLEXIBLE STEEL LACING CO. | 


4633 Lexington St., Chicago 44, Illinois 





FLEXCO HINGED FASTENERS 





196 INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 

















A TWO WAY STREET 


SPARTAN AND THEIR DISTRIBUTORS ARE —— 
PARTNERS IN PROGRESS 





THE SPARTAN LINE—HACK SAWS—BAND SAWS—HOLE SAWS 
COMPASS SAWS—HACK SAW FRAMES—TOOL BITS—FLAT GROUND STEEL 


PARTNERS IN POLICY:— 
We sell only through selected distributors, we do not overload territories with too 
many distributors and we give full protection to our stocking distributors. 


PARTNERS IN PRODUCTS:— 


We make top quality products, time tested and proven, we know that is what our 
distributors require, that they are proud of their quality lines and we are proud of their 


carrying our quality lines. 


PARTNERS IN PARTICIPATION:— 
Our own field men are working closely with and for our distributors all the time, giv- 
ing close attention to any problems they may have. 


PARTNERS IN PROMOTION:— 


Our advertising is constantly before your trade bringing out Spartan advantages and 
the fact you are a part of our sales force and can furnish from your local stock. Cata- 
logues, and sales literature gladly furnished bearing your imprint in large type. 


PARTNERS IN PROFITS:— 
Margins of profit on the complete Spartan line are extremely attractive. You can well 
afford to examine this picture in terms of what it means to you. 


ALL THESE JUST ADD UP TO THIS—WE ARE TRULY PARTNERS IN PROGRESS. 


SPARTY SAYS 


Here is an opportunity. The Spartan line has built repeat business 
for many distributors. We have a few open territories. If any dis- 
tributor wants to tie-up future profits with a proven metal cutting 
line without an overloaded territory, write us today. 





SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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New...WITT 
“Big Top”’ 


4-1) Srejley-jial>m 2) ,40))/ i am) 2B) 


converts 55 gal. drums 
into safe, sanitary receptacies 





TOPS In CONVENIENCE! 
360° “‘Receptability”. No walking or 
reaching around containers to get 
refuse in a small opening! 


WITT makes it easy 


front,. sides or rear. 





TOPS 


IN ACCESSIBILITY! 


Even large boxes or other 
bulky items will fit 
through the king-size 
self-closing flap. Rugged 
steel lid is finished in 
neutral gray enamel and 
word ““PUSH”’ is emboss- 
ed in red on flap. 


from any angle... 





TOPS 


. in complete low-cost 
Drum Handling! 
The WITT “Big Top” 
Drum Lid plus the Drum 
Dolly converts any 55 
gal. drum to a versatile 
materials handling re- 
ceptacle for storage or 
service. 








Drawer Units 


Top Corners 
Slotted for Stacking 


Available in 12, 18 and 24 drawer 
models, steel drawer case units fit 
standard 36-in wide shelving open 
Ings 

Each drawer has combination 
handle-labelholder and is equipped 
with dividers adjustable on 1-in cen 
ters in pre-punched slots. 

Lyon Metal Products, Inc., Au 
rora, Ill. 


Heaters 


Portable, 
Operate On LP Gas 


Model 1700 portable blower 
heater weighs 30 Ibs, occupies 24 
cubic feet of space, and is said to 
produce heat output comparable 
with a forced air furnace. 

Specifications: 273-in long, 133-in 
wide and 133-in high. 

Insto-Gas Corp., Detroit 


: 


j 
k ) 


Write, wire or phone today 
for new catalog, literature 


and prices. 


“Onginator of the bewgated Can” 
THE WITT CORNICE CO., 217117 WINCHELL AVE., CINCINNATI 14, OHIO 
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COMPANY 


The dependable, quality line 
that gets business and keeps it 


Throughout the years Macwhyte has satisfied its distrib- 
utors with a policy of prompt delivery top performance 


Macwhyte specializes in precision-engineered products 
to cover every handling job. Included in the Macwhyte 
line supplied to users through Macwhyte distributors 
are: PREformed, Internally Lubricated wire ropes, 
Round-Braided, Flat-Braided and single part wire rope 
slings, Stainless Steel wire rope, Monel Metal wire rope, 
PN igeie-}i a Ot-1e)(-M-lale Ms 07-lel-1¢ milediale|-Par- Lil? Mey -1 ices Mele ULE 
rope assemblies 

Large factory stocks of wire rope with complete handling 
and cutting facilities are available to you immediately 
Ask to have a representative call 


Catalogs provide consumers with complete, detailed informa- 
tion and specifications on all Macwhyte products. Literature 
on specialized uses of wire rope also available on request 
For Catalogs or information, contact any Macwhyte wire rope 
warehouse or write direct to. Macwhyte Company 


MACWHYTE COMPANY 
2906 Fourteenth Avenue, Ken 


MILL DEPOTS: Pittsburgh 
Detroit 3, 

St. Paul 14, 

Portland 9, 

Francisco 7 












STAR 


OF HOSE CLAMPS 


In hose clamps, the quality name today as always is 
AERO-SEAL. We pioneered the famous precision worm 
gear and engineered the extra strength and holding 
power. Other clamps may LOOK like AERO-SEALS, 
but take a second look! Compare quality with price cuts 
and special discounts. Which pays off best? Compare 
the worm gear construction. Note that AERO-SEAL 
worms don’t wobble. Look at the special rugged inter- 
locking feature that makes AERO-SEALS hold tight — 
no spot welding. Note the precision gear that applies 
uniform pressure — does not pinch hose. Stainless steel 
bands, complete size range for dozens of fastening uses. 
Insist on genuine AERO-SEALS. 





Pumps 


High Volume 
At High Pressures 

Two hydraulic pumps recently in- 
troduced are equipped with a three- 
position lever-operated valve either 
for single or double acting rams and 
fitted with filter, pressure gage and 
two gallon reservoir enclosed in a 
welded metal case. 

One is a 6000 psi pump with a 
hp AC-220-440 motor; the other 
10,000 psi pump powered with a 
hp AC-320-440 motor. 

Owatonna Tool Co., Owatonna, 
Minnesota 


Wn VY 








Steel Drawers 


Embossed Bottom Runners 
For Ease of Operation 


Design refinements in manufac- 
turer's line of steel drawers include 
embossed sides to engage notches in 
the cross divider, thus locking di- 
viders in place. This prevents divid- 
ers from creeping up and keeps tiny 
parts separated, yet divider can be 
removed easily. 

Equipto Div. Aurora Equipment 
Co., Aurora, IIl. 


For added quick-attach 
BEET advantage, get AERO-SEAL 
3 Jets. Nothing like them! 
thero-Seal REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC., 700 LIBERTY AVENUE, UNION, NEW JERSEY 
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TRANSMISSION BELTS 










“U.S.” Flat Belts come in 
special cord-constructed 
endless lengths or in duck roll 
belting. “U.S.” production 
techniques guarantee quality 
performance 













The complete “U.S.” V-Belt line 
includes the famous U.S. 
Rainbow®, U.S. Royal Super- 
Service, and fractional 
horsepower belts (made by the 
error-proof Electronic Tension 
method to eliminate vibration 
and squeak and to increase 
service life ) 






BELTS 


The PowerGrip “Timing” Belt 
was awarded the Franklin 
Institute’s 1955 Longstreth 
Medal—for “invention of high 
order.” By -providing 
near-100°% efficiency in 
positive, non-slip, split-second 
timing, it has become standard 
equipment in a wide variety of 
machines and appliances. 









Whatever your customer's power transmission require- 
ments, “U.S.” can supply them. With “U.S.” ware- 
houses strategically located across the country, you 
are assured of immediate service and shipment. V-Belt 
sheaves and “Timing™® Belt pulleys are tested for 
static balance and engineered to make the “U.S.” belt 
deliver the highest efficiency and durability. 

U.S. Rubber transmission belts—plus engineering 
assistance by power transmission spec ialists—are avail- 
able at any of our 28 District Sales Offices, or write us 


at Rockefeller Center, New York 20, New York. 
Mechanical Goods Division 


United States Rubber 
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PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying 4% to 2 
ton loads on I-beame. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated hoists 
and trolleys simplify handling of heavy parts. Worker just picks up the load, with 
the trolley hoist, rolls it along an I-beam, lowers it on the bench top. 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads—170 to 4000 Ib. 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON I-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
\4 to 20 tons. 


Valves 


For Power Boiler, 
Unfired P.V. Codes 


lop-guided, bronze pop safety 
valves for steam generator service 
and air or gas applications at set 
pressures up to 300 Ibs at 450 deg I 
have been developed 

Stvle 1875 has plain cap; 1875-Ol 
open lever; 1875-PKS with packed 
cap and lever. Sizes from 4 to 3-in, 
male inlet, female side outlet 

Farris Engineering Corp., Pali 


sades Park, N. ] 


Wrenches 


15 Degree, 
Single End 


Markets for these cost-cutting products are unlimited, and profits are good. 


Vrite for complete information about our full line of hoist products. Forged engineers’ wrenches with 


finish of chrome plate over copper 

THE HARRI NGTON COMPANY and nickel have been added to man- 
Makers of Hoists Since 1876 ufacturer’s line of shop tools. 

Gravers Roap at THE TURNPIKE, PLymoutH MEet1NG 11, Pa. Billings & Spencer Co., Hartford 
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Production increased... 


costs slashed 
with 


Skinner Power Chuck Fixtures 


Four Skinner Power Chuck Fixtures 
mounted on an index table recently 
helped Hartford Special Machinery 
Company develop a low-cost, high-pro- 
duction machine for a customer that as- 
sured top quality at a lower part cost. 

In this application, each Power 
Chuck Fixture holds a work piece and 
is indexed to three working stations for 
machining. 

The operator has only seven seconds 
to unload and load, yet can keep up the 
pace all day long, thanks largely to the 
effortless releasing and gripping of the 
air-powered fixtures. 

Skinner Power Chuck Fixtures are 
compact, but versatile enough to hold 
up to 15 sizes of the customer’s work 
pieces, if need be. At the same time, 
they can be used to grip a wide variety 





Non-rotating Skinner 


drilling and milling machines, for 


sembly operations and for other bench 


and machine installations 


Power Chuck 
Fixtures are ideal for holding work on 


[They're operated by air for fast, ef- 
fortless loading and unloading. The 
compact units are available in several 
sizes, with either two or three adjust- 


able or non-adjustable jaws 


of other work for drilling, machining, 
or assembly operations. 

Tell your customers about the speed, 
power and accuracy of the Skinner 
Power Chuck Fixture and the complete 
line of Power Chucks and accessories. 

You can always depend on Skinner to 
cut costs and increase production. For 
full details, send for Bulletin PCF 68. 
Write Dept. 129. 


THE SKINNER CHUCK 


ESTABLISHED 1887 








COMPANY » 


NEW BRITAIN, CONNECTICUT 


ee 


A new “end” for 


corrosion problems in h 


See how the patented Fluoroflex-T tube is carried 
through the fittings and formed over the flange face. 
Here is complete protection for your customers against 
hose corrosion because fluids cannot possibly come in 
contact with metal. 

This is the first time chemically inert jacketed fit- 
tings have been combined with chemically inert hose in 
a continuous integral assembly. 

Fluoroflex-T flanged hose assemblies eliminate the 
need for special consideration of the type of metal used 
in the fittings — either for anti-corrosion or contamina 
tion needs. As a result of the continuous smooth bore 
construction, cleaning problems and entrapment of ma- 
terials are eliminated for all practical purposes. 

This hose handles active chemicals, solvents, gases 
and the most corrosive compounds. It is also applicable 


where vibration is a problem. It is non-aging lasts 


indefinitely even at 500°F. 
Stocked by leading distributors nationally. Write for 


data. 
® Fluoroflex-T is a Resistoflex trademark, reg., U.S. off 


® Teflon is a DuPont trademark 


Originators of high temperature fluorocarbon hose assemblies 


See how Fliuoroflex-T 
tube is carried 
through fitting and 
across face of flange 


For frequent discon 
nects, a modified 
construction is avail- 
able using a second 
ary Fluoroflex-T jack 
eted flange. This is 
replaceable, spares 
the major assembly 
from seal-damage 


esistoflex 


CORPORATION 


Speed Reducers 


Reversing Motor Does 
Not Reverse Output Shaft 


Instant reversing, while running 
stopped, without reversing the 
motor and with accurate speed repe 
tition is a feature of Zero-Max 
versible variable speed reduc¢ 
Reverser is built onto a G. ¢ 
48-frame motor which drives Zero 
Max through 1:1 helical gears run 
ning in oil running inside the Zer 
Max housing. 
Revco, Inc., 


Minneapolis, Minn 





Oiler 


Plastic 
Squeeze-Bottle 


“Squee-Zit”, a plastic squeeze- 
bottle oiler, in 4 and 8 oz. 
squirts one drop or a full stream of 
oil, and can sit straight up or on its 
side without leaking 

Butler Stamping Co., Butler, Pa 


S1zes, 


Roseland, New Jersey - Western Piant: Burbank, Calif. - Southwestern Plant: Dallas, Tex 
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L- General Electric says: 
ee “On the average, only 1 out of every 1,000 


tl of G-E Fluorescent Lamps may not light.” 
his “pity  ©.C.La 
pabl . . Lawrence, operating 
4 
{ "0 £ fom. manager, Says: 
> “We installed 61,970 G-E Lamps and only 1 out of 


every 1,500 wouldn’t light! That’s 99.93% perfect!” 





Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


G-E LAMPS GIVE YOU MOR OR A 


dé 
iii 





REPRINTS ARE AVAILABLE of the ad pi ‘tured above 

Thevy’re full-size proots just as the ad will appear in 

October issues of leading busine sss public: ations They’re Progress Is Our Most /mportant Product 

‘deal for use on your regular c: ills—or as mailing pieces 7 

to customers and prospects. Get a supply free fron : 

your local G-E Large L see Department representative. GENERAL ‘56 ELECTRIC 
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THE BIG 7 BOOK MAKES THE PURCHASING AGENT'S JOB A CINCH 


The R/M Big 7 Packings have re- 
duced the line to just 7 basic types— 
your work is made easier as a result 
of simplified ordering, and you can 
offer your customers faster service. 
Most plants need only 3 or 4 types to 
service all their everyday needs with 
maximum efficiency. In addition, you 
can assure customers lower mainte- 
nance costs, less downtime, and per- 


formance that is equal to or better 
than packing from multitype lines. 
That’s a lot of selling points. 

Another exclusive advantage is the 
fact that all R/M packings for re- 
placement are sold only through au- 
thorized R/M_ distributors. This 
makes all your selling time count for 
you. This R/M policy has been in 
effect for 17 years. 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, 


PACKING DIVISION, PASSAIC, NJ. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


INC. 








FACTORIES: Passaic, N.J.; Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Neenah, Wis.; Crawfordsville, Ind.; 


Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Mechanical Packings « Asbestos Textiles ¢ Industrial Rubber « Engineered Plastics 
Sintered Metal Products e Abrasive and Diamond Wheels « Rubber Covered Equipment e Brake Linings « Brake Blocks 
Clutch Facings « Industrial Adhesives « Laundry Pads and Covers « Bowling Bails 
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Hack Saws 


Improved Guide Bar 
And Support Arm 


Faster cutting is said to be made 
possible by an improved guide bat 
support arm and guide bar on the 
manufacturer's power hack saws. 
Redesigning for greater rigidity, 


plus heavier guide bar allowing 


more pressure to be applied to 
blade, is claimed to reduce cutting 
time. 

Sales Service Machine 


St. Paul, Minn. 


Tool Co » 


Foot Guard 


For Pedal Actuated 
Control Valves 


against 


Combining _ protection 


actuating 


accidental tripping of 


with protection 


valve mechanism 
against injury for both operator and 
ictuating device, a foot guard has 
been developed. for use with the 
manufacturer’s pedal actuated con 
trol valves. 


Versa Products Co., Inc., Brook- 
lyn 





The Ingot Weighed 158,569 Ib 
--- yet the slings handled it easily 


This big ingot wasn’t a load to be tossed about 
like a pillow. It weighed more than 158,000 lb— 
79 tons plus. 

Lifting the ingot required careful handling, and 
slings of unusual size and strength. As the photo- 
graph shows, those slings were really massive. ‘They 
were Bethlehem eight-part-braided, a type ideal 
for a load of this nature. Combining tremendous 
strength with a highly flexible construction, they 
made the job worry-free. 

It isn’t often, of course, that users require slings 
as hefty as these. But Bethlehem makes the entire 
range of sizes, including some so small that you 
could stuff them into your pocket. And Bethlehem 


BETHLEHEM STEEL 


slings are made in every commercial type— braided, 


single-part, grommet, bridle, etc. Special designs 
for unusual applications can be engineered quickly 
and easily. 

So, whenever you want new slings for your plant, 
you can rely on Bethlehem to furnish them. More 
often than not, they are available direct from stock. 
And if one of our technicians can be of service to 
you, please feel free to call. He’ll gladly give you 


whatever assistance you need. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 


peTHUEHE 


STEEL 
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Sell the spring lock washers 
your customers know— 


'-—by name! 


NATIONAL 
KANTIINK 


SPRING WASHERS 


Universally Famous for Live Action! 
r AS National Spring Lock Washers enjoy a reputation 
of dependability throughout industry and on the 
railroads. Powerful expanding helical spring action 
means National Spring Lock Washers keep bolted 
assemblies tight permanently! 


Lamp 
Gives Mobility 
To Fixed Lighting 


Called “Multi-Lamp”, a new lamp 
; movable from one work area to 
another as a result of a quick-coupler 
mechanism built into the base, sim 
ple movement of which is said to 
lock the light on a small mounting 
bracket initially installed wherever 
light is frequently needed 

Moffatt Products, Inc., Minneapo- 
lis, Minnesota 





Storage Rack 


Adjustable Without 
Bolting, Unbolting 


“Slide-n-lock” storage racks feature 
stringers quickly moved up or down 


1 special formed post that lock them 
elves in place. 

According to the manufacture 
800 different sizes and capacity vari 


Packaging is Keyed to Volume Sales! 
STANDARD PACKS — Convenient pack- 
ages are clearly labeled, easy to store and 
display. Supplied in all standard sizes. 

z itions can be made from five basi 
National Catalogs Help Build Sales! ““> parts. 
Illustrated literature available for distribution to American Metal Products Co., 
your customers promotes the sale of service-proven 
National Spring Lock Washers. Call or write for 
complete information on the National line, today! 





THE NATIONAL 
LOCK WASHER COMPANY 


NEWARK 5 NEW JERSEY 
MILWAUKEE 2. WISCONSIN 


Representatives in 
Principal Cities 

in the United States 
and Canada 
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Sell the Sling Line with the 
““‘BUILT-IN”’ REPEAT BUSINESS FOR YOU 


When you sell your customer 
his first Tuffy Sling, you're 
wrapping up future sales, too. 
Users keep on buying, once they 
have learned how Tuffy Slings 
give them a combination of 
strength, flexibility and longer 
trouble-free life than any other 
sling they have ever used. 

The reason? Tuffy’s special pat- 


We're setting up Tuffy 
sales for you! What’s more, 
we’re ready right now to 
send you a list of sling users 
in your area who have writ- 
ten us for the FREE TUFFY 
SLING HANDBOOK, or have 
otherwise shown an interest 
in Tuffy Slings. 
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ented construction. Tuffy Slings 
are made of machine- braided 
wire fabric that’s so strong, yet 
so flexible, that you can loop it, 
knot it ... or kink it without ma- 
terial damage. And Tuffy’s 
pressed-on ferrule gives the eye 
splice 100% of fabric strength; 
leaves no openings or rough pro- 
jections to snag or injure hands. 


These Tuffy advantages are the 
subject of the biggest, hardest- 
selling advertising campaign in 
Tuffy history. These ads are run- 
ning in leading industrial maga- 
zines that blanket your territory 
at frequent intervals. And every 
ad builds up you—the Tuffy dis- 
tributor as the man to go to for 
the best in slings and wire rope. 


Tuffy’ Slings Give Steel Mill 


e the Sery 


Ir 
Ss Almost Impossible to 


Kink o Tuffy Sling Try it! 


Tuffy Pressed-On Ferrule 
Gives 100% of Fabric Strength 


Your Tuffy Distributo, is 
Stocked to 
H r “ 


Meet Your Needs 
Wire Rone o.! ix 


Tuffy Sling 
Handbook 


0000 Manchester Avenue 


Beevers ly. 
union (% 


ice of Ordinary Slings 


Puge dle 
4 . § “hondled wish 
uity Hoist tines Ti 

© load ’ 
* 125 tons 


core” by o 11% | 


ae 
Urine Rope corp. 


© rope. broided 


Me furnace 
eee 
. 
. eved 


wire and 


rand 


Kansas City 26, Mis <i 


Write us for complete information about the money-making Tuffy distributor plan. 


UNION Vre Kope corporation 


Specialists in high carbon wire, wire rope, braided wire fabric, and stress-relieved wire and strand 


2236 Manchester Ave. 
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Kansas City 26, Mo. 





FOR INCREASED SALES THROUGHOUT INDUSTRY... 


INDUSTRIAL .. 


CONSTRUCTION... 


Take advantage of Hamilton's complete line of industrial rubber products . 
gineering help... regional stock .. . quality products. . . concentrated ieiectiiten 
and merchandising program. Write today for more eneaaniiiin and literature. 


ATLANTA CHICAGO HOUSTON PITTSBURGH - INDIANAPOLIS. LOS ANGELES. NEW YORK SAN FRANCISCO 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 





THERE’S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catawissa Union (hot forged from solid 
steel bars) with several extra value features that 
are exclusive here at the UNION SPECIALISTS! 


All Catawissa Unions are designed to give a 3-to-] 
SAFETY FACTOR. 3,000-Ib. service unions are 
tested to 9,000-lbs., 6,000-ib. service unions 
tested to 18,000-lIbs., etc 

Exclusive Ball-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
after machining, guarantees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam) 


WRITE FOR CATALOG 11 
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Cabinets 


Sliding Shelves, 
Interchangeable Doors 


ersion line, 

and supply cabinets 
42, 78 and 84-1 

lepths ot 1? 


ind 42-in open face units 
a 


converted into sliding door 
with Borite, glass or steel 
idding the maker’s slid ng 

Steel doors are available 


unit remains 


'0., Kalamazoo, 


STRAIGHT 
BEARING 


MOl 


Gears WASHER 


Transmission Parts 


Molded Nylon, 
Quieter Operation 


Molded nylon spur gears, thrust 


washers and metal adaptors for ny- 


sleeve bearings have been added 
to the manufacturer’s line of nylon 
er transmission parts 
lvantages claimed include lower 
il cost, longer service life, and 
ttle or no lubrication required 
Climax Metal Products Co. 
eland 





Your sales advantages hit 


1l00% 


with BUTTERFIELD men 
helping you sell 


> f 


i CUTTERS 
prius | ‘TAPS AND | AND 
AND DIES ) END Mis | 

REAMERS | 


he 4 ——_—————— in 


Ls 
y 
oe | 


Set EIR os state as ie aR allie 


As a Butterfield Distributor you get a line in which completeness, inspection, quality and 
consumer acceptance all rate 100%. Also, you get 100% cooperation from trained Butter- 
field salesmen who bring technical help to your customers and assure prompt deliveries 
from warehouses in Chicago, Cleveland, Detroit, Fort Worth, Los Angeles, New York and 


San Francisco. 
BUTTERFIELD DIVISION union twist pritt COMPANY, DERBY LINE, VERM 
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abrasion... 


is this your wire rope problem? 


A New Departure in 
National Advertising 


Here's the first in a new series of Leschen 
RED-STRAND ads designed to build 
good will and sales by emphasizing 
service to insure your customers’ satis- 
faction. Watch for these ads in leading 
trade publications. 


LESCHEN wire rope experience solves this 
problem for you in‘‘Red-Strand” Bulletin 101 


SEND FOR YOUR COPY TODAY— You'll find this bulletin 
full of practical suggestions for minimizing the destructive effects 
of abrasion on wire rope you use. That means longer useful life, 
less down time, lower costs. These suggestions are in simple, non- 
technical language, easy to follow, yet technically sound...based 
on the same full century of rope making experience that insures 
consistent top quality in every foot of Leschen Red-Strand Wire 
Rope. So write for Bulletin 101 today. At the same time, ask for free 
engineering counsel on any other wire rope 

problem you may have experienced. Address: RAW ,E2 | 
Leschen Wire Rope Division, H. K. Porter 


Company, Inc., 2727 Hamilton Avenue, 


St. Louis 12, Missouri. 


IH. K. JPORTER COMPANY, INC. 


LESCHEN WIRE ROPE DIVISION 
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Hand Guard 


Aids Hand 
Tool Users 


Sleeff,” a plastic hand guard fits 
tightly over tool stock and deflects 
hammer blows that do not strike the 
tool solidly. 

Said to eliminate bruised and 
broken fingers, it is available in octa 
gon sizes: 4, %, 3, § and 1-in 

T'amco, Inc., Pittsburgh 





Rotary Actuator 


High Power, High 
Torque Amplifier 


\n integral servo valve rotary actu 
ator features output and input cir 
cuits hydraulically interrelated so 
that the output shaft will always 
take the position commanded by the 
input shaft. 

According to the manufacturer a 
small input torque in the order of 
inch ounces can control an output 
torque of thousands of foot pounds, 
depending on the size of the model. 

Industrial Control Products Inc., 


Caldwell, N. ]. 





WILEY’ 


FROM STOCK standards & speciais 


WORK 

SUPPORT 

| - 3 Yo) 

for special application 


Willey'’s have pioneered in the development and From Your Stock * 
or Ours... — 

Price List & Catalog 

toolmakers with “know-how” build these tools for standard as on Request 


elie ait ¢-MelMaelselio( MA cele Mr itl +) olelamoliele( MEN lelleul te, 


well as for special applications. Many centerless grinding operations 
require special carbide tipped work support blades for work such as: multi- 


diameter — angular—form—tapered or radius grinding 


RECONDITIONING SERVICE 


Willey's regrind or carbide re-tip your worn out, chipped, broken or damaged 


rela amit) *) lela oliolel ME oMMelslel ile Melaat cele MEME Tee) ibeettigeliolil Mmeli le 
WILLEY’S 


parallel. For more than 20 years Willey's customers have used 


this service, often having the same blade recondi- CA ad RH L rt e T @) oO L 
tioned many times... a service and 
COMPANY 


TohalaleF Meh Aeliiel slice) 


you too. 1340 WEST VERNOR HIGHWAY « DETROIT 1, MICHIGAN 
WOodward 1-9444 
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sotal Cutting Ba 


Mr. John West, Vice President, Sales, 
Warren Balderston Co., Trenton, N. J. 


‘It's a beauty 
of a band saw blade... 


"Appearance is just one advantage in selling Disston 


Metal Cutting Band Saws," continues Mr. West. 

"Take the way they're packaged. They're so easy 
to store and handle that even a one=-blade order 
is profitable. 

"Then, too, Disston gives us a complete line of 
Lancer-tooth and regular-tooth blades. And the price 
structure makes both our customers and us happy. 

"Also, Disston's policy of referring to us all 
orders and inquiries from our territory is real 
cooperation. 

"Last, but not least, is Disston's field 
assistance and advertising in many metal-working 
magazines. We think we get mighty good sales support." 


W ant more information about Disston 


tools? ... about how you, too, can benefit by Diss- 


Sa 


ton’s selective distribution policy? 
Write to: Disston — HKP, 
Philadelphia 35, Pa. 


JH. JK. JPORTER COMPANY, JDNC. 


Henry wit mY a sew ics § a ™ 
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Stepladders 


Safe Support 
For Staging 


] ] —_ 
introduced alum 


rial stepladder 
ilable in +-ft 


eights, staging may be 


24-ft 


raised o1 


through 


vered in 6in increments 
Metallic Ladder Mfg. Corp 
dolph, N. 


Ran 


Grinding Wheels 


Improved 
Mounting 


V40 mounted wheels in all in 
dustry standard shapes and sizes and 
in a complete range of gradings to 
meet all precision grinding require 
ments has been announced. 


V40 


ver two 


vitrified bond, introduced 


years ago fol toolroom 
grinding wheels, is said to feature 
exceptional strength and free-cut 
ting quality plus ability to hold size 
ind shape well even on hard, tough 
metals 

Niagara Falls 


Carborundum Co 


N.Y 











KEY LINE SELLING 
with BELMONT 








MOST WANTED LINE. Eleven profit Leaders 


most complete, modern line of Mechanical Packings 
and TEFLON Specialties 





— 3 = 


ack /#g> 






GASKETS 






hydrovlic P 


BELMONT 





BELMONT 4040 
— 

= ; |. 

POWERFUL NATIONAL ADVERTISING. More 


than 2 million messages annually Many thousands of 


inquiry referrals 


BELMONT alll 


“There is a BELMONT PACKING for every service” 


Seaw Metalic” Pactun 








Back of the Belmont Line 
stands a reputation for high quality, 
built on performance, since 1893. 


MOST WANTED LINE 
Eleven profit leaders—each with definitely superior 
and sales-convincing features—are the backbone of 
today’s Belmont Line, most complete line of 
Mechanical Packings and Teflon* specialties of- 
fered Industry. No. 1—Bre.L-VEE Molded V-rings 
No. 2—Crisscross Braid. No. 3—Centrifugal 
Pump. No. 4—Air Compressor. No. 5— Hydraulic 
No. 6—Valve Stem. No. 7—TEFLON ‘Chemical 
Proof’’ packings and gaskets. No. 8—‘‘Chemical 
Proof’’ Mechanical Shaft Seals. No. 9—TEFLON 
Expansion Joints and other chemical Piping spe 
cialties. No. 1O—SprRALWOUND and woven asbestos 
No. 11—Gasket Materials and TEFLON Stock 


NATIONAL ADVERTISING 

Your best customers and prospects read Belmont 
Packing advertising appearing in leading industrial 
publications in the power, chemical, petroleum, 
hydraulics and the general plant maintenance fields 
Two million messages, annually, are pointed to 
specific product applications. All invite the reader 
to ‘See your Belmont Distributor 


AUGMENTED FIELD FORCE 
Draw upon the specialized knowledge and years of 
sales experience in the mechanical packing field 
that the recently enlarged Belmont field organiza- 
tion offers you in building your packing business 
Their sole purpose is helping you sell our products 


DISTRIBUTOR SALES TOOLS 
So that you may capitalize fully on our powerful 
national advertising, Belmont offers attractive, 
informative literature on all products, imprinted 
with your name; direct mail and publication inserts 
for your own local advertising, and other distributor 


sales tools 


All of these assets become exclusively yours, in 
your sales territory, when you sell this Key LIN: 

because Belmont never has and never will sell 
direct, in competition with its distributors 


For more information, write Jack Russell, Field 
Sales Manager, THE BELMONT PACKING & RUBBER 
CompPpANy, Butler & Sepviva Streets, Philadelphia 
37, Pennsylvania. 
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Safety Features 
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Capewell sales contacts 
through these trade journals 


Only Capewell Distributors have the constant, ever-active backing 
of the Capewell National Advertising Program. Each advertisement, 
a conclusive proof, relates an actual case history .. . naming 
names... of companies who have tried and are now consistently 
using Capewell products in their manufacturing operations. 
Furthermore, these and many other companies have found that 
Capewell products are better, and produce better results, because 
they are top quality made by a company with 76 years 

of metalworking experience. 


Capewell Sales Engineers throughout the country working in 

your behalf... a policy of selective distribution . . . liberal freight 
allowance ... and AIA... are but some of the many 

advantages of selling Capewell. 


Capewell products are: Technite, Safetech and High Speed Hand 
and Power Hack Saw Blades, Safetech Hole Saws, Metal and 
Wood Cutting Band Saw Blades, Technite High Speed Steel Band 
Sow Blades, Microloy Ground Flat Tool Steel, Armstrong 

Pipe Fitters’ Hand Tools, and Hammers. 

Why not exercise good judgement and send the coupon for more 
information on how you can add Capewell to your lines? 


‘Maximum potential. Total annval number 
of readers in scheduled publications. 


The Capewell Manufacturing Company 
Hartford 2, Connecticut 


We are interested in the rest of the Capewell story. What's AIA? 
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CAN SELL THE VOLUME 
INDUSTRIAL MARKET 


With Wilbur &Williams Specialized Coatings 


@ RUST @ NON-TOXICITY 

@ WETNESS @ FREEZING TEMPERATURES 
@ FUNGUS @ CHEMICAL FUMES 

@ ODOR-FREE PAINTING @ SLIPPERY FLOORS 











Full distributor protection 





Exclusive, wanted sales advantages — each W & W product must have at 
least 3 exclusive sales advantages over competitive industrial paints just to 
stay in the line . . . so you know you sell the best! 


Strong Statements? Strong products ... write today for full information on available distributorships. 
THESE NON-COMPETITIVE W & W PRODUCTS ASSURE ; YEAR AROUND SALES PROFITS 


Totrust Instant Dry Metal Coat — Rubber -Coat Skid Grip Floor Compound — 
one coal, anti-rust primer-finish one-coat, skid-proof 


Totrust Instant Dry Enamel — Rubber -Coat Acrylic Masonry Coating — 
the fully chemical-resistant enamel needs no primer 


Super Dampcoat Enamel — 
goes over damp walls, stands constant moisture, 
fungus resistant, no odor ti affec { foods Frigid-Coat Enamel — 
DuPont's Liquid Neoprene and Hypalon allows painting 
Zine Shield — galvanizing applied by brush or spray without odor 


W & W Instant Window Glass Paint — frosted, blue and gr 


THE WILBUR & WILLIAMS CO. 


130 Lincoln Street Boston Brighton, Mass. 
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Blower 
Speeds Magnetic 
Particle Testing 
der blower is self 
d and portable, operates di 


rom any air line and requires 


lbs empty, a simple 

of the 

ush buttons 

of either powder o1 

permanent magnet 

introduced by the manu 

r, enables one man to pet 

form testing operations formerly re 
r two men 


ii 


\lagnaflux Corp., Chicago 


Screwdrivers 
Neoprene Grips 
Bonded To Handle 
Cushion Gnip screwdrivers feature 
neoprene grips permanently bonded 
imberlite handles. 
Other features include: polished 


ij 





STRONGER 
and SAFER 
for every 

high pressure 
pipeline 
duty... 


... because 


they are 


drop forged 


OTHER VOGT PRODUCTS 


Drop Forged Stee! Valves — 
Petroleum Refinery and Chem 
Piont Equipment Steam 
Generotors — Heat Exchange —_ 


e Moking ond 


Refrigerating Equipment 


INDUSTRIAL 


Constantly imitated but never duplicated, Vogt drop forged 
steel fittings and flanges have unmatched strength and toughness 
for your most severe pipeline duties. Laboratory controlled 
materials and Vogt's special forging techniques assure products 
which are always uniform in structure, fine grained, and free from 
porosity. Thereby the shocks and stresses imposed by high pres 
sures and high temperatures are easily withstood, and with 
stubborn resistance to erosion and corrosion Consult Catalog 
F-9 for our complete line of fittings and flanges 

For a copy of Vogt Catalog F-9 address Dept. 24A-Fi 


HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KENTUCKY 


SALES OFFICES: New York, Chicago, Cleveland, Dallas, Philode phia, 


St. Lovis, Charleston, W. Va., Cincinnat 


DROP FORGED STEEL 
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Quality and Service 
YOU can rely on! 


The right type of belting, packing or hose needed to 
meet the specifications and still make your quotation 
acceptable. That’s part of the service you receive from 
Home Rubber Co. More important, you can have these 
high quality products on time, when you need them and 
where you need them. 24 hours a day, every day, any- 
where in the United States, Home Rubber Co. is read) 
to serve you. A company with a reputation for quality 
products and dependable service since 1880. On your 
next need for mechanical rubber products, call Home 
Rubber Co. OWen 5-6171. 


BELTING: Transmission @ Conveyor @ Elevator 

PACKING: Sheet and Rod Packings for every purpose 

HOSE: Steam @ Acid @ Mill @ Chemical @ Creamery @ Suction 
Water @ Air Jetting @ Sand Blast @ Fire. 


Home Rubber Co. 


Plant and Main Office TRENTON 5, N. J. 


Branches: New York ® Chicago 
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hardened alloy tool steel blade; solid, 
bolstered winged shank; precision 
cross-ground point. Available in four 
styles, sixteen sizes 

Sure-Gnp hammers featunng onc 
piece forged steel I-beam construc 
tion of head and shaft have also been 
ntroduced by the manufacturer 

Bridgeport Hardware Mfg. Corp., 
Bridgeport, Conn. 


Tool Holders 


Positive 
Gripping 
\n improved clamp on the new 
tool holder introduced by the maker 
said to provide positive gripping 
iction and greater chip clearance 
Clamp can be used with or without 
hip breaker 
Manufacturer's number of differ 
ent toll holder styles has been in 
reased by 26 with the addition of 
positive rake cutting tool holders; 
ill of its more than 116 styles and 
izes will utilize the new clamp 
Carmet Div. Allegheny Ludlum 
Steel Corp., Detroit 


Conveyor Belting 


Superior Resistance To 
Animal Fats, Vegetable Oils 


Hycar synthetic rubber is now 


being used for the ,';-in top cover, 





ALLEN-pointers that will help 
you sell more socket screws! 


how to keep costs down 
... profit margins up! 


ALLEN Engineers will show your custom- 
ers how to save time and money by 
using standard * ALLEN Hex-Socket Cap 
and Set Screws instead of specials. 


Let's get this straight right away . . . if your customers’ product designs MUST 
have special cap or set screws, then ALLEN’s the place to come for them. 


But our engineers have found, from a good many years of experience, that 
designs frequently call for special hex-socket cap and set screws that are 
only slightly “off-standard.” These specials take longer to get, cost more. 
Allen engineers can probably save your customers both time and money by 
working with them on ways to use standard Allen Hex-Socket Cap and Set 
Screws, where specials may seem to be necessary. You'll do your customer 
a good turn by calling on Allen’s Engineering Department. Just send blue 
prints, or good descriptions, of your customers’ product designs, or talk with 
your Allen Field Representative. 


ALLEN manufactures 1457 standard items 
Al & MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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ind a specially woven carcass of high 


Customers Looking for tensile, high flex lightweight duck 


ilandered with Hvcar, in the man 


PLUS PERFORMANCE? areeeneneeuree posing fee 
THIS IS THE BLADE ic ileling: 


Introduction 


belting with friction s 


ittom has also beet 


mveying packages, | 
tons and barrels, fo 


Itura ] 


ul MaCHIMIIC 


} 
where drivc ll 


iT¢ fixed 
Globe Woven Belting Co., Inc., 


falo 


Lamps 


Four Types 
Mercury Vapor 


lwo 1000-watt olor-improved 


mi-reflector type mercury vapor 


lamps and two 425-watt mercury 


ipo! lamps for 2 4S0 volt svs 
+ 


ems have been added to the mam 


irer's line. 


THE MILFORD? 


Coolant Applicator 
ALL-HARD REZISTOR: For Drilling 


And Topping 


For production cutting, there is no finer power hack 
saw blade available anywhere. MILFORD’S unique 
“Multiple-Pass” milling produces sharper, more uni- 
form teeth. Every blade is precision set — expertly 
heat treated to a high hardness and tough, fine grain 
structure. The MILFORD All-Hard REZISTOR as- 
sures your customers fast, accurate cutting plus longer 
blade life. 


SOLD EXCLUSIVELY THROUGH MILFORD DISTRIBUTORS 
. backed by the MILFORD Sales Policy that insures full 
benefits from the sales they have worked to develop. 


MILFOR D . .. a name that signifies fine 


quality plus the latest advances in 
metal cutting to your customers 


THE HENRY G. THOMPSON & SON COMPANY + NEW HAVEN 5, CONNECTICUT 


Saw Blade Specialists for Over 80 Years 
HACK SAW AND BAND SAW BLADES + HOLE SAWS + GROUND FLAT STOCK 
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Choose your 
warehouse Ace... 


for fast delivery 
of hones “ gages 





SAN " 
FRANCISCO | “A 


A 


ATLANTA 


DIVISION OF UNION TWIST DRILL COMPANY 


INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





HERE’S OUR SUC 

" CESS STORY attached to a screw type, leak proof 
A NUTSHELL metal cover. Cover is attached to a 
-_ fixture that is fastened to column of 
; - ~ wunanmnnns — press by a U bolt tightened by two 

; ae <sE> ¢ oe at eR Ke hex nuts. 
According to the manufacturer it 
dispenses proper amount of coolant 


_— ones On VALVES — PRESSURE GAUGES és where and when wanted, releasing 


DISTRIBUTOR FRANCHISE a awe operation ind elimi 
; nating Drushing. 


4 
@ Offers full line of profitable products. me — 


@ Provides factory-trained sales engineers for direct 
sales help 
Discount schedules clearly defined and strictly 
observed 
Maintains sufficient distributors in an area in ac- 
cordance with market requirements, but no more 
than can get adequate volume with reasonable 


profits 

Provides our distributors with catalogs, educa- 
tional helps and sales materials to assist in servic- 
ing their trade and actively promote the sale of 
Lonergan products. 

Supplements distributors’ stocks by a factory in- 
ventory for unusual requirements 





Conducts product meetings by capable sales engi- 
neers to enable your own men to effectively pro- 
mote and sell for you, the Lonergan line 


We will continue to manufacture a complete line 
of products that will produce companion sales 


through variety as well as quality, assuring repeat 
sales and increasing volume 





Continue our design policy of constantly improv- 
ing our present products and developing new ones 
to serve a diversified market. 
Guarantee satisfactory performance of our prod- 
ucts through proper application, backed by nearly 
a century of engineering know-how. 5 
Accurate Throttling 
Low Turning Torque 
TO s/ Ww) 


psi, i 


] 


tle-Flo 


throttlin y 
Liic 


age | 
16) size is known as Throt 


No. 155-l16D 


1djustment of 


requires onh 
1 small needle valve 
; : 

») obtain proper flow 


Republic Mfg. Co., C ind 


DEALERS = : 
oe a Some choice territories yet ope 
e or call us for complete details! saa 


Tape 
ESTABLISHED 1872 
Teflon Film 


j. E. LONERGAN COMPANY Insulating Material 


211 RACE STR Called 415 extruded sintered Te 
EET lor - erec lef 
PHILADELPHIA 6, PA, n film, material is said to function 


effectively i 














n temperatures ranging 
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look for the 


redeba 


now you can be sure you get 


gerinenA T RMI ‘TE fittings 


only Alemite offers all 4 4. Only Alemite fittings have such a widely- 
extra lubrication advantages accepted nationally advertised brand name 


backed by over 38 years of continuous adver- 
tising! Made by the leaders in lubrication! 
1. Flat top with clean, dirt-cutting edge bites 
through dirt and old grease instantly! Now You Can Tell the 
, ae ; Genuine Alemite By the RED BALL 
2. Only Alemite fittings are armor-hard—to 


; ' e Instant positive identification. Anyone at 
resist nicks, scratches, distortion Instant positive identifica Anyone can see at a 


tlance that it’s Alemite! ¢ Permanent, foolproof identifi 
ation—and it costs no more! e ~eredeeng against sub- 
s is titution at every stage: specifying, purchasing, inspec- 
ing angle ... coupler won't slip off in tight ion, order filling, installation, maintenance, inventory! 
quarters. Alemite precision engineering! Insurance against mixups and swapping! 


3. Tip has rounded contour to give extra work- 


FREE SAMPLE! Mail Coupon Today! 

Alemite, Dept. 13-97 
6 1850 Diversey Parkway, Chicago 14, Iilinois 
ALEMITE Loma we cpetes spate Cnet Rates nd oo tae a” 


. Please send me a somple fitting! 
re ball i 
J 


LUBRICATION FITTINGS 


A Product of STEWART- WARNER CORPORATION 
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Company 





For Distributors Only! 
Enjoy Bigger Savings on 
CARRIAGE BOLTS 
e 


MACHINE BOLTS 


SOLD IN FULL BULK KEG QUANTITIES ONLY 
LOWEST PRICES ON 
QUALITY 


IMPORTED FASTENERS 





STOCK DELIVERY 


HUGE INVENTORY in Chicago and 
Bayonne warehouses. We can 
ship a truckload or more of in- 
dividual popular sizes right from 
stock. Carloads can be shipped 
on one day notice. 


CARRIAGE BOLTS available from 
%” through %” diameters; 
SQUARE HEAD MACHINE BOLTS 
from %4” through 1” diameters. 
Clean, sharp corners on shoulders. Consistently lower 
prices. Consistently top quality, too, conforming to all 
applicable American standards. Samples on request. 


Compare the complete heads and threads line 


PRICES... Watch your profits grow! heads and threads 
prices are consistently lower 

DISTRIBUTOR PROTECTION POLICY... We sé 
only and positively will not sell to u 


Il to distri 


isers or consum¢ 


QUALITY... Although you can pay more, you cannot 
a finer product. Produced by leading manufacture 
abroad, pride of craftsmanship is very much apparent 
in all our fastener products. You can sell to your most 
critical customers secure in the knowledge that ou 


teners will meet the most rigid standards of qualit 


GUARANTEE ... Complete satisfaction guaranteed. Return 
privileges at our expense. 


heads FLL 


AVY) threads inc. 


Name 








Address 























Sy 


LOCK 





WASHERS 





CATALOG 


For bigger profits 
on bulk fasteners, | 
send in this cou- 
pon for our 40 
page loose leaf in 
dexed complete 
fastener catalog 


\ 


from —200 deg. F. to 500 deg. F. 
ind be resistant to practically all 
chemicals and solvents 

lhickness 002 to .040-in; 
standard color clear, others available 


from 


on request 
Permacel Tape Corp., New Bruns 


wick, N. ]. 


Safety Clothing 
Flexible, 
Lightweight 
cloth 


ng, adapted to the protection of 


\luminized asbestos safety 


employees working hot ingots or in 


7 
ved in furnace repair, cooking, 


} 


slagging and simular activities where 


high heat exposure is an occupa 

tional hazard, has been introduced 
Line includes coats, aprons, trous 

ers, coveralls, sleeves, spats, leggings 

ind gloves. 

Mine Safety Appliances Co., Pitts 


rh 


Plier 
Acts On 
Shear Principle 
Catalog No. 208-6-NC long nose 
plier is said to be designed to speed 


up wiring where the cut, hook and 


crimp method is employed 


City OO ————— 








Phone —— —— 
©) 1957 heads ond threads inc 
SSS SSS SSS SSS ESS SSS SSSSSSS SSS B ESSE SBS SSeS See 








Furnished standard with = self 
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You Sell more because 


BARRY PULLEYS 
perform better 








Purchasing agents and production chiefs are sold by 
proven performance records. That's why they buy Barry 


conveyor pulleys for general, package, portable and pro- 


duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet du 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni 
form strength against stresses and strain 


Barry pulleys support heavier work loads, in addi 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain 
ing to distributorships, call or write today! 


R.& J. 


1 SADE STREET PASSAIC, N. J. 


INDUSTRIAL DISTRIBUTION 


COMPANY, INC. 


PRESCOTT 7-5030 





DICK ROPE V-BELT DRIVES 


Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 


Closely interwoven hard surface duck. Totally im 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed. Electrically welded construc 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install 


. 


CHICAGO 

LOS ANGELES 
SAN FRANCISCO 
SEATTLE 


BRANCHES: 


SEPTEMBER, 1957 





| opening coil spring and ,j-in. di 
imeter poit 
Mathias Klein & Sons, Chicago 
' 


VISE SELLING POINTS ‘aa 


Use Them! They’ll get the orders. | a 
Masonry Work 


Here's One For You Weighing 204 oz and adding 43 


1 to the length of an electric drill, 


STEEL JAW CONSTRUCTION 1 rotary impact masonry drill attach 


ment inserts into }-in drill chuck 
Renewable steel jaws—pinned on. <~ awk like a bit, then the masonry bit into 





the attacl nt a secured with a 
Cannot work loose, but can be 1¢ attachment and secured with 


replaced when worn. They cover 
the entire top of the vise and are 
interchangeable. 


Set Screw 
Bit sizes available from ,*, to 1-in; 
double large straight flutes are said 
remove chips from hole faster 
Ideal Industries, Inc., Svcamore 


Here's ANOTHER ” 


SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base is POSITIVE in Pipe & Fittings 
action! It is designed on the principle of the 
automobile brake — “shoes that grip the 
sides.” Providing a gripping power 360°. Designated Fluoroflex-T-S, corro- 


A Positive Lock In Any Position. sion-proof lined pipe With fittings 
features lining of high density Tef 


compound called Fluoroflex 


11001 said to be chemically inert 
for molten alkali metals and fluorine 


t elevated temperatures and 


For Chemical 
Industry Use 


nres 
pre 


1 pe assemblies are a\ uilable 


BIG BEAR 1. 14, 2, 3 and 4.in. sizes; 6in. wil 
SERVICE e available shortly 
VISES Resistoflex Corp., Roseland, N. | 


4 Inch Jaw, Wot. 89 Ibs. 





For extra heavy work in both 
the industrial and service sta- 
tion fields. Up to 30 pounds 
heavier than the standard ma- 
chinist vise, have a heavy 
anvil. Size of jaw 4 inch. 


Because the handle is held 
securely, in any position, by 
an adjustable tension spring, 
it cannot slide down acciden- 
tally and pinch the operator’s 
fingers. 


SOLD ONLY THROUGH DISTRIBUTORS 
‘| kept telling Harry one of these days he 


THE CHARLES PARKER CO. MERIDEN, CONN. would carry that sell yourself idea too far!” 


228 INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





Packed with 
expert technical knowledge that 
helps you and your customers 


The top quality and consumer acceptance of Union cutting tools are kept that way by the 
wide technical knowledge of Union tool engineers and production specialists. As a Union 
Distributor this benefits you, because it makes Union tools easier and more profitable to 
sell, as well as to use. 


UNION 


TWIST DRILL COMPANY, Athol, Massachusetts 


Manufacturers of a full line of Drills * Reamers + Cutters + End Mills « Hobs and Carbide Tools. Warehouses: Atlanta * Chicago + Detroit + 
Los Angeles * New York and San Francisco. S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vermont 
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Fort Worth 








STANLEY 5 aly What's New in 
sce te Merchandising 


No. R5B : Starts on page 144 





a No.8 3/4, hp 
« No. R8A 


No. M2 21/4 hp 
No. R22 


A router is just as good as 
the motor that makes it go 


Stanley Routers are the most versatile woodworking tools on the 
market for every job from the simplest basic routing operations 
to heavy duty production work. One important reason why Stanley 
Routers maintain consistently high performance records on the 
job is the Stanley-built motor. 

The three portable routers shown here, with the motors that 
make them go, will handle all router operations up to the toughest 
jobs in continuous heavy duty production. The motor units are 
versatile, too, as basic power plants for shapers, planes and 
other tools. 

Stock and sell Stanley Routers. You can demonstrate the capa- 
bility of these tools and their motor units. For complete details 
and new, fully illustrated Catalog 57E, write Stanley Electric 
Tools, Division of The Stanley Works, 489 Myrtle St., New 


Britain, Connecticut. 
Supreme Products Issues 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY Revised Chuck Catalog 
Supreme Products C 


STANLEY aeons 


1 10g O its 1} 


itions of over 40 models 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
} ther wit } . , intineg 
ther with capacities, mountin 
| gs, 


tools + drapery, industrial and builders hardware * door controls » aluminum windows + stampings « springs — 
+ coatings + strip steel + steel strapping— made in 24 plants in the United States, Canada, England and Germany. limensions, and accessory 


items 
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Cg aucut 


LONG ANGLE 


LATHE 
FILE 


gives smoothest finish 


... Stays sharp longer! 


Look at the long - 

super-sharp precision-cut teeth. 
means greater shearing action f 
moving metal faster and with 
pressure without clogging 

angle provides a self-cleaning action 
— new chips clear out the old. This 
special-purpose file is cut from a heavy 
blank for extra strength and better 
results on lathe work. Both edges are 
“safe’’ to protect work shoulders. It 
can be used to give the right finishing 
touch to both hard and soft metals. 


You can depend on Heller Nucut Long 


Angle Lathe Files to speed work and 


cut costs. A trial is the best convincer. 


SOLD EXCLUSIVELY THROUGH 





OIsTRIBUTORS 


"YOUR OUTSIDE TOOL ROOM’ 


SERVICE + STOCKS—=SAVINGS 


ak ee ‘ 





Pe 
NN * 
= 
N 
Soe 
oe Ae 
eS 
Pee 


> 
ou 








HACK SAW BLADES | METAL CUTTING BAND SAWS FLAT GROUND OF€ STEEL 





INDUSTRIAL DISTRIBUTION e SEPTEMBER 


More than ever before... 


IT PAYS TO BE A 
HELLER SELLER! 


MORE TO SELL! Three great 
new lines supplement Heller's 
famous files. In addition to the 





thousands of types, _ sizes, 
shapes and cuts that make up 
the Heller AMERICAN PAT- 
TERN, SWISS PATTERN, 
VIXEN, and ROTARY FILE 
lines, you can now sell complete 
lines of Heller Hack Saw Blades, 
Metal Cutting Band Saws, and 
Flat Ground Die Steel. 


MORE TO SAY! All Heller 
products are now “Job Tem- 
pered”’ by a unique combina- 
tion of metallurgical and hard- 
ening techniques a promise 
of superior performance and 
longer life 


MORE ADVERTISING AND 
PROMOTIONAL SUPPORT! 
The impact of Heller’s current 
saturation advertising and mer- 
chandising campaigns for all 
four lires makes it easier to sell 
Heller files 


MORE FIELD ASSISTANCE! 


Heller’s Representatives . 
backed by more than 100 years’ 
tool application experience .. . 
are available to solve your 
customers’ problems, only 
through you as a Heller 


distributor. 





Am 100! G0. 








America's Oldest File Manufacture 
NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Stee! € 





DIAMOND 
KALAMAZOO i 


...worth more to vou 


For those Special 
Metal Cutting Jobs Sa 


Diamond Chain Co., Indi 


. Ind., has issued a catalog 





its flexible coupling 


MODEL 824D show horsepower ratings 


; . 1 a 
Cuts 8-inch round and 24-inch , s, and other CNEIMNCCTINE « 


flat stock. The 824D will give 
you extra capacity for special 


cutting jobs such as kitchen H ANDLING Continental! Di 
counter tops, steel mats and ymond Fibre Corp., Newark, Dela 
other projects where a little ex . . 
we capacity is roquired. Aum Catalog describing line of mate 
rate and dependable. - rials handling containers made of 
inized fibre. Various units are 
wn and construction features ex 


] 
iC 


PRANSMISSION Dodge Mfg 

Corp., Mishawaka, Ind.—Bulletin 

\-646A) on “Flexidyne” dry 
MODEL 610D : = a 

fluid drive, sheaves, pulleys, clutches, 

Cuts 6-inch round and 10-inch ‘ et Also, bulletin supplement to 
flat stock. The 610D gives you “ - . 

moximum capacity, accuracy fe has bu etin no \-640-A and ( italog 


and portability. Excellent as an i a D56 announcing two Flexidyne 
on-the-job saw for electricians, . : : 

plumbers and those in light lrives for higher horsepowers 
construction and welding. Has H 

all the features of the larger 


Ris agers FOOLS — Lowell Wrench Co., 
Worcester, Mass.—Catalog on “re 

versible ratchet” gear and socket 

wrenches. Includes specifications 

ind details on special wrenches, and 


+ 


table for figuring correct wrench 


Pt) ae col ae Ce lleliiteh dele Me(-to] (1am ol m@mel tell Meolilo Mo Mel-Tulelitticeliioi Mel 
these two units or any of the other fine Metal Cutting Bench Saws SIZES 
in the Kalamazoo line. Remember, Kalamazoo . . . worth more 


to you WIRE CLOTH—Cambridge Wire 
Cloth Co., Cambridge, Md.—Cat 
ilog illustrating full line of indus 


MACHINE TOOL DIVISION ial wie cloth, srens, and wire 


cloth products. Typical applications 


KALAMAZOO TANK and SILO COMPANY ind metallurgical tables are given. 


510 Harrison Street @® Kalamazoo, Michigan GRINDING WHEELS — Cincin 
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STANDARD MERCHANT DRIVE PIPE 


—— a ae 





3,000 & 6,000 
HYDRAULIC 


? 
. 
ENGLISH 


| 'f More than 23 types of couplings, covering your 
—— WN — standard requirements, are regularly stocked 
. - and available for prompt shipment. Special 


couplings fabricated to order. 


cheat ond On Capitol Couplings are made to specifications 


Line couplings (up of the Association of American Railroads, the 
to 2°) are avail- American Iron and Steel Institute, and the 


able in conven- : . 
bene, een American Petroleum Institute. 


= extra cost. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 
AND DISTRIBUTOR 


% : eee 





MFG. & SUPPLY CO. 


COLUMBUS, OHIO 


Mest k 








NEW...exciusive FROM 
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COMBINATION 2-WAY 
3-WAY PULLERS 








THE MOST COMPLETE PULLER LINE 
TO OFFER YOUR CUSTOMERS 


NEW... HYDRAULIC 

2-WAY 3-WAY PUSH-PULLER 
Two tools in one to handle more 
pulling jobs faster, easier — in- 
crease maintenance — crew effi- 
ciency. NEW OTC Y-938 2-way 
3-way push-puller will complete 


your OTC line of pullers 


NEW... GRIP-O-MATIC 
2-WAY 3-WAY PULLERS 


A complete line of combination 
jaw-type pullers — that quickly 
adapt to any pulling job. Your 
customers will go for this versa- 


tile maintenance tool. 





Fd 
OFFER YOUR CUSTOMERS MORE WITH THE OTC LINE 


. . . Always first with the newest — OTC is the originator of hy- 


draulic pulling systems. Every OTC tool is backed by years of 
research and experience. Sell OTC — the only complete line of 
Industrial Pullers. Approved by all leading truck, tractor, imple- 
ment and bearing manufacturers. 


COMPLETE SELLING PACKAGE .. . bulletins, idea book and envelope 
enclosures to help you sell OTC. Write for details. 


OWATONNA TOOL COMPANY 


373 CEDAR STREET, OWATONNA, MINN. 
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nati, O.—Booklet on firm’s “PD” 
grinding wheels, discussing wheel 
markings, grinding wheel types and 
uses, characteristics of incorrect 
wheel gradings, and grinding faults. 


INSTRUMENT - Bristol Co., Wa 
terbury, Conn.—Bulletin describing 
and illustrating new line of small 
size, self-balancing electronic poten 


tiometers and bridges. 


MOUNTED WHEELS—Simonds 
Abrasive Co., Philadelphia—Cat 
alog (no. ESA-67) om line of abra 
sive mounted wheels. Sizes and 
shapes in the A and B series are 1] 
lustrated actual size. ‘l'ypical shapes 
of the W series with complete list 


ing are included. 


FASTENERS — Standard Pressed 
Steel Co., Jenkintown, Pa.—Catalog 
on new self-locking nuts, additions 
to firm’s “Flexloc” line. Also, 32 
page revision of basic “Unbrako 
catalog of standard socket screw 
products, with complete data and 
shipping information. Firm has also 
issued bulletin on its “Hallowell 
Eretcomatic” steel shelving, illus 
t 


rating construction features 


FINISHING Wall Colmonoy 
Corp., Detroit—Engineering data 
sheet (no. 5) listing grinding wheel 
recommendations for finishing ove1 
iavs of Colmonov hard-facing alloys 
Parts numbers are given for whecls 
of several manufacturers 


“OQ” RINGS—Crane Packing Co., 
Morton Grove, II].—Bulletin de 
scribing line of chemically inert gas 
kets and O rings made from DuPont 
“Teflon.” 


BUSHINGS—Browning Mfg. Co.. 
Maysville, Ky.—Catalog (no. HB 
101-A) on steel hubs and malleable 
split taper bushings. Specifications 
ire in table form, and engineering 


drawings show dimensions 


VALVES—A. W. Cash Co., Deca 
tur, I]l.—Catalog on “Cash Stand 
urd” and “Stacon” lines of pressure 
reducing and regulating relief, back 


pressure and control valves. Also, 

















STEEL-CUTTING CARBIDES 
OMWCREASE BRODUCTION OCHE UP 7050%LONEER LIFE 


Complete Technical and 
Shop Data on the Carmet 
"CA-600 Series” of special 


steel-cutting Carbides 


Ube fon fu. Gog 


ADDRESS DEPT. ID-93 


DETAILS OF JOB ILLUSTRATED 


Sundstrand Rigid Mill 
10” Diameter 


Carbide Inserts (grade)....Carmet CA-610 
Rate of Travel 400 S.F.P.M. 
Table Speed 10 in. per minute 


Depth of Cut Yq inch 
1095 Cold Drawn Shank 
Steel, 200 Brinell 


They're available to fi 


if t} ra j ( 
nearest A-l representat c {/legheny 


Steel Corporation, Carmet Division, Detroit 20, Michigan 


For ALL your CARBIDE needs, call 


Ae 
Allegheny Ludlum *=2 





en 


INDUSTRIAL DISTRIBUTION e SEPTEMBER, 195 














B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


is 


always measure up! 


Product, Promotion, Policy . . . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy . , . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 

PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 
PROMOTION Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


you can do better .. . vith B-RIGHT-ON!” 


1827 Reading Road 
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VU 


THE BRIGHTON SCREW & MANUFACTURING CO. 


Cincinnati 2, Ohio 





1957 





12-page condensed catalog on line 
of automatic valves. Designing is il 


lustrated by cutaway drawings 


MIASONRY DRILL—Idea! Indus 
tries, Inc., Sycamore, Ill.—Catalog 
sheet on rotary impact masonry drill 
ittachment 


trated, and drill kit is shown with 


\pplication is illus 


listing of components 

WORK BENCHES Sturdi-Bilt 
Steel Products, Inc., Chicago—Bul 
1] 


letin illustrating and describing its 


work benches and shop accessories 


LUBRICATION Bijyur Lubricat 
Corp., Rochelle Park, N. J 


Reference sheet on rotary driven pis 


ng 
ton pump. Operation, capacities and 
typical mountings are discussed 

TIRES B | Goodrich lire 2. 
Akron—Booklet on industrial tires, 
ving specifications, uses, and op 


erating data on various tvpes 


WIRE ROPE—American Chain & 
Cable Co., Wire Rope Div., Wilkes 
Barre, Pa.—Folder (no. DH-91) om 
Acco Signalkore” wire rope, dis 
ng new wire rope that trans 

] 


mits electrical energy 


HEAT TREATING EQUIPT. 

Wiretex Mfg. Co., Bridgeport, 
Conn.—Catalog on various types of 
heat treating fixtures—retorts, bas 
kets, trays, boxes, plating equipment 


baskets, et« 


COMPRESSORS — Ingersoll-Rand, 
New York, N. Y.—Catalog sheet on 

free air compressors, 4 to 3 hp 
vith output of 25 to 100 psig. De 
scriptions and specifications arc 


TOOLS—Beaver ‘Tool & Engineer 


ig Corp., Gaylord, Mich.—Catalog 
no. 57) on line of “Quick Change’ 
tools, showing correct holder for 


ich of different types of standard 


netalworking machines, and listin 


machines bv make and model 


WELDING-— Marquette Mfg. Co., 
Minneapolis—Booklet (revised) en 








TURNING 
POWER 


For threading, cutting, hoisting, cranking, 
pulling, winching and dozens more! 


> y 


‘ 


5 


The TOLEDO No. 68 teams up with 
a geored threader to make short 
work of a tough threading job 
Versatile square socket adaptor 
snaps on easily, quickly 


The No. 68 turns a geored winch 
Ideal tor heavy doors, heavy equip 
ment, pulling and positioning. Saves 


time and effort wherever you go 


The powerful TOLEDO 

No. 68 is only 6 

wide and 32” long f 

Weighs only 33 Ibs This handy, light A . 

Air motor available weight adaptor snaps é pie, 
on.in a jiffy. Square . 


Carry it everywhere! 
’ 


socket adaptor adds 
, a 


extra versatility 
: A 


Just pull the pow!l ‘ a. “ % 


end snap on the die . ; : 
WAC rE» 
stock ond you're ye s 
ge ; 
: ~ i 


\ 
‘ 


: 


ready to threod 


The No. 68 powers a tapping mo 
chine. A 24" service connection is 
drilled and tapped in only 3 min 
utes! The No. 68 is a real worksaver 


% 


a 
This square socket adaptor puts BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


real turning power on the spot... 
opening and closing valves .. . 

operating hoists and winches. . 

operating tapping machines... 

turning earth augers ... pulling 


wire through long conduits . 

bending pipe ... and many, many 

more! The Toledo No. 68 is PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
backed by a name known 

everywhere for the finest in pipe 

tools, power threaders and THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO 4, OHIO 
ortadDie power equipment. 
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...as a Binks 
industrial distributor 
we can fill all your 
SPRAY PAINTING 
and COATING needs 





4 ) 
a 4 


The COMPLETE line 





PAINT SPRAY GUNS SPRAY BOOTHS AND MANY OTHERS 
for better, uniform finishes dry and water wash types Over 1100 standard items 
SPECIAL SPRAY GUNS EXHAUST FANS backed by nationwide 
for heavy materials 18” to 42” diameters engineering, sales, parts 
AIR COMPRESSORS OIL AND WATER EXTRACTORS and repair services. 
light, medium and heavy duty | for cleaner, drier air IT PAYS TO SELL BINKS 
stationary and portable FLUID PRESSURE TANKS Get ofl the tacts end 
MATERIAL HANDLING PUMPS from 2 to 60 gallons Catalog 956 from a Binks 
to pump from original drums AUTOMATIC EQUIPMENT Branch Office or write 
HOSE AND ACCESSORIES | for faster production direct to address below 





Ask about our spray painting school 
Open fo all... NO TUITION... covers all phases. 


EVERYTHING FOR 
3128-30 Carroll Ave. West, Chicago 12, Ill. SPRAY PAINTING 


Binks Manufacturing Company 





REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED EP DIRECTORY 
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titled “Guide to Better Welding, 
liscussing all types of welding with 


, . 
nrims clectrodes ind gas rod 


GAGE—Brown & Sharpe Mfg. Co., 
Providence, R. I.—Bulletin (no. M 
53) on no. 624 planer and shaper 
tool setting) gage. Item and its ap 
plication are illustrated. Also, bulle 
tion (no. M 52) on }-in. precision 


sine plate 


FOOT GUARD-—-Versa Products 
Co., Brooklyn, N. Y.—Folder on 


safety foot guard, listing advantages 
ind showing construction features 
Publication also pictures firm’s line 


yntrol valves 


WIRE—Colorado Fuel & Iron 
Corp., New York, N. ¥ Catalog, 


i 


2 pages, illustrating and describing 


W ickwire wire, including dia 


rams and descriptions of various 


vpes and grades 
VALVES—Homestead Valve M[eg 
Co., Corapolis, Pa Catalog giv 


i 
yr 


ing lubricant recommendations f 


nearly 4,000 service ynditions for 
which lubricated plug valves can be 
used. Also shows accessories, fit 
tings, automatic lubricators, et 


FUBING —‘Tube ‘Turns Plastics, 
Inc., Louisville, Kv.—Booklet con 
taining technical data and installa 
tion information on unplasticized 
polyvinyl chloride pipe, and specifi 
cations for threaded and socket types 


f PVC fittings, valves and flanges 


POWER TOOLS—Detroit Surfac 
r Machine Co., Detroit—Catalog 


ing 
sheet featuring new models D and 
DC “Easy” sanders. Parts and ac 


essories are listed 


HOSE REELS—Clifford B. Han 
nay & Son, Westerlo, N. Y.—Cat 
ilog describing line of hose reels 
for industrial use. Illustrated with 


photos and cutaway views of units 


ABRASIVES—Electro Refractories 
& Abrasives Corp., Buffalo, N. Y 

Bulletin on abrasive cut-off wheels 
ind depressed-center abrasive wheels 


for use with right angle grinders. 











EI’ WEATHERHEAD ROTARY 


most important advancement in tube working in 20 years ! 


Automatic tube height gauge to control 
flaring diameter to S.A.E. Standards. 
Positions automatically. 


Patented “built-in” rotary clamping 
dies. Nine popular easy-to-read sizes, 
\%” thru %” 


Models also available with automatic 
burnishing attachment and burnishing 
cone. 


Mechanical 


Spring-Type 
Bender 


Bender 





Fast! 
Easy! 


Accurate! 
Compact! 
Durable! 


Here’s a brand new tool for perfect tube flaring . . . unparalleled in performance. It’s 
faster . . . One piece construction. It's easier . . . “Dial-Matic’’ tube size selection. 
It's accurate . . . tube stop automatically controls flaring diameter. It's compact . . . for 
easy storage. It’s durable . . . for years of service. 


The Weatherhead Co., Fort Wayne Division 

Dept. J-9, 128 West Washington Bivd., Fort Wayne, Indiana 
In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 
Gentlemen 

Please send me your tool catalog illu 
working tools 


Strating your complete | 





Name 
Company 
Position 
Address 


INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 








Recommendations are listed for ap 
plications ranging from fine finishes 
to cutting and cleaning of alloy 


istings. 


SCALES—Exact Weight Scale Co.., 
Columbus, O.—Brochure on “Dha 
dograph” scales for industrial use 
Detail specifications and features of 


34+ models are included 


FOOT SWITCHES — Linemaster 
Switch Corp., Woodstock, Conn 

Bulletin on “Hercules” line of foot 
switches. Special features and speci 


hcations are presented 


PFUBING—Supenor Tube Co., Nor 


ristown, Pa.—Reprint of Applied Hy 


lraulics article entitled “What to 
Check when Specifying Hydraulic 
tubing,” by firm’s engineer, Louis 


COUNTERS Production In 
struments Div., General Controls 


Co., Chicago—Condensed catalog 


~ 





f counting instruments—electric, 


e 

Distributor salesmen stroke, and revolution actuators, 
small electric and stroke counters, 

SELL more because | 
COMPOUNDS Permatex Co., 
h k New York, N. Y.—Catalog on seal 
t SERVICE ng compounds, cements oils and 
ey now tbricants, hyd uli fluids, polishes 


vinding counters, et 


TT eaners for industrial and ma 
ipphication. Recommended usc 


Training aids supplied by Wendt-Sonis to taal 





distributor men pay off in more sales, better 


service from Wendt-Sonis carbide tools, and 


better-satisfied customers, And for the really r= 
tough problems, our own field men are ready = 
! 1 iL, 
with the answers. Two more reasons why | a eg S 


more distributors. are sold on 








eS = FUE 
= 4 _&& \ 
WENDT-SOnIS KA | 
COMPANY Py DO 


Dept. 1D-957 
HANNIBAL, MISSOURI * ROGERS, ARKANSAS 





“But if you knew you lacked patience, 
why did you go into this kind of work?” 
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~ PROFIT 
OPPORTUNITY 


...from America’s oldest clamp manufacturer! 


HELP YOURSELF 
TO EASY 
CLAMP SALES 
WITH THESE 


MARKET 
CONDITIONERS ! 


oldest clamp manufacturer 


Ideal Corporation—a principal producer of clamps for rr meter anes 
automotive, aviation and plastic pipe applications — is now 
broadening its operations to supply clamps to general in- 
dustry . . . Industrial Distributors will form the backbone 
of Ideal’s new sales program. 

The Quality leadership of Ideal Clamps has been proved onvenient packages for easy handling 
over many years through their selection for critical appli- 
cations. Noteworthy was their installation on the Spirit of actory — Distributor cooperation 
St. Louis for Lindbergh’s historic transatlantic flight. 
Today, Ideal clamps are used on barrier-breaking jets and pecial Catalog for industria! sales 
highly-tuned racing cars. In the Indianapolis Speedway Race 
— where the quality of some of America’s finest products 
is put to test over a gruelling 500-mile course — IDEAL 


sizes and types 


Clamps have been the choice of drivers and mechanics of 
ail cars for the past three years. 

For complete details on Ideal’s new distributor program 
write Ideal Corporation, Distributor Sales Dept., 435 Liberty 
Avenue, Brooklyn 7, New York. 





Pax , 
& & 4 a hy e. 
ae Ly L Anner 
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This advertisement 


is currently appearing 


in the leading metal- 


working magazines. 





EFFICIENT MILLING...in any direction! 


New CLEVELAND 4-flute center cutting End Mills 
reduce individual end tooth shock and assure smoother 


cutting action, particularly in plunge milling. 


The advanced design of 4-flute 500 Series High Speed End Mills 
is your assurance of accuracy and high production in both tracer 
and general purpose milling. The accurately form-ground notches BALL NOSE SQUARE END 
and the precision ground cutting edges give you absolute uni- In both the ball nose and square end types, the rake 
o . °.* . , ar $ ly ogr v f z oc cen r 
formity and positive chip removal. oa [ry these new CLEVELAND PP REES EM BHD A CONS Cee 

é < o blend he hook in the cutting face of the flutes 
End Mills on your next job. Get all the advantages of 4-flute mills 


and plunge cutting, too! Contact our nearest Stockroom, or... 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THECLEVE LAND twist peut co. 


1242 East 49th Street . Cleveland 14, Ohio 


Steckrooms: New York 7 * Detroit 2 + Chicago 6 * Dallas 2 San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 

















An industrial distributor asks 


3 leading questions about V-belts 


l “T’'m tired of ‘one belt’ sales! 
Can Veelos build my volume?” 


Yes! Selling Veelos is selling volume. You sell by reels, 
not by belts, turn small orders into large orders. With 
four 100’ reels of Veelos (O, A, B, C widths) your cus- 
tomer replaces up to 316 different sizes of endless belts 
Veelos Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 
in storage. And Veelos stores in mere inches! 





EEO eae 


3 “With Veelos, can I meet 


customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100’ reels—each reel in its own tough, cor- 
rugated box. You can ship to your customer in these 
same cartons! There’s a Veelos belt for every possible 
requirement, and your storage is as easy as your custom- 
er’s. With Veelos, nobody has to maintain a huge in- 
ventory . .. and you can meet customer requests quickly 


and easily! 


) “Is it true that Veelos cuts 
“== installation and down-time?” 


Yes! You've got a terrific selling point here Veelos is 
an adjustable belt. Veelos adjusts to any drive, any 
length. Your customer doesn’t have to tear down out 
board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links—and you don’t have to stock hundreds of matched 


sets to meet customer emergencies! Veelos cut 


a 


Veelos is sold exclusively 
through distributors. For 


information, write to: 


LINK V-BELT MANHEIM 


Manufacturing & Belting Company 
114 Stiegel St., Manheim, Pa. 


Veelos is known os 
Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


© MM4 8B. Co. 1956 


Adjustable to any length e Adaptable to any drive « Balanced power « Constant power « Vibrationiess power 





A. S. A. SIZES and TYPES 


of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”. 


And when it comes to lock washers, don’t overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 


550 CHARLES AVENUE MASSILLON * 
SALES OFFICES: NEW YORK CLEVELAND DETROIT 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 





Operations Ideas — 
Can You Use Any? 





File Locking Device 
Fraction Adder 
Manifold Carbon 
Carton Sizer 
Adding Machine 
Storage Rack 
Photocopy Outfit 
Numbering Kit 
Reference Board 


Dictation Machine 


Phone Booth 
Typewriter 
Block-Out Kit 
Fiashlight Clipboard 
Calculator 


Truck Leveler 


File Locking Device 


[his model permits locking onl 
top drawer in ordinary four and 
five drawer file cabinets, as illus 


trated, allowing classified material to 
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free distributor 
services boost 
your sales of 
Crosby-Laughlin 
fittings 


Vv 


national 
advertising 


\n intensive campaign 
of well-read ads reach 
your best prospects in 
every industry. ‘The in- 


fluential men who buy 


or specify see these in- 
formative ads in their 
trade 


tavorite maga- 


zines regularly. 


VW 


promotional 
material 


Colorful selling aids— 


with your name im- 


printed — are available 


for each month of the 
vear! Fact-loaded cata- 
logs and specification 
sheets tell the Crosby- 
pi oduct 


Laughlin 


story completely! 


Ww 


standard 
packaging 


Crosby* Clips and 
Blocks, Crosby-Laugh 
lin “Missing Links” 
and Swing Links and 
Lebus Loadbinders 
are attractively pack 
aged in durable boxes 
that are easy to han 
dle .. . stock . . . dis 


play ... deliver! 


YW 
field 


sales force 


Irom coast to coast, 
experienced Crosby 
Laughlin field sales 
men call on your pros 
pects and customers. 
They give them valu- 
able product informa- 
tion — assistance that 
generates user accep- 


tance and sales for 


you! 


l'ake advantage of the industry's most complete distributor promotion program- 
it’s an active program that’s working—boosting Crosby Laughlin, the world’s most 


complete line of drop forged fittings for wire rope and chain, into top prominence in 


the industries of 


America. 


You sell a quality product because every Crosby Laughlin fitting is designed by 


highly trained, experienced engineers—manufactured under strict quality control. 


\n active research department continually works to expand the Crosby-Laughlin 


line to meet your customers’ demands. Remember, when vou stock and sell 


Crosby Laughlin, you sell safety . . 


Registered Trademark 


. quality... 


complete line . 


_. fast availability! 


CROSBY LAUGHLIN Deccscon 


SOUTH KEARNY, N. J. 


@ FORT WAYNE, INDIANA e@ 
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LONGVIEW, TEXAS 





HOUR METERS TAKE AWAY THE GUESSWORK 


Beat down-time on production equipment! Maintenance record systems are of value 
only when they are based on accurate operating time. The Hobbs Hour Meter 
furnishes the time data essential for a genuinely effective maintenance program 

. and time information vital for cost and production records. Compact and easy 
to install on any equipment operated by alternating current. Ruggedly built . . 
sealed against dust and moisture. Easy to read. 


@ Write for Catalog AC-587 for complete information. 


JOHN W. 


Hobls CORPOR 


2079 YALE BLVD. 


A DIVISION OF 
ATION 


ILLINOIS 


SPRINGFIELD, 


when your customers need small pumps 


you can build extra profits! 
- American_ PUMPS 7 


ALL BRONZE. 


snr gut 
PRECISION 


MANY 
INDUSTRIAL USES 


including 
@ Coolant Pump Systems 
@ Fuel Pumping 
@ Boiler Feed Systems 
@ Drainage Systems 
as well as many other key 
pumping jobs involving 


liquid, high viscosity fluid, 
or semi-solid transference. 





Almost 100 sizes and combinations available — 
Gear, Centrifugal and Neoprene Impeller types 


AMERICAN GEAR PUMPS 

7 sizes from %” to 

1%” ips., each upper 

or lower, single or 

double shaft, spur or 

herringbone gear. 20’ suction lift 
without priming. Develops 100 psi. 


AMERICAN NEOPRENE 


IMPELLER 


6 sizes from 


to 144” ips Ss; 


Easily Bath ON Lesseabtad 
is keyed to shaft. Passes small 
particles without jamming. 


Self priming. 
directions at 


Operates in both 
high or low speeds 


Write today for detailed information including 
prices and attractive distributor discounts on the 
complete AMERICAN Line. Excellent deliveries. 


AMERICAN MACHINE PRODUCTS, 


Manufacturers Since 1926 


172 CENTRE STREET 


NEW YORK 13, N. Y. 


INC. 
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be locked up while other unclassified 
material is In 
stallation can be completed within 
hi ing 


readily accessible 


a few minutes by mere! ly dn one 


hole in the top section of the file. 


Fraction Adder 
I his 


fractions in a jiffy and can be used 
by craftsmen who may be vour cus 


little circular slide rule adds 


tomers. They can be had in quan 


tity with gold imprint on a plastic 
Case Good 


good will gimmick 


sales promotion and 


Manifold Carbon 


\ direct-process duplicating mas 

r, plus as many as six clear record 
Ce 3 can be prepared at the same 
time using a new manifolding car 
bon announced by a manufacturer 
of duplicating equipment and sup 
plies. The new product is a thin 
direct-process carbon with a quick- 
release dye-coating. 
for systems used where a number of 


It is designed 





behind 
the 








OR more than 
and built br 


The excellent | 

tools throughou 

acceptance among 

that top-quality is behind the name “Osborn 
This acceptance ur key to greater sales 

volume top profits through repeat orders 

year after year. Ask for an Osborn maintenance, 

paint and power brush order on every call. The 


Osborn Manufacturing Company, Cleveland 14 


Osbou Brushes 


Ohi 


O S B O R N BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES « BRUSHING MACHINES « FOUNDRY MOLDING MACHINES 
® 
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carbon copies fot immediate distri 
bution must be prepared at the same 
time the duplicating master 1s typed. 








Carton Sizer 


Your shipping department will be 
pping de} 


pleased with this new tool called the 
Carton Sizer. It makes it possible 
to re-use odd size cartons by scoring 
the box walls to depth desired so 
sides can be folded to proper size 
eemes “T" needed in one easy operation. This 


THERMOSTATIC eliminates the need for stuffing ma 
STEAM TRAP 


terial and excelsior thereby saving 
idditional weight and providing a 
snug-fitting carton. ‘The whol oper 
ition takes a matter of seconds and 
minimizes slow cutting o1 sty 
special box stocks. ‘he sizer is made 
of polished aluminum with a needle 
sharp lifetime scoring wheel. Depth 
of scoring is perfectly controlled by 
in adjustable depth gage with set 


CTeW 


* LOW INITIAL COST 

*x EASY TO INSTALL 

x LOW MAINTENANCE 
* MINIMUM INVENTORY 


Ask Your Distributor For These CLARK Fluid Controls 


Inverted Bucket Traps Venting Traps Pressure Regulators 
Open Bucket Traps Thermostatic Traps Y-Type Strainers 
Float Traps Vacuum Traps Pressure Reducing Valves Adding Machine 


LARK LINE 


MPL s nei plies multi 
STANDARDIZE ON THE (OMPLETE nis ROW tie Hepes me 


by printing only 


mventional adding ma 


ines, this one prints only the 
MANUFACTURING COMPANY : 


multiplication factors and the an 


1833 East 38th St. * Cleveland 14, Ohio ver on the tape, making checking 
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| 
PRECISION 
PERFORMANCE... 










To the mint, precision performance means 
reproducing in finest detail the design intricacies 
of the various coin denominations. 

To tap users, precision performance means 


production-line continuity, better threaded parts, 






increased tap life .. . and BAY STATE! 





Bay State Tap & Die Company 


Mansfield, Massachusetts * 6 


On the nearby shelves of your Industrial Supply Distributor 





FANNER 


GIVES SERVICE PLUS 
SERVICE LIFE! 


FANNER thumbscrews and thumb 
nuts are made under closely -ontrolled 
conditions to exacting tolerances. 
Inspection after each manufacturing 
operation insures delivery of only top 
quality products to customers. More- 
over because of FANNER’S extensive 
manufacturing facilities — from raw 
material to finished product, you find 
at FANNER a complete stock of all 
types of thumbscrews and thumb 
nuts, plus a service that meets present 
day hurry-up delivery requirements. 
See the complete line by writing 
for FANNER Catalog T-7 today. 
Also 
A COMPLETE LINE OF 


MARINE 
INDUSTRIAL HARDWARE 


and 


WIRE ROPE FITTINGS 


THE FANNER 
MANUFACTURING CO. 


Industrial Hardware Division 
Executive Offices and Plant 


BROOKSIDE PARK © CLEVELAND 9, OHIO 


WRITE TODAY 
FOR A FREE 
Copy OF 
THE NEW 
CATALOG T-7 
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instant and accurate. 
is the same as for the conventional 
adding machine but, on this ma 
chine, a dual-purpose lever locks 
out printing during cycling. For 
straight addition, the dual-purpose 
lever is simply flipped back to the 
adding position to print each num 
ber cycled. The machine has an 1] 
digit listing and 13-digit totaling 
capacity. It has two-color printing, 
a window which continually shows 
true running credit or debit balance 


at all times and provision for using | 


a constant figure in computing com 


missions and pro-rating by per 


centages. 


Storage Rack 


I’‘his rack is completely adjustable 
he 


method for adjusting is to remove 


without bolting or unbolting. 


stringers quickly up or down a spe 


cially-formed post and lock them | 


into place at the same time. More 
than 800 different sizes and capacity 
be made from five 


variations can 


basic parts. 


Photocopy Outfit 


Photocopies up to 20 in. wide by 
any length are made by this ma 
chine. It was designed for copying 


The cycling | 








to help 
you sell 
more 
pliers 


AN ye, LOCK 


your customers 


Over 3% million readers of 
national consumer and trade 
publications are being told the 
Channellock plier story every 
month. Another good reason 
why you'll find it profitable to 
put Channellock pliers up front 
for your customers to see... 
try ... and buy. 


For a longer profit per sale... SELL QUALITY 


VIGAG 4 


SELL THE COMPLETE CHANNELLOCK LINE 


=a CHAMPION D&ARMENT TOOL COMPANY 


7 








f | 


THIS LUBRICANT 
ENABLED Ue 
TO INCREASE 

- PRODUCTION” 


soys—PITTSBURGH TUBE COMPANY 











Our 70,000 pound Draw 
Bench was designed to operate 
it a maximum of 80 feet per minute, full 
load. We decided to increase the drawing 
speed on lighter tubing to 100 and 104 
feet per minute. This overloaded the 
Speed Reducer, however, causing it to 
overheat. We tried four different makes 
of oils without success before trying 
LUBRIPLATE A.P.G. 90. With LusrI- 
PLATE, we are able to pull heavier tubing 
than before at 104 feet per minute with- 
out the Reducer overheating.” 
R S Vorous 
Maintenance Engineer 


THERE IS A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 


of” ———, 




















“THIG LUBRICANT 
CTOPPED 
THE ‘FLAKING’ 
OF ROLLING MILL 
GEAR” 


sdy3—VANADIUM—ALLOYS STEEL CO. 











“The herring-bone gears in the 

drive unit of our 6-stand, 10- 

inch mill that rolls our high speed tool 
steels became noisy. Inspection showed 
definite signs of flaking of gears. This was 
in 1939. It was then we started to use 
LUBRIPLATE in them and we have not 
»ncountered any flaking trouble since.” 
L. M. Potter 

Purchasing Agent 


INDUSTRIAL DISTRIBUTION e SEPTEMBER 


ITS THE EXPENDABLES 
THAT BUILD UP 
SALES VOLUME 


f LUBRI 


++ 


UBRIPLATE. H 


+ ; ; ; 
ST U 


wwe “LUBRIPLATI 


pcm 


The beaut g LUBRIPLATI 


Ker, ©) 


; 


LUBRIPLATI 


LUBRIPLATI 


Salk 
nit f LUBRI 


t t LUBRIPLATI 
l'ag tink 
thro 
time 
PLATI 


his terri 


LUBRI 


; 


sure hire 
dress or th 


card 
ll industrv know ibout 
PLATE Lubricant 
ers from Maine to California write us 
to tell how LUBRIPLATE saves them 
maintenance costs 
production. The In 
dustrial Supply Salesman 


on this popularity 


LUBRI 


Pleased custom 


monev in reduced 
ind increased 
can cash in 
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LUBRIPLATE 
Nos. 130-AA, 630-AA and 930-AA 


are grease type lubricants espe- 
cially formulated for use in bear- 
ings and on other machine parts 
subject to heavy loads. Have ex- 
tremely high film strength, marked 


adhesiveness and water repellence. 


LUBRIPLATE 
Nos. 4 and 8 


are most fluid type 
lubricants over a wide range of 
temperatures. Due to their high 


film strength, they are ideal for 


satisfactory 


use where heavy loads are en- 


countered. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















For nearest LUBRIPLATE distributor 
see Classified Telephone Directory 
Write for free “LUBRIPLATE DATA 
Book"’. .. a valuable treatise on | 
eation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio 


ubri- 


ew, 


THE MODERN LUBRICANT 


Fisk were ee ne co. 
S-SROTHERS REFINING, 
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Easy to install . . . requires shal- 
low hole . . . fixture can be re- 
moved and replaced without 
loosening anchor...a few ham- 
mer blows set anchor firmly . . . 
conical-shape nut expands lead 
sleeve to provide strong holding 
power... widely used by elec- 
plumbers, carpenters, 
ornamental iron workers, main- 





Cutaway drawings show how 
lead 
sleeve around conical nut. 


tricians, 


setting tool expands 


tenance men, awning and sign 
men and other tradesmen. 





ee CS . _ 


HAMMERLESS SETTING TOOL 


Expander hammerless 
setting tool for easy installation of Arro Machine 
Screw Anchors in hollow tile, bottomless or weak-bottom holes. 


THE ARRO LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


4 


‘| 
| 








pert tA = 
= ARROFLUTE CARBIDE MASONRY DR 
$$ 











Tis Advertisement Appears in Leading Publications 
Divected to Your Customers 
ARRO EXPANSION BOLT COMPANY 


O -qmaes < +) 







with a 
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large sketches, blueprints, etc., as 
well as for making letter size copies. 
he outfit consists of an automat 
continuous printer (6 by 9 by 30 
in.) with shutter-type light control 
weighs 29 Ibs., and an automatic, 
continuous processor (6 by 7 by 30 
in.), weighs 25 lbs. Both are stain 
less steel covered and have heavy 
gauge steel bases in grav hammer 
Outfit makes about 60 to 90 
copies per hour, and can make one 


tone 


or two-sided copies. Reproduces 


from all colors. 





Numbering Kit 


Mark your warehouse bins with 


these special rubber-impregnated 


pre-printed numbers. ‘They are wash 
able, will not “age” and can be re 
moved easily without leaving resi 
due. Change them as often as you 
like. A stainless steel dispenser oper 
ites from a cart or any flat surface 
ind holds the 10 boxes comprising 
The 
numbers are printed on white and 


ome in three sixes—4 by 3 in. in 


the complete marking kit 


black, ? by 14 in. in black or red, and 


1 by 1}? in. in red. Each box dis 


penses 500 markers which pop up 
individually from liner tape. Made 
to-order letters or special designs on 
this type of pressure sensitive label 


ire offered also. 


Reference Board 
\ quick-reference 


index board 
that holds as many as 1,800 items, 
| 


but still allows rapid changes, may 


be used for indexing production 


ontrol records, piece work rates, 


roa 


trafhe department data, personnel 


records, stock records, etc. On each 


le the board has four columns 


isibilitv of 5 in. each. Swing 








Get more sales 
from your 
territory with 


TAKE any com} 
or one you want 
Thermoid line 
to increase s 


pront ible cu 


WHY ? Bec 
complete onve 
Belts—flat and multi-v 

justrial Friction Materials 


plus a full line of Indu 


All top quality products used in quantity 


Power 


by all industry lor rep! icement 
equipment 


WHAT'S MORE Thermoid hel; 


important ways. First with consister 


; 


idvertising of Thermoid produc 
in Magazines read by your customers 
pects Second with a staff of experienced 
engineers ready to give you techni 


assistance on special problems 


Get in touch with Thermoid. You'll soon 
see how Thermoid can help you get more 
sales from your ferritory. Thermoid Company 

Trenton, New Jersey 


Nephi, Utah 











FITLER 


PURE MANILA 


“W ATERPROOFED” 


and 


“ROTPROOFED” 


For Your Protection When Buying Rope Look 
for the Blue and Yellow Registered Trade Mark 





STRONG — DURABLE — FLEXIBLE 


Fitler Rope is now treated with a new water- 
proofing known as Fungi-Static which arrests 
the growth of mold, mildew, fungi and bac- ing on a bracket that can be fastened 
teria. It is this inner, finer quality of Fitler FITLER to a wall. it takes little space and 
Rope which gives assurance of long life 
with less rope maintenance. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 











provides quick access to records on 


either side. Individual listings are 





tvped on scored sheets of seasoned 


; 


straight-grained wood veneer with 


THE EDWIN H. FITLER co. special papers laminated to each side 


EST. 1804 which readily separate into strips 
PHILADELPHIA 24, PA. 











HEAVY-DUTY 


ENCH 
EGS 










ARC 


Available in 18 different Dictation Machine 
LDED sizes, Pollard one-piece 
Wi Bench Legs are ideal for \ warning buzzer sounds when 
single unit or continuous the user forgets to lower the record 


benches. Their heavy-duty 
design, angle-iron con- 
struction and arc welding belt dictation machine. The buzzer 
assure many years of ser- also works 10 sec. before the end of 
vice-free installation! 


WRITE FOR CATALOG No. 304 


ing head of this improved magnetic 


the belt is reached. Numbered in 
put and output controls allow the 
user to adjust the machine for indi 
vidual needs. A positive action drive 
is lifetime lubricated. 





Phone Booth 
POLLARD BROS. MFG. CO. Where operation noises may 


al 5504 Northwest Highway make telephone conversation with 
Chicago 30, Illinois warehouse or other parts of your 
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BRASS THREE WAY STOPS 


@ TWO OR THREE PORT 

@ FOR DIVERTING FLOW 

@ FOUR POSSIBLE POSITIONS @ FLOW MARKER ON HEAD 

@ MADE OF STEAM METAL BRONZE @ PLUGS PRECISION 

GROUND @ INDIVIDUALLY TESTED FOR STEAM, WATER, GAS, AIR 
SIZES— 1/4’ through 3” (with or without wrench) 






IN THESE AND MANY OTHER APPLICATIONS AS FLOW DIVERTERS 


Use 
HAYS THREE WAY STOPS 


Gas Control on Gas Burning Units Steam Cleaning Equipment for Gasoline 
Gas Engines Service Stations and Garages 


; — , Air Compressors 
Oil Well Drilling Equipment Spraying and Dusting Equipment 
Water Pumps 


Farm Installations and Equipment 
Air Sand Blasting and Cleaning Equipment Ship Construction 


Send for HAYS THREE WAY STOP Folder 131; 
Also Folder 103-9 illustrating other HAYS Industrial Products 











Leading Industria! Distributors stock 
the complete line of HAYS stops, volves, and fittings 






SOME OF THE MANY OTHER HAYS INDUSTRIAL PRODUCTS 


GRADUATED DIAL LOW PRESSURE STEAM FLARED TUBE 
INDICATOR STOPS STOPS STOPS FITTINGS 


7 $s 
obs 


HAYS MANUFACTURING COMPANY 


IRON 
STOPS 



























West 12th Street, ERIE, PA. 
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Every company you call on has use 
for many of the items in the HAYS 
line—as users or by reputation they 
know HAYS. HAYS direct mail and 
magazine advertising reaches more 
than 57,000 industrial executives: 
presidents, vice presidents, owners 
and partners; general managers, 
production and maintenance execu- 
tives, general superintendents, 
works managers, plant managers, 
superintendents, engineers, and pur- 
chasing agents. 


The HAYS Brass Three Way Stop 
is a popular item to sell, and a good 
item to introduce the complete line 
of HAYS stops, valves, and fittings. 
They are available in a full range 
of types and sizes, to supply every 
need in your customers’ plants, for 
steam, air, water, and gas. 


HAYS products, through more 
than 80 years of service, have 
gained a reputation for quality and 
dependability throughout American 
Industry. 


1957 








YOU VERY ABLY TAKE CARE OF 
CUSTOMER'S NEEDS... 





ilding dificult, trv one of these 
mi-enclosed booths which is ready 
] } 

We do a complete and dependable job of supplying you with the highest = mounted on any wall o1 dle sk 
quality vises. You in turn are equipped, at all times, to do a good sales ind may be changed from wal 
job. The Morgan line of vises includes types and sizes to meet all needs lesk or back again at any time. No 
of industry. laborate installation is required as 
We protect you in every way through prompt service, top quality and an there are no wires to connect. Size 
unconditional, no time limit, guarantee where any Morgan Vise shows a 
manufacturing or material defect. 

To prevent damage in transit we ship our vises in specially made, strong 25 in. deep 
fibre board cartons. Morgan Vises stay sold—users specify Morgan once 

they know the quality—you’'ll like our way of doing business. 


ibout 30 in. high, 30 in. wide and 


Ask for details regarding our FREE display stand. 
Write for the Morgan distributor plan. 
We urge users to buy thru their local distributor. 





MACHINISTS’ BENCH SHEET METAL VISE 
Solid Jaw and Stationary Base Solid Jaw and Swivel Base 


Typewriter 
I‘his 


1 Standard typewriter features a light 


manufacturer's new model of 


touch which the maker claims re 
quires up to 26% less tvping effort 


than others on the market 


Block-Out Kit 


Everything necessary for reclaim 





ng used shipping containers is in 





this kit. Mistakes on new containers 





no UTILITY BENCH 
COMBINATION PIPE With Pipe Jaws 


in also be corrected and a neat 
package sent out. It is suitable on 
corrugated boxes, wood crates, cloth 


MORGAN VISE COMPANY 


110 N. JEFFERSON ST. © CHICAGO 6, ILLINOIS 


sacks, metal drum heads, etc. The 


oe oe ae ee eee a ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee oe oe oe 


kit contains one gal. of ink, one 
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ADVERTISING 


You get 


MORE 


promotional 
help with 


Texrope 


SLIDE FILMS 











le 


et 


DIRECT MAIL 


Drives 


That’s right! In 1957 Allis- 
Chalmers is offering even more 
support than ever to its franchised 
Texrope drive distributors. 

Intensive advertising campaigns 

. sales-getting direct mail... 
hard-selling product bulletins . . . 
training slide films . . . reminders 
and give-aways—ALL of it comes 
with a Texrope drive franchise, 
plus: 


* MORE 





BULLETINS 





Hh 


REMINDERS AND 
GIVE-AWAYS 


ALLIS-CHALMERS 


*K if you're a profit-minded, 
volume-minded distributor, 
you'll want the “‘Texrope”’ 
Drive franchise 





engineering help 


* FASTER 
delivery 


* FAVORABLE 








pricing policies 





Texrope is an Allis-Chalmers trodemork, 





See ee SS SS SS SSF SF SF SS KS KS SF SF SF BS SF SF KS SS eS SF eS ee SS SSS SS SS Se ee ee ee eee ee 

' 

' 

| Allis-Chalmers 

§ General Products Div. Nome 

| Milwaukee 1, Wis. 

: 1 am interested in hear- 

: ing more about a Texrope Address 

a drive franchise. Please 

‘ . 

g have your representative a aoe 

call. : 

5 A.5298 
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Beebe 


WINCHES 
IN ACTION 


- | ™ 
Bg? 3 
handy container which holds a quart | ty - 
| ry ~~, | 


of ink, one 3 in. pure bristle brush 
, 


—— PP 


3 : 
Le — 


oppiications meon 









and a quart of thinner. 









sands of sales possibilities for 


distributors 





DO YOU HAVE 
YOUR COPY ? 








Use this catalog as a selling tool to . 7 
develop new business. Sell more pre- Flashlight Clipboard 
cision surface equipment to tool 
rooms, inspection departments and 





Got any dark spots in your ware 














we TR 
all metal agen for precision lay- house where inventory checking Hn UCK BEDS 
out, assembly, welding, production i 3 TOUETS os oo 
and machine maintenance. Challenge might be diffi ult? Probably could 
precision working surfaces and hold- use one of these clipboards which 
ing devices shown in the catalog : : 
pm wt has a flashlight built into the top 
Semi-Steel G Granite V-Blocks making an easy-handling unit 
Layout Surface Plates Semi-Steel Welding 
Reading Tables Tables 
Adjustable Floor Checking Tables 
Plates Bench Plates 
Lapping Plates Bench a. 
Straight Edges Surface Plate Stands | 
ae ae. ye Calculator yrexPensive power provided by Pet 
Angle Irons Box Parallels ae tab] } imches lifts loads eeie 
Universal Box Angles Work Benches his is an imported portable add helps bind them n’®, 2%. trucks and 
Or traveling 
Be sure each of your salesmen has ping machine, calculator and comp — 
a copy of this valuable sales aid, the tometer combination for offices, 
Challenge catalog of precision equip- 
ment. accountants, executives, salesmen, 
me ; - ] 2] TY WINCHES 
Challenge engineers, etc. It weighs only 34 de BEEBE HEAVY DUTY Ween ™ 
, = * Ty WINCHE 
SE-102 ge BEEBE “SHUR WORM’ SAF O00 - 
TRADE-MARK ® cere ie uprste—eth tetorns 
“ HOISTS— aes! 
THE CHALLENGE MACHINERY CO. de BEEBE ELECTRIC 10,000 Ibs. Specie 
GRAND HAVEN, MICHIGAN magnetic Preciticotions os 
cme ee ee ee ee ee eo CAR PULLERS apsie 
| The Challenge Machinery Co. ino | . — a 
Grand Haven, Mich. ™ co auiries invited 
| Distributors inqv! 
Send____. copies of Challenge Pre- 
| cision Catalog Manufacturers of the strongest geared powe 
| for its weight in the world 
| Oe 
| si Beebe Bros 
j Company. BROS e 
TL MANUFACTURERS 
| Address 2720 Sixth Ave. South 
| SEATTLE 4, WASHINGTON 
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Le ka 
Kr SkF ae 


~ er 
“# SKF r 


. 
KEEP ORY AND CuEay 





---FOR ANY CUSTOMER 





ok 


REQUIREMENT 


scsi’ makes a complete line of anti-friction 
Bearings ...a bearing for practically any 
application, any customer’s requirements. 
scsi pre-sells anti-friction bearings with 
wide-ranging, hard-hitting advertising of 
universal appeal...that reaches important 
prospects consistently. 

sacs’ field engineers are available to assist 
when a bearing problem arises. It’s an SOs 
service that backs up the selling story. 

... three big reasons why profit-wise dis- 
tributors know (Sf means new sales and 
business potentials. 7778 


EVERY TYPE—EVERY USE 


A 


Ball Bearings 

Cylindrical Roller Bearings 
Spherical Roller Bearings 
Tapered Roller Bearings (Tyson ) 


J 


mF 
m=,! ‘4 ¢ } 
UW 


*Reg. U.S. Pat. Off. Tyson Bee @ Corporation 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
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Cutting tool salesmen will tell 

you: Heli-Coil Shop-Pack Thread 
Repair Kits open the door to other 
= key line sales, because they start cus- 
wy tomers buying. 

Every purchasing agent, every maintenance 
man knows that wherever threads need re- 
pair, Heli-Coil patented inserts offer the 
fastest, best, lowest-cost, permanent way 
Heli-Coil Shop-Packs contain all that your 
customers need — stainless steel inserts, tap, 
inserting tool —to restore damaged threads 
to original size in minutes. Available in all 
sizes from 6-32 to 142-6 NC, 6-40 to %-20 
NF Series, and spark plug sizes. 


Sales are many. Sales are profitable. For 


more information, 
write *Reg. U.S. Pat. Off 


HELI-COIL CORPORATION 
2409 Shelter Rock Lane, Danbury, Connecticut 
A Division of Topp Industries, Inc. 
@ an In Canada: W.R. WATKINS CO., LTD., 41 Kipling Ave., S., Toronto 18, Ont. 


INDUSTRIAL 
DISTRIBUTORS 


You get faster delivery, 
better technical service be- 
cause we manufacture Dia- 
mond Grinding Wheels ex- 
clusively. No stock required 
—custom orders delivered 
with stock-item speed. And 
exclusive Pressurelok® de- 
sign has proven top per- 
formance. Write for informa- 
tion on territories available. 


U. $. Diamond Wheel Company 





Aurora, lilinois 
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Ibs. and is 94 by 9 by 23 in., making 
it suitable for field work. 





Truck Leveler 
Here is a new device for speeding 


operations at loading docks. The 
model pictured shows how the hy- 
draulically-powered leveler, which is 
recessed into the pavement in front 
of the loading dock, raises or lowers 
the entire rear section of any truck 
or trailer to bring the bed level with 
the dock surface. Principal advan- 
tage is the elimination of the need 
for a ramp or dock board. By level 
ing the truck bed with the dock, the 
incline is reduced to a minimum and 
trafhe can move with maximum 
speed and safety. The leveler is oper- 
ated by an electric power unit with 


a push button station actuating two 


hydraulic jacks. The jacks raise or 
lower steel runways on which rear 
truck wheels rest. Capacity is 
40.000 Ibs. 





For information on where to 
obtain these items, write “Oper- 
ations Ideas”, INpustriat Dts 
rRIBUTION, 330 W. 42 St., New 
York 36, N. Y. 





COOLING CARS IS HOT 
BUSINESS 


Automotive air conditioner sales are 
red-hot, according to Fleet Owner, Mc- 
Graw-Hill publication. Experts have 
predicted that sales might reach 350,- 
000 units by 1957 and 2-million by 
1961. By comparison, only 40,000 air 
conditioners were installed in automo- 
biles in 1953. 























Embody...Convenience, Economy 
Simplicity and Strength 







STYLE SR 
(opposite Hand SL) i ° 
er ae based on these superior features: 
“throw-away” inserts. @ IMPROVED CLAMPING METHOD—speeds indexing 





of Inserts. 


@ REPLACEABLE SEAT of Hardened Tool Steel — protects 
shank and provides flat base to prevent damage 
to inserts as they are clamped in position. 


@ SHANK of Heat Treated Alloy Steel—gives extra 
strength and rigidity. 


A slight turn of a single screw permits rapid indexing 
of the ARMIDE insert—reducing down time to a min- 
imum. 

The use of ARMIDE “throw away” inserts provides 
the economy of multiedged inserts— triangular inserts 
have six, square inserts eight cutting edges. These are 
available in Utility or Precision finish and in three 
grades of ARMIDE: 350, 370 or 883. 

Protection to the shank is given by the replaceable 
tool steel seat which prevents wear and damage to the 
shank and provides a flat base for the insert reducing 
the possibility of damage to the insert as it is clamped 
in place. A relief groove is ground into the seat provid- 
ing clearance when a dulled insert with “built up” 
edges is turned over. 

ARMSTRONG ARMIDE Carbide Insert Tool Holders 
are furnished in two styles and three sizes. Complete 
Write for data on these tools is given in Bulletin CIT, mailed 

on request. 


catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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You always PROFJT when you sell QUALITY! /, 
Makes MAINTENANCE easier! 


LIQUID WRENCH 


LOOSENS rusted bolts 


nuts, screws, “frozen” parts! 





A powerful blend of quick-acting 
solvents. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, car- 

8-oz., Pt., Ot.,Gal., 


. sate é tals. : 

bon or gum. Safe for all metal o-as., Fe, Ot..Gal.. 
handy “SPRAY 
CANS” 











For leakproof, pressure-tight connections... 


Gasket & Joint SEALING COMPOUNDS 
Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble... meets every 
gasketing and sealing requirement. Prevents 
rust, corrosion and seizure of joints. 


For Profit . . . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


In Conoda: Radiotor Speciolty Co., Ltd, Toronto 





TIME AND 
MONEY 


Money Savers for the Metalworking Industry— 

Money Makers for Industrial Distributors By Tap 
selling the cost-cutting features of Walton Spe- Extractor 
cialized Tools you can take advantage of today’s 
cost-conscious market 


WALTON TAP EXTRACTORS 
Cut the labor costs of removing broken taps 
Quick, efficient, inexpensive 


MULTI-POSITION TOOL HOLDERS 
Cut the jabor costs of tool changes, and the cost 
of holders Four sizes handle all too! bits and 
boring bars Ve" to 1/2 


WALTON TAP EXTENSIONS 


Cut the labor costs of tapping in “‘tight’’ places 


Quickly provide needed extra length Tap 


Extension 


“REPS” PIPE, STUD, AND SCREW EXTRACTORS 
Cut the labor costs of removing resisting pipes, Tool 
studs, and screws. Provide an immediate, power- Holder 
ful, pulling grip 


PROFITABLE DISTRIBUTOR PROPOSITION 

If you cre a Distributor who is not now 
handling these Specialized, time-saving Tools, 
it will pay you to investigate our nationally 
advertised products and liberal Distributor 

Plan. For prompt attention write to: K. W. Pipe, Stud 
Weeks, Pres., The Walton Co., 602 New Park 
Ave., Hartford 10, Conn. 


THE WALTON COMPANY 


HARTFORD 10, CONNECTICUT 


and Screw 
Extractor 
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Book Reviews 





VIARKET ANALYSIS TOOLS 
County Business Patterns) Depart- 
ment of Commerce Government 
Printing Office, 20¢. Many publica 
tions and statistical reports of Fed 
eral agencies contain valuable statis 
tical material for measuring market 
size, location and characteristics but 
the question for most industrial dis 
tributors is how to use them. This 
new publication is the first issued by 
the Department of Commerce which 
specifically explains how the statis 
tics in County Business Patterns 
may be used in measuring sales po 
tentials by region, state and county 
for consumer and industrial goods 

County Business Patterns is a 
set of statistical publications, ar- 
ranged in 10 volumes, one for each 
of the nine Census Regions, and a 
United States summary. Distrib 
utors would be interested only in 
the statistics of their own regions, 
states and counties. The latest edi 
tion gives a picture of business loca 
tion as of the first quarter of 1953. 
Covered by the reports are 2,929, 
184 business establishments with 
39,667,543 employees, as reported 
to the Federal Old Age and Survi 
vors Insurance Program. The re 
ports are the most current com 


| 
prehensive county business data 


available for the industries and 
trades covered. 
[he series of bulletins present 
s for each state and county 
number of business establish 
ments by industry groups, total em 
ployment and taxable payrolls. All 
the establishments are classified and 
grouped by employee-size classes 
lhe broad industry and trade groups 
ire: Agricultural Service, Forestry, 
Fisheries, Mining, Contract Con 
struction, Manufacturing, Public 
Utilities, Wholesale Trade, Retail 
l'rade, Finance, Services and Un 
classified. 
While many manufacturers make 
use of this information, the statistics 








Monlow 


PUMPS 
are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Vertical Wk 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


i 
Se Ree as 


MARLOW PUMPS 


Division of Bell & Gossett Company 
MIDLAND PARK, N. J. 
Morton Grove, Illinois Longview, Texas 











Motor Driven Self-Primer 


* 
te 
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x NR ge are adaptable for small firms who 
ter = distribute locally. The purpose ot 

STANLEY ; 4 Market Analysis Tools is to show 
: ete management of these small firms 

af a =m how County Business Pattern data 

can be applied to help them cope 

th their marketing problems. Some 

f the specific examples of applica 

tion include determining sales po 
tentials. determining effectiveness of 
sales and advertising programs, es 


tablishment of sales quota ind ter 


Since many pean earsegy operate 
vithin county boundaries, the statis 
given by industry group 


ment and payrolls sh 


in excellent guide in figuri 

the share of the market 

taining. The section on 

f Market Measurement Factors pro- 
des a starting point for those who 

plan to embark on market research 

projects. 


JAW 


SALESMAN’S COMPENSATION 
& INCENTIVES, The Sales os 


ball pein hammers ccutives Club of New York, P1 
rs Ink Books Senco a N. 


have added safety bonus — 80 00 companies 


fields were surveyed for 

study, designed to find out what is 
' being lone to improve salesmen’s 
Now you sell added safety when you stock and sell Stanley Ball : ’ ag . 
Pein Hammers. Exclusive Stanley rim tempering minimizes chip- etrectiveness through three kinds of 
ping of critical area . . . assures greater safety for users. motivations: regular bread-and-but 

Safety is a vitally important bonus to your industrial customers, ter compensation, or salary-and-com- 
and it’s a bonus you deliver every time you sell Stanley Ball Pein mission: special incentives like bo 
Hammers. They're available with triple wedged “Evertite” selected 


° ° ° 1uSses profit s ing nda other 
hickory handles in 10 sizes from 2 to 40 ounces. nuses and profit sharing, and othe 


ntives such as prize awards, 


raining programs ind upgradin 


NEW INDUSTRIAL CATALOG : 

; Among t the findings: most salesmen 
Write for this new catalog, “Stanley Tools 
for Industry.” We'll include a set of cata- . 
log pages printed on one side in accord- for it; most get expense money; half 
ance with NIDA specifications, for your the companies surveyed ffer spe- 
use as layout proofs for distributor cata- , : ’ 

= ial incentives besides salary-and- 
log pages. 

For Catalog No. 60 and full details on ommission; material incentives like 
new ball pein hammers, write Stanley ish, travel and bonuses are more 
Tools, Division of The Stanley Works, 489 . 
ioe Se Mew Melein. Conn frequent than prestige types like dis 

The Tool Box of the World tinguished salesman awards, and are 
idjudged generally more effective; 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY ome firms had incentives in the past 
ind have since dropped them but 


STAN LEY the reasons are not clear. The sur 


ev is long and involved; the edi 


work overtime and don't get paid 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hend and electric point out, not surprisingly, that 


tools - drapery, industrial and builders hardware * door controls « aluminum windows + stampings - springs re was some confusion over 
+ coatings « strip stee! - steel! strapping—made in 24 plants in the United States, Canada, England and Germany. 1 hey suggest follow-up stud 
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Pieces-Per-Belt 30% OR MORE 
MICHIGAN ABRASIVE BELTS 


_ ary 


Increase 
with 





MR. DISTRIBUTOR, NOTE THESE FACTS! 


OPERATION: Backstand grinding-finishing die cast auto-trim parts. 
FORMER BELT: Resin bond, 180 grit-150 pieces per belt. 
MICHIGAN BELT: Rt <OAT Resin bond, 180 grit-250 pieces per bell. 


6674% more pieces and nothing was changed but the belt! 


More and more people who thought they were 
getting peak production per belt are being 
amazed at the additional production they get 


from Michigan Abrasive R&® <€OAT Resin belts, 


discs and sheets. 


Every day Michigan R€0 €OAT Brand coated 
abrasives are being specified by purchasers 
because they know Michigan cuts sharper, cleaner 
and smoother and lasts longer. This out- 
standing performance has made Michigan Abra- 
sive the fastest growing manufacturer of coated 
abrasives in the country! Now we need more 
distributors to keep the ball rolling. 


The complete Michigan line sells, and stays 
sold, in every field where coated abrasives are 
used (and that’s just about all of them!) Michigan 


can't be matched in quality, line, delivery or 
price . repeat business is automatic our 
distributor plan is the best to be had! Return 
this coupon or write today and a Michigan 
representative will call on you to discuss the 


details. You'll be glad you did 


MICHIGAN ABRASIVE CO. 


Manufecturers of “The Humidity-Coatrolled Abrasive’ 
11911 E. S-MAE ROAD + DETROIT 5, MICHIGAN 


Let's talk about Distributing Michigan Abrasives 


Send me your Catalog, too. 


Title — 


Firm 





1ChIGOU. 
ABRASIVES 


Address__ 
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YOU'LL MAKE 
PLENTY OF SALES! 


— when you handle the complete 
line of PORTER METAL CUT- 
TERS. Each PORTER CUTTER does 
a number of jobs better than 
any other cutting tool — and 
PORTER CUTTERS hondle every 
type of job! This means that 
every metal-cutting firm — every 
industrial and utility company, 
every contractor and municipsli- 
ty on your prospect list is a 
likely customer — and a more- 
than-satisfied customer. Check 
the job-coverage list below with 
your metal-cutting prospects’ 
needs. Then write for the PORTER 
CUTTER catalog — and start 
going places! 


There is a PORTER CUTTER to 
cut ALL these metals — BETTER! 


BOLTS — RODS — WIRE — 
SCREWS — RIVETS — SOFT 
STEEL OR METAL — Capacities to 
¥," ... Close or Flush Cuts — Gen- 
eral Cutting — Special Position Cuts. 
MEDIUM HARD METALS — Ca- 
pacities to ¥" . . . Close or Flush 
Cuts — General Cutting — Special 
Position Cuts. 

HARD STEEL + FLAT BARS - STEEL 
CABLE - COPPER AND ALUMI- 
NUM CABLE - CHAIN + EXPANDED 
METAL + CONCRETE REINFORC- 
ING RODS + SPRING WIRE - 
STEEL STRAPPING + STRIP STOCK 
* BINDING OR BOX WIRE + “LIVE” 
ELECTRIC WIRES + WIRE ROPE 
and CABLE + Also — WORK-STA- 
TION CUTTERS for Continuous 


Production. 


WRITE FOR Proof — of the 
All-Job coverage of POR- 
TER CUTTERS. Ask for gen- 
eral catalog, and sample 
of sales folder furnished . 
free for your prospects. ae 


H. K. PORTER, Inc. 


Somerville 43, Mass 


ies if sales managers are to measure 
accurately what motivates salesmen 
to their best efforts. 


INTEGRATION POLICIES AND 
PROBLEMS IN MERGERS AND 
ACQUISITIONS, American Man 
agement 1515 Broad 
way, Times Square, New York 36, 
N: Y., $1.75—Practical 


company experiences with new ac 


Association, 
reports ot 


quisitions, with emphasis on the 
integration of personnel from the 
old company into the new. Finan 
cial and marketing problems are also 
discussed. 


ws — 
Sa SE iS 


on eS 


SELLING IN OUR ECONOMY 
Tosdal, Richard D 
Irwin, Inc., Homewood, IIl., $5 

Dr. Tosdal in 333 
states the case for 


by Harry R 


learned pages 
selling, a high 
material standard of living, and the 
of hfe. His avov 


make young 


American wa\ 
purpose 18 to 
realize that a sales career is both at 
tractive and socially useful; he di 

on a wide philosophical and « 

nomic background to refute crit 
who believe the U.S. economy, b 


+ 


warked by selling and advertisi 


produces waste and taudriness 
] ] 
arguments are well docun 
here is some question wheth« 
1957, the author could fin 
vocal disagreement with his ¢ 
sions except possibly in Europe and 


behind the Iron Curtain 


LEGAL, FINANCIAL AND TAX 
ASPECTS OF MERGERS AND 
ACQUISITIONS, American Man 
agement Association, 1515 
way,, Times Square, New York 3¢ 

N. Y., $1.75—How to sell (or buy 

a company stuck 
with double taxation is the subject 
of part of this booklet. Anothe1 
section deals with the appraising of 


) ] 
Broad 


without getting 


potential acquisitions from the point 
of view of both buyer and seller 
Valuable reading for a small busi 
ness Owner or prospective ownc! 


who's concerned with any aspect 


of the capital gains or inheritance 


tax. 
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DARNELL 


p> CASTERS AND WHEELS ~d@ 


e 


The Quality Line 


for your trade 


RUBBER TREADS @ wide choice of treads suited to all types 
of floors, including Darnelioprene oil, water and chemical-resist 
ant treads, make Dernell Casters and Wheels highly odapted to 
rough usege 

RUST-PROOFED by zinc plating, Darnell Casters give longer 
core-free life wherever woter, steom ond corroding chemicols 


ore freely used. 


LUBRIC ATION oll swivel ond wheel beorings ore factory 
pecked with a high quality grease thet ‘stonds up under ottack 
by heot and water. Zerk fittings ore provided for quick grease- 


gun lubrication 


STRING GUARDS 
creund the hub, these string guards insure easy rolling at al! 


Even though string and ravelings may wind 


fumes. 


DARNELL CORPORATION, LTD 


DOWNEY ((OS ANGELES ALIFORNIA 
60 WALKER STREET, NEW YORK 


36 NORTH CLINTON STREET, CHICAGO 6. | 


3. NEW YORK 











This working catalog helps you sell more 
by answering questions 
for the men who use and buy taps... 


seeem srett 


ease 1000: am + 
—_ = 
at Trend oo 





t 


+38? 


2% 


o-5 te 
att i338 


wat 


What tap do | for the class of fit called for 


on my job? 


. Are 


e What are the gage limits? 


use a stock tap for the work? 


overall dimensions suitable for my 


equipment? 


Through careful study of the needs of the men who pay 
our bills—your customers and prospects—Besly has pre- 
pared a new tap catalog which answers all basic questions 
simply and quickly. 


It is a working catalog for your countermen and salesmen, 
and for the men who use and buy taps. Opened to pages 
4 and 5, it answers such questions as detailed above. With 
these pages and a price sheet before him, the buyer can 
order taps with time-saving efficiency! 


On page 19, it tells about popular specials in stock. And, 
remember, Besly makes specials faster, whether from bar 
stock or blanks. Pages 22 and 23 show where to start 
on “trick” metals when specifying taps. In other words, 
this Besly working tap catalog helps you sell more taps 
by helping buyers get their requirements in the easiest way 
yet published! 
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If you want to increase your tap voiume and pro&st, it 


would pay you to put this new Besly tap catalog to work 
for you NOW! 


This same detailed, working sales information is also 
available in the new Besly Gage, Drill and Carbide 
Catalogs. 


Write for details on these sales aids. 


BESLY-WELLES 
CORPORATION 
Est. os C. H. Besly & Co., 1875 


106 Dearborn Avenve 
Sovth Beloit, Ilinois 


Tops @ Drills @ Reamers @ End Mills @ Tool Bits @ 


Goges 
Carbide Tipped Tools @ Blanks 


@ lapped Toss-Away inserts and Holders 


245 





yo MATTER WH 


U PSON-WALTON can deliver 


the right size and 
construction of wire rope 


@ For hoisting, guy or haulage, you can furnish 
the wire rope best suited to your 
customer's needs from Upson-Walton’s 


wide range of sizes and constructions 


Craftsmanship and high quality standards 
are characteristic of all Upson-Walton 
products, your assurance of continuing 
customer satisfaction... repeat orders 

. top profits. Write for the com- 
prehensive U-W wire rope 
catalog. The Upson-Walton 
Company, 12525 ‘ Elmwood 
Avenue, Cleveland 
11, Ohio. 


STOCK OWNERSHIP PLANS 
FOR EMPLOYEES, New York 
Stock Exchange, New York City— 
This 200-page brochure describes 
employee stock purchase plans of 20 
companies listed on the Exchange. 
\n appendix lists all companies that 
have filed listing applications for cm 
ployee stock plans with the Ex 
change since 1947. At the latest 
count, 40% of all domestic firms 
with stock listed on the Exchange 


had such plans, the booklet reveals 


SUGGESTION PLAN GUIDE, 
Society for Advancement of Man 
izement, 74 Fifth Ave., New York 
11, N. Y., $1.50—This 23-page bro 
hure is a research report of the 
S.A.M.’s Reading, Pa., chapter wnt 
ten in the form of fundamental in 
structions for setting up a Suggestion 
vstem. It is well detailed and in 


udes sample forms. 


VNP 





BRIGHT CONSTRUCTION 
FUTURE 


Heavy construction contractors will 
be awarded a record-volume of new 
business in 1957, Construction Methods 
and Equipment, McGraw-Hill publica- 
tion, predicts. The magazine puts this 
year’s contract awards total at $23.2- 
billion, a figure 10% higher than that 
registered in 1956. Contractors en- 
gaged in work other than building 
construction are thought to have the 
brightest prospects. Total awards are 
expected to climb 22% above 1956 for 
this broad type of work, which includes 
highway, bridge, sewerage, dam and 
airport construction. 














= 


a> 


“= 


the UPSON-WALTON company 


SINCE 1871 


Manufacturers of WIRE ROPE « ROPE FITTINGS ¢ TACKLE BLOCKS | “You'd have to be engaged to her to 
CRANE HOOK BLOCKS 


Other offices: Chicago «+ Pittsburgh ¢ New York get past her.” 


saceAy 
J 


get near her and married to her to 
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Heres How KENNEDY Construction Means 


Easier Operation and Longer Valve Life... 








PISTOL GRIP 
HANDWHEEL 
This exclusive design gives 


notches under the rim "elim. 
inate slipping even when 
wearing greasy gloves. 


KENALLOY STEM 


Kenalloy, the exclusive 
Kennedy stem material, 
eliminates the common 
causes of stem failures. 
Kenalloy is strongly in- 
hibited against corrosion 
and dezincification for 
long, trouble-free service. 





CYLINDRICAL 
BODY DESIGN 


Kennedy's Cylindrical Body 
Design assures a distortion- 
free body with a longer 
trouble-free life. Its greater 
strength without more 
weight mecns less mainte- 
nance and better service 


HEX ENDS BLENDED 
INTO BODY 

This new Kennedy feature 
provides additiona —— 
where it is most 

prevent distortion Satie 
installation and operation. 
Another Kennedy advan- 
tage for better, longer 
service. 


Fig. 427. 
125-lb. S.W.P. Bronze Gate Valve. 


These additional advantages make KENNEDY your best valve buy... 


The solid wedge disc movement is ac- 
curately guided by ears machined on the 
disc. This prevents contact with seating 
surfaces until the valve is almost closed. 


Bonnet Hex is extra large and located close 
to the face joint where it screws into the 
body. This makes the valve more rigid and 
still permits easy removal if it is necessary 
for clearance in close installations. 


The outside diameter of the bonnet has 


been set back from the outside diameter of 
the body at the bonnet-body joint. Marring. 
burring or indenting caused by handling or 
rugged use will never interfere with a tight 
body-bonnet joint. 


These are only a few of the many Exclusive 
Kennedy Valve features that make them 
your best Valve buy for new installations 
or for lasting replacements. Always specify 


KENNEDY VALVES! 


e WRITE TODAY FOR COMPLETE DETAILS 


-KENNEDY VALVE mez. co.— 


1608 EAST WATER STREET, ELMIRA, NEW YORK 
VALVES * PIPE FITTINGS * FIRE HYDRANTS 


e OFFICE AND WAREHOUSES IN NEW YORK, CHICAGO SAN FRANCISCO, ATLANTA © SALES REPRESENTATIVE 
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step up...to 
greater 
proftits 


G: 


DIE CAST 


zinc ALLoy FASTENERS 


BECAUSE GRC Gie cost wing nuts, wing screws 


cap nuts, thumb nuts, thumb screws, rivets and other standard fastenings 
brightly finished, non-corrosive zinc alloy lower cost to assure RIGHT prices 


promotes them to manufacturers in ads in over 30 national magazines 


YOU CAN capitalize on this great sales potential realize GREATER PROFITS 


when you sell GRC rustproof fasteners in quantity to your manufacturing customers 


DON’T WAIT .. . ACT on OPPORTUNITY! 


Write, wire, phone TODAY for more information 


GRIES REPRODUCER CORP. 
World's Foremost Producer of Smal! Die Castings 
165 Beechwood Ave., New Rochelle, N. Y. NEw Rochelle 3-8600 








A Small Item... 


With a Big Responsibility! 


Leaky joints in factory service lines can cause costly shutdowns 

- and they can be avoided. Precision engineered Wheeling 
“X-L” Pipe Couplings insure tight joints always; they're manufac- 
tured under strict Quality Control that have made them industry 
leaders since 1918. Available in diameters from 4%” to 12”, in all 
types. each engineered with strict adherence to A.IS.I., A.P.I., 
A.A.R. or other applicable specifications. 


CONDENSED 
CATALOG 


WHEELING MACHINE PRODUCTS CO. 


WHEELING, WEST VIRGINIA 
CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL. 
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SEND FOR FREE 


The Buyer Looks 
at Business 


of purchasing 


N.A.P.A 





mposite opu0n 
nts who compris¢ the 
ness Survey Commiuttec 


Business Is Uneven 


Spotty and mixed is the way out 
members report the business situa 
tion this month. Conditions are 


not quite meeting expectations, 
ind this is causing concern, despite 
the fact that, in the aggregate, a 
high level of activity is reportec 
Most are hopefully looking for an 
upswing in the second half, but not 
with the same degree of assurance 
hat was expresed in the May and 
Ine reports 

Both the production and new 
order situations have worsened 


since June ['wenty-one percent 
sav their production is up, 54% th« 
same, and 25°%% down. Twenty-three 
percent say new orders are better, 
48°, the same, and 29°, worse 

In spite of the reported general 
decline in business conditions, com 
modity prices moved upward, duc 
principally, to the increase in steel 

Inventories are coming into bal 
ance although purchasing executives 
ire still holding in close rein thei 
forward coverage on production and 
MRO materials 

There is little change in the em 
ployment situation. Unemployment 
is bothering certain areas, but there 
are shortages in some categories of 
skilled workers. 

Last month a number of out 
members reported that they were 
being plagued by a tendency on the 
part of vendors to ship ahead of 
schedule. To see how wide-spread 
this practice was becoming, we 
asked if this was of concern to them. 
Apparently, this difficulty exists 
only in isolated situations. Seventy- 
five percent say it is no problem, 
20% that it is causing them some 











FROM FOOTE BROS. 


Qari-ount 
VARIABLE SPEED MOTORIZED DRIVE 


) FC%)] - 
VARIABLE im | C 
TANDAR 
ADJUSTMENT ) i&-, 
RANGES FROM Jam ' 
2:1 to 6:1 . r 


Output RPM from 


1 to 15 HP MMI te NID 2025 


on Ratio and Speed 


ny gives you 
more to 








VARI-MOUNT—the new Variable Speed Motorized Drive offers infinitely 
variable speed selection, greater flexibility of operation, wide adaptability, 


choice 
ing with file-hard tooth surfaces and tough, ductile cores for maximum life 


and efficiency. 
Positive handwheel control of the adjustable pulley permits pin-point 
accuracy in speed selection over the entire range. Vari- Mount Units may be 
equipped with Remote or Automatic speed selection devices if required more 
Spring loaded, self-centering Variable Pulley and close-coupled in line 
design insures permanent belt alignment, smoother performance, and 
minimum overhung load on motor bearing. No thrust load is imposed on 
motor bearings at any speed or during speed changes 
Quick belt changes made possible by the wide-open design of the Vari- C ance 
Mount, together with easily accessible lubrication fittings make mainte- 
nance an easy matter. 


3 TYPES ©’ standard mounting positions or 


HORIZONTAL or 
FOOT MOUNTED 
UNITS 


easier maintenance and the sound design you expect from Foote Bros 
With a Vari-Mount, you can use your own motor—old or new NEMA 
Standard—or, the unit can be supplied with any standard motor of your 
The Vari-Mount Reducer incorporates Duti-Rated Lifetime Gear- ao 





MOTOR LEFT MOTOR RIGHT 


=e B88, peortt 


Ce aTican | «OUTPUT SHAFT OUTPUT SHAFT OUTPUT SHAFT 
HORIZONTAL VERTICAL HORIZONTAL 


a 
[ee Want complete detai/s?...Write for Vari-Mount Catalog today 
= f 





wwe, Seem FODTE BROS. 


stands for the finest 


industrial en made } J Bellr Power TramsMmisoiwon Through Bolter Laars 


U. S. PAT 





FOOTE BROS. GEAR AND MACHINE CORPORATION 


4561 SOUTH WESTERN BOULEVARD + CHICAGO 39, ILLINOIS 
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270 


New ARO 


Industrial Lube Franchise 
available in select areas! 





Strongly backed by this 
Distributor Sales Policy 


A terrific opportunity—and it’s all spelled out 






















for you in print! Write for a copy! 
ARO’s sensational line of industrial lube 
equipment gives you many exc/usive new prod- 


ucts top performance famous Aro 


quality and warranty . . . nationally advertised 


and promoted for you. 
Your territory may still be open. Write for 


new 36-page catalog and franchise details. 


Plus— another exclusive! 


new ARO 
INDUSTRIAL LUBE CART 


Multi-purpose, portable. Carries ARO- 
PAK for safer one-hand operation, 
fluid lubricant pump, hand gun, suction 
gun, hand oiler, and E-Z outs. Every 
plant a prospect! 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Avenue, Los Angeles 7 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


INDUSTRIAL LUBE 
EQUIPMENT 

Also ... Air Tools . . . Air Hoists... 
Aircraft Products...Grease Fittings 
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concern, and 5% that it is a serious 


problem. 
Prices Inch Up 


Primarily, as a result of the recent 
increase in steel prices, 579% of our 


reporting purchasing  exccutives 
state that over-all prices have inched 
upward since last month. While 
only 6% say that over-all prices are 
lower, many refer to the mixed price 
situation that has developed. As 
contrasted to the upward movement 
and _ electrical 


in steel ipparatus, 


they cite the weaknesses in the non- 
ferrous metal and lumber markets. 
Further, our members point out 
that real price competition is preva- 
lent on most of the products they 


buy. 


Inventory Trends 


Chere are indications that the in- 
ventory reduction program, which 
recent 


has been so. evident n 


months, is nearing completion. 
I'wenty-nine percent report smaller 
quantities on hand, 19% report 
there is no 
However, there is still little 


build 


increases, and 52% say 


hange 
inclination to inventories to 


beat price increases either current, 


anticipated. There is a 


feeling that the 


strong 
adequate supply 
almost 


need f T 


situation, which exists on 
every item, minimizes the 


large stocks. 
Employment Outlook 


Again, in July, little change is re 
ported in the employment figures, 
with 65% reporting no change since 
June. However, there are still some 
industries and some geographical 
reas which are concerned about un 
the 


15% of our reporting members who 


employment. In contrast are 
mention added shifts and shortages 
of certain skilled workers 


Change in MRO Buying 


Forward commitments have been 
extended on capital items, short 
ened on MRO supplies, and un- 
changed on production materials. 
Ninety-two percent say their pro- 








Nationwide organization of factory representatives 


gives you better coverage, more sales and technical helt 


Largest back-up stock in the industry is located in 
Worthington’s 13 giant factory warehouses 


Biggest sheave od ever run tells Worthington’s 
unique “Easy-On, Easy-Off, Yet-Always-Tight”’ story 


m/\ 


i 


EASY ON! . EASY OFF! 


WoRtmus 
=" | 


What are the reasons behind 


THE BOOM IN QD SHEAVE SALES? 


; 


Last year, Industrial Distributors help needed 
reported new re ord sales of Worth- { I your owl 
ington QD Quick Detachable More Stock. 
sheaves. For this outstanding job, pansion p1 
Worthington is proud of its entire’ pleted, has 
distributor organization. In order’ sheaves t 

to make 1957 even better, here are houses located 
some of the things we are doing There are 


More sales help. To lend you special- 
ized engineering and sales assis- New promotional programs. The QI] 


tance, Worthington has recently sheave’s unique product advantage 
added more MPT distributor repre- is being told in dramatic fashion wo RT 4 | NGT ON 
sentatives. These factory-trained more than 50 a tis ' P= - 

specialists can provide the technical ments in 10 leading indust : ah 








RESEATS 
VALVES ana BIBBS 
QUICKLY . 
ECONOMICALLY 


Sreectiows fon se ’ 




















Easily pays for itself 
on the first two jobs! 


Reseats flat and tapered- 
seat globe or angle valves 
—all bibbs and faucets — 
in place, quickly and ac- 
curately. The saving, over 
tearing out and renewing 
leaky valves and fixtures, 
is tremendous. 


Cutters operating under 
screw feed, leave worn, 
scored seats glass- 
smooth, level, absolutely 
accurate and tight. 





A guide pilot centers each cutter; a 
tapered cone centers each spindle. Per- 
fect alignment is inevitable. Cutters guar- 
anteed. Write for literature! 


2” tor %” to 2” valves and %” to %” bibbs 
bist prig@ ec ccccccccece $47.75 


3” tor %” to 3” valves and %” to %” bibbs 


Giet price cc. ccc cccccece $62.50 


FREE 


catalog 
showing our 
pipe repair 
clamps, 
saddles, and 
reseating 
tools 





M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 





duction needs are satisfied in the 
30- to 90-day range, with only 4% 
willing to go beyond 30 davs. ‘The 
remaining 4°, are operating on a 
hand-to-mouth basis 

A rather sharp increase in the 


number who limit their MRO bw 
ing to 30 davs is the most significant 
In July, 54 
are in this category contrasted with 
42% in June. 
range dropped to 23° 
in June, 19°. are 
hand-to-mouth The 
4% are in the 90 day, and over, 
bracket. 
The 


forward commitments on capital 


change this month. 


Those in the 60-day 
from 30° 
ind still on a 


basis. other 


inclination to stregch out 
items, as reported in June, was even 
more widespread this month, with 
64° now in 120 days-plus grouping. 
Ninteen percent are satisfied with 
the 90-day category, and the remain 
"7 


ing 17°% are in the 60 day, or less, 


range. 
Specific Commodity Changes 


A little more price activity this 
month—with the ups outweighing 
the downs. 

On the up side are: 
iron and steel, paper, cartons and 
boxes, sugar, electrical 
ratus, oxygen and acetylene, alcohol 
and acetone. 

On the down 
copper, lead, zinc, lumber, and oils. 


Steel, scrap 


Taw appa- 


side are: Brass, 


In short supply are: Nickel, steel 
plate, structurals, and cement. 














“Well, | won't take up any more of 
your time. | see one of my good 


customers is back in his office.” 





IRON CITY 






Iron City products have 
gained nation-wide fame for 
the rugged quality of hand 
tools such as the contractor's 
pick. 103 years of experience 
insure continued production 
of superior products. 





Clay Pick 





Iron City clay picks are ac- 
cepted as a standard by ex- 
perienced workmen in many 
fields. Only the highest grade 
of steel best suited is used for 
the clay pick and all other 
Iron City tools. 





Manufacturers of 


PICKS @ MATTOCKS @ HOES 

SLEDGES ® WEDGES @ BARS 

TRACK TOOLS © SOLID BOX 

VISES @ ANVIL TOOLS AND 
TONGS 














Write for Latest Price List 


IROK 
city 


| IRON CITY TOOL WORKS, INC. 


Pittsburgh 1, Pennsylvania 
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4 JAW INDEPENDENT J-TYPE for JET ENGINE MACHINING FACE PLATE ond BORING MILL JAWS 2-JAW LATHE CHUCKS 


THE COMPLETE LINE FOR CONTINUOUS SALES 


Horton's complete line gives a constant opportunity for new business. With 
a Horton chuck for every customer's application, Horton quality and per- 
formance makes sales easier. And Horton's extra built-in features guarantee 
longer lasting accuracy and repeat orders from satisfied users. 

Ask your Horton representative about the complete Horton story, or 
write direct for your copy of Horton's “Sales Policy”. 


HORTON CHUCK DIVISION 


Greenfield Tap and Die Corporation 


Windsor Locks, Connecticut 

















How J-M National Advertising 
backs up its Packings and Gaskets Distributors 


Each magazine represents 
a campaign of many advertisements 
aimed at your customers each year 


MANAGEMENT 
Business Week 
GENERAL INDUSTRIAL 
Purchasing 
Industrial Equipment 
News 
New Equipment Digest 
Pacific Factory 
DESIGN 
Applied Hydraulics Design News 
Machine Design Product Engineering 
Product Design and Development 
PROCESSING AND PAPER 
Chemical Engineering Chemical Processing 
Petroleum Refiner Oil and Gas Journal 
Pulp ond Paper Tappi 
Paper Mill News 
RAILROADS AND MARINE 
Modern Railroads Railway Age 
Railway Purchases and Stores 
Marine Engineering—The Log 
AVIATION 
Aviation Week Aviation Age 
Aeronautical Engineering Review 
PETROLEUM PRODUCTION 
Drilling Contractor 
METALS 
Iron and Steel Engineer 
DISTRIBUTION 
Industrial Distribution 


Industry and Power 
Power 

Combustion 

Power Engineering 

National Engineer 


Drilling 


_* 








Johns-Manville 
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‘ 
ane 
a roars 


Your best cu 


? Gasaet 


sfome 


lvers 


Strongest advertising program in packings 
and gaskets field presells your customers 


Ir you are a Johns-Manville Au- 
thorized Packings Distributor, the 
largest advertising program in the 
packings and gaskets field works for 
you. It embraces a number of adver- 
tising Campaigns, each aimed at a 
major market, and placed in the 
magazines with the most influence 
on that market. Your customers, in 
aviation, chemical processing or 
manufacturing, metal working, 
paper, petroleum drilling and refin- 
ing, transportation and other indus- 
tries are targets of this advertising. 

And because Johns- Manville 
Packings and Gaskets advertise- 
ments are hard hitting, tailored to 


the needs of industry, and feature 
items that offer maximum perform- 
they presell 
make orders 


ance at lowest cost, 
your customers 
easier to get 

When you handle Johns- Manville 
Packings and Gaskets, you have the 
benefit of the year-in, year-out ad- 
vertising that has helped make 
Johns-Manville one of the oldest 
and most respected names in in- 
dustry. But advertising is only one 
of the advantages of a Johns-Man 
ville Distributor Franchise. For the 
complete story, write Johns- 
Manville, Box 14, N. Y. 16, N. ¥ 
In Canada, Port Credit, Ont 


PACKINGS, GASKETS & TEXTILES JM 


1957 





cts read J-M Packines 


these magazines 


How TO Nn ; . 
Plan and ‘natal You" CU 
rf - 

CONVEYING sYSTE 
Lh OMA ula yor 
. Ae 4 | a 

this WM Du qe 


This bulletin 


makes it easy for you 
, to sell conveyors! “ 


Your customers have thought about installing cost-saving power belt 
and gravity conveying systems more than once. Now you can “show them 
how” and sell them the conveyors by just putting this new Farquhar 
Bulletin 500 to work. 


Whether your customers are interested in a two or twenty-two unit set up, 
a level, floor-to-floor, straight or curving run, Bulletin 500 explains how 
it’s done. Specifications for standard Farquhar Conveyors, useful Tables, 
Charts and a simplified “Check List” for getting down basic planning 
information are included. It shows how to take these “Check List” facts 
and convert them into detailed, step-by-step, conveyor buying and 


installing instructions. 


Help your customers design and build their own conveying systems by 
giving them Farquhar Bulletin No. 500! Write, wire or phone for your 


advance copy now. 


me 
Mail | A. B. FARQUHAR DIVISION, The Oliver Corporation 
this | Conveyor Dept. $-46, York, Penna. 
Coupon | Factory Branch: 618 W. Elm St., Chicago, Ill. 
' 


Please send me an advance copy of Bulletin No. 500. 


Name 





Company 





Address 





CONVEYORS 
POWER BELT AND GRAVITY CONVEYORS 


City 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Devcon Corp. has added as distri- 
butors 
*C. J. Hendry Co 
San Francisco 
*Industrial & Foundry Supply 
Co., Inc 
Oakland, Calif. 
* Tidewater Supply Co., Inc. 
Greensboro, N. C. 
¢ Wesco Corp. 
Charleston, W. Va. 


‘he Cameron & Barkley Co., Jack 
sonville, Fla., has taken on the 
following lines: 

* Arrow Engineering Co 

profiler, exclusive basis in Flor 
ida, Georgia and South Carolina 
* Niagara Machine & Tool Works 
heavy power products, exclusive 
basis in Florida and South Caro 
lina 

*‘Sawver- Tower Co 

rain and safety clothing 

‘Yale & Towne Mfg. Co.’s Ma 
terials Handling Division (master 
parts 


Carrett Supply Co.., division of The 
Garrett Corp., Los Angeles, has 
ben appointed distributor for 
Putnam Tool Co.’s end mills for 
aluminum. 


George ]. Fix Co., Dallas, is a new 
United States Rubber Co. dis- 
tributor. 


Jonathan Handy Co., Inc., New 
Bedford, Mass., has taken on the 
auxiliary electric power generat 
ing units line of D. W. Onan & 
Sons, Inc. 


Don S. Grove Co., Pittsburgh, has 
been appointed distributor for 
Stamco Inc. 





on BOLTS and NUTS 


IF YOU CAN ANSWER THESE 
QUESTIONS—DON’T READ THIS! 


‘ 


What's the difference between “cut” and 


“rolled” threads? 
What is meant by “thread classes’? 


What are the differences between a machine 
bolt and a cap screw? 


How are nuts classified? 
What's a “Helix’’? “Pitch diameter” ? 


When should coarse or fine threads be 
specified ? 





IF YOU CAN’T—SEND FOR THIS! 


The first rule in selling is know your product. 
No doubt you know most of the answers to 
the questions at the left. But even if you do, 
there is sure to be other information in this 
booklet that will interest 
you. Send for it now! 
IT’S AUTHORITATIVE, IT’S 
INFORMATIVE AND IT’S 


FREE... 


another distributor 
service of the 
LAMSON & SESSIONS CO. 
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Fastest Known Method of . NOW, at a PRICE 
D-A-T-E-S 


Increasing Production! 
A LINE OF 


CONTACT TO REMEMBER 
WHEEL 


BELT 





Sept. 9-13—Instrument Socicty of 
GRINDERS America’s 12th Annual Instru 
that INCREASE PRODUCTION ment-Automation Conference & 
AS MUCH AS 80%! Exhibit, Cleveland Auditorium, 
With any one of three models Cleveland 


you get: 
FASTER CUTTING | sept 18-20—National! Industrial 
FAR GREATER ECONOMY Conference Board, 5th Marketing 
SAFER OPERATION | Conference, Waldorf-Astoria Ho 
GREATER FLEXIBILITY nr" 
LONGER USE 
ACCURATE CONTOUR GRINDING a 
sept. 22-2 
ADJUSTABLE HEIGHT — 360” rotation of 
contact wheel permits instant adjustment vare | XpoOSsl! 
to height of any operator. Can be | Chica 
MOUNTED ANYWHERE — requires only | 
4 bolts! —_ 
@ CHOICE TERRITORIES AVAILABLE Sept. 26-27—KRegional Meeting of 
FOR DISTRIBUTORS the American Supply & Machinen 
Write for detailed information. er ee ae shies . 
inufacturers ssociation an 


the National Industrial Distril 
B & 3 MFG. co., INC. rors Assoc lation Industrial D 






1, ™& 
» ebro 


x@ $212.00 





EE cittustron od) 
MODE — wheel, 
pea ‘is price 





5—National Builders Hard 
tion, Conrad Hilton, 






ontoct 





rubber 


a? 
‘ 400 ka sive bel 95.00 
ae: = rable, "s 
w! ee a incl. . contoct 
a’ * i belt. 








List 





OAK GROVE, MISSOURI 


from Metallic complete line | Sept. 30-Oct. 4—Material Handling 


Show. Show Mart Montreal 


the SAFETY PLATFORM | © 
+ ALUMINUM Oct. 7 National Electronics Con 
STEPLADDER ference, Hotel Sherman, Chicago 





= *\ Designed for those who must work Oct. 14-18 National Hardware 
nS from extreme top of ladder Show Coliseum New York 
is aN) in complete safety. 
i nv Reinforced metal at all wear points. Oct. 20-23— National Hardware 
H ~ Plenty of high tensile strength alumi- Convention, National Whole 
\ num alloy incorporated in design of Hardware Association and Ame! 
r\ this ladder that makes it a safe sturdy can Hardware Manufacturers As 
At a working platform ladder and all- sociation, Marlborough Blenheim 
4 \ round stepladder even after many Hotel, Atlantic City 
§ years of use and abuse. 











Oct. 28-31— National Industrial 
Packaging & Handling Exposi 
tion, Convention Hall, Atlantic 
City. 


8’-10'-12'-14'-16'-18'-20’ 
overall heights 





METALLIC offers a complete line of step 
and extension ladders, stands, trestles and staging. 
Send to Dept. D-2 for information. 

— the WORLD'S safest Aluminum Ladders — 


Oct. 28—Nov. 1, National Business 


Show, Coliseum, New York 





Nov. 3-4—Central States Industrial 
Distributors’ Association, Annual 
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in Societs 
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Hotel, 


Beach 


of 


rs Annual 
New 





Jan. 6S—Southern Industrial Dis 
tributors Association Annual 
Mid-Year Meeting, New Orleans 

\la An l Ss et ot lool 
| Ce lo Show, ¢ ven 
( Ph idelph 1 

\l | ec | trial Sup 

4 NX York 











GR 
= 
1 -MPES 


i'm 


the right belting for handling it. 


This is possible be ise the V 





plete — fills many needs in nveving, «¢ 
There's everything istomer need t i-wover tton. Ne 
prene impregnate canv titche B ta, spe 1 tre 
plus a complete s« f 
W. H. Clark of widths and thicknesses 
To prove w t g rig é es¢ 
ment conducts ntir is, exhaustive tests unde g 
Wendell Harris Clark. conditions — then integrates test results with field rey , 
Samuel Harris yssured recommendatior 
he pa t t I ie pe 
Wi Hla \ K > ha ever-g1 . 9 . Ww give ate 
; ; ast pres complete belting service? Send for Distributor C 
C = i 1] il w ( Den ( hi 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
( Solid-woven Belting — untreated, impregnated, coated 
Hospital many widths and plies + Canvas Stitched Belting 


ST) i . 

, 4 Belting Specialties 

\ ft ( nember of the board yi 
tf the National Industrial Distribu ° 

\ssociation, Mr. Clark was firs 
resident and one of the founder 
if the Central States Industrial Dis 
, 53 Park Place, New York 7 - 300-306 W. Hubbard Street, Chicago 10 

l \ss it10 lle was al Factory: Easton, Pa. 
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Tell us the product and we'll show you 














active in the Illinois Industrial Dis 
tributors Association. 

He was a graduate of the Whar 
ton School of the University of 
Pennsylvania. 

He leaves his widow, Doris M; 
two sons, Wendell H. Jr., and 
Robert M.; a daughter, Mrs. Eleanor 
Peterson; his mother Mrs. Louis 
Clark; a brother, Samuel H. Clark, 


and eight grandchildren. 


Perry T. Demming, 


o Oo T oO U G b Hardware & Supply Co. 
Perry T. Demming, 52, vice presi 

n d et so smoo t h dent of ‘The Hardware & Suppl 
a y Co., Akron, Ohio, and manager of 
the industrial supply department, 
died of a heart attack Aug. 8 while 
playing golf 

Mr. Demming joined the firm in 
1921 after graduating from high 
school at the age of 16. After threc 
vears, he decided to go to college 
he attended the University of Akron 
and worked for the firm during vaca 
tion periods. Mr. Demming rejoined 
the company Aug. 29, 1927 

In 1955 he was appointed chair 
man of the Modern Methods Com 


NEW ; : mittee of the National and Southern 


. Industrial Distributors’ Associations 
[his committee sponsored — the 
d George D. Wilkinson report of man 
ADVERTISING AND SALES ai | ao 
. : agement operations in 32 supply 
PROGRAM TO HELP YOU! firms presented at this year's Triple 
National Sanders’ new advertising and sales Industrial Suppl Convention 
program emphasizes the tough, reliable opera- He was a past president of the 
tion and smooth finish that your customers will Weislewn Country Club and of the 
appreciate in National Sanders. New counter ; : 
folders, mailing pieces, and a complete new Akron Junior Chamber of Com 
catalog are available for your use. Advertising merce and was a director of the 
in the trade papers will help you sell. Be sure . ' 
dag a ) » N Ye a 
that you make full use of the National pro- \kron City Club. Ir. Demming 
motional program. It can mean real profits 
for you! : dist Church and of the Phi Delta 


was a member of the First Metho 


(heta fraternity and served as a 
trustee of the Alumni Association 
of the University of Akron 

WRITE FOR SAMPLES OF His wife, Martha J., a daughter 
ALL NEW NATIONAL LITERATURE and a son survive. 


Nedloual Sandoes Cyril S. Gilbert, 
Pratt-Gilbert Hdwe. 
NATIONAL AIR SANDER INC., 2810 AUBURN ST., ROCKFORD, ILL. . ea ; 
Cyril S. Gilbert, co-founder of 


one of Arizona’s oldest commercial 
firms, the Pratt-Gilbert Hardware 
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ILLIAM 


Distributors LOCKING ADJUSTABLE WRENCHES 


who stock 

wen 
the complete Byer 
Williams line 


HEAVIER... 
MORE RUGGED 


SMR “PUSH BUTTON” 


LOCKING DEVICE 


ED 


DUE TO WILLIAMS 
CONTINUOUS PRODUCT 
Featuring exclusive advances in an DEVELOPMENT PROGRAM 
r. THESE 4 IMPROVEMENTS 
BRAND outstanding design—Williams new 
ut ding desig © HAVE BEEN MADE 


ACCEPTANCE improved, patented Locking Ad- 


justable is built to resist the abuse 
of heavy service commonly associ- 
QUALITY ated with this type of wrench. 
PERFORMANCE Diagrams point up major improve- 


ments in locking mechanism. 
Available in 6, 8, 10, 12 and 15” 
ADVERTISING sizes, Williams Locking Adjust- 
SUPPORT ables offer rapid, one-hand 


adjustment and positive protected 
locking in precision drop-forged 


GOOD PROFIT construction. 
MARGIN Your local Williams distributor 


will give you fastest service at 
lowest cost. 


For detailed data on the “Broad- 
est Line of its Kind”... WRITE 
for Catalog 303. 


that’s why 


IT PAYS YOU TO {\ 5 | : 
STOCK and SELL 9H. WILLIAMS « co. 


pe WILLIAMS co 


BUFFALO @© NEW YORK e CHICAGO e LOS ANGELES 





INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 











GUARDAIR 


the original 


SAFETY AIR GUN 


gives you more fo sell 
wherever airguns 
are used 


Safe—Guvordair sets up a protective 
umbrella of high pressure air to 
prevent chip flyback. Quieter opera- 
tion reduces noise levels. 


Adjustable—Guvoardair is equipped 
with an internal pressure control and 
an external operator adjustment for 
finer settings. 


Economical—Guoardair is equipped 
with a leak-proof valve eliminating 
air seepage and bleeding. Adjustable 
pressure controls allow the user to 
regulate air pressure to suit the job. 
Savings up to 35% in air usage can 
be reolized. 


Profitable—Guoardair is priced with 
the distributor in mind. A high profit 
margin and quick sale acceptance are 
your sales advantage. 


Write for information and complete 
details today. 


UNION ENGINEERING CORP. 


South Hadley Falls, Mass. 





Cyril S. Gilbert 


Co., Phoenix, died Jul 
Phoenix. He was 81 

Mr. Gilbert organized P 
bert with Charles Pratt in 1$ 
losing a job as bookkeeper 
hardware firm when the 
defunct. A carload 
wagons 


came 
consigned to the 
firm was on a railroad sid 
Mr. Gilbert pooled his fev 
ing dollars with Mr. Pratt 
over the consignment 

The picture above was tak« 
surprise party for Mr. Gilbert 
occasion of his 80th birthday. |] 
ployees and officers of the company 
presented him with a scroll signed 
by all company personnel and by 
Arizona’s governor, Ernest W. M¢ 
Farland and Jack Williams, may 


of Phoenix 





Joseph Heller, 
J. Heller & Sons 


Joseph Heller, 93, president of ] 
Heller & Sons, Newark, N. J., 
trial supply firm, died July 9. 

Born in Austria, Mr. Heller came 
to Newark in 1886. He founded ] 
Heller & Sons in 1900 
organizer and first president of the 
North Jersey Hardware Dealers’ As- | 
sociation. 


indus 


and was an 





He was active in philanthropic 
work at Beth Israel Hospital and for 
the United Appeal. Mr 
Heller was a member of Diogenes 


Lodge of Masons and the Shrine. 


Jewish 


Survivors include his wife, Jea 
nette; three sons, Jack, Bernard and 
Irwin; seven grandchildren; and ninc 
great grandchildren. 


INDUSTRIAL DISTRIBUTION e SEPTEMBER, 1957 





SELLING LIKE... 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 33-C. 


They’re hot items with quarries, 
foundries, mines, sand and gravel 
plants, contractors, and wherever 
abrasive materials are conveyed 
by belts. 

Industry is sold on Belt-Savers 
because of extensive use through- 
out the years... because of their 
money-saving advantages. 

The exclusive cone and wing 
design prevents materials from 
lodging between pulley and belt. 
Sharp lumps and roughage can 
do no damage. Belt life is in- 
creased from 50% to 400%. 

You'll enjoy a steady, easy-to- 
earn income from Belt-Savers. 
Put them in your line now. 

And include Sprout-Waldron 
cast-iron pulleys for standard 
transmission and conveying ap- 
plications. They’re available in a 
wide selection of types and sizes. 
Write for details. 


SPROUT-WALDRON 


Manufacturing Engineers 
Since 1866 


3 Logan Street 
Muncy, Pa, 








Charles P. Warman, 


ey tHe NEW ote wits ute 
Campbell Chain EXC/usive!/ 





Hornsby Heavy Hardware Co., W1 
chita Falls, Tex., died at his hon 
Aug. 6 after an illness of several 





months. He was 75 

Mr. Warren was born in Olive 
Furnace, Ohio. In 1896 he moved 
to Portsmouth, Ohio. He had a 
tered the hardware business before 
moving to Fort Worth from Ports 
mouth in 1904. He was conne 
with Nash Hardware Co. and Henn 
Bell Co. in Fort Worth. In 1919 hic 
came to Wichita Falls and pu 
chased Hornsby Heavy Hardware 
Co 

Mr. Warman was active in loca 
civic and church affairs. He was a 
charter member of Kay Bible Class 
in the First Methodist Church and 


} 





1 life member of the board of stew 
ards 

He is survived by his wife, one 
son, four daughters and 10 g 
| idre l 
F. Ray Peterson, ® 
R. G. LeTourneau 

~~ tant + 


| Ray Peterson >>, aSSISTANI O 


the president of R. G. LeTourneau, 


Blue Temper 
Inc., died July 29 of a heart attack 


in Longview, ‘Tex 
iss raneasoatcenc — PRESCUT, PACKAGED CHAIN 


; 


LeTourneau for 31 years, helping to 


} 


design many of the machines which @ 3/16", 1/4", 5/16", 3/8” Proof Coil 


Chain .. . in lengths of 10’, 15’, 20’, 
50° and 100’ . . . in attractive self- 
service packages. 

@ Instantly identified by the rich blue 
color .. . tempered right into the chain. 


the frm now manuracturers 

Mr. Peterson was born in Sai 
Francisco and spent many years i1 
Stockton, Calif., before joining the 
company's organization in Peoria, 
Ill. Now, for the first time, you can offer 
your customers the convenience of pre 
cut, pre-packaged chain that stays clean 
and stores easily over 25% of your 
sales are in these pre-cut lengths. And, 
“Blue Temper” provides instant ident 


Hertha Cordes, 
Cordes Supply 


Hertha Cordes, 62, e president 
of Cordes Supply Co., Milwaukee, 
died July 23 at Milwaukee hospital 


Miss Cordes served for many ht 


Pre-Cut, Pac Chain also available in Hot Galvanized 


CAMPBELL CAMPBELL CHAIN Company 


York, Pa.—W. Burlington, lowa 


ras Is y | b fo wo I s 
Was aiso genera uyvel I men § 
leather goods for McKane & Lins, CHAI N Portland, Ore.—Sacramento, Calif. —E. Cambridge, Mass. 


Inc., where she worked 27 years. 


fication—you and your customers a 
ways know it's Campbell ‘Blue Temper 
Chain. Start selling chain the modern 
way ... write for complete information. 








vears as an Officer of the supply com 





pany which her father founded. Un 


til her retirement four vears ago, she 


Makers of the famous lug-Reinforced Tire Choins 
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WANTED 


DISTRIBUTORS 





... THE LINE 
THAT GIVES YOU MORE TO SELL 


@ Lower stock investment @ _ More sizes 
in high volume items @_ Rapid delivery from 
Rapid Stock @ _ A guaranteed sales plan 
@ Sales training and merchandising help 


We're so convinced Rapistan wheels and casters will be a good 
profit item for you (regardless of any other line or lines you have 
now) that this is our policy: 


If you are not satisfied with the Rapistan wheel and caster line, 
we will buy back from you the Rapistan stock you have on hand. 


Write today for an explanation of the Rapistan franchise plan. 
I will personally send you complete information by return mail 
as well as a catalog and other details. ‘ _ 


Product Sales Manager 
The RAPIDS-STANDARD CO., INC, 


305 Rapistan Bldg. 
Grand Rapids 2, Mich. 
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FROM THE 


om FILES ve 


25 YEARS 





(he Department of Commerce an- 
nounced a formula for determin 
ing the profitability of industrial 
distributors’ lines. 


Che chairman of the board of Allis- 
Chalmers said Depression had 
forced an “about-face” in buying 
policy: instead of buying and stor 
ing large inventories for plant 
needs, the company was buying 
locally and letting distributors 
stock for them. 


Business Week, McGraw-Hill pub 
lication, reported industry was 30 
billion dollars behind in pur 
chases of new equipment. 


How to curtain expenses was the 
major problem facing most dis 
tributors. Some had already re 
duced their sales force; some had 
adopted plans to let their oldest 
salesmen, at least, keep working 
on a part-time basis. 


W. W. Taylor sold his interest in 
\rkansas Mill Supply Co., Pine 
Bluff, to Louis T. Rucks. 


Superior Supply Co. and Sterling 
Hardware Co., Bluefield, W. Va., 
merged to form Superior Sterling 


Co. 


Globe Machinery & Supply Co., 
Des Moines, took on the Good 
year line. 


“July was the worst month distribu- 
tors in this territory ever experi- 
enced,” reported W. T. Todd, 
Jr., Somers, Fitler & Todd, from 
Pittsburgh. He added that he 



















BLACK HAWE 


Fes 


Amazing 
HOLL-€-RAMS 


1. Self-retracting HOLL-O-RAMS are ex 
tra-compact — No exposed springs, yokes or 
external interferences 

2. Versatility tremendously increased with 
three interchangeable saddles. 

3. One ram serves as power unit for pullers, 
for lifting as a jack. No other ram fulfills 
this multiple purpose 

4. Rams are provided with a means to mount 
conveniently in presses, jigs and fixtures. 

5. Rams are machined from solid steel bars 
— not castings. Greater strength, safety, 
freedom from porosity and leaks. Full pow- 
er output in a single symmetrical unit! 

. and there’s plenty more! 
















Here’s where you 


¥ 





NEW and EXCLUSIVE 


elling advantages! 








Yours with 2 new 
BLACKHAWK Hydraulic tool lines 


New Blackhawk HOLL-O-RAM and HYDRAULIC 
PULLER lines break markets wide open — leave all com- 
petition far behind! The selling advantages are limitless! 

Sure-fire profit makers like these make your Black- 
hawk franchise more valuable every month! It’s why you 
can stay out front with Blackhawk, the world leader in 
hydraulic power tool sales! 


rl &é Ke 3 complete series of 


BLACKHAWK HYDRAULIC PULLERS 


Push-Pullers, Double-Grip Pullers and Triple- 
Grip Pullers — activated by 20, 30 and 60-ton 
HOLL-O-RAMS! 






A maintenance man's dream! 











Push-Pullers Double-Grip Pullers Triple-Grip Pullers 
in 3 copacities in 3 copocities 






in 3 capacities 





sell these new lines! 











PRODUCTION MAINTENANCE CONSTRUCTION ALL INDUSTRY 

Blackhawk HOLL-O-RAMS power Blackhawk hydraulic pullers pro Blackhowk HOLL-O-RAMS fulfill a Blackhawk HOLL-O-RAM with 
presses build into production fix vide an easy, damage-free meth- growing need for pre-stressing pump and hose converts to a ver 
tures for assembling, pushing, od for terque-free removing or in- concrete, stressing cable, post satile, remote-control hydraulic 
pulling, bending, clamping, stalling of gears, pulleys, wheels, tensioning and pulling shafts on jock. Exerts full power in any d 
spreading. Use them with gauge- beorings — any shoft-driven port construction jobs. Speed equip rection, any angle. Tremendous 
equipped pump for a wide range press-fit on tube or shofft. ment repairs right on the job! power at your fingertips for lift 


of testing operations. 


ing on 1001 jobs 


Phone your BLACKHAWK mantoday! | <"~« 


Moke these Blackhawk exclusives we 
® boost profits for you! The Blackhawk Bry 
man will give you full sales-getting PR 


BLACKHAWK MFG. CO., Dept. H-1777, Milwaukee 46, Wis. details immediately. ~~, 
“World's Largest Manufacturer HYDRAULIC POWER TOOLS” 
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Years Ago (Cont'd) 





Everybody KNOWS the line that KNOWS its 
WRITE } cved th pot 


reached and improvement was 


FOR FULL ; rospect 
INFORMATION — + J. W. Minder Chain & Gear Co 


Los Angeles, became a distributo1 


] ODAY type Heavy Duty for Dodge Mfg. Co 
Grinder 
Combination Wet- 


ON THE , >. 
end -Ory Grinders I 

NATIONS . : | st Impede of manufacturers trving 

EEE 7 : °° Z to get them to take on lines here 


totore sold direct © | Schlamp, 


PROFIT r . ‘ | 

‘ ; Evansville Supply Ceo., 
LINE! : > , : nented on this: “Some 
* , . manufacturers will profit 


experience, but 


A FEW a — , 
shin nd Buffer ack to direct 
CHOICE 4 industrial activi 
QUALITY, however, has never 


PRICE is an ottractive feature 


DISTRIBUTOR in the famous CINCINNATI gen- been sacrificed in the production 
eral purpose buffers and grinders, of these buffers and grinders. 10 YEARS AGO 
lied i f We sincerely believe the Cincin- 
AREAS supplied in a variety of capac- nati line is America’s top dollor 
ities and designs since 1902. value! , : ; 
Featured Nation-wide by Leading Distributors. Write For Catalogue TODAY! ssell, Burdsall & Ward B 


STILL Makers of a complete line of pedestal and bench grinders and buffers, speed lothes, it » Dia 1 t} 1¢ 
dust collectors and cut-off machines : " 


AVAILABLE (ii; tHE CINCINNATI titctricat toot co. 


312 MT. HOPE AVE. @ CINCINNATI 4 @ OHIO 


Distributors generally 





first m 








zo 
$3; 
Fee 
233 


pane, (@) 


icqu red 


nerchiy } oY na } 
ership of the firm and clect¢ 
I 


duc: 


© Red Seal Extra Heavy Machinists ( irter, Milchman & Frank, New 
York City, elected Howard Jack 


* American Automotive Machinists ian ante dak ib Geis 4 
* American Utility and Workshop ee ae . vs. 


HERE ARE SOME OF THE PROFIT- 
MAKING FEATURES OF RED SEAL VISES K. R. Rossman took over as presi 


lent of Rossman Industrial Sup 


@ Built to stand up under hardest use. 
© Compare, feature for feature, with any other vise. Co., Seattle 
@ Your customers will recognize and prefer Red Seal. 
@ Their quality makes them easier to sell. ” ' 

- Munnell & Sherrill completed a 


Sold everywhere only through distributors. build 
uuiding in Eugene, Ore 


Write today for 1957 catalog 
SINCE 1895 


V AMERICAN Scale and Vise Co. I’. G. Vaughan, ‘The Geo. Worth 
] ; 1 | 


2745 Southwest Bivd., Dept. D Kansas City 8, Mo ston Co., organized an informal 
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DUTCH BRAND PLASTIC TAPE 


for every electrical need! 


and construction job. Available in the sizes and widths 
to meet every requirement. 


From high line to cable vault Dutch Brand Plastic Elec- 
trical Tape meets the requirements of the job. It has 
high dielectric strength, over 1000 volts per mil of thick- 
ness, with stretch to conform neatly and smoothly to 
irregular shapes. It protects against corrosion, is weather- 
proof, waterproof, rot, mildew and fungus proof. Linemen 
and electricians know the value of dependable tape. . . 
and tape economy. 

That’s why they insist on safe, easy-to-use Dutch Brand 
Plastic Tape for every electrical maintenance, production 


Write for booklet —Jn the market jor 
new ideas on tape as a time-and- 
money-saver? Send for “‘Big Four in 
Electrical Tapes,” booklet. 
Write today! 

Johns- Manville Dutch Brand Products 
7800 South Woodlawn Avenue 

Chu ago 19, Illinois 


our neu 
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Desmond's Heavy Duty Dresser 
makes quick work of truing large, high 
speed rubber- or resinoid-bonded grind- 
ing wheels. Shears and picks at same 
time with patented angle-set Desmond- 
Huntington cutters. Dust-shielded ball 
bearings guarantee lasting precision 
Cutters easily replaceable without ad- 
justing bearings. Ask your Desmond dis- 
tributor how proper dressing can make 
your grinding wheels serve better- 
longer. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 


10 Years Ago (Cont'd) 





golf outing at Lakewood Country 

Club for 13 representatives of 

Cleveland industrial supply firms 
* 


The Carborundum Co. broke 
ground for a $15,000,000 building 


program 


Pacific Abrasive Supply Co pur 
chased a new building in Vernon, 
Calif 


Blueheld Supply Co., Bluefield, 
W. Va., celebrated its 25th anni 


versary. 


Hays Machine Tool Co., Memphis, 
lenn., completed a new display 


room 


J. Frederick Rogers, Beals, McArthy 
& Rogers, Buffalo, N. Y., was 
elected president of the Buffalo 


YMCA. 


Bob Smith, Smith & Klebes, New 
Britain, and Bob Munger, Chas 
\. Templeton, Waterbury, staged 
their annual golf match at the 
Connecticut Industrial Supply 
Club outing. The score was not 


announced 


Six regional meetings were planned 
by the three supply associations 
in Cincinnati; Newark, N. J.; Bos 
ton; Chicago and Biloxi, Miss 





PURCHASING 


“It’s the latest thing ovt—a combination 


brief case and golf bag!” 


Se RR 
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SCAFFOLD 
CASTERS 


FEATURING SIMULTANEOUS 
SWIVEL AND WHEEL LOCKS 


C9O0O st ree caster 


Machined steel stem, 144%" dia. by 35%" 

long. Held securely in tubing by pinning 

through tube and '5¢" dia. hole in stem 
Caster can be easily removed from 
tubing when necessary. For use on 
platforms, workstands, scaffolding 
or other items made of tubing 


FEATURES OF DESIGN 


” ... is deeply serrated on ovter edge 
J, SEUYPL Toe Che Te inn contact with serrated surface of 


broke shoe. Top plate is hardened for added caster life. 


... Consists of two complete rows of 
iY gt igs bes rolling in smooth, hordened ond 
lubricoted lorge diameter raceways. 


To assure safe and positive handling of mobile equipment 
holding workmen, Faultless engineers have produced the most 
efficient method of applying dual locks ever offered for this 
important service. The Series C900 Swivel Stem and CP900 
Swivel Plate Casters combine the famous (1) Faultless Double 


Ball Bearing Swivel, and (2) instantaneous locking protection 
.+. consists of heavy gouge, hord- 


of dual, quick-action brakes. Faultless, thus offers the ideal 
Caster for industrial, military and construction equipment 


MR. DISTRIBUTOR: The Series C900 and CP900 are typical 
of many Faultless Casters engineered to solve problems in every 
important industry. If you are not yet selling Faultless Industrial 
Casters like the Series C900 and CP900 and want to know the 
profitable facts, write today, no obligation. 


Fg ABE ASAT eke shoe, guiding tabs, com and 
lever arm; all permanently assembled in o steel frame thot 
is welded to caster horn. Brake lever orm is in “down"™ posi- 
tion when broke is “off"...no danger of vibration causing 
brake to engage when equipment is being moved. Brake 
shoe and frome are deeply embossed for added strength 
Brake can be operated easily by hand or foot. Cam and 
side tabs assure 100% brake shoe contact and compensate 
for wheel weor. This assures positive and effective braking 


of both swivel and wheel. Effective on both cushion or hard 
tread wheels. When brake is “off” brake shoe completely 
clears wheel and top plate for uninterrupted rolling and 
swiveling action. 


. THRUS EARING -«-faceway is machined from bar 
See ‘ond huily hardened. Precision assembly assures free, 
easy swiveling action. Boll bearings core held in perfect 
alignment with hardened steel boll retainer. 


. GR ITTING «-- conveniently located for positive 
thorough lobrice ; of swivel and load bearings. Same type 
fitting used for lubricating wheel bearings. 


++» OSsure ecsy 

foulng tor long caster hive ond safe, smooth handling of equip- 

ment. Lubricated through pressure fitting in axle bolt head 

PLATE TYPE CASTER for complete, even distribution of lubricants to whee! bearings 

Full %" dia. king pin seats 

well below level of corru- 

ated heavy steel top plate. 

deal Caster for use on flat 

base scaffolds, platforms, 

racks, stands, general pur- 
pose floor trucks. 


CASTER COR 


; 


ks WHEELS::- 5» 6", ond 8” diameters available with 
éngwubis Rubber Tires, Ruberex cushion tread composition 
Rockite hard tread composition, Ploskite and Semi-Stee! 
Drown Steel Wheel also available in 5” and 6” diameters 


EVANSVILLE 7 INDIANA 


FAULTLE 


4 
Slices in Al 


ss 


een 2 Beeek, & 


Cleve rf 


High Point 


Jelphia, Portland, Seottle Stratford, Onterio 
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DIAMONDS 


miley Says: em 
BE - es } 
THRIFTY! 


diamonds 
and really 





(Smiley was using this 


aa standard 1 ct. tool 


COST $45.00! 
——) 


| +? 


RESET COST! 


(2) LOTS OF 
> PAPERWORK 
A Too! 


Smiley's choice NOW | 


The expendable 


“ECONOMY" tool 
CONTAINING six 

NO RESET 

COST 


LOOK AT 
THE WASTE! 











1/6 ct. diamonds 
(total 1 ct.) 


COST $28.70 


NO WASTE 
HERE 


—— 


((= >) 


~ 
; 


ee 


NO PAPERWORK! 
aa ss) 


no wonder he smiles:’*/ 
Precision’s economy tools cost much 
less, and they‘re so easy to use, too. 
for more information, write 


PRECISION DIAMOND 


TOOL COMPANY 
P.O. BOX 274 + ELGIN, ILLINOIS 
Telephone SHerwood 1-4847 
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assistant 





NEWS 


Starts on page 148 





Protective 
Coating... 
protects your 
reputation 


ial rust-resistant coat- 


George L. Bottari 


Bottari and Philip 


Become Associate Editors 


‘ 
C3 TEC | Botta 


ind J. Van N 
Philip have f 


been promot 


Clark's spec 
more than provide all- 
ction for Clark bolts, 
and rivets in storage and in 


ing does 
; 1,4 


+ ‘ 
U ISSOCTATE Lt weather prote 


INDUSTRIAL DIstRIBUTION nests 
Mir. Bottari had had 14 


perience working with industria é 


e. By protecting the products, this 
xclusive CLARK process also pro- 
tributors as ts your reputation for handling 
ty products 


ng with CLARK als 


the advanta 


salesman and s 
o offers 


ges of 


SPEEDY DELIVERY—Prompt pr: 
orders, shipment by faste 


Ind ally from stock 


SUPERIOR PACKAGING— Engineered 
t ve space and speed inventory- 
} p vide maximum pr 


permit instant product 


otection 


identificati n 


every 


PERSONAL SERVICE—At Clark 


ttention ana ft w- 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 


J. Van Ness Philip 


1957 





he joined the staff in 1952. For 
merly with B. F. Goodrich Co., his 
editorial territory includes New | 

land, New York State (except for 
the metropolitan New York City 


trea) and the caste Half of Mich WOU) CAN CUT COSTS BY MOVING YOUR MATERIAL 
Me Philip. who has been with WITH ACGME DOUBLE PITCH CONVEYOR CHAINS 


ID six vears, had previously been 





assistant to the publisher of the 
Princeton Herald, N. J. A former 
reporter for the Washington, D. C 


l'imes Herald, he graduated from 





Princeton University and has a mas 
ters degree in business administra 
tion from Harvard Business School 
He visits distributors in the New 


York metropolitan area, southwest 





ern corner of Pennsylvania, south 


western half of Ohio, western 


l'ennessee, Kentucky and West 





Eutectic Welding Alloy 
Names Regional Chief 





Jackson has been ap 





onal manager by Eutec 
Alloys Corp. The last 


he worked in a customer 





DOUBLE PITCH ROLLER CHAINS 


Double pitch conveyor chains, sometimes known as 
capacity at the c ympany\ tended pitch chains are becoming increasingly more pot 
he idauarters lar in many industries where high grade finished ri 
ae chains are required, at a lower cost than the standard pitct 

\s regional manager he will train chains. This series was developed on the basis of 1 
standard round parts of the standard series and doublir 
the pitch. For example double pitch chain =C-2080 wi 
roup of d rict engineers is 2” pitch utilizes the same round parts as 1” pitch heavy 
series chain = 80H 

In addition to being applicable for slower speed p 
transmission drives these chains are widely used as <« 
veyors for the handling of materials. A standard line of 
attachments are available that gives this line great 
tility in reference to incorporation of cross flights 
rods, etc., that are applicable for conveyor work 

The double pitch series of chains are widely used in the 
Agriculture Implement, Baking Machinery, Constructi 
Machinery, Mining, Packaging, Textile industries, et« 


SPROCKETS 

Sprockets for Double Pitch Chains can be 
furnished in either SINGLE TOOTH FORM OR 
DouBLE TOOTH ForRM, as shown on the right 

Double tooth cutting actually doubles the 
life expectancy of the sprocket 

Chain rollers contact only every other 
tooth. When these teeth become worn after 


and coordinate the activities of 


r 
~ 





long service, the sprockets can be advanced 
one tooth, thus permitting chain engage 
ment on a new series of sprocket teeth 

Double pitch chains can be furnished in 
either Figure 8 or straight side plate type 
with standard or oversize rollers 


FREE CATALOG 
ite Dept. 15K for new 
ustroted 76 poge cot 
!'WO EXECUTIVES of the Jan clog on use ond appl 
= stion of roller choins 
and sprockets 


ind Don Zimmer 


MASSACHUSETTS 
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distributors 
SELL 


Rbanct> 
carbide dritts | ACE EXPANSION 
SHIELDS 


1. A PLANNED INVENTORY OF SALES AIDS is a 
big part of the Arro Expansion Bolt Company program 
to back-stop distributors. This literature library con- 
tains all specifications on material, construction, specific 
applications...answers all questions the distributor 
salesmen will encounter. 


ARRO EXPARSION BO! 


& rerypepgaee 
Ly mys 
Li... oa 
=e 


a 


- 


2. EXHIBITS FOR TRADE SHOWS AND CON- 
VENTIONS. Here your prospects actually see, feel and 
examine the complete product line. Arro’s representa- 
tives — like Sales Manager John Dugan and Ass'’t. to the 
President, William Eikenbary, shown above—are on 
deck to explain the advantages of the Arro line, presell 
the distributor’s prospects. 





3. TOP LEVEL SALES STRATEGY. Here Arro President 
George R. Flora and Sales Manager Dugan discuss possible im- _ 


provements in their distributor product literature and general — a sie 
advertising. This persistent, high-level review of distributor pro- — 2 — 


motion pays off for you. 


4. “SEE YOUR QUALIFIED DISTRIBU- 

TOR,” is the final line in Arro’s consistent, 

distributor-oriented business paper adver- 

tising. These ads, reaching important buying 

influences in industry, bring in direct sales 

leads for distributor salesmen, help precondi- 

tion his prospects, save him selling time. = ; —- inamor 


5. “FACTORY IS MOST IMPORTANT,” comments 
President George R. Flora. “It has proved to be one of the 
most vital channels in carrying our sales message to the 
men in charge of electrical and building maintenance and 


modernization in the industrial plants of America.” | . \( ” | ( ) 2) 


When the product lines you handle are advertised in 
FACTORY, they are being pre-sold to the Plant Operat- 
ing Group in America’s top manufacturing plants... 
the management men and engineers with operating re- 
sponsibilities for production, plant engineering and 
maintenance, and direction of people. This means signi- 
ficantly higher product awareness, lower sales resistance 
for your salesmen. Ask for this valuable sales assistance 
on all your product lines. 


Special Report More Women...in More Jobs... in More Plants poge || 4 


a McGraw-Hill Publication App 
330 West 42nd Street 
New York 36, New York 

ew Yor , New Yor @ 


Edited exclusively for the Plant Operating 
Group in all manufacturing 





VAT 


fates 





DROP LIGHT 
REELS 


Perfect portable industrial light- 
ing—ideal for warehouses, load- 
ing docks, construction jobs and 
dozens of other uses! Available 
in 20’, 30’ and 40’ cord lengths. 


ELECTRIC 
BALANCE 
REEL 


for 


POWER 
TOOLS 


Eliminates costly 
“waste motion” on 
production lines! 
Completely elec- 
trical—does away 
with separate bal- 
ance wire cables. 





17th & Indiana Ave. 
Philadelphia 32, Pa. 








eee ee ee 
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Here's your opportunity for 
the same high unit profits and 
easy sales that have made the 
Cordomatic line popular with 
automotive jobbers for years. 
Now, Cordomatic has developed 
a new line of products which is a 
“natural” for the industrial and 
electrical fields...and they're 
being pre-sold to all of your 
customers in the trade books they 
read most. The products are uni- 
formly high in quality ... fully UL 
approved... yet, in keeping with 
Cordomatic’s poiicies, are priced 
to sell! 


Warehouse stock available in all 
principal cities in U.S. and Canada. 
Write today for free illustrated 
brochure and price sheets. 


CORDOMATIC DEPT. "“W" 
17th & Indiana Ave. 
Philadelphia 32, Pa. 


Name 
Address 
State 


City Zone 
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Walter Whitson 


Parker-Kalon Makes 


Four Staff Changes 


Walter Whitson and Fred Sche 
f Parker-Kalon Division, Gene 
\ i | ransportat ( ) 
CC hif ind Jack Sa 
\\ im ¢ 
issigniments 
\Ir. Whit issen giniec 
en } 1 ‘ red 4 ) \t 
| i i l mei has \ 
53 ie West (¢ I] 
uuthern I 
\! 1 an ieadquarte it t 
cw ¢ t , Calhit., fa 
\I sche vh l 
Pa ( ! 14+ 
en shifted from 
veadquarters in Los Angele 
cadquarters San Fran 
He will continue to repre 
npan } irthern (¢ [ 
(reg Wash 1g l B 
( npia 
\lr. Salberg has been named an 





Fred Schell 








W-S Forged Steel Unions 











Jack Salberg 


Nios Mosk leh Gaal il adh aed ... these features 
— ' N. Y.. head ge ne tell the 
.cering depart difference... 


\l ( | C 
( gY progtTall 
ee <sie : me Not all forged steel fittings are alike 
: her one Careful design and precision manu- 
He will make his hea facture give W-S Forged Steel Union 
» iaame St. | \ these important features that tell 


the difference: 





Designed to AAR dimen- 
sional specifications. 

2 Steel-to-steel seats, with 
i. spherical-to-angle mating 
irfaces. Angle is rolled te 


“xtra hardness to resist 


Cadmium plated nuts for 

resistance to corrosion and 

to galling and siezing 

End pieces protected against 
t by new W-S blue 


Synthetic coating 





Octagonal end pieces for 
better gripping 


William Conover 





VOLCANO’S POWER W-S Unions are machined from forged steel in accordance with 
HARNESSED ASTM material specifications A-105, Grade 2. They are available 

ee a with screw-end and socket-welding end pieces in 3000 Ib. class, 

nessed to generate power and supply sizes 48” to 3”. 


sulphur, according to Chemical Week, , 
McGraw-Hill publication. Steam from For complete information send for Bulletin U-1. 


a volcano at Larderello is passed Write to W-S I ittings Division, H. K. Porter 
through dry boxes to remove carbon Company, Inc., P. O. Box 95, Roselle, N. J. 
dioxide and hydrogen sulfide. The sul- ; 





fide is then broken down to sulphur . 


The station generates 260,000 kw., and 


cbout 3p, tone of selpher ore recor | THI. IK. PORTER COMPANY, IINCo 


ered daily 
W- S Fi Trtin Go S OoOivisaticQa WN 
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No "Come-Backs” 
... Except for MORE 
XCELITE TOOLS! 









——— ew 
= —_ * 
XCELITE Nutdrivers with Co!or- XCELITE Customers Are 


Cojed Handles 
Loyal Customers! 


= SS) They won‘t compromise . they insist on XCELITE 


the finest tools. 

















. =e > 
XCELITE—The Original ‘‘Com- : ‘ 
vination—Detachable”’ To these men, time is money. They’re professionals 
a . they make their living out of their tools. For 
—_—_— a y them, there’s no ‘‘Just-as-good’’. They order XCELITE Irving Danielson 
XCELITE Screwdrivers in All a . they _ eve bg ier gt Satisfied- 
Point: d Si tomer’ ine oO and tools iif to the exactin ‘Ls . . 
ne sy ay we Chicago Wheel & Mfg. Aide 
standards the professionals insist on 
<2 Is Feted on Anniversary 
XCELITE Customer-Satisfaction means more orders ani 
XCELITE Pliers — One For . more repeat orders. This all adds up to in Irving Danielson, vice president 
Every Purpose creased profits and bigger volume for you! . : 
’ 4 - , f Chicago Wheel & Mfg. Co., re 
oa : 
6 me ® You'll Always Sell More XCELITE Tools, Because They ent celebrated 60 vears contin 
—_ — Do the Job Better! :, rr wih, Con od in § 
WOUS SE ICC Witil Oil ili¢ li bid 
XCELITE Alloy Steel Adjust- ' — “ee 
ling wheel industrv. In com 


abie Wrenches 












NIW! Write Today For Our Brand-New, Illustrated memoration = of thc event I he 
Four-Color Catalog, and See HOW XCELITE Creates } aie 
Customer-Setistaction! Grinding Wheel Institute presented 

him with a plaque; only one other 
XCELITE, INCORPORATED ills aie Wie Bie eee 
Dept. F, Orchard Park, N. Y. nad 

—_——_—_— — Nh Da CiIsSO began hi iTCC 
1 boy in the firm’s shipping depart 


CALDER ... the Dresser Line — Se See i a ae 


. . MASIS AS VICE president 
for Bigger Profits... Easier Sales 


Represents Devcon 


\\ AAA . \\ ' .\ \ \ \\ \ 
BUILT RIGHT—Best materials throughout .. .. tool , \. A. Hume has been appointed 
steel cutters . ... Right and Left hand Threaded Bushings Factory representative by Devcon 
for Automatic Tightening. \\\\\\\\\ \\ \ ae Corp. and will cover North Dakota 

. WAY \ \\\ \ \) . LY South Dakota, Minnesota ard west 
. \ . a ~ ern Wisconsin 


\ 
\ 





?. 
EASY TO HOLD— SN 
\\ Weight well distributed | 






for smooth handling. \ . 
. KXAAXAYA 
Also CALDER Fine Diamond eres ct 
ee, 1. eS 
SOLD ONLY THROUGH DISTRIBUTORS \ 


% AAA RERERERNNNY wre ’ ms 
CALDER MANUFACTURING ae . GMLATON b ameeen @ & 


2049 North Prince Street ° Lancaster, Pennsylvania pply department, Colorado Bearings 
Cr Deny 
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Cut out Floor Drilling,® 
Bolts & Lag Screws 
MOUNT MACHINES ON 


Here’s the fast, easy way to install machinery. Just spot it 
and drop it.. with a Unisorb pad under each machine leg 
n cost, 80% on time, checks up to 85% 
bration at its source! Easy to move 
to shifta production line. 

s to oils and cleaning sol- 
no machine " 


Saves up to 30% 0 
of transmitted v! 
too, whenever you have 

Unisorb ts imperviou 
utions. Permanent alignment, 
“walking,” precision shimming. 








and Why 


Shows 
a modern installation # 


FREE Same hines 
machine: 
Give yous ith Unisorb. Send 


it pays to anchor w é 
reader service card, call or write 


LTERS Com 
Fe BOSTON Wy, 4 
ht and Felt Prod + 


The 
219 SOUTH STREET, 
Manufacturers of Fe 

OFFICES: New York, Philadelphia, Chicag® 
SALES REPRESENTATIVE Son Fra 
Representatives " principal cities through 


=f 
2 
a 














a 
rad 


check 
Harmful 


Vibration 
at Its Source 









ra 





Mi 
tht © 


Unisorb 
reduces y 

p 
Protects 4@gainst un a 
crease machi 


MOUNTS 


of transr 
seen we Smitted vibratic 


@r and tear Also he nating 
et — 
ter Quality workma ; 
ret extras 
er iNstallation cost 
Ss, 


n 


ns 


: py e 

Up - 30% y Saving 
ving. 

80% tir 
* No floor i 
d 

a rilling, no bolts or| 

itm 4nchoring yet ba 


Precision shimming 


how and Booklet **. 
n 

for tg Unisord will poy of 
machines and si’! ome of y > 

ond feel the differ Our 

ence 

rvice card 
coll or write . 


FREE Sample and 
Tells 


Send reader oe Arp, 


aid 


the FELTERS co 


232 sourn sr. 


Mpa 
- 8osr ‘ 
onvfocturers of Felt me hen = . 
Oducts 


7 9 am ‘. 
ee" _ 


HERE’S A 


Profitable, 
Easy-to-Sell 


ADDITION TO 
YOUR LINE 


—, 










MACHINE 
MOUNTS 


> 





1 


7” o 


best-seller” line, ready to make extra 
of your sales Call! Check these 
in magazines for over 
pre-selling 


This is a national 
profits on at least 40% 
Unisorb advertisements, running 
ten years, to get the key sales points. It's a 
campaign making over 3 169,862 impressions a year — 
pre-sells the product, brings in leads, sells by direct mail 
Only Unisorb gives you this strength, plus other 
easy-to-sell advantages 


these 


e No engineering, correct type and size quickly 
selected and shipped 

¢ Quality product, backed by a 100-year-old company, 
no problems with deliveries or quality 

booklets and 

without 


e Leads, promotional material, samples, 
sales aids all furnished in quantity and 
charge. 

Top Profit-Potential, too! Dealers stocking Unisort 
can bank on a better than 80% profit, plus the money 
making extras of fast turnover, easy stocking and fast 
direct-from-factory shipments when required 

Ask about adding Unisorb to your line, today. 
Change from direct factory representation to distrit utor 
sales makes many territories (outside South and far 
West) available. Write or wire for more information 


The FELTERS Company 


210 SOUTH STREET - BOSTON 11, MASS. 


Manvefacturers of Felt and Felt Products 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 








PULLING 


“CENTER - HOLE” 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 
fully described in General Catalog. 






mPGOS OF INDUSTRIAL 


HYDRAULIC JACKS 


woORid's tanGcest 
MECHANICAL AND 


SIMPLEX 
meri SACKS «oss 


ROL-TOR 
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LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SIMPLEX 


LINE INCLUDES : 
ee . 











Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tons 


New Rol-Toe lifts 
full capacity on cop 
or toe 


Screw 
Jacks— 
12-24 tons 





Standard Hydraulic Jacks—3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 
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H. H. Minard shows off engraved ciga 
rette lighter and diamond service lap 
pin he received marking 20 years as a 
oard member of Watkins I 
Watkins Honors 
Board Director 
J. J. Muinard, board director of 
Watkins Inc., Wichita, Kan., was 


presented with an engraved cigarette 
lighter with a Watkins’ trademark 


1 the middle of it, and a diamond 
lapel pin in recognition of 20 years 
service as board director of Watkins 

Mr. Minard has been with Cole 
man Co., Inc., Wichita, for more« 
than 40 vears Hie formerly was 
purchasing agent with the firm and 
for the past few years has been on 
special assignments. He also is a 
director of Coleman Co 

Mr. Minard is the only member 
yf Watkins’ board who is not a full 


time employee of the company. 








SALES REPRESENTATIVE William 

J. Angert has been cited by Lunken 

heimer Co. for 40 years of service. H 
it the firm’s New York branch. 

















OAS REID = 


STANDARDIZED DEMING PUMPS 


meet most industrial needs for “centrifugals” 


@ WHY are Deming Centrifugal Pumps 3. Simplification of future repair parts 


STANDARDIZED as completely as possible? problems. 
1. Quick selection from a wide variety of 4. Obsolescence problems reduced toa 
the “most wanted” types: minimum. 
Coupled Type Pumps Make the new Deming Industrial Catalog 
“Motor-Mount” Pumps I-57 your guide when helping your customers 
Sump Pumps select the best pumps for their needs. Write 
Sewage Pumps for free copy of Catalog I-57. 


2. Quick delivery of Deming top quality Quote, specify and SELL Deming Pumps for 
Pumps. best results for YOU and YOUR CUSTOMERS. 


THE DEMING COMPANY 
511 Broadway «+ Salem, Ohio 
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STANDARDIZED PUMPS 
FOR ALL INDUSTRIES 














A Profitable Seller 
with a broad market 





the new...rugged... 
efficient HEPPENSTALL 
DRUM & BARREL TILT 


For precision control of pouring . . . 
this new Drum and Barrel Tilt lowers 
overall costs and adds new efficiency 
to pouring and dumping operations. 
Features include: 

1. CONTROL .. . provides close, accu- 
rate control of pouring liquids, pow- 
ders, oils, and chemicals. 

2. OPERATION .. . turns 360°... 
equipped with easy-to-operate chain 
or hand wheel. 

3. SIZE OF CONTAINER .. . handles 
standard 55 gallon steel drum. 


4. CAPACITY .. . capacity is 750 Ibs. 


5. SPECIAL SIZES . . . may be de- 
signed to specifications. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 





| Advertised i in leading trade magazines | 


€ Heppenstall 


NEW BRIGHTON, PENNSYLVANIA 
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Walter S. Toole 


Toole Joins Farquhar 


Machinery Sales Staff 


The appointment of Walter $ 
l'oole to the sales staff of Farquhar 


Machinery Co., Jacksonville, Fla., 
was announced by W. M. Gaillard, 
assistant sales manager. 

“Mr. Toole,” said Mr. Gaillard, 
“is well known to the trade as he 
has covered the territory of North 


Central Florida and part of the East 
Coast for the past 16 years.” 


Hall Joins M. L. Foss 
As Sales Representative 

R. N. Hall has joined M. L. Foss, 
Inc., Denver distributor, as a sales 
representative in the firm’s steel di 
vision. 

He formerly had been with Lap 





ham-Hickey Steel Corp. as manager | 


of the cold rolled strip and sheet 
steel department. 





R. N. 
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...are TOPS in 
LUBRICATION 
EFFICIENCY ! 


Try them 
once - You'll use 
them always! 


ALBANY PRESSURE 
GREASE UNIVERSAL 
Ball Bearings Water 
Waterproof 
Soft 


For Cups - 
Pumps Universal Joints 
Exceptionally high melting point 


enough for gun application 


ALBANY GREASE 
A cooling lubricant for operating tem- 
peratures from 110° F to 200° F 


ALBANY PRESSUREGREASE 


waterproof mineral oil 
grease of high 
Liquid Soft, 

Graphite Pressure-grease; 


Medium 


ALBANY BEARING LUBRICANT 


Ball or Roller Bearing 


A superior 
Comes in 
Hard and 


Soft and 


viscosity 
Medium, 


Will not separate or oxidize, assuring 
long life to bearings. May be used 


in hand grease guns 


ALBANY GEAR LUBRICANTS 
Retards wear, quiets gears. Waterproof 
Will not drip when gears are idle or in 


motion 


ALBANY PENETRATING OILS 
Clear or Graphite 
Quick-acting. Cuts rust as well as 


lubricates Loosens sticky valves 


eliminates squeaks 


Continuously Serving 
Industry Since 1868 
with Quality Products 


ADAM COOK'S 
SONS, INC. 


Manufacturers of Albany 
Lubricating Products 


LINDEN » NEW JERSEY 




















OTHER MARMAN 
PROFIT OPPORTUNITIES 





Adjustable Band Clamp Diometer 
problems ore solved with this easily 
adjustable High-Strength Band Clamp 
Quick coupling action allows instant 
removal and fast installation. Three 
stocking sizes provide a diameter range 
from 1%" to 6°. 





Marmon Universal 
Band Clamps on 
radiator and oil 
filter lines on 
aon industrial 
truck speed 
assembly and 
replacements. 


Universal Band Clamps Solve 
Hundreds of Industrial 
Fastening Problems 





Universal Flagmaster This all-stain- 
less, corrosion resistant “Flag” attached 
to a Marman Stainless Steel Strap can 
be quickly and firmly attached to pipe, 
light stands or poles for fast identifica- 





tion purposes. It is reusable and fully 
adjustable. 


Exceptional Profit Opportunities for Distributors! 


Marman Universal Band Clamps offer high performance in strength 


and dependability. The stainless steel band fits any shape or contour <a” 


and the self-locking action of the swivel nut makes the clamp com- 
Universal Patchmaster Series 7126 


pletely vibration proof. Available in band lengths to fit tubing, ducts Adjetable Petdmeder Clemes dep 
and hose from 4" to 16%” O.D. tube size. Mail coupon below for ee ee ee 
ainless steel patch plote and clamp, 


synthetic rubber pad conform to any 


complete information on Marman fastening and joining products. 


pipe contour. Sizes for %" to 9's" pipe. 





f MARMAN DIVISION, AEROQUIP CORPORATION 1 

DIVISION eee | 

: | with Marmon industrial clame straps ond | 

| NAME | 

s=z\eroquip’ Corporation =| ™ | 

Gg p p | COMPANY | 

ADDRESS 

11214 EXPOSITION BLVD... LOS ANGELES. CALIFORNIA | city | 
IN CANADA: AEROQUIP (CANADA) LTD.. TORONTO 10. ONTARIO | ZONE STATE | 
L J 


Marman Products are Covered by U.S. and Foreign Patents and Other Patents Pending 
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HOSE CLAMPS 
Tools and Fittings 


leek 
Proel hese fOnnectio 
"6 
*P' ting eng *plicing 


mis 
*eHeneou, 'epeir, 


et 






Every maintenance engineer in industry 

and construction should have this complete compilation 

of data on the application and use of Punch-Lok Hose Clamps 

the perfect clamp for... 

Pneumatic Tool Hose Suction and Discharge Hose 
Welding Hose Seizing Wire Rope Ends 

Mending Split Posts, Beams, and Planks 
Splicing Welding Cable Hundreds of Other Jobs 


Stock-Sell-Profit with 
Punch-Lok Hose Clamps 


Get the Facts 
Use this Coupon 





pose 
| Hous 

; Dept. U, 321 N. Justine St. 

| ompany. Chicago 7, Illinois 

Send me your new Data Book and Distributorship Plan. 

| Individual Title 

| 

j Company 

Street 

| City Zone State 
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0. E. Marthinson 


Marthinson Manages Sales 
In East for Graymills 


Q. E. Marthinson has been elec 


ed vice-president in charge of castern 
sales for Gravymills Corp ind will 
headquarter in Allentown, Pa 

Mir. Marthinson has been with 
the company since 1941 and opened 
the firm’s first eastern sales office 


Portland, Ore., Firm 
Expands Activities 
The Harris Supply Co., 
f Warren & Bailey Co., 
geles, Calif., is 
it Portland, Ore 


purchased last vear by the Los An 


expanding activities 
Harris Supply was 
geles concern 


George Harris, veteran West Coast 


from the founder. 


listributor now retired 
William Armstrong, general man 
said that 


entory had been increased substan 


iger at Harris Supply, 





William Armstrong 

















NOW a new, sales-making 


display package for 


ava] FAVORITE WYTEFACE 
steel tapes 





K & E has dressed up the FAVORITE WYTEFACE” Tape in an eye- 
stopper package to build more sales for you. Display this new, color- 


ful package in your store—it’s your key to bigger profits! 

@ Smart design... catches your customers’ eyes. 

@ Slip-off top... for easy product display. 

@ Compact... takes up litthe room on counter, shelf or in your window. 
SALES-PROVEN FAVORITE WYTEFACE FEATURES 

@ Foot numbers in red, repeated in red at every inch (a K&E exclusive). 

@ In 25, 50, 75, and 100-foot lengths. 

@ Welded steel case covered with long-wearing maroon vinyl. 


@ Nickel plated mountings. 


ORDER THROUGH YOUR JOBBER NOW 


KEUFFEL & ESSER CO. 
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SPEEDY 1-TON AIR PRESS 
Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to §’; 
stroke %"; table 5” x 5”. 
Operated by foot or 
fingertip controls. $85 





SPEEDY AIR RAM No. 70 


Mounts in any position. 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust. 64%" high, 5%” 
wide. $35.00 








HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; 6" to %” maximum 
travel. Complete with foot control. air hose 


I ossicictnpavandeistsinedensal $44.00 


i FOOT CONTROL 





| 





tially and three more salesmen have 
been added to the selling force, mak 
ing a total of six salesmen. A pet 
petual inventory has been set up 
with new equipment and plans fot 
the future include some other inno 
vations for the office and warehouse. 

Mr. Armstrong was made general 
manager on July 1, 1956. He started 
his industrial supply career as a sales 
man for the old C. W. Abbott & 
Co., Oakland, Cauif., in 1928, served 
as a production engineer for Amen 
can Rubber Co., and as salesman 
for ‘lay Holbrook of San Francisco 
ind for Howard Supply Co., of Los 


Angeles 


Wallinder and Durrie Sales 
To Handle Boice-Crane Line 


I'wo factory representatives have 
been appointed recently to handle 
Boice-Crane Co.'s power tools 

\. L. Wallinder of Minneapolis, 


will 


representative, 


Vrite for new Air Tool Catalog 


W. R. BROWN CORP., 


LA - e AIR VALVE ° A 


N. NORMANDY AVE., CHICAGO 35, ILL. 


OA MT") 


Collis — 
SLEEVES and SOCKETS | 


and a complete line of Collets 










| 
| manufacturers’ 
| 








A. L. Wallinder 


STANDARD 
TYPE 





USE-EM-UP 
TYPE 





COLLIS Taper Tools are made by men skilled in this type of manufacture. Users get 


long satisfactory service from Collis Equipment and find the answer to all drilling 


reaming, and tapping needs in the Collis Line 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, and 
Magic Type Chuck as well as on Sleeves and Sockets and Collets. 


"Call Collis for Service’ 
THE COLLIS COMPANY tum 


DEPT. A, CLINTON, IOWA 
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Ralph Clark 














cover Minnesota, western Wiscon- 
sin, North Dakota and South 
Dakota. Mr. Wallinder had been 
with the DoAll Co. for many vears 
Durrie Sales Co.., Chicago, will 
represent the firm in Illinois, Wis 
consin, lowa and northwestern Indi 
ana. Ralph Clark 
joined the firm includes 
Gerald Peter and Robert Rosenc 


has_ recently 


which 








George C. May 


George C. May to Handle 
American Pulley Lines 


The George C. May Co., Minne 
apolis, has been appointed sales rep 


resentative for The American Pulley 


Co. 

Mr. May and his staff will repre 
sent the firm in Minnesota, North 
Dakota and South Dakota, northern 
Wisconsin, northern Michigan, the 
provinces of Saskatchewan, Mani 
toba and western Ontario. This area 
is part of American Pulley’s midwest 
region headed by Daniel 'T. Murphy, 
regional manager. 


Johnson Bronze to Double 
Research Facilities 

E. M. Flaherty, president of John 
son Bronze Co., announced plans to 
half-million dollar re 
and double the 
firm’s research facilities. 

It was reported also that all activi 


build a new 


search laboratory 


ties formerly performed by the re 
search and product engineering de 
partments have been combined. 
The new department will be headed 


by James W. Butler, Jr. 
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THE SALES WORD 
FOR INDUSTRIAL 


BRUSHES and BROOMS is 


LAAT TA 


®* Maintenance and cleaning 














requirements throughout indus- 














try go on continuously—brushes 
and brooms are needed — in- 
dustrial buyers want quality 
and dependability — they find 
it in CAPITAL brushes and 
brooms—it’s natural then for 
these buyers to insist on CAPI- 
TAL—the result is that you get 
those profitable sales. 


The line is complete—there are 
brushes and brooms for every 
need—you can’t miss a sale. 
Keep in mind that here 
is a source of supply that 
never fails—top quality 
always—we are on the 
job to serve you and we 
do it in every respect. 


Sell CAPITAL and sell to in- 
crease business and profit. 





67 Years 
DOING A PROFIT JOB FOR 
INDUSTRY 





e@ We 


suggest that users buy 
through their local distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH and BROOM STS Est. 1890 INDIANAPOLIS 7, IND 
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Here is a “Check” 


that will open doors for you 


The Durabla Check Valve as part of your 
line will excite curiosity—open doors to new 
sales records. What's more, it’s the perfect 
check valve, delivering unequalled customer 
benefits. Examples: lower cost; reduced in- 
ventory; highest quality (stainless steel con- 
struction ) ; operates in any position; handles 
any liquid, gas or air — at all temperatures. 

A Durabla Check Valve is formed by com- 
bining the basic check unit with any stand- 
ard pipe fitting (see right). To meet the 
check valve requirements of any customer... 
in any industry...you can supply exactly the 
valve needed when you handle Durabla — 
without carrying a large and varied line of 
check valves. You simply stock the basic 
unit in line sizes from 4” to 2”, boxed and 
clearly labeled for stocking and handling. 

Send for further details on this unique, 
sales-increasing check valve. Ask for a copy 
of bulletin [D-97. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street ° New York 6, New York 


® 
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National Business Show 
Goes On Next Month 


I'he National Business Show, dis 
playing the latest office machines 
and methods, will move into New 
York’s Coliseum October 28, and 
remain until November 1. Accord 
ing to the show’s management, there 
will be over five acres of space con 
upwards of 350 exhibits of 


ning 
every type of equipment related to 
the office equipment industry 

\n unusual feature of this year’s 
show, says the management, will be 
1 “management center,” where pan 
els of experts on various phases of 
ofhee management will answer ques 
tions directed to them by visitors 
\nvone visiting the show may ob 
tain additional information on his 
ndividual office problems. Acting 
is moderators during parts of the 
panel sessions will be noted TV and 


lio personalities. 


Allegheny Ludlum Adds 
Warehouse in Newark 


\ new tool steel warehouse has 
been opened by Allegheny Ludlum 
Steel Corp. at 155 Washington St., 
Newark. 

I'he warehouse will serve the New 
York sales territory and the new fa 
cilities are in addition to the firm’s 


New York district sales offices. 





STACY C. HINKLE, sales manage 
f The Mine & Smelter Supply Ce 

Denver, stands next to gold plated 
hovel for ground-breaking cere 


v buildings 


used 
monies for the company’s n 
it 3800 Race St 





Bay State helped him give 


a customer service... plus 


Bay State distributor 
And one reason for 
sales-engineering faci 
combination 

For example: Cleve 
State wheel on thei 
the best wheel for the 
wore down, grinding 
of the wheel couldn 

Lewis got together with the people in Bay Srate’s Cleveland ofhce and fig 
out a solution. At their suggestion, Micro-Plane adapted a smaller Hill 
grinder that not only pur the partly used wheels ethciently and prot tably t 
but also substantially reduced wheel costs because they no| longer had 
wheels for the Hill-Acme 
This same kind of cooperation is paying off for Bay State distributors a 
the country. Why not write for details on the Bay State distributorshiy 


and see what it can do for you 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products,Co., Westboro, Massachusetts 
Branch Offices and Warehouses: Bristol, Conn., Chicago, Cleveland, Detroit 
Pittsburgh. Distributors: All principal cities. Bay State Abrasive Products 


Co. (Canada) Lrd., Brantford, Ontario 
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Caster sales ideas... 


Somebody 
always needs 
new casters 


Maybe some alert distributor sales- 
man could get himself a sizeable order 
by pointing out how much easier and 
quieter trash collection would be with 
casters. 

Come to think of it, maybe you could 
pick up some extra Bassick caster 
business by suggesting the idea of 
easier, quieter mobility in any number 
of applications where they haven't 
been using casters before. And where 
casters are an old story, tell the 
people about the increased floor pro- 
tection and decreased maintenance 
they'd get with Bassicks. Prove it 
to 'em -- you'll get the order. 


You won’t sell ’em 
if you don’t know ’em 


Bassick has a new wider and better 
office chair caster wheel you can use 
to open conversations and close sales. 
Bassick and Firestone engineers have 
developed a new soft rubber wheel 
compound. It lasts 50% longer and 
gives greater floor protection. What's 
more it's now standard on 2" chair 
casters at no additional cost. Just 
one more result of Bassick's contin- 
uing product development program that 
keeps you -- and the casters you sell 
-- ahead of competition. The Bassick 
Company, Bridgeport 5, Conn. 

In Canada: Belleville, Ont. 7.29 





SYMBOL OF EXCELLENCE 


MAKING MORE KINDS OF CASTERS .. MAKING CASTERS 00 MORE 
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HONORARY life membership in The 
Michigan Industrial Educational Soci- 
ety has been awarded to G. C. Nan 
carrow. Mr. Nancarrow is vice presi 
dent and sales manager of Atlas Press 


Co 





To Sell Purolator Line 


Lars Anderson Co. of South Wey- 
mouth, Mass., has been named rep- 
resentative for the industrial filters 
of Purolator Products, Inc. The 
firm will represent Purolator in 
Maine, New Hampshire, east of and 
including Worcester County in 
Massachusetts, the counties of 
Windsor and Windham in Vermont 
and all of Rhode Island except for 
Westerly Township 


Correction 
In an August news item (p. 115). 
we reported that “Milford H. Lut 
tell” had been named general sales 
manager of the Walworth Co. The 
name should have read “Milford H. 
Luttrell.” 





MANAGEMENT TRIO at Beckley 
Hardware & Supply Co., Beckley, 
W. Va., consists of E. E. Bibb, Jr., 
vice president; E. E. Bibb, president 


and C. L. Bibb, secretary-treasurer. 





SAFEGUARDS AGAINST ACIDS AND ALKALIES. Where resistance to acids and 


alkalies is essential—in food processing, chemical processing, canning, 


bottling and other industries— 
cation to equipment. 


Facts to help you sell 
Keystone acid-resistant lubricants 


Keystone 5P Line protects against over 100 cor- 
rosive agents, saves up to 50% on operation and 
maintenance. 


Here’s news of a line of Keystone Specialized 
Lubricants that will bring substantial savings 
to your customers—and worthwhile profits to 
you. Use this information in your selling, for 
these lubricants can help you win new cus- 
tomers and sell more to present accounts. 


The Keystone 5P Line assures protection in 
corrosive service where ‘‘general-purpose’’ 
lubricants have failed. 


Keystone 5P Lubricants armor machines against 
more than 100 corrosive agents and solvents. 
They prevent leaks, preserve packings, protect 
equipment and floors, and shrink operating and 
maintenance expense. Users report savings as 
high as 50°% in comparison with conventional 
general-purpose lubricants! 


the Keystone 5P Line gives superior lubri- 


PROTECTS AGAINST FRICTION AND 
LEAKAGE Moving parts of general 
industrial equipment, such as 
pumps, valves, conveyors and drive 
chains get assured protection from 
frictional wear and leakage with 
Keystone 5P Lubricants 


The 5P Line consists of three types of lubricants 
covering a wide range of operating temperatures 
—from 0 to 350° F. They are made in four 
smooth, non-fibrous consistencies (Heavy, Me- 
dium, Light and X-Light) and have an ASTM 
penetration range of 200 to 350. You can use 
them effectively on plain and anti-friction bear- 
ings, driving chains, pump packing glands, and 
lubricated plug valves on virtually all types 
of industrial machinery. 


Wherever there’s a problem application in the 
food processing, brewing, laundry, chemical. 
rubber, plastics, metalworking, power, paper 
textile, or dyeing industry, there’s 
a potential market for Keystone 
5P Lubricants. You'll find full TON 
data in Bulletin BK-20. Why not 
review it now? Be ready to sell 
the lubricants that more and  gpecyatizen 
more plants are buying. LUBRICANTS 


KEYSTONE LUBRICATING COMPANY « 21st & Lippincott Streets * Philadelphia 32, Penna. * Established 1884 
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——-—-Clip Coupon . 


yaw! 
REMEMBER 


Names @ Faces @ Facts @ Figures 
DR. BRUNO FURST’S MEMORY SYSTEM 


has been introduced at the Adult Education 
Division of many Colleges and Universities, 
such as: Brooklyn College, Denver University, 
Western University of Business and many 
Adult Education Centers throughout the 
country 


NOW AVAILABLE AS A NEW 
CORRESPONDENCE COURSE 
Licensed by the State of New York) 
Approved Member 
National Home Study Council 


BBB DDD DD DPD DDD DP PD 


You Can Read About Dr. Furst’s System in 


INDUSTRIAL DISTRIBUTION 


“How to Remember Names and Faces” 


By Dr. Bruno Furst—June, 1957 


AMERICAN MAGAZINE, July, 1947: 


By the time Dr. Furst’s students have com- 
pleted the course, they are able to recall 
any desired telephone number without look- 
ng it up a second time. They know the 
names of persons they have met just once, 
and recognize them on sight. They make 
mental lists of 20 or more errands and com- 
plete them in order, missing none. And 
without referring to a date pad or engage- 
ment book, they keep appointments arranged 
for weeks in advance. They are able, after 
hearing a speech just once, and without 
taking a single note, to reproduce it in full 
and substantial detail 


ALSO in the following publications 


NEW YORKER (Profile), Feb. 23, 1946 

SCIENCE DIGEST, Feb. 1945, July 1949, August 
1955 

READER'S DIGEST, Sept. 1947, October 1954 

TRUE MAGAZINE, Sept. 1951 

MECHANIX ILLUSTRATED, Feb. 1953, Jan., Sept. 
1954 

BUSINESS WEEK, August 22, 1953 

HARVARD BUSINESS REVIEW, March 1954 

SUPERVISION (industrial Relations and Manage- 

ment) July, Sept., Nov., 1955 


NOW YOU TOO CAN ACQUIRE THAT 
PRODIGIOUS KIND OF MEMORY 
YOU ALWAYS WISHED TO POSSESS! 


. Mail TODAY! 


SCHOOL OF MEMORY AND CONCENTRATION 
Dept. 1D 


365 West End Avenue, New York 24, N.Y. 


Please send me without cost or obligation 
your free Booklet on Memory Improvement. 


Name 
Address 
City 


Occupation 








Carter B. Haley 


Durkee-Atwood Division 
Names National Sales Head 


named 


Carter B. Haley has been 
national sales manager for the in 
dustrial division of Durkee-Atwood 
Co. In addition, FE. I. Olson has 


been appointed to take charge of 


} 
] 


the division’s field engineering and 
James E. Huettl has been made as 
sistant sales manager. 

Mr. Haley joined the firm seven 
years ago as manager of distributor 
sales. From 1946 to 1950 he served 
as industrial sales manager for the« 
Great Western Cordage Co 

Before their new assignments, M1 
Olson had been a sales representa 
tive and Mr. Huettl a special order 
correspondent. They have been with 
the firm 10 and seven vears respe 


tively. 





MANAGER 


is Georg 


NEW ADVERTISING 
for Thor Power Tool Co 
Thoma. He joined the firm in 

as assistant sales promotion managet 


GARLAND 


RAWHIDE 
HAMMERS 


Rawhide 
Mallets 


If you sell where precision 


and 
in 95% of 


. you should be 


striking is done . 
chances are, that's 
your accounts. . 
selling Garland products. 

From a profit standpoint, you'll 


be smart to 


MANUFACTURING CO. 
48 WATER STREET * SACO, MAINE) 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 





YOU GET more* WHEN 
YOU BUY BEARINGS FROM 


ov Bunting, 
DISTRIBUTOR 


a! 


“more —- 
~— precision 


QUICK, EASY ASSEMBLING, perfect functioning and trouble- 
free maintenance are assured by Bunting’s precision. 
Precision requirements in the manufacturing of Bronze 
Bearings and Bars go far beyond mere dimensional 
accuracy. There is precision in the metallic composition and 
in every factory operation required to produce Bunting Cast 
Bronze and Bunting Sintered Powdered Oil-filled Bronze 
Stock Bearings and Bars. Precision in the handling of the 
customers requirements is the common characteristic of 
Bunting distributors whose ample stocks of these 

products are always at your command. 








Your Bunting distributor is listed in the 
classified section of your telephone 
directory usually under Bars—Bronze, 
and Bearings—Bronze. Two modern 
Bunting factories and eleven Bunting 
Branch Warehouses expedite 
distribution in all areas. Write, 
or ask for catalogs giving 
complete dimensional listings 

All Bunting Sintered Bronze Plain and technical data. 

and Flange bearings stamped 


with part number—an exclusive 


BUSHINGS, BEARINGS, 


Bunting feature. e 

recs rn BARS AND SPECIAL PARTS 

This advertisement appears in: Ly] OF CAST BRONZE AND 
Purchasing New 

Ry mes py 1. POWDERED METAL. 


Machinery ¢ Modern Machine Shop 
Southern Power & Industry @ Steel 


The Bunting Brass and Bronze Company @ Toledo 1, Ohio @ Branches in Principal Cities 
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ILLINGS 


DISTRIBUTOR news 


THE BILLINGS AND SPENC ORD 1, CONN. 


ENGINEERS’ 
SINGLE HEAD 


Here's a new member of the family! 


Another real aristocrat in the Billings’ line of fine wrenches. One grab of the handle 
tells the story. There's a comfortable balance to the wrench. At first glance, all 
the rugged strength of the Billings’ Vitalloy Forged line is obvious. Digging deeper 
into facts, you find special analysis alloy steel produced to Billings’ rigid speci- 
fications . . . heat treated in modern controlled furnaces . . . openings are accurate 
to size... heads are of correct thickness in all wrench lengths and well rounded 
into handle. And repeating—the handle has a real he-man grab—try it! 


The new Single Head 15° Engineers’ in the 
Billings’ Vitalloy Forged line is shown in the 
Billings’ General Catalog. 


New LONG TANG 


added to Carbon Steel 


CONSTRUCTION 


You'll find it in the Billings’ General Catalog along with the SHORT TANG. It's 
deep throated, ard the uniform openings are accurate to size. Thin LONG 
TANG is for quicker insertion into bolt holes .. . rugged 

work made easier. The men know Billings ! 


Now there’s 6 in the 
SPANNER Line! 


One more ADJUSTABLE FACE SPANNER has been added to the 
Billings’ Carbon Steel line. Workmen will appreciate this new 
SPANNER for use where center-to-center dimensions vary. Ex- 
treme capacity is 2” to 4” in the various sizes. The pins are 
milled, surfaces are smooth and hardened. Made from Billings’ 
special analysis carbon steel. 


Do you know all the planks in the Billings’ Distributor Sales Policy? 
Be certain—the move may be beneficial to you dollarwise! 


WRENCHES + SHOP TOOLS 


* For DISTRIBUTORS not now stocking and selling BILLINGS ‘ 
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EXECU TV ES of Standard Equipment 

& Supply Corp., Hammond, Ind. in 
lud Joseph J. Badall president 
ated dé left to right, Elmer Stark 

manager, Frank J. Badalh 

th president ink 

On vacation when tl 
taken were L. Freeman 


ind H H Norden treasure 





Venters Gets P.A. Post 
At Cameron & Barkley 
Frank H. Venters has joined The 
Cameron & Barklev Co 
lle, Fla., as purchasing 


Jackson 
igent, am 

be located at the firm’s execu 
e offices in Jacksonville, Fla 
Mr. Venters had been 
UI agent with Dan River 
Mills, Inc. Before that he had been 
1 branch manager for the Tavlo 


Parker Co., Inc., Norfolk, Va 


issistant 


irchasing 





HERBERT H. HERMAN 





ss LO DESTARS ...Clearly 


demonstrate the outstanding quality 
and performance of this new electric hoist 


...at R.P. SCHERER CORPORATION, Detroit 


Our hoist maintenance record has been tops, 
says James H. DeClaire, Scherer Assistant Chief 
Engineer. “This dependability is important since 
the Lodestars are part of an integrated process 
where failures can cause costly shutdowns. We fee! 
better assured, too, that the hoists are safe...a 
consideration vitally important to employees. 


“The use of Lodestar Hoists, supplanting older 
methods, has reduced costs considerably through 
savings in labor and materials. 


“We are well satisfied and expect many more 
years of trouble-free service from our Lodestars. 


LODESTAR HOISTS are used with a new Integrated Capsulation Process 
developed by Scherer to lift and hold tanks containing gelatin and medicinal 
materials in an overhead position. The hoists are hung from monorail trolleys 
which permit the load to be lifted at a point clear of machinery and then 
rolled into position. This method, supplanting older methods, has reduced costs 
through the considerable savings in labor and moterials. 


CAPACITIES 
from Y% to 1 ton. 
Single and 3 phase. 


@ R. P. Scherer Corporation is the world’s largest producer of soft elastic vitamin, pharmaceutical and other types of capsule 


CHISHOLM-MOORE HOIST DIVISION 


Columbus McKinnon Chain Corporation 


WRITE us or call your 


CM Distributor for Lodestar 
atalog, prices and quick TONAWANDA, NEW YORK 


elivery from stock ; . . < vO HICAG EVELANE 
HOISTS AND CHAIN REGIONAL OFFICES: NEW RK e@ ¢ e CLEV c 
in Conoda: McKinnon Columbus Chain Limited. St Cothorines, Ontario 
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HINGED PLATEGRID 


BELT FASTENER No. 500 


For Heavy Conveyor Belts 
of changing length 


These heavy-duty belt fasteners make a is frequently changed, because sections 


strong, flexible joint in conveyor belts, 
belts of any width and of from 3%” to 
They offer special ad- 


can be removed or added at will. Joints 
are opened for this purpose by simply 
pulling out the hinge pin. Easily and 
quickly applied on the job or in the 
shop. Special design gives deep com- 
pression into belting and smooth, flush 


V2" thickness. 
vantages in mines, quarries or industrial 
set-ups where length of position of belt 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway . CHICAGO 30, U.S.A. 





James A. Ruck 


Smith and Ruck Join 
Republic Rubber 

M. F. Smith and James A. Ruck 
have joined Republic Rubber Divi 


sion, Lee Rubber & Tire Corp.. as 


SWIVEL CASTER 
New York district manager and as a 


... It’s Easy Swiveling, : 
Sturdy for D pen lable $ rvices 2 4 gne respectivels 
r. Smith, 


52-A Series 


who has had more 





Economically Priced 


Sound in design, solid in construction—that's the new 
Bond 52-A Series Double Ball Race Pressed Steel Swivel 
Caster. The upper coined work-hardened ball race carries 
the load and absorbs side thrust while the lower ball 
race balances the load and absorbs thrust. A steel sieeve 
fits over the axle and is held rigidly between the fork 
members to add strength, to give a larger bearing surface 
and to prevent wear on the axle. The axle locks into the 
leg of the fork to keep it from turning. Pressure lubrica- 
tion is standard on all Bond 52-A Series casters with 
4-inch wheels and larger. Tell your customers about the 
new, economically priced Bond 52-A Series casters and 
you'll sell them satisfying, dependable service. The 52-A 
Series is another important product of the Bond built-for- ! 
the-job materials handling line. 


—_ 


Fae FOUNDRY & MACHINE COMPANY 
MANHEIM, PENNSYLVANIA 


! 
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New Bond 52-A Series 
is avoilable with 2'/; 

3, 4, 5 and 6-inch 
wheels of semi-stee 

solid rubber, vulcanized 
on compounds and Bond 
celon Individual load 
capacities range from 85 
through 600 pounds 


than 30 vears’ experience in the sales 
and service oi industrial rubber prod 
ucts, will work out of the firm’s east- 
ern sales office in New York City. 

Mr. Ruck will use the Chicago 
district office as his headquarters. He 
has been selling industrial rubber 
products in the Chicago area since 


1950. 


Bester Takes New Post 
With Alemite Division 

Bob Bester has joined the Alemite 
Division of Stewart Warner Corp. 
and been assigned to the newly- 











Your aggressive, continued support inspired us to make the This OIC growth starts paying off for you 1 


investment in this new facility. Every OIC Distributor has better service to you right now. It means co 


helped. Your understanding was especially felt during its con- and better service to all OIC Distributors fro 


: yn 4 > of inevitabie production proble it 
structior a time of inevitabie production problems with Our new foundry is another step in the c 
Ir accompanying inconveniences. / v a reality 
their accompanying inconveniences. And now it is a realit; expansion program. You will be hearing more at 
the most modern, most efficient valve forge and foundry in the “the new look” at OIC. 


valve business. 


OIC Headquarters 


eae A aaa 432 THE OHIO INJECTOR COMPANY 


WADSWORTH, OHIO 
WADSWORTH * OHIO 
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SOLID 
CARBIDE 
and HSS. 

ROTARY CUTTING TOOLS 


Stock Tools: 


f 


Burrs—Carbide 
Drills—Solid Carbide 


Internal Grinding 
Burrs—Solid 
Carbide 


Reamers and 
End Mills 
—Solid Carbide 


Slitting Saws—Solid 
Carbide 


Rotary Files H.S.S. 
—Hand cut and 
ground from the 
Solid 


Specials: 


In addition to the foregoing, 
ESSEX maintains a special tool 
designing department and can 
supply the following in Solid Car- 
bide: 


Counterbores 

Step-Drills 

Twist Drills 

Dies 

Grooving and Milling 
Cutters 

Key Cutters 

T-Slot Cutters 

Router Bits 

Profiling Cutters, Etc. 
to sketch or blueprint 





Complete resharpening 
and reconditioning 


service available. 


Areas available 
for distributors 
—inquiries invited. 





Makers of Fine Tools Since 1868 
ESSEX ROTARY FILE & TOOL 


CORPORATION 


295 MADISON AVE. © NEW YORK 17, N.Y 








v 
=—& 
mn 
“i 
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the Powder Actuated 
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created post of sales planning and 
merchandising manager for Alemite 


| Surgepruf hydraulic hose assembly 


and couplings. 


Until recently Mr. Bester had 


been a factory sales representative 


for Anchor Coupling Co. 








Munro Corbin 


Rockwell Mfg. Elects 
Corbin Vice President 


Munro Corbin, controller of 
Rockwell Mfg. Co. for six vears, has 
been vice president and 
assistant to the president. He is 
succeeded as controller by John 7 
Farrell, 
1953. 

Mr. Corbin’s new duties will in 
clude coordination of all staff and 
functions 


elected 


assistant controller since 


management committee 
at the firm’s national headquarters, 
as well as long-range planning and 


special assignments. 


Promotes Diehl 


John H. Diehl, assistant to the 
vice president in charge of Rockwell 
\[fg.’s power tool division, has been 
appointed general manager of the 
firm’s recently expanded Bellefon 
taine, Ohio, power tool plant 


Uniform State Code Drafted 
For Powder Actuated Tools 

A code to serve as a guide for 
state agencies in establishing regu 
lations covering the use of powder 
ictuated tools has been issued by 
lool Manu 


| facturers’ Institute, Inc 


1957 


Plastic Steel 


A DEVCON PRODUC 


PACKS REAL 
SALES POTENTIAL 
INTO 


EVERY CALL! 


——  —rte 





STEEL the only 


has appli- 


PLASTIC 
product of its kind 
cations in every plant where you 
call. In just minutes you can prove 
to any type of industrial plant o1 
shop how they can save real moncy 
From making complex jigs, fixtures, 
molds, dies and holding devices to 
repairing and rebuilding machinery, 
salvaging castings, and stopping 
leaks in pipes and tanks, PLASTIC 
STEEL does 1001 jobs . 
hundreds of hours, thousands of 
dollars. 


Saves 


SELL THESE FEATURES 
e As easy to use as modeling clay 


e Hardens in 2 hours — even 


under water 
e Won’t rust or corrode 
@ Durable, permanent, light weight 


eLong Storage life 


INTENSIVE ADVERTISING 


. . . 
in trade and national magazines 
plus data sheets and technical litera- 
ture help you sell PLASTIC STEEI 
Trained field representatives in your 
area are ready to demonstrate the 
benefit of using PLASTIC STEEL to 
ur customers. Write for 8-page 
brochure documenting savings with 
PLASTIC STEEL (available in four 


types) 


grt Ae 


ns . 
yor? ree 


po 


DEVCON CORPORATION 


77 Endicott Street, Danvers, Mass 








\ powder actuated tool is one 
using the power supplied by a fired 
cartridge to sink a fastener into a 
variety of non-brittle surfaces, par- 
ticularly steel and concrete. It is 
used mainly in construction and for 
plant maintenance. 

he code specifies that only quali 
fied operators be permitted to use 
such tools. 
qualified upon completion of a pre 
scribed course and written examina 


An operator becomes 


tion and is issued a card atesting to 
this training. One of the provisions 
advocates revocation of this card if 
the operator fails to comply with 
the proposed rules of operation 
{n instruction program for deal 
ers and distributors is recommended. 
Only competent persons will have 
the authority to issue the cards. 
Design requirements are outlined 
ind include the recommendations 
that the tools be equipped with a 
protective shield or guard and that 
the firing mechanism be so designed 
that the tool cannot fire during load 
ng or preparation to fire. 
The code also covers the types 
f materials which do not lend 
themselves to powder actuated fas 
tening work and how the fastener 
should be used and where it should 
not be used. It proposes that work 
wear goggles when using the 
tool; that it be inspected each time 
before using and that only qualified 


} 
rsonnel make repairs 









~ 


& 





MACHINE SHOP supplies and sp 


ilties firm was started bv E .I Bailey 
at | South Fourth Ave., Seattle, a 
few years ago, after a career as sales 
resentative 
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THE REACH IS RIGHT AND TIGHT 
with KRAEUTER LONG NOSE PLIERS 


You can depend on reach- 
ability and cutting power 
with Kraeuter’s #1781 Long 
Chain Nose Pliers. And your 
reach will be tight and sure 
for those hard-to-get-at jobs 
with the extra long milled 
jaws of these pliers. 





Buy the right line—Sell the 
right line. It’s the Kraeuter 
line for electronic and elec- 
trical work. Kraeuter tools 
are unreservedly guaranteed. 


Send for catalog #25 illustrat- 
ing complete Kraeuter line. 


BUY THE FINEST 





BUY KRAEUTER ) 
BUY AMERICAN (—, Mas 
me we 
\ SS ee 4 
\ I 


AS MODERN AS TOMORROW 


kraeuter &co.imc 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 @ NEWARK.N. J. 
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L«I 
DRILL & 
REAMER } 
BLANKS 


ites er — 


ay AICEE 5 IDE iy » 


wat cee 


ee ee ee 


—— 


Another example of the continuous 
research for customer satisfaction 
and service brought to you by the 
“reamer specialists”. 
Just look at these size ranges — 
e Fractional Sizes Ys" thru 1” 
e Wire Gage Sizes #1 thru #80 
e Letter Sizes A thru Z 
© Complete Sets 
e Any size from .0135” thru 1.0000” 
Highest Tolerances — 
e Drill Blanks .up to 

%” +.0000", — .0003 


over %" +.0000”, — .0005 
e Reamer Blanks up to 
%” +,0002”, —.0000” 


over 4%” +.0005” 
Why not let these advantages en 
joyed by L&l distributors begir 
working for you. 
Write for the L&I story today 





“the reamer specialists” 
LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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Thomas A. Fribley 
Cleveland Cap Screw 
Promotes Fribley 


Thomas A. Fribley has been pro 
moted to secretary of The Cleve 


land Cap Screw Co. succeeding the 
late Y. J. Hardlicka. David G. Kel 
ton has been appointed to Mr 


Fribley’s former post of assistant 
general sales manager. 

Mr. Fnbley has been with the 
firm four years and worked in pro 
duction, costs, purchasing, expedit 
ing and sales. 

Mr. Kelton, formerly sales spe 
cialist on nonferrous and stainless 
steel fasteners, joined the firm in 
1954. He had served as New Eng 
land for H. M 
Harper Co. 


district 


manager 





David G. Kelton 





Opens New District 

A new district office and factory 
warehouse has been opened in Bell- 
wood, IIl., by Manning, Maxwell & 
Moore, Inc. 
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Because you're our strongest 
source for PALMETTO, Self- 
le ; e, 
Lubricating Packing sales we're 
drumming up as much business 
for you as we can .. . the best 
way we can. 


Current advertisements in leading 
horizontal industry trade journals 
point up the advantages of our 
packings—tell the prospect to get 
‘em from you. We make it easy 
for him to reach you by referring 
in each ad to our two-color insert 
in Thomas’ Register. That insert 
lists every PALMETTO Distrib- 
utor’s name and location! 


PALMETTO lubricant - impreg- 
nated packings are used widely in 
industry because their sealing ac- 
tion is superior, and a few basic 
lubricant compounds make them 
applicable for all industrial re- 
quirements. Outstanding for qual- 
ity, they are a natural supply 
house item easy and profitable for 
you to stock and sell to a “con- 
ditioned” market. 


For a fast way to help you move 
PALMETTO Self- 
Lubricating Pack- 
ings, ask for our 
Catalog SLP-256R. 


GREENE, TWEED & CO. 






North Wales 


Pennsylvania 






















Bovaird Supply Officer ¢ 
Retires After 46 Years Now you can 


Robert Ml. McMahan has retired WA (202) 


is secretary of The Bovaird Suppl 
Co., Tulsa, after 46 vears with the 





SUPER-PENCIL IRONS* 


company. He started as a price and No. 25S 25w. 1/8” tip $6.00 
billing clerk in the firm’s Sapulpa, . 7 No. 26S 30w. 3/16” tip $6.00 
Okla., store and in 1933 was ap —with " 


pe — secretary HEX ACON 


McMahan is joining his son 
in-law, Dr. Herbert True, professor IN TR ME 
of marketing at Notre Dame Uni 
versity, in the mail order jewelry BANTAMWEIGHT 
ano SOLDERING IRONS HATCHET IRONS" 


No. 25H 25w. 1/8”t 
—for fast soldering and No. 26H 30w. 3/16" tp E50 


long life on constant duty 


Because of new efficient design, these tiny tips 
out-perform irons with larger tips and higher 
wattages. HEXACON offers a new standard 
in soldering iron efficiency for every conceiv- 
able need in the soldering of miniature 
assemblies. 

DISTRIBUTORS! Be sure to get the new Sell-on-Sight 
Assortment — a strong three-color Cardboard Dis- 
play with all six irons plus the popular 30H, Cat. 
No. HD4 at $43.75 List. 



















i... 





PIN-POINT 
IRONS* 
No. P-25A 25w. 1/8” tip $6.00 
No. P-26 30w. 3/16” tip $6.00 
* Also ovailable in 
higher wottages 


HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Pork, New Jersey 























LOWELL 


Reversible Ratchet 


SOCKET WRENCH 


is high on industry’s shopping list because of its 






Fuller and Elder Cover 
For Campbell Chain 


Robert Fuller and Robert Elder 
have joined the sales staff of Camp- 
bell Chain Co. 

Mr. Fuller will represent the firm 
in Kentucky, southern Ohio and 
most of Indiana. Mr. Elder will 
cover the Pennsylvania counties of 
Beaver, Allegheny, Washington and 
Westmoreland. 


1. Strength from the great crushing action of 





special heat-treated steel pawls .. . high tensile 






alloy handle .. . cap is all steel, not cast. 
2. Safety from its strength . . . also, socket is held 
securely by snap ring and can't slip. 








3. Speed gained through ease of handling—there 





is no lost motion. 


Ask for catalog 60-A and special discounts. 


| LOWELL WRENCH co. 


WORCESTER 8, MASS 
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Puzzled about a complete, dependable source for 


Welding Equipment and Supplies? 


Put the puzzle’s pieces together and you'll agree that 
MARQUETTE offers the quality welding equipment and 
accessory line to meet your customers’ every welding need. 


1 You can sell a 
complete line of AC 
and DC arc welders 
to serve any job re- 
quirement. Intro- 
duce the new, 1957 
MARQUETTE Arc 


Welder line in your 
territory. 


3 Full line of elec- 
trodes and gas rods 
for mild steel, high 
tensile, hard surfac- 
ing, cast iron, spe- 
cial alloys and 
bronze welding. 








4 MARQUETTE ad- 
justable, fibre-glass 
welding helmets: 
also, shie!ds, gog- 
gles and lenses. 


5 Marquette weld- 
ing gloves, cleaning 
tools, clamps and 
cables. 


2 MARQUETTE'S 
modern “Jet” line 
of oxy-acetylene 
welding and cutting 
torches and tips 
provides accurate 


control and long 
service. Heating, 
soldering, cutting, 


regulating and ac- 
cessory equipment, 
too. 





IMPORTANT TO YOU, MARQUETTE WELDING EQUIPMENT 
AND SUPPLIES ARE SOLD 100% THROUGH DISTRIBUTORS. 


Nationwide sales and technical service and warehouses. 
Phone or write us about a MARQUETTE Distributorship. 











ay 











\ 





When It Comes to Welding Come fo 


MARQUETTE MANUFACTURING CO., INC. 


Dept. 7-915 307 East Hennepin Ave. 
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° Minneapolis, Minnesota 


Kenneth P. Denisty 





Denisty Directs Sales 
For Rapistan Casters 

Kenneth P. Denisty has been pro 
moted to sales manager for casters 
by The Rapids-Standard Co., In 
Mr. Denistry, who had been with 
the company 10 vears, had served 
as product manager for casters since 
1951. 

His new duties include responsi 
bility for originating, organizing and 
presenting sales training programs 
for his section and he will partici 
pate in original product line addi 
tions and improvements. 


Kennedy Valve Mfg. 
Fills Four Posts 

Gene Reinersman, W. F. Strick- 
land, A. E. Hockaday and Edw 
Shortall have joined Kennedy Valve 
Mfg. Co. as representatives. 

Mr. Reinersman will headquarter 
in Covington, Ky., and cover Ken 
tucky and southern Indiana. He was 
previously with Amstan Supply, di- 
vision of American Radiator and 
Standard Sanitary Corp. 

Mr. Strickland will make Decatur, 
Ga., his headquarters and represent 
the firm in that area. He was for 
merly sales manager of Wilson & 
Mankin. 

Mr. Hockaday 
Dallas. He had been with Conner 
Supply Co., Dallas, and Metal 
Goods Corp. 

Mr. Shortall will be located at 
San Francisco headquarters and will 
He was 


will work out of 


cover northern California 
formerly with Scott Co. 











Aah 


Richard J. Misener 





R. C. Neal Appoints 
District Sales Manager 


Richard J. Misener has been ap 


t 
} 


pointed district sales manager tot 
the Buffalo territorv for R. C. Nea 
Co., Inc., Buffalo 


\ native of Niagara Falls, Ontario, 


Mr. Misener was a commissioned of 
ficer in the Royal Canadian Ai 
Force during World War II. After 
his discharge, he joined Carborun 
dum Co. and was assigned to Cin 
cinnati. Later he was employed by 
the FE. A. Kinsey Co. of Cincinnati 
and spent several vears in sales work 
with this distributor 

In 1950 Mr. Misener joined R. C 
Neal Co. as sales representative in 
the Jamestown area and was later 


transferred to the Buffalo territory 





THE TWO BAKERS who operate the 
Baker Machinery Co., Des Moines, 
lowa, are (left to right) Henry B. Baker 
and ‘IT. B. Baker 
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Naturally you could. We make al/ 
ed types of steel drive and conveying 
| ei chain plus sprockets and attach- 

a Ma ments. This means there isn’t a 

‘ prospect on your list whose chain 

‘ a needs you can’t supply. You give 
yourself maximum profit potential. 


| Consider too that Union Chain en- 
gineers have broad technical expe- 
rience covering almost any chain 


problem you might encounter. That 
can add up to more profit too. We'll 
answer your inquiry promptly. 











The Union Chain And 


Manufacturing Company 
SANDUSKY, OHIO 





















The Quality Line 


2chage 


for your trade 





* WOODRUFF KEYS * TAPER PINS 


* STAN-HI-PRO KEYS 
* MACHINE KEYS © COTTER PINS 
* MACHINE RACK © SPECIAL PARTS 


Here's quality that selle—repeatedly. 
“STANHO™ Steel Products are precision-made 
from selected stock, microscopically free from 
defects. Available also in Stainless Steel, 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 

Bulk or packaged. 


Write for details and prices. 


“RUST-SELE Protective Coatings sold more in 
the first 4 months than our other 3 lines sold 
in a year!” 

... says one of the south’s best known distributors. 
Investigate the High Profits—Easy to Sell advan- 
tages of RUST-SELE—the most complete line of 
Heavy Duty, Industrial Maintenance Coatings! 
RUST-SELE helps you sell—helps you stay sold 
. . » Nationally advertised—nationally sold to 
Industry, Federal, State and City Government 
Agencies...Excellent direct mail programs, Com- 

plete, salesman approved, distributor sales kits. 
Write us now ... Our representative will call 
on you. 
RUST-SELE COMPANY 
9810 Meech Ave., Cleveland 5, Ohio 


Manufacturers’ Agents — 
Territories Still Available. 





* STRAIGHT PINS 
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Russell M. Weaver 


Clarkson College Presents 
Associations’ Awards 


Chree national awards were pre 
sented to students of the Industrial 
Distribution Department by Dean 
Lowell Herron, department chair 
man, at Clarkson College of Tech 
nology Moving Up Day exercises. 

lhe awards were sponsored by 
the National Industrial Distributors’ 
\ssociation, the American Supply 
& Machinery Manufacturers’ As 
sociation and the Southern Indus 
trial Distributors’ Association. Each 
iward was made to a student “who 
by virtue of high academic achieve 
ment, service to his class, and prom 

of future success is found to be 
outstanding.” 

lhe Junior Class award, pre 
sented on behalf of the National As 
Russell M. 
Rosiere, N. Y. Mr 


sociation, went to 
Weaver of 





Quentin C. Smith 








Weaver is the top ranking student 
in the Junior Class. He is the pres 
ent holder of the Inpusrriat Disrri 





BUTION magazine scholarship and is 
an active member of the Student In 
dustrial Distributors Society on the 
campus. 

The Sophomore Class award, on 
behalf of the American Association, 
was presented to Quentin C. Smith 
of Natural Bridge, N. Y. Mr. Smith, 
who holds the Dineen Scholarship, 
is secretary of the Student Industrial 
Distributors Society and a member 
of the College Varsity Baseball 
l'eam 






Vhe Freshman Class award, spon 
sored by the Southern Association, 


f } i] Vhe ye < 
| o V2 Ves a* 
was presented to Melvin Tomalty of HE v gZ CO. 


Brownsburg, Quebec, Canada. Mr. offers you your choice! 


l‘omalty, in addition to being an ex 





























cellent student, was an outstanding 
in COIN PAK® 
9 Popular Sizes — 3/16”, 1/4”, 5/16”, 3/8”, 
7/16", 1/2”, 9/16 5/8” and 3/4” —of 
Mellowes Lock Washers, medium section 
Patent plain steel or plated, are machine packaged 
Pending in crimped-end paper tubes — and in color 
ful 2-Label Cartons. M-C Lock Washers in 
Coin Pak are sold only through recognized 
industrial distributors. Jt costs no more! 


member of the freshman hockey 


team. 





in STANDARD PACKAGES 


1000, 500, or 100 loose lock washers per 
box, depending upon size, are packaged in 
2-Label Cartons with the same striking 
yellow, black and white design as the Coin 
Pak cartons. May also be stacked up-side 
down or right-side-up with legible right 
side-up end labels either way 


in JOB-PAK* 


Designed for volume users who order lock 
washers in bulk quantities. It holds the 
contents of a Keg in ONE Outer shipping 
container divided into 6 equal inner car 
tons labeled and counted. Inner cartons 
may be stacked on shelves along with other 
packaged items; also serves as a distributor 
package. It costs no more! 





s] Melvin Tomalty 





UNDERWATER PIPELINE 
RECORD 


A world’s record for installation of 


in BULK Shipping Containers 


Those who buy lock washers loose in bulk 
quantities, prefer them in this modern 
corrugated, keg size bulk shipping con 
tainer. It is easily palletized and stacked 
in warehouses with standard fork lift trucks 
Washers may be A. S. A. light. medium 
or heavy section: plain steel, plated or 
non-ferrous 


PLUS SPECIAL PACKAGING — Although The Mellowes Co. manu- 


factures a complete line of Lock Washers, from the wire on up, 


a pipeline underwater was set by the 
Collins Construction Company, of Port 
Lavaca, Tex. Construction Methods and 
Equipment, McGraw-Hill publication, 
reports that 12 miles of 1034-inch- 
diameter concrete-coated steel pipe 





was laid in 80 hours across Corpus functional packaging is its specialty. If the packaging illustrated above 
Christi Bay, Tex. The previous record does not meet your requirements, Mellowes will provide special packag 
was established in 1953 by the J. Ray ing to your specifications...to give you Lock Washers packaged as you 


want them. 
McDermott Company when it placed pire 


1042 miles of 1034-inch pipe in 14 
days in Lovisiana. The Collins Com- 
pany assembled 4,000-foot sections of 
pipe on the shore and winched the line 


= 


Ela VISA. 24,00. 


29 EAST NASH STREET . MILWAUKEE 12, WISCONSIN 








across the bay, welding on each new Manufacturers of a Complete Line of Lock Washers in ol! Stondord 
? . ond jal Sizes: Steel, Non-Ferrous and Plated; in Bulk, Conven-, 
section at the shoreline. tional Packages, Special Packoges, Coin Pok ond Job Pok. “ 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades ... key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


oehtat TOOL COMPANY 





ING IN STANDARD AND SPECIAL 





J. B. Dempsey 


Dempsey Is Officer 
Of Thor Division 


The SpeedWay Mfg. division of 
(hor Power Tool Co. has named 
three new vice presidents to direct 
a planned 100% increase in produc 
tion and marketing of the firm’s do 
it-vourself line of power tools. ‘The 
are 

J. B. Dempsey, formerly manage 
of Thor’s electric tool division, wil 
direct marketing expansion; 

G. R. Winkley, who had been as 
sistant to the president and treas 
urer of the division, will also con 
tinue to serve as treasurer; 

\. E. Feiereisel, who was chief en 
gineer and plant superintendent, 
will be in charge of engineering 

Mr. Dempsey joined Thor as a 
salesman in Philadelphia in 1935 
and later served as manager of ‘Thor 
branch operations in Milwaukee, 
Pittsburgh and Detroit. He was ap 
pointed electric tool division man 


ager in 1955. 


Gardner-Denver Buys 


Camfield Mfg. Plant 


Che Camfield Mfg. Co.’s plant in 
Grand Haven, Mich., has been pur 
chased by Gardner-Denver Co. Op 
erations at the Camfield factory 
were discontinued last October. 

[he Camfield property adjoined 
the Keller Tool Division’s main 
plant and will be used to consolidate 
local operations and for future ex 


14400 WOODROW WILSON . DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


pansion. 
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L. G. Johnson 


Former Distributor Aide 
Joins Cleveland Cap Screw 


L. G. Johnson, formerly vice pres 
ident of the Beacon Supply Co., 


Pampa, ‘Tex., has joined the Los 
Angeles sales office of The Cleve 
land Cap Screw Co. 

Mr. Johnson will work with in 
dustrial distributors in Arizona and 
also cover southern California to 


gether with Alle C. Gilbert, of the 

Los Angeles office. 
Mr also 

trict 

Kaiser Steel Corp. and as manager, 

steel tubular sales, Lone Star Steel 

Co., before joining Beacon Suppl 


Johnson served as dis: 


ales manager in Houston for 








TALL ORDER of conveyor belt is 
headed for Central Belting, Hose & 
Rubber Co., Richmond, Va. The belt 
is for a rock crushing quarry, is mot 
than 1,000 ft. long, 30 in. wide and 
} in. thick and weighs 2bout 6 tons 
It will be made endless on the job by 


the Richmond distributor. 








Spotcheck 


SPRAY CAN 


SK-3 Complete Inspection Kit 


Everything needed for complete dye penetrant 
inspection included in handy, lightweight 
Fiber-glass carrying case. 2 cans Penetrant, 
2 cans Developer, 4 cans Cleaner. Instruction 
book and cleaning cloths 


ALL ABOUT SPOTCHECK! 


SPOTCHECK — manufactured by the 
MAGNAFLUX CORPORATION —is 
the Dye Penetrant Inspection available 
in pressurized spray cans. For mainte- 
mance and in-process inspections, 
SPOTCHECK marks all crack type 
defects open to the surface (including 
defects invisible to the naked eye) 


A “SMALL ORDER” PROFIT GETTER 


SPOTCHECK is used to inspect metals, 
carbides, ceramics, plastics, etc. YOU can 
see that the market is BIG and what is 
more important, GROWING! In use, 
SPOTCHECK SK-3 KIT materials are 
used up in a hurry. Repeat business is 
really automatic! You get big profits 
and fast — you buy by the case and sell 
by the can. You can also supply your 
largest users with bulk deliveries. You 
can get the ball rolling with a modest 
stock because you will be dealing with 
MAGNAFLUX, the leader in the testing 
field. We can steadily and rapidly fill 
your orders — FROM STOCK. 


PRICE INFORMATION 


gives you— 

the distributor— 
these 

(ole Mel aliele [13 






a SMALL INVENTORY 


modest dollar and space investment 


STABLE PRICE 


All substitutes cost more 


NATIONAL ADVERTISING 


By Magnoflux 


DIRECT MAIL PROMOTION 


Tested folders for Distributor use 


MINIMUM SELLING TIME 


No Service Calls — Good mail seller 


HIGH PROFITS 


High first sale profits 
Higher replacement profits 


ooo 86 8 


SPOTCHECK Gives Your Customers 


©) COMPLETE INSPECTION — Avoids visval 


guesswork. No other equipment needed 


E) FAST INSPECTION—This easy-to-use 


“crack finder” sprays on fast with no 
waste. 


& PORTABILITY — The lightweight SK-3 Kit 


can be used in the plant or in the field 
No power needed 


& LOWER PRICES — ALL substitutes tost 


more! 


os) SATISFACTION — Magnoaflux guarantees 


satisfaction with all its products. 


The complete SK-3 Kit shown above is priced at $36.00 to your customer. He can't do better 


anywhere. Send the coupon below for more details 
Kits, low case lot prices on replacement moterials, and bulk deliveries 


NO solesman will call! 


Get Distributor price list on the SK-3 
DO IT TODAY! 


We have a Selective Distribution Policy 
Some Good Areas are Still Open—WRITE TODAY! 


MAGNAFLUX CORPORATION 
7330 West Ainslie Avenue, Chicago 31, Illinois 


r 
! 
! 
| Please send all details on Spotcheck including distributor terms 
| 
I 
| 
| 
| 
| 
' 


NAME___ — — 
TITLE 

COMPANY_____ 

ADDRESS 
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KLEIN 


PROOF OF A 
WELL-RUN TOOL 
DEPARTMENT 


"Since 1857" 


An adequate stock of Klein Pliers 
is essential to every well-run 
tool department. There are many 
pliers that look like Kleins, many 
direct copies of the patterns Klein 
developed, but to linemen, elec- 
tricians and good workmen every- 
where, there can be no substitute 
for Klein Pliers: “The standard by 
which other pliers are judged.” 


A stock of the more popular 
Klein Pliers is proof to anyone 
that “you know your tools.” 


Check your stocks now. Be sure 
they include an adequate assort- 
ment of Klein side cutters, long 
nose and oblique cutters. 














James M. Jaques 


Nicholson File 
Advances Jaques 
James M. Jaques of Nicholson 
File Co. has been advanced to as 
sistant sales manager and he and 
William A. McCullough, Jr., 


share dual responsibility under E. A. 


will 


Neal, vice president and domestic 
sales manager. 
The 


made, the firm reported, to create 


new arrangement has been 
closer home office contact between 
sales management and customers, to 
provide for closer coordination of 
sales activities with those of whole 
sale distributors, and to permit sales 
executives to spend more time with 
the firm’s representatives in their 
respective territories. 

Mr. Jaques has been area man 
ager for the past seven years in the 
metropolitan New York area. He 
had previously been a sales repre 
the territory 


sentative in Indiana 


William A. McCullough, Jr. 


NEW! 
"LONG REACH" 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1%2 TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 
IT FILLS A LONG STANDING NEED 
(1¥%2 TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN- 
TEED FOR ONE YEAR 
% SELLS FOR ONLY $53.70—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM %4 TON 
TO 2 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 
Special corrosion resistant, salt spray test- 
ed LUG-ALLs available in all capacities. 
Because LUG-ALL Is The Best, It Is The Most © 
imitated Winch Hoist On The Market 
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IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION @ 


THE LUG-ALL COMPANY 


PENNA. @ 
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IN STEP WITH 
THE DISTRIBUTOR 


John W. Bolton 


Retired Lukenheimer Aide 
Receives ASTM Award 


John W. Bolton, former director 
of metallurgical research and testing 
for the Lunkenheimer Co., received 
the American Society for Testing 
Materials’ Award of Merit. 

The award was established in 1949 
to recognize individuals who ren 
dered distinguished service to the 
society, especially along technical 
lines. Mr. Bolton’s association with 
the ASTM began in 1926; he served 
as national director from 1951 to 
1954 and also served on many of the The distributor's existence is dependent on the accessibility of 
society's committees. quality merchandise, the ability to provide prompt service, and a 

Mr. Bolton retired from Lunken fair and impartial distributor policy on the part of the manufac- 
heimer in 1954 after 28 years with 


the f turer . . . Equipto provides all of these things — Equipto is IN 
1¢ firm. 


STEP with the distributor. 


Our sales and advertising policies provide a selling plan de- 





signed for the purpose of increasing the volume of distributor 





sales. Competent, factory trained, distribu- aa 
tor minded salesmen give individual at- OF al. 
tention to each distributor account, regard- , ile ‘ 

less of size or location. . . . The fine quality SHELVING 

of our products, our method of selective LOCKERS 
distribution, margin of distributor profit BINS 

and aggressive sales effort contribute to COUNTERS 
making Equipto products a leading line DRAWER UNITS 


with the distributor. TOOL STANDS 


If you are not handling the Equipto BENCHES 
line, it will pay you to get full details now. TRUCKS 











E. W. HAMEL, general manager, 
American Steel & Supply Co., Eugene, 
Ore., announced that his firm would 
be in a new building, now under con 
struction, late this year 


INDUSTRIAL DISTRIBUTION ¢ SEPTEMBER, 1957 





D.T. 41h 
WE bes eee a 


relate! 


DETROIT CONTROLS 


the names are good 


Reputation is a matter of record. And the record of D. T. Williams for 
dependability and performance has been firmly established over the years. 





Now, as a part of Detroit Controls, the high quality is being maintained, so 
that you may continue to place your confidence in this product, assured of 


ready supply and good service. 


because the products 
are right 











No. 856 “’Vulcodisc” Lift Check Valve 
Vulcanized asbestos disc. For 200 Ibs. working 
steam pressure at 500° F. or 400 Ibs. working 
non-shock gas and liquid pressure at 150° F. 
Installed in horizontal position. Screw cap and 
screw ends. 


No. 1086 Swing Check Valve 


Vulcanized asbestos disc. For 200 Ibs. working 
steam pressure at 500° F. or 400 Ibs. working 
non-shock gas and liquid pressure at 150° F. 
Installed in horizontal or vertical position. Screw 
cap and screw ends. 


No. 912 “Vulcodise’’ Globe Valve 


May be used for steam or hot water with pres- 
sures to 200 Ibs., temperatures to 500° F.; or 
water, gas and air to 400 Ibs. at 150° F.; for oil 
to 200 Ibs. pressure at 250° F, 


No. 833 Horizontal Check Valve 


Renewable composition, air disc, integral seat, 
screw ends, spring loaded disc. 300 Ibs. working 
non-shock gas and liquid pressure at 150° F. 


These valves meet all government, marine and 
industrial specifications. 





Quality Protects Your Investment-- 
American-Standard Quality Is Available At No Extra Cost. 


Bridgeport 1, DETROIT CONTROLS 


Connecticut - 





Division of Amenican-Standard 
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Carl Marshall 


Los Angeles Distributor 


Speaks at Market Symposium 


“What a Distributor Expects 
from a Manufacturer” was discussed 
by Carl Marshall, president, Mar 
shall Tool & Supply Corp., Los An 
geles, at a local industrial marketing 
conference 

The one-day conference, spon 

red by the Los Angeles Chamber 
of Commerce, featured a three mem 
ber panel; members in addition to 
Mr. Marshall included M. C. Nel 
son, vice president, Barksdale Valves, 
ind H. L. Keller, McGraw-Hill Pub 
lishing Co 

Mr. Marshall recommended that 
manufacturers have a written dis 
tributor policy that incorporates the 
following points: dealer discounts, 
commissions, terms, list prices; price 
change protection; transportation al 
lowance; stocking requirements on 
both machines and parts; territory 
to be covered; types of dealer, fran 
chised or non-exclsive; deliven 
schedules; full description of wat 
ranty; sales aids and advertising to 
be furnished by the manufacturer; 
handling of damaged goods; obsoles 
cence; training programs; termina 
tions, how they are to be effected: 
irangements for transfer of stock 
or return of same to manufacturer; 
ind dispensing of unexpired wat 

inties 

Distributor net profits,” he said, 
ire less than half of what the 


were in 1946.” Mr. Marshall sug 





gested manufacturer-distributor con 
ferences to thrash out this problem r) 
He thought that allowing a better 
discount or more freight allowance 
might represent possible solutions. 








Pricing, stock delivery, the manu 
facturer’s representative or agent, ad 
vertising and research were some of 
the other points covered by Mr 
Marshall. 

[he conference was the first of 
its type to be held in Los Angeles. 





only 


5" 


MILWAUKEE'S 

NEW 

MODEL 612.-- 

WORLD'S 
all ball bearing | = ost 


rhs only Y*4 
Sust 12% in. long POWERFUL 
helical cut gears COMPACT 


spede handle 


14-inch Jacobs V/2-INCH 





William J. McGraw 


McGraw Manages Sales 
Of Thor Electric Tools 
William J. McGraw has been 


named manager of ‘Thor Power Tool 


Co.'s electric tool division. He suc 
ceeds John B. Dempsey, recently ap —— 
pointed vice president for marketing rae een . 
of the SpeedWay Mfg. division. “Spindle Speed (RPM)) =< : 
Mir. \icGraw had been manager es os) 1-55 00 $8. 
of the New York Citv branch since *based on accepted 


1951. He joined the firm as an elec 


aborotory tests 














tric tool engineer in 1947 and was 
advanced to Cleveland branch man 
iger in 1948. 

DRILLS 
GRINDERS 
TV PATROLS PLANT SAWS 


A television quiz emceed by a plant a SAWZALLS 
guard allows only visitors with the SANDERS 


right answers inside the gates of a 


. 
chemical company at Freeport, Tex., HAMMERS 
according to Chemical Week, McGraw- SCREW DRIVERS 


sl publication. Tho decsd-chush TV ustrial Electric Tools” casey aimienimaaan 


is part of the plant's protection system. 
On duty after 4 P. M., the TV camera for more information on the POLISHERS 
and a microphone serve as eyes and Model 612 and the complete line, write 
ears for a patrolman in the plant's 
. MILWAUKEE ELECTRIC TOOL CORPORATION 


main office 
5340 W. State Street @ Milwaukee 8, Wisconsin 
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INSIST ON 


COLD ROLLED 
THREADED STEEL 


MANY USES IN 
INDUSTRY 


‘SINT 


YOUR MILL SUPPLY HOUSE— 
JOBBER OR DIRECT FROM 


CLAUDE SINTZ INC. 


1940 STANLEY AVENUE 
DETROIT 8, MICH. 


ORDER FROM 
INDUSTRIAL 


ISNT 


*COLD ROLLED aan “ie cou 


*CRT 
pa 


nem ferrows 





STUDS * FORMED RODS 
PIPE PLUGS 





SHOVELS and SCOOPS 
“Known the World Over” 


Forged from tough, chrome 
nickel alloy steel for maximum 
resistance to abrasion and 
hard use 

Specially designed for indus- 
trial use 

Only top grade of selected 
Northern Ash handles 
Exclusive Armor-D top... 


virtually indestructible 


SEE YOUR AMES 
INDUSTRIAL DISTRIBUTOR 
TODAY 


O. AMES Co. TAMES 


Parkersburg, West Virginia 
O. Ames Company also manufactures Ames-Maid metal 
household furniture and Ames-Aire casual furniture 
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Walter E. Rollins 


Rollins and Lippman Work 
As Brown & Sharpe Team 
Walter | and Oscar 'T 
Lippman named by 
Brown & Sharpe Mfg. Co. to work 
eam to better the efficiency of 
ew machine 


Rollins 


have been 


sat 
the firm’s automatic sct 
production in customers’ plants 

Nii of 


machine and 


SCTCW 
Mr. 


long 


Rollins, supervisor 


Sadics 


projects, 


Lippman, his assistant, have 


specialized in automatic screw ma 


ations. ( )pel iting in the 
offer 


}‘ yb 


hine applic 
if found neces 


of 


will 


he 


they 


an on t study cus 


ner problems. 


Oscar T. Lippman 





First Half Earnings 

Up 14.7% at Ducommun 
Earnings of Ducommun Metals & 

Suppl Co Los 


first six months of 


Angeles, for the 


1957 increased 





14.7% over the same period in 1956 | 
to a total of $935,213, equal to $1.88 
1 share. Last year in the same period 
the firm earned $815,242 or $1.64 a 
share. 

Net sales in the first six months 
were $25,448,725, a 9.5% increase 


over sales of 


Charles E. Ducommun, president, 
announced that construction had be 
gun on the firm’s new 40,000 sq. ft 


warehouse facility in Phoenix. 





“KING? 
SHANK COUPLINGS 


ra 


i 
G. E. Schloot 


Diamond Chain Elects 
Schloot President 

G. E. Schleot has been elected 
seg tesa on ee Strong, durable couplings with a reputation for long, reliable serv- 
nec., succeeding (¢ P ottlowski 


who resigned because of ill health 


Mr. Kottlowski will continue in a | Although built to take severest on-the-job punishment, they have 


ice among Contractors and other users of suction and water hose. 


7 
consulting capacity ‘ : . ’ 
Mr. Schl - has | vith th refinements which contribute to outstanding efficiency and ease of 
> OU i ‘ Cll WiItl bi 


firm more than +) years and has | handling . absolute uniformity in quality, threading and dimen- 


SCTS | | pri ction Manager, Tac ° . ° 
™ ) se ze sions . . . well defined, smoothly finished corrugations. 
COTY Ihanagei 1 iS ¢ presiaen 
ind personnel director Made in regular and heavy patterns, in all-malleable iron, plain or 
C. A. Turner, assistant personne! | pigted; all-brass; and malleable iron, plain or plated, with brass 
manager, has been appointed to suc 
ceed Mr. Schloot as personnel direc 
tor. Mr. ‘Turner has been with the 
firm 11 years. "King’’ Shank Couplings Are Completely Described in Catalog No. 250 
In addition to Mr. Schloot, new 


officers of the company are H. N 


Cottingham, vice president, and 

Dale R. Hodges, secretary-treasurer. D | XON ‘ 

William V. Covert, chief engineer, | Vielwe é Coupling Cb, 
ENERAL FACTORY PHILADELPHIA 22. PA. BRANCHE HICA 


and Benjamin kK. Sollars, factory 


manager, have been elected to the 


swivel nut. Sizes range from 1" to 8", inclusive. 


OFFICES & 


board of directors 
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rAKING A PHONE order is Earl C 
Pleasants, president, Plant Equipment 
4 Denver 


MAINTENANCE SAVINGS viet sci: 
Three Sales Posts 
bd h O. O. Royer has been promoted 
wit to assistant general sales manager by 


Parker Appliance Co. In addition, 
e Myles N. Murray and Donald H. 
Voelker have joined the firm as prod 


uct specialist with the rubber prod 





ucts division and as special sales 


engineer for the industrial hvdraulics 


HOOKS and LACERS division, respectively. 


Mr. Rover joined the firm in 1945 


Even on small-diameter rollers like the 
is a Statistician. He was manager of 


one shown above, Clipper machine- 
laced joints are smooth and flexible 
and give longer life. Hooks are firmly 
imbedded flush with the belt surfaces 


and clinched by up to 45,000 pounds of THIS AD IS . ui — ons a bose 
CTna\ OTATOTICS anc I OC 


pressure. Double-staggered gripping ' ; , 
and perfectly rounded loops distribute WORKING ker had been with the Kalamazoo 


strain evenly. Wear on hooks, belts FOR YOU IN Division of New York Air Brake Co 
and machinery is minimized by smooth- ereeen sania 

ness of the Clipper machine-laced joint. PROCESSOR 

There is no pounding to cause exces- THE CANNER a 

sive wear. Save maintenance time and Nt 

expense and cut unproductive down- 

time by using Clipper hooks and lacers. 


statistics and marketing re 
search from 1950 to 1956 when he 


became marketing manage 





— FOR MORE INFORMATION 


Detailed product information and 
case history examples of Clipper 
machine-lacing benefits are con- 
tained in Bulletin No. 157. Send 
for your free copy today. 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY INDUSTRIAL SUPPLIES, Des 


Moines, Iowa, moved into this modern, 


992 Front Ave., N.W. Grand Rapids 2, Michigan one-story house last fall 
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Kaiser Celebrates 
50 Years at Fairbanks 

William J. Kaiser, cashier for ‘Vh« 
Fairbanks Co., 
50 vears with the firm. 

Mr. Kaiser was guest of honor at 
a luncheon attended by all the firm's 
New York office and 
branch sales office personnel. A. L 
Naylor, president, presented him 
with a testimonial as an expression 
of the 

Mr. Kaiser's vounger son, William 
J. Kaiser, Jr., is a salesman in the 
firm’s western New York State ter 


ritory. 


recently completed 


executive 


companys appreciation. 


William J. Kaiser 





Norden-Ketay Adds 
New Sales Post 
Metro P. Sirko 


ointed to newlvy-established 
| 


has been ap 
the 
post of eastern regional sales man 
ager by Norden-Ketay Corp 

Mr. Sirko will be responsible for 
the field selling of the company’s six 
research, development and manufac 
turing divisions and will be located 
at the firm’s executive offices. Before 
joining Norden-Ketay, Mr. Sirko had 


been sales manager of Roanwell 


Corp 


New Representative 


John J. Wagner 


pointed sales representative for the 


has been ap 
erinding wheel division of Electro 
Refractories & Abrasive Corp. Mi 
Wagner will be responsible for sales 
make Indian 


apolis his headquarters 


in Indiana and will 


JACKS for alt Trades 


100-Ton Hydraulic 
Mode! 100B12 


a 


t 
Coa 
Ratchet Lowering 
Mode! 2215SB 


Roller Bearing Journal 
Model 2510 


Hydraulic “Two Speed” 
Mode! 25822 


? 
Ly 


‘> 


‘J 


Hydraulic “Hi-Speed” 
Model 8-9A 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


F 
A 


iF 


145 Models—9 Types 


WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
Chalmers Mfg. Co. This old, established, 
highly-reputable line of 145 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete . . . expertly selected to sup- 
ply the mass demands of the whole industrial 
market . . . capacities from 3 to 100 tons... 
closed heights from 634” to 38”... lift ranges 
from 114” to 24”. This means every jack is a 
fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 
basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer the 
most attractive to buy from. . . the most profit- 
able to represent. Here’s how: 


New SERVICE Policy 
Authorized Rey 


Strategically locat 
out the nation carrying 


New SALES Policy 
New representatives 
pointed. Territ 


have 
ries 
nta- 
* on 


cted 


plete StOCKS OI rep 


parts. Prompt repair servi 


New DELIVERY Policy 


WeEsTERN has built up an 
all 


New DESIGN Policy 
WESTERN has announce 


ia 


inventory oO! all models, iCK 


types. No matter | 


laced, de 


ww large 


e. More jacks 


an order is | liveries 


will start immediately. 


New ADVERTISING 
Policy 


Hard-hittir 


voking ads are scheduled in 


New PROMOTION 

Policy 

g, interest-pro- Direct 

leading industry publications 
urging users to buy 

WESTERN Jacks from WEsTe 

ERN Distributors, 


Member, American Supply and Machinery Manufacturers Assn., Inc. 


WESTERN”. 


Formerly Western Railroad Supply Company 


Industrial Division—2400-2434 S. Ashland Ave., Chicago 8, Ill. 
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SINCE 


rf} 


MERIT DISTRIBUTOR 
eee * nace CONFIDENCE 
J. Schwan, right, of Sterling 


eter 
Positive Lock Washer Company not only Products Co., Chicago, and president 
makes the best possible lock washers for of the Illinois Industrial Distributors 
Wf d | Association, presents door chimes te 
e astener neees : -- WO Gee Cure Harry W Eckland, center, Clifford 
Distributors an unfailing source of supply. Peterson Tool Co. Looking on is Wil 
These are the reasons Distributors have liam Teare, Sterling Products 
CONFIDENCE in Positive Lock Washers 
- confidence in Quality, in Supply, in Illinois Distributors 


Customer Satisfaction, in SALES. Fete Harry W. Eckland 


OSITIVE Members of the Illinois Indus 


trial Distributor’s Association paid 


LOCK WASHER CO. tribute to Hany W. Ecklend 


», vice 





AVE. AG MELER ST, NEWARK 5, 06 J. president and sales manager, Clifford 
HIGH COLLAR TYPE : <—- 
Peterson Tool Co., Chicago, when 


he retired. 

[he organization held a surprise 
luncheon for Mr. Eckland in the 
lower Club, Chicago, and presented 
him with a set of door chimes for a 
home he is building in Florida. 

Mr. Eckland, a 37-year veteran of 
industrial distribution in the Chi 

a va cago area, began his career in the 
Make that “‘pipe dream” come true! industry as secretary and general 


.. Whatever type of work you have—whether house manager with Henry Chan 
it is brush-on, power or machine—there is a : 
scientifically compounded SULFLO cutting fluid non, one of the original industrial 
to fill the bill. . : . 

It “eases the pull” because “it sticks on the distributors - Chicago. He worked 
job!” with other Chicago distributors and 
for the last 11 years had been with 
Clifford Peterson. 


Chose who attended the luncheon 


*SULFLO IS THE TRADE-MARK OF SULFLO, INC 
SULFLO NO. 1 SULFLO NO. 2 


For Machine Use—Lighter cep 
For Hand Threading, Tap- in density than No. 1. Has included (from Chicago) William 


ping and Brush On Jobs. same properties as No. 1. C. Teare. president, Peter J. Schwan. 
SULFLO Machine-Kut sales manager, Sterling Products Co., 
For Pipe Threading Machines and for the machining of high Inc. (Mr. Schwan is president of 
alloy steels. Machine-Kut is a sulphurized fluid type cutting the IIDA): William G. Christie. 
oil, transparent on work. a" ; ss . 
president, Barrett-Christie Co.; Wil 
Ilo Prod 1 i istri . . 
Sulfio Products are sold by selective Distributors liam J. Iber, president, O. Iber Ce. 


(If you don’t know who your local SULFLO Distributor is, write Dudle C Eckhol side 
us—we'll be glad to send you literature and put you in touch udiey 2 KHOI, presic ent, 
with him.) Supplies Inc.; Doy Dillon, sales man 


ager, Clifford Peterson; Robert 
SULFLO INC Delaney, McMaster Carr Suppl 
: - ELIZABETH 4, N.d. Co.; L. D. Stolley, B. R. Paulsen 
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Co.; and Anne Greene, executive 
secretary of the ITDA. Your KEY LINE 
see 


The list also includes Bert O. 
Schmaling, president, Factory Sup 


plies Co., Rockford; J. Forrest Ben PRECISION 
nett, president, Couch & Heyle, 
, , mai TOOLS 


Peoria; and A. M. Steed, general 





manager, Barrett Hardware, Joliet. 


Olsen Takes Post 
ia TOOL POST FLEX-SHAFT HAND 
With Alemite Division GRINDERS TOOLS GRINDERS 


Cyrus P. Olsen has joined the 
Versatal materials handling equip 


ment section of the Alemite Indus ALi J i auk- 
trial Sales Division of Stewart , Vamps 


. ‘ ~“ > 
Warner Corp. as a field specialist . Q at 
. < 


in industrial systems for paint and 


\ 


_ — AUTOMATIC AUTOMATIC PORTABLE MICRO-DRILLS DRILL GRINDERS 
Formerly with U.S. Paint, Lac pani °N TAP pans preseenen 

quer & Chemical Corp., he will UNITS HEADS UNITS 

work with division distributors and 

jobbers throughout the country in 

sales of the new Versatal pain pump 


les Builds Volume Sales and Profits... 


Visit nearly any metalworking shop why it gives you the perfect entrée 
across the nation—there you will find for selling any Dumore product! 
a Dumore Tool Post Grinder per- 
forming efficiently and economically 
on an infinite variety of grinding jobs! 


finishes application. 


With the addition of automatic 
drilling units and portable milling 
equipment to this firmly established 

This broad tool use is based on grinding equipment line, Dumore Pre- 
over 44 years of reliable service and cision Tools are now, more than ever, 
concentrated sales effort by Dumore a valuable Key Line worth your most 
through its distributors. And that’s active support. Triple sales opportuni- 
why the brand name Dumore is fully ties are assured to grinding, drilling 
recognized and accepted, everywhere and milling users! 


And, Helps You Sell More 
Related Products, Too! 


In addition, this Dumore Key Line volume . . . through the same cus- 
tomers and prospects! 

Regardless of whether you sell all 
or part of this valuable Key Line, 
ters, coolant and other machines — Dumore Precision Tools are made to 


Cyrus P. Olsen 





gives you the advantage of selling 
more related items — taps, drills, cut- 
making it easier to build extra sales sell and Dumore helps you sell them! 


REMEMBER—You get a high return 
on your investment with Dumore 


\ a G fi SPECIALISTS IN 
[ PRECISION METHODS 
| 
} | | | OF METAL REMOVAL 
| x 


PRECISION TOOLS 


“Oh, it’s not real . . . purely 
psychological!” THE DUMORE COMPANY 1324 Seventeenth Street, Racine, Wisconsin 
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specify MILWAUKEE 
the complete line of quality valves 


for all plumbing and heating 





MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 






334 


ok 


gate valves 


globe valves 








angle valves 








Model 1148 


GATE VALVE 
125-lb. steam 


check valves 200-Ib. w.o.g. 








manifold units 


needle point valves 


anti-hum valves 


relief valves 


foot valves 


vertical check valves 


angle check valves 





NEW ... rugged, reliabie — 


by-pass pressure 
right for any vaive job! 


relief valves 





This new rising stem, solid-wedge gate 
valve is the latest MILWAUKEE 
profit-maker designed for you. Fea- 
tures precision-machined parts for 
snug fit . . . quick, positive action .. . 
long, trouble-free operation. And it’s 
equipped with bright, easy-to-read 
Ident-A-Disc* for fast valve identity 
— in stock or installed. 

For greater service and profit — as a 
distributor or contractor — you can re- 
ly on MILWAUKEE valves and fit- 
tings. Write for catalog B-256. 


air check valves 
radiator valves 


miscellaneous 
equipment 


” MILWAUKEE VALVE COMPANY 


THE COMPLETE LINE OF PERMANENT QUALITY VALVES 
A subsidiary of Controls Company of America 
2375 South Burrell Street @ Milwaukee 7, Wisconsin 
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William C. Cheek 


Worthington Division 
Appoints Area Sales Head 
William C. Cheek, John H 
Loomis and Hollis H. Wise have 
been reassigned by the marketing 
division of Worthington Corp. Mr. 
Cheek has been advanved to mid 
west region sales manager. Mr 
Loomis succeeds him as manager of 
the Chicago district office and Mr. 
Wise has been appointed to replace 
Mr. Loomis as St. Louis district 


manager 
Mr. Cheek joined the company 
37 years ago and has worked in the 


Chicago district office the past 25 
vears. He was assigned to the Chi 
cago office as a general line sales 
man; in 1937 he became assistant 
manager and in 1945 he was pro 
moted to manager. 

Mr. Loomis has been with the 
firm 12 years. Before his new assign 
ment he had been St. Louis district 


ofhce manager for two years and 





John H. Loomis 














prior to that served as a general line 
salesman. 

Mr. Wise joined the firm’s Detroit 
office in 1938. He represented the 
firm in Louisville and Cincinnati 
and in 1953 was named resident gen 
out of 


apolis, the post he held until his 


eral line salesman Indian 


present appointment. 





Hollis H. Wise 





New Supply Firm 
Opens in Milwaukee 

Crest Mfg. & Supply Co., 13480 
W. Reichert Ave., Milwaukee, has 
Herbert L. Bur- 
Che firm will specialize in 


been formed by 
meister 
power transmission equipment and 
material handling machinery. Flor 
F. Hall 
manager. 
Mr 
president of L. Burmeister Co. until 
acquisition by Chain Belt 


ian has been named sales 


Burmeister had been vice 


its recent 


Co. 








LEO MURRAY, left, and Phil Inglee 


are countermen at Hassco Inc., Denver. 
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As a pioneer packing manufacturer, Allpax produces a complete 
line of engineered packings to meet the most exacting require- 
ments of industry, and has originated general service packings for 
universal applications. Proven superior through years of perform- 
ance and preference, Allpax products are in demand for a wide 
variety of industrial applications. Supplying the ever-increasing 
demand for these nationally advertised products is big business 
and yields a good return for a minimum of selling effort. 


For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 





For the Petroleum Industry In al! phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry 





For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Tefion”’* and other packings 
specially prepared for these applications 





*Du Pont Trademark 


“You will serve industry better with Allpax products” 


LLPA 


“The Packing that Packs All” 
% SEND FOR OUR CATALOG — TODAY! 










A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 





160 Jefferson Ave., Mamaroneck, N. Y. 


CANADIAN DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal 8, Quebec 














heinrich Se Master 


C/o Master V4 
VA 
aw |( HOLDING DEVICES 
\ ~ ~ ture 4 Sell faster, and repeat orders 

i ase build volume sales 


eS aaaeine for greater profits because— 


ea . 
—_——_=_== Tool Engineers from all over the 










HERE IS JUST ONE OF country continually report savings to 
THOUSANDS 75% with Heinrich’s simple tooling 
OF APPLICATIONS formula. And you realize additional 


Savings because the Grip-Master can 
be used ovér and over again. 

‘“. The Grip*Master saves designing 
time, tooling time, costly tool steel 
and speeds production. PRESIDENT Walter A. Haven, 

Haven Industrial Supply Co., Nashua, 


N. H. finds phone a handy sales aid. 













Start with a speedy 
Grip-Master vise and fixture base. 


Ce 


Simply add false jaws Result .. . an accurate, 
and bushing plate precision-built, low-cost jig. 


WRITE FOR FREE CATALOG 











Standard Electrical Tool 
Buys Land for New Plant 


° 
ee 
EL A 28 acre tract of land in Cincin 
v The 


nati has been purchased b 


ul 











Standard Electrical Tool Co. for ex 








| HEINRICH TOOLS, Inc., Dept. 227H, Racine, Wis. | pansion purposes. 
William A. Ferguson, president, 
” aes ere said plans are being drafted for con 
: | structing a building to house opera 


| tions at the company’s present three 





sell shim stock 


plants and its leased manufacturing 
facilities. ‘The new plant would cost 
between $500,000 to $750.000 it was 
announced. The site is about eight 

| miles west of the firm’s River Road 
plants, near Sayler Park 








eoltet by the inch! 


This hatidy storage rack holds four cartons 
of 6x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more racks. 





SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 




















oO LAMINATED Qh prevents waste and protects 
shim stock too! i 
NEW VICE PRESIDENT and gen 
4109 Union Street, Glenbrook, Conn. i] manager of Crown Supply Com 
O COMPANY, INC. O my, Chicago, IIl., is John W. McCue 
= formerly with Norton Company 
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PAUL JORDAN has been elevated t 


director of engineering by Dodge Mfg 


Corp. Formerly plant engineer, he will 
now direct all engineering and develop 
ment work 





Two Trane Branches 
Have New Managers 
Joseph Rohats Robert 
Knowles have been promoted to 
branch managers by ‘The Trane Co 
Mr. Rohats, a the 
firm’s San Antonio office since 1952, 


and 


member of 


has been assigned to head the Phoc 
nix branch. 

Mr. Knowles, who has been with 
the firm 11] years, will direct the 
Greenville, S. C office. Mr. 
Knowles served as manager of vari 
ous sales departments at the firm’s 
home office until March 1954, when 
he was assigned to the Richmond 


sales office. 








THEIR FIRST YEAR, United 
lool & Industrial Supply Co. is doing 
Market Street, Law 


IN 


business at 239 


Mass 


rence 





No Flange Unit 


LUBRICATION NECESSARY 
on these side entry mixers 


The Cleveland Mixer Company of Ohio installed Wood's Life-Lube 
Flange Units on a number of their side-entry mixers. They report that 
these bearing units ore virtually maintenance free and operating 
very satisfactorily. 


Life-Lube Flange Units and Pillow Blocks are ideal for hard-to-get-ot 
places or for heavy dust and dirt conditions. They never have to be 
lubricated because they're delivered permanently lubricated for life 
(with the correct amount and right type of lubricant). A neoprene seal 
bonded to a steel core seals lubricant in. There are no grease fittings 
to catch oil thirsty dirt. And, there is no danger of leakage, either 
Life-Lube Flange Units are available in sizes from “2” to 2'%s and 
interchangeable with most leading Flange Units. 


For further information and new Bulletin, write 
’ 
} T.B. WOODS SONS CO. 


CHAMBERSBURG, PA. 













“OUR 100TH ANNIVERSARY” 
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more miles up to 96” in width... 
of travel... with Telgel-t3) in U.S. 
less wear 


“INNERLOK” for Industrial 
Conveyors Famed INNERLOK weave as- 
sures longer life, minimum stretch or shrink ee ‘ 
Greater flexibility and light weight reduce T. G. Gascoigne 
power needed 

Avildsen Tools & Machines 
Assigns West Coast Post 


I. G. Gascoigne has 


West Coast staff of Avil 
& Machines, Inc., 
engineer 

Mr. Gascoigne experience 
assignments with Consolid 
craft Corp., Navy Bureau o 


nautics and he spent the 


ited 


vears with Convair in t 


search and development 


REG. U.S. PAT. OFF. 
Raybestos-Manhattan Unit 


IS THE Promotes Byxbee and Herr 


Arthur W. Byxbee, sales manager, 


plastic products division, Raybestos 
Manhattan, Inc., has been promoted 
* to general manager of the firm’s re 


cently acquired Paramount, Calif., 


plant 
Howard H. Herr, Jr., has been 
Oth Sth OEE named to succeed Mr. Byxbee as 
i f y CHL? if uy ] : 
TAN AYE sales manager of the plastic prod 
ucts division. 
Mr. Byxbee has been with the 


““SUPER-CORRUGATOR"” 

for Corrugated Box Industry 
*"FINETEX”’ for Biscuit & Non-peeling, minimum stretch, strong 
Cracker Industry Super-fine tex- and flexible. Makes better board at 
ture suitable for bakery and confec- lower cost. The original interwoven 
tionary product uses. belting. 


Known far and wide for its quality, FRANKO Solid Woven Belting 
offers consistent sales, sure profits. Wide variety of types and sizes, 1” 
to 96”, means you always satisfy. Write for details and samples today. 


“Builders of Better Belting Since 1875" 


THE FRANKLIN COTTON MILL COMPANY 
1118 Central Parkway « Cincinnati 10, Ohio hetiey @. Wrubes 
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Howard H. Herr, Jr. 


} 


firm since 1938 and with the division 
Mr. Hert 


has been with the firm’s Grev-Rock 


since it started in 1952. 


division for close to 11 vears. The 
past two and a half years he served 
as district manager of the central 
Atlantic district. 


Thor Acquires 
Drying Systems, Ine. 


Drving Systems Inc.. 


industrial ovens and process air con 


producer of 


ditioning installations, has been ac 
quired by Thor Power Tool Co. in a 
straight cash purchase 

Neil ¢ 


dent, said the firm will continue 


Hurley, Jr. ‘Thor presi 


with the same management and per 


sonnel and will be operated as a 


division 





- 
ABILITY to deli roods from the 
shelf is potent sales force according 
to David Schuman president, 
Schuman Steel Products, Inc., Belling 
ham, Wash 


WITH THE Cova lo 
Chocrcale MULCONROY 
HOSE COUPLING SYSTEM 


Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose... to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 


The “Mulcoram” ... the hydraulic press for making the coup- 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 


HOSE COUPLING 


Attached quickly and easily by the hydrav- 
lically-operated “Mulcoram", this unique 
coupling is there to stay .. . virtually molded 
to the hose by a multiple gripping arrange-. 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment...no 
buffing or cutting of the cover. 


"MULCONROY Siar... 
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With the “Mulcoram” and "“Hole- 
dali” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details 


¥ 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated in your own shop, with 
out skilled labor ...to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continvous flexing at connecting points 


WHERE OTHERS 





at: 
) seat Me ~-" 


Win Repeat Orders 


When you sell Everlasting Duplex Blow-Off Units 
their many superiorities make regular customers 


for you. 


These units combine quick action. . . 
. lengthy resistance to wear. . 


50 years. 


tight seal 
proven for 


Everlasting Duplex Units are available in any 
desired combination of quick-operating valve, 


angle valve and Y valve. 


All units fully meet 


ASME code requirements. 


For 50 years, Everlasting Boiler Blow-Off Write for catalog 
Valves have been sold exclusively through 


Distributors. 


and price 
information 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valves 


TRADE MARK EVERLASTING REG US PAT OFF 





advertises 
ca. oe 

Buyers Purchasing 
Digest 


Canadian Machinery 


Conover-Mast 
Directory 


Hardware Age 
Hardware Retailer 


Industrial 
Arts Teacher 


MacRae’s 
Mill and Factory 
Motor Service 


New Equipment 
Digest 


Popular Mechanics 
School Shop 
Thomas Register 
Vocational Education 


Zo 
gon sel 





HYDRAULIC 
VISE 


speeds up production! 


frees operator's hands 
for essential work 


Every plant, machine 
shop, garage 
every metal working 
company can speed 
production, save time 
and manpower, reduce 
costs with Columbian 
Hydraulic Vises. 


AA-264 


For full details, write 
for Bulletin LL-2029 


VF} The Columbian Vise & Mig. Co 
Cleveland 4, Ohio 


controlled by 2 <i e 
foot pedals! 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 


) Sledge Tested 
guoronteed unbreokable 
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| moted by 


| said Mr 


| advertising 


John N. Howlett 


Howlett Manages Division 
For Morrison Products 


John N. Howlett has been pro 


Morrison Products, Inc., 
to manager of the wheel guard divi 
sion 

Thompson Morrison, 
Howlett will be 


interpreting safety code 


president, 
in charge 
of sales, 
regulations and spear-heading prod 
uct Mr. Howlett 


joined the firm three years ago as a 


improvement. 
draftsman. 


Keasbey & Mattison Names 
J. Calvin Affleck has been named 


manager by Keasbey & 
He succeeds Walter 


ge who retired 


Mattison Co. 
( Dod 





ORDER DEPARTMENT at Bluefield 
Supply Co., Bluefield, W. Va., revolves 


around Jack Shugart, manager 














Master 


PADLOCKS 


for industrial 
protection! 










Famous Master 
Laminated 
Padlocks 

Multiple steel plates 
vs than o 
solid block! Genuine 
bross-cylinder, pin- 


tumbler . 
finer podiock protec- 
tien. 







Stainless Steel 
Combination 
Padlocks 
Devble-weit construc- 
3 mber 


f ake teding mechan- 
ism. Available with 


F 





**Key-Control"’ — one 
contro! key opens al! 
s. 





For switch boxes, 
chains, truck or frei 

cor doors, ond 4 
wees where specio! 
shackle lengths 
more desirable. 


















‘Speedy Service on 


Keyed-Alike and 
espe Keyed Sets 


isp 
| 









FREE BROCHURE 


Condensed, easy fo use 
information on the Mas- 
ter podiocks most widely 
vsed for industrial ap- 
plications. Write today. 


Master Padlocks 


Master lock Company. Milwaukee 45, Wis. 
World's “Largest Padlock Manujacturers 
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30-YEAR SERVICE 


John F. Apsey, Jr 

Ing ind Sd p! 

Decker Mfg. (¢ 
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} 1a 





PIN is given to 

to! I adv rtis 
n, The Black & 
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In New Los Angeles Quarters 


Ame 
Inc., 


and 


1S 


tral mn 


Angele 
Will 
Lhe a 
about 
ofa 
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group 
i 


rican 
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announce ed by 
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Appoints Two Agents 
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SELL TOP QUALITY 





es 
















ARBOR SPACERS \~'s 
SHIMS and SPACING 

COLLARS « Arbor “ee ers and 
Shims in 20 sizes and thickr from 





001” to .125”. Arbor S pacers fur hed 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 14" to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 








FEELER 

STOCK « 

Made from 

tempered +P rolled to close t ler- 

ances, 25 ce ils packaged int rans- 

parent plastic boxes, except above 

020”. Strips 14” x 12”, in cellop 

27 thicknesses. All thickne 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and prod k.) 


hane 
sses trom 


ction wor 











SHIM 
STOCK « 
Steel or brass 
Selected from 
material roll d 
to precision limit 
free from burrs, an nd pr )- 
tected by oil « ng. Us ils p 
carton for easy dist protec- 
tion. 15 thicknesses, to .032” 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—12 thicknesses, 001” 015”, and 
15 thicknesses, .001” ) 
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WRITE FOR 
Complete, Profitable 
Dealer Informatior 

Today! 


: | DETROIT STAMPING co. 


DETROIT 3, MICH 








332 MIDLAND AVE 


341 





























COMPLETE 
LINE 


FOR QUICK DELIVERY 









OVER 
A QUARTER 
CENTURY OF SERVICE 









PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 
Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 













* 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
® 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


v7 
HAE -M69-354 
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Automotive Jobber Study 
Shows Net Profit Gain 


\ 10-year comparison of operating 
costs, gross margins and net profits 
are given in a recent Motor & Equip 
ment Wholesalers Association’s re 
port. The study, “Cost of Doing 
Business in the Automotive Whole 
saling Industry in 1956,” reveals a 
drop in net profit (before income 
taxes) from 7.2% of sales in 1947 to 
2.5% in 1954; this represents an un- 
broken downward trend for seven 
consecutive years finally reversed to 
3% in 1955 and 3.3% in 1956. 

The MEWA report analyzes five 
phases of personnel expenses and 22 
different operating expenses on a 
nationwide basis. The analysis is 
subdivided into five sales volume 
groups and also into seven geo 
graphic regions. 

Che report reveals “gross margin 
and operating expenses vary inverse 
ly with sales volume”; a table of 
operating ratios by geographic re 
gions shows considerable variations 
of these factors by territory. Jobbers 
in the east central states averaged a 
net profit of only 2.7% in 1956 com 
pared with the national average of 
3.3%, while jobbers in the northeast 
and west central averaged 4%. 

In addition to the analysis of 27 
overhead cost factors, the bulletin 
analyzes machine shop operations, 
inventory turnover and inventory 
change, average number of em 
ployees per establishment, incoming 
freight in per cent of purchases, 
sales returns and allowances in per 
cent of gross sales, delivery expenses 
in all its phases, and rent as com 
pared with ownership. All analyses 


are by sales volume classes. 


Stanley Tools Reassigns 
Carlson and Whitteker 


Wesley Carlson and John S. 
Whitteker, sales representatives for 
Stanley Tools, division of The Stan 
ley Works, have received new assign 
ments. 

Mr. Carlson has been transferred 
from Roanoke to Boston and will 
cover eastern Massachusetts, Maine, 

















Wesley Carlson 


New Hampshire and Vermont. His 
former territory included West Vir 
ginia, Virginia, North Carolina, 
l'ennessee and eastern Kentucky. 
Mr. Whitteker has been assigned 
to the Philadelphia and Delaware 
area. He will continue to represent 
the company in Connecticut, west 
Massachusetts Rhode Is 


ern and 


land. 




















John S. Whitteker 





RAIN A PARAGUAYAN 
ROADBLOCK 


For 24 hours after it rains in Para- 
guay, it’s illegal to travel on almost 
every road, reports Fleet Owner, Mc- 
Graw-Hill publication. There are only 
50 miles of hard-surfaced roads in the 
Latin American country—slightly larger 
than the state of California—and the 
roads are little better than trails. Al- 
most all land travel in Paraguay is by 
horse and wagon. Only a few people 
in Asuncion, the capital, have avtomo- 
biles. There, the streets are paved with 
cobblestones 











| > o-_ 


| ELBOW OUTLET 
| AND 

| 45° BRANCH 
CONNECTIONS 
THREADED AND 
SOCKET-WELD 
ENDS 





APPLICATIONS: 


DIRECTIONAL FLOW 
BRANCHES, THERMOWELL 
CONNECTIONS, PIPE 
SUPPORT AND HANGER 
CONNECTIONS 





Full penetration 
weld drop 
forged fittings 
ovailable 

from stock in 
the following 
materials: 


Carbon Steel 
Stainless 
Chrome Moly 


Other materials 
on quotation 


*PAT PENDING 






Sold through leading 
warehousing distributors 





BONNEY) 


BONNEY FORGE &2 TOOL WORKS 
ALLENTOWN, PA. DEPT. F 


PENNSYLVANIA DIVISION 
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ESSEX sivier 
‘"MULTIPLEX'’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


© Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 


fourteen feeds—four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 

device—thrifty in oil consumption—requires 

little or no attention. A combination of maxi- 

We menefecture mum convenience, wide adaptability, and low 
auueer anon _ price makes this a good item for volume sales. 
GREASE CUPS It is convenient to install and operate for 
AIR COCKS pumps, engines, machinery, etc. Stock them 
FITTINGS for prompt service. Let us send you the com- 
to a plete ESSEX catalog and make us your supply 

— source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


Distributors Sell... 


Float Valves 


BECAUSE they know repeat orders and 
good profit will follow— 


BECAUSE they know Keckley Float 
Valves will give their customers many 
years of satisfactory service— 


BECAUSE it is easy to sell Keckley 
Float Valves—they have so many 
good strong talking points 


BECAUSE they know they can get 
prompt shipments as Keckley carries 


ANGLE OR GLOBE complete stocks not only of Float 
No oa oe Stem Valves but Temperature Regulators, 
a ve, Pressure Regulators, Strainers, Safety 


No. 15—Balanced. Double Seated : 
Size 1/2" to 12 and Relief Valves. 


Write for 43rd Anniversary Catalog No. 57 


eee eee eeee eee eee eee eee eee eee eeeeeee 


0. C. KECKLEY COMPANY 


General Offices and Factory 
3400 CLEVELAND ST., SKOKIE, ILLINOIS 


. empe ‘ Re ” F 
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Irwin W. Peterson 


Peterson Succeeds Smith 
In Detroit for Norton 


Irwin W. Peterson has been ap 
pointed Detroit district manager of 
Norton Co.’s grinding machine di 
vision. He succeeds Clarence i 
Smith who retired after 34 vears 
vith the division. 

Mr. Peterson first joined the com 
many in 1933 as a planning clerk. He 
iter served as an assistant foreman, 
nethods engineer and sales engi 
eer. Since 1950 he had been dis 
trict sales engineer in Michigan. 

Mr. Smita started as a_ sales 
trainee in 1923 and became chief 
sales engineer in 1939. In 1946 he 
vas appointed Detroit district man 


ger. 
Assigns Galler and Scott 


\lbert G. Galler and Winfield J. 


Albert G. Galler 





Winfield J. Scott 


Scott, who joined Norton last fall, 
have completed the firm’s sales 
training course and been appointed 
field engineer and abrasive engineer 
respectively. Mr. Galler has been 
assigned to the ‘Teterboro, N. J., 
district office and Mr. Scott will 
work in the Chicago area. 


Farrell and Jenkins Get 
Sprout-Waldron Posts 


Richard Farrell and Brown Jen 
kins have joined Sprout, Waldron 
& Co., Inc. 

Mr. Farrell has been appointed 
assistant to J. L. Grahek, sales man 
ager of the firm’s Pellet Mill Divi 
sion. Mr. Farrell had been with the 
Naugatuck Chemical Division of 
United States Rubber Co. 

Mr. Jenkins, formerly with Jones 
Hettelsater, has been named a proj 
ect engineer. 





HENDRIE & BOLTHOFF CO., Den 
ver, have a branch office at 1775 South 
Broadway and it services south Denver 


BRASS AND ALUMINUM NUTS 


Costing no more than nuts produced by 
other, less accurate methods, Fischer 
precision-turned brass and aluminum 
nuts make possible important savings 
in assembly operations. Check these 
advantages: 


Countersunk on both sides for faster 
starting... 


Tapped square with face to Class 2 toler- 
ances for smoother, easier running and 
superior bearing surfaces .. . 


Turned from stock under basic size so 
they're never tight on wrenches .. . 


Tapped through, eliminating “blanks” 
or rejects... 


Cleaned and degreased before delivery 
to save you these operations. 


Specify Fischer on your next order. A com- 
plete range of standard types and sizes is 
maintained in stock... “specials” can be 
produced quickly and inexpensively. 


Write today for 
Catalog No. 55 


SPECIAL MFG. CO. 


and suburbs | 492 Morgan St. ° Cincinnati 6, Ohio 
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YOUR BIGGEST CUSTOMERS NEED IT! 





New high-speed ‘as 


slic labs ele. s-1 4 


fo} T ol-mr-lale Meotelalel Sti | * 
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New lightweight GREENLEE No. 884 


bends up to 4” conduit as much as 90° with 


" one fast ram stroke 


One man wheels it from job to job 
+ « « On its specially designed pipe 
supports! 


= 


Universal pipe supports, positive 
locking pin... many other advanced 
features. 


GREENLEE TOOL CO., 


346 


The biggest contractors and plants you serve will be 
calling tor this new major tool. Latest addition to the 
famous Greenves line of Hydraulic Pipe and Conduit 
Benders, it meets the need for a lighter weight, faster, 
easily portable, easily operated, high-powered bender. 


Full 90-degree bend is made with one ram stroke of this 
advanced new tool in just 4 minutes with Greenies 
Power Pump shown above! Combined with the faster 
No. 797-E-SA Power Pump for production work, new 
bender actually bends 4-inch conduit 90° in only 30 
seconds! Precise smaller bends of any degree are facili- 
tated by scale on side of ram. 


High-strength aluminum alloy is combined with high- 
alloy steel for ideal structural combination of ruggedness 
and light weight. Bender develops 40 tons of ram pres- 
sure; yetone mancasily transports, sets up, and operates it 


A dozen advanced features put the 884 in a class by 
itself for easier portability, versatility, simple setup, 
easy operation, and ideal job or production speeds of 
bending. For instance, universal pipe supports, simply 
rotated to handle 10 conduit sizes, also facilitate casy 
insertion and removal of conduit from front of bender 


Meets wide range of bending needs: bends !4-in., 34-in., 
l-in., 114-in., 114-in., 2-in., 214-in., 3-in., 314-in., and 
4-in. pipe and rigid conduit. 


Ask your GREENLEE representative or write for illustrated 
Bulletin E-224 giving full details and specifications 


Kx 
GREENLEE 


1929 Herbert Ave., Rockford, Ulinois 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1957 


E. COHN & SONS, Cedar Rapids, 
Iowa, expanded their mill supply de- 
partment by 80% March Ist. They 
added more floor space, new offices, 
and an outside sales display area pi 


tured above 





Plant Maintenance Costs 
Continue to Move Upward 


The cost index of plant mainte 
nance is continuing to creep up 
wards as labor costs mount. Auto 
matic wage hikes assured by union 
contracts promise an even further 
upturn, reports Facrory MANAG! 
MENT & MAINTENANCE, McGraw 
Hill publication. 

The wage increase, however, will 
probably keep on moving at a slower 
pace than in 1956. During 1957 
wage rates will likely reflect about 
one-half of last vear’s gain. Hourly 
earnings of production and mainte 
nance men in factories are expected 
to hit $2.12 bv the vear’s end, a gain 
of seven cents from January. Last 
year’s increase for the same period 
was 12 cents. 

Material prices have generally 
been holding firm—24 of the 39 cost 
index items remained the same. This 
price stability has helped check the 
upward cost movement induced by 
rising labor costs. 

However, the boost in steel prices 
that recently took effect somewhat 
dims the prospects for continued 
stability in prices for maintenance 
materials. On the other hand, the 
steel price rise should not give rise 
to any gloom about plant costs, be 

iuse the great amount of unused 
capacity in the steel industry—and 


in most other industries—will act as 





a brake on the inflationary trend of 
prices, the magazine states. Unused 


capacity 1s becoming a major prob 


lem throughout the economy. 


Ihe magazine's estimate for the 
June index (latest month available ) : 
is 165.6, 65.6% higher than 1947 on 
which the index is based, and 8.3% 
higher than the 157.3 figure in June, | 
1956. 
Herrick Forms Own Firm; AND 


Leaves Ohio Injector 

D. A. Herrick, former divisional 
sales manager for Ohio Injector Co., 
has left the company to form his 
own firm as an independent manu 


facturer’s agent 
he D. A. Herrick Co. will cover 


a six state area specializing in val\ 


| 


THE FULL 


ing and related items, servicing the 
industrial field 
Mr. Herrick was with Ohio In 


jector for 14 vears and served as divi 





sional sales manager the last five | 


years. 


George K. Garrett Moves 
Into New Headquarters 


George K. Garrett Co., Inc., has : Quality! Supreme Brand Chucks 

moved to new headquarters on SUPREME pentagon we Afar Begg 
. . BRAND eae ening. compiete neo pla 

l'orresdale Ave. at Tolbut St., Phila ball bearing chucks... interchange- 


delphia. CHUCKS ' able with other makes . . . Up front 


on industry's finest power tools. 





rhe new building provides 280, 
000 sq. ft. of space and incorporates 

the firm's two former Philadelphia 

plants under one roof. 

A reversible speed reducer for port- 

SUPREME able drills. Reduces speed 7:1. Re- 

PROFESSIONAL . verses with one twist. For screw 

MODEL ; 7 oe 6 driving (in or out); nut running; 

” heavy duty drilling in metals or 


VERSAMATIC / | yes = masonry. Users call it “most versa- 


tile attachment ever."’ 





Every metalworking shop a pros- 
SUPREME ; : \ pect. Connects to a portable drill 
to drive all taps up to A" diameter. 


PUSH-PULL oo 2 instant reversing. 7:1 speed reduc- 


tion assures power plus full con- 


TAPPER : trol. Winner of national award for 


“most useful new tool.” 


SUPREME PRODUCTS CORPORATION 


2222 S. CALUMET AVE., CHICAGO, ILLINOIS 


pyre NI id general —g * ot Weel hsb)1@), ele OPT) aes 10)9)) eee) ile) F Sile). | 
ik X ‘ enver, 
Al Plonh 
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WI (L YOUR When modernizing your plant and equipment, T IS 
you can cut costs by installing positive dis- es 
placement Viking Rotary Pumps. You can and similar ads 
pump liquids ranging from LP-Go~- to tar and _ 3 
molasses with self-priming Vikings. You con are appearing in 
eliminate uncertain, troublesome godgets, ex- 


tra piping, auxiliary equipment, etc 
30 LEADING 


One Viking does your pumping job from PRICING and _ handling telephone 


tart to finish, requiring low horse power and . ; ~w 
tee MODERN iavedien tah elieawe PUBLICATIONS sales are duties of Russell L. Stelma at 
Washington Belting & Supply Co.'s 


Vikings have steed the test of time. Many Seattle branch. Mr. Stelma was for- 


have records of 10, 20, 30 and even 40 years al 
9 with little or no maintenance. Over the years, TO HELP merly with Raybestos-Manhattan’s Seat 
° Vikings have been improved to meet new tle off 
problems and to give still better pumping ue OTICE 


sta YOU SELL 


For th that will ou money and rT 
nodenize your pumping, spec Thompson Opens 


modernize your pumping, specify Vikings. | 
Ask for bulletin 57Smm today. VIKING _ , ; 
I'wo Warehouses 


PUMPS Warehouse and office facilities 


have been opened by The Henry G 


eee ee VIKING PUMP co. ‘Thompson & Son Co. in San Fran 


not a follower, 
5 TEENS peng: cisco and Chicago. 
lhe Chicago facilities are located 
it 564 West Randolph St. and is 
under the supervision of Henn 
Hock, district manager 


CLIMAX Q@D* Che San Francisco office and ware 
1719 Wallace 


house is located at 


FLEXIBLE COUPLINGS Ave. and is under the direction of 


|. W. Townsend, district manager 








in Rotary Pumps 


our Catalog in Sweets Plant Engineers File 


Elects Two Board Members 


John T. Barrett and Albert W 
Tucker have been elected to the 
board of directors of Henry G 
Thompson. Mr. Barrett, recently 
elected treasurer of the firm, has 
been with the firm 25 vears. Mr 
l'ucker has served as vice president 
P P ° in charge of sales the last seven vears; 
Misalignment Grief , 
Exclusive knob-disc coupling design 


requires no lubrication...unaffected by MORE SUBURBIA. MORE 
abrasives or dust. Split-taper bushing ROADS P 

gives quick disconnect convenience 
with tight shaft fit. Suburban growth will require con- 
struction of 10,000 miles of new roads 


REQUEST QD-71 BULLETIN FOR DETAIL! during the next 20 years, reports Con- 


struction Methods and Equipment, Mc- 


he joined the company 33 years ago. 





P ie : P ; Graw-Hill publication. To serve ex- 
Split Taper Quick Disconnect Bushing panding residential areas, the yearly 

a needs will average approximately 375 
miles of local streets and 125 miles of 


METAL PRODUCTS co. arterial trafficways that connect with 


863 EAST 140th ST., CLEVELAND 10, OHIO major highways. 
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Tut Poves Rugged Union 


leakproof at 8000 p.s.i.g.! 


Recent tests conducted by Herron Testing Lab- 
oratories, Inc. prove the superior quality of 
U-Brand 150# unions. Five well-known brands 
were subjected to internal hydrostatic pressure 
after assembly at 64 foot pounds torque. Only one 
matched U-Brand’s non-failure at 8000 p.s.i.g. 
All others failed at 30 to 80 per cent of this pres- 
sure. Proof of U-Brand’s unexcelled safety factor 
over rated capacity. That’s why it pays you to 
stock and sell U-Brand unions. 


Your customers 
like easy-to-make 
installations that 
are leakproof and 
trouble-free. 


Leakproof: = ) Smooth Flow: 


There are no 


Machined 
copper-to-iron 


obstructions to 


joints furnish start build-up. 


positive seal. 


AS Easy Threading: 
Straight Flats: gee ~ Chamfer and 


: threads are exactly 
Secure wrench machined then fully 
grip speeds ; yo inspected before 
installation. “2 shipment. 


a. 


U-Brand Unions give more protection for the money. That's why it pays to stock and sell U-Brand—it’s more fitting! 


Galvanized and Black U-Cote Malleable Iron Pipe 
Fittings— Unions— Plugs and Bushings—Cast Iron 
Drainage and Screwed Fittings—Steel Nipples and 
Couplings— Insert Fittings for Plastic Pipe. 


Manufacturing Company 
Ashland, Ohio 


- = The 

Asi for all your pipe fitting need 1 ee 

single source for all your pipe fitting needs AND Union Malleable 
aS 
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Just raise or lower the T-handle 
control, and watch the large tachom- 
eter dial in the headstock! It’s that 
easy! The work is done by a power 
driven speed changer. It acceler- 
ates or slows the lathe to any desired 
speed in seconds. With a 10:1 ratio, 
this new variable drive makes it easy 
to select from a wide range of speeds 
—200 to 2000 rpm in direct drive 
and 40 to 300 rpm in back gear. 

Maximum stability and smooth 
power transmission are assured be- 


cause the drive unit is oversized. All 
pulleys and shafts are fully supported 
(eight bearings). Double V-belts 
throughout the drive eliminate slip- 
page and deliver full power to the 
spindle. Because of this rigidity and 
extra pulling power, this lathe will 
take heavy cuts at all speeds and 
precision finish cuts at high speeds. 

It is a precision lathe, moderate 
in price, with the versatilicy for 
toolroom, production or second 
operation jobs. 


Variable Speed 


> ELDONrrasix LATHES 


(1) T-Handie Speed 
Selector 


(2) aes Direction 
Con 


(3) coun: Chonge 
Mechani 


smn 


(4) 2 H.P., Three Phase 


Motor 


(5) Belt-tension Adjust- 
ment 


(6) Multiple V-Belts 


SHELDON 


4232 WN. Knox Ave. 


10°, 11” and 13” 
SHELDON 
Precision Lathes 
(Bench, Pedestal 
and Cabinet types) 


MACHINE CoO., INC. 


= Chicago 41, ILL. 


SHELDON 
Milling 
Machines 


13° and 15° 
SEBASTIAN 
Geared Head 
Lathes 


SHELDON 
Back Geared 
Shapers 


Write for variable Speed Circular and Genera! Catalog 
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Robert R. Raymond 


True Temper Expands Sales 

And Merchandising Units 
Expansion changes have been an 

nounced William G. Rector, 


president of True Temper Corp., in 


by 
the firm’s sales and merchandising 
departments. 

Robert R. 


dent and general sales manager, 


Raymond, vice presi 
has 
been assigned new and broader exe 
cutive duties relating to all divisions 
of the firm. 

Harold A. Stevens, 
of the hardware division, 
full of all 
manager's activities. 


Phil N. 


assistant 


sales manager 
will have 
direction regional sales 
Russell has been advanced 
of the 


make 


to sales 
hardware 


Cleveland his headquarters 


manager 


division and will 


I'he last 
13 years he served as regional sales 
manager at Minneapolis headquat 
ters. 


William J]. Mr. 


7 
succeeds 


Shaw 


Harold A. Stevens 





i 


Efficient 


Phil N. Russell 


Russell as regional sales manager for 
the north central area. Mr. Shaw Sate 
joined the firm’s sales department in 1 
July 1956 and has been at Kansas 
City, Mo., headquarters. He was Sturdy 
formerly secretary-terasurer of the 
Western Retail Implement & Hard 
ware Association. 
lhree new sales territories have 
been established. The firm’s man 
agement said reduction in size of : 
most territories will enable closer D +f yy rt 
working relationships with custom U " oO on 
ers. John W. Carpenter, W. Robert 
Wilmore and Bill J. Emahiser have QR ft n t J k 
been appointed sales managers for ad Cc e ac $s 
the new territories 
Mr. Carpenter will be responsible 
for sales in eastern Ohio, West 
Virginia, western Pennsylvania and 
western New York. With the firm 
five years, he spent three years in Efficient design and sturdy construction have made Duff-Norton 
sales service and dealer service work ratchet jacks the standard for dependability in all types of industry. 
Widespread consumer acceptance, and generous distributor policies 
make them a highly profitable line for all types of distributors 
industrial, mine, marine, utility or automotive. 
Available in nine models from 5 to 20 tons capacity, these jacks 
are but a part of the world’s most complete line of lifting jacks. 
If you do not now have a complete line of ratchet, screw and 
hydraulic jacks it will pay you to talk to your Duff-Norton 
representative. For full details on the Duff-Norton line, write for 
Catalog 204-ID. 


<= Duff-Norton Jacks 


DUFF-NORTON COMPANY 
P. O. Box 1889 « Pittsburgh 30, Pennsylvania 
COFFING HOIST DIVISION: Danville, Illinois 
Ratchet Jacks, Screw Jacks, Hydraulic Jacks, Special Worm Gear Jacks, 
William J. Shaw Ratchet Hoists, Electric Hoists, Load Binders, Spur Gear Hoists 
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Valdura offers maintenance 
paints made from specific 
resins for every condition 


L—¥PON \ 





VAL-CHEM. Versatile, chemical re- 
sistant metal primer for use under any 
finish coat. VALPON ENAMEL. Pre- 
vents ommage by oils, solvents, alkalies 
and other chemicals on wood, metal or 
masonry. 





PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 

on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance. 


_LORREIVE)| | 





SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture and abrasive 
conditions on metal wood or masonry. 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 


a COAL TAR 


LPRRION_\ | 





SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation projects, refrigera- 
tion systems, metal and concrete pipe, 


marine exposures. URETHANE 





URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where all other types of coating 


have failed. ALKYD 





M&F AMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), VARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. these coatings are 





hard, tough, quick drying and color 
retentive. 


Write today for complete infor- 
mation. 


VALDURA 


HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, lil. 
687 Wellington St., Ottawa, Canada 
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W. Robert Wilmore 


John W. 


Carpenter 


Bill J. Emahiser 


and will now headquarter in Cleve 
land. 

Mr. Wilmore’s territory 
lowa, Nebraska, North Dakota 
South Dakota, eastern Wyoming 
and eastern Colorado. He spent two 


includes 


vears in sales service and will head 
quarter in the Omaha, Neb., area 
Mr. Emahiser will head sales in 





All over America... 
idell-motg-4'celammaal—t-tar— 


Vivid 
Markings 


that 

remain 
clearly 
visible! 


MARKS LUMBER, STEEL, IRON, 
COMUGMEUR ew tw we tw te ee 


: Write for a FREE SAMPLE! 

j Specify the surface 

I to be marked. I 

In Red, Yellow, Bive 

and 9 other highly visible colors 
Sold everywhere in Mill Supply 
Houses, Hardware Supply Firms, 
industrial Supply Distributors and 
Engineering Supply Firms. Be Sure 
To Specify: 


DIXON 


LUMBER CRAYONS! 


THE JOSEPH DIXON CRUCIBLE CO. 
PENCIL SALES DIVISION— DEPT. ID—9 
167 Wayne Street Jersey City 3, N. Y. 
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GRINDERS 


Baldor’s flexible sales plan is geared to 
boost your grinder profits—and do it fast! 
Proved successful in city after city. Inves- 
tigate without obligation. 


@ Totally enclosed motors last a lifetime. 
Keep out dust, dirt, grit, metal particles— 
can’t clog. 

@ Motors never need servicing—ball-bear- 
ings lubricated for life! 

@ Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 

@ Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12” individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 


BALDOR ELECTRIC cO. 
4353 Duncan Avenve ¢ St. Lovis 10, Missouri 


ENCH TOPS 


LAMINATED HARD MAPLE 


me” 


Aggressive distributors in certain 
areas are needed immediately to 
sell TOLCO “industry proven” lami- 
nated bench tops and other maple 
top products. TOLCO tops have the 
natural beauty of hard Northern 
maple . . . the acceptance of the 
greatest number of industries in the 
country . . . and the dollars and 
cents advantage of low cost mainte- 
nance. Nationally advertised and 


sold through authorized distributors. 


WRITE TODAY FOR THE TOLCO 
DISTRIBUTOR’S PROFIT PLAN 


THE TOLERTON COMPANY 


P. O. Box 1658 Alliance, Ohio 
Established 1894 











Virginia, North Carolina and south 
erm West Virginia and will work 
from Richmond, Va., headquarters 
He previously was with the Chautau 
qua National Bank & Trust Co. of 
Jamestown, N. Y 


Merchandising Shifts 


Ravmond T. Gutz, merchandising 
the last 


been elected vice president in charge 


manage! eight vears, has 
of merchandising for all divisions 
Christian A 


spec l i] 


Lange has been as 


signed to merchandising 
projects. He joined the firm in 1956 
and had been general sales manager 
for Domestic Sewing Machine Co.., 
a division of White Sewing Machine 
Corp. 

Sheldon R. Harper, who has been 
with the firm four years, has been 


appointed advertising manager 


Wheeling Corrugating 
Opens New Warehouse 


A new warehouse has been built 
by Wheeling Corrugating Co. at 
1722 Walden Ave., Buffalo, N. Y 
The new facility has eight loading 
docks for trucks 
siding. 

O. F. 
Buffalo 
western part of New York and the 


and a railroading 


Blaske 


branch 


manager of the 
which serves the 
northern part of Pennsylvania 
W. O. Driscoll is assistant 
and A. | 


sistant sales manager 


to the 


manage! Zimmer is as 
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” /UTHE 4 


"SCHEFFY 


“Nothing personal, you understand.” 


PRODUCTION 
COSTS G0... 


Peng gi 2) cee) 


Th 


CHICAGO 


MOUNTED WHEELS 


Yes sir, you can't beat Chicago 
Mounted Wheels for economy AND 
quality! Chicago Wheel franchised 
dealers can guarantee their custom- 
ers’ production costs will drop and 
go down, down, down, when they 
start using Chicago Mounted Wheels. 
Cost-conscious customers can't afford 
NOT to buy Chicago Mounted 
Wheels. They're faster, cooler-cutting, 
last longer! 

Chicago Mounted Wheels are 
guaranteed to stay on the mandrel, 
uniform, true-running. Available in 
a complete range of sizes, shapes, 
grains, grades and bonds. 

Remember . . . Chicago Mounted 
Wheels are First and Finest! 


CHICAGO WHEEL & MFG. CO. 
Dept. ID-9 
1101 W. Monroe Street + Chicago 7, Illinois 
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HIS FEET HURT... BUT HE’S HAPPY! 


How Parker-Kalon field engineers work for 











4 His name is Jim. He’s your Parker-Kalon man. It’s early 
morning, but Jim’s-out making calls. Everywhere he goes, 
he’s selling . selling P-K screws and selling your service 
too, Mr. Distributor. 












<4 Distributor’s men know he’s willing to make 
special calls with them. Sometimes, Jim (who 
has a special nose for these things) ferrets 

out a lead—brings home an order for you 









Nothing pleases Jim more than helping pro 
duction men— recommending the right 
P-K screw for the job. Result? More sales 
and every P-K sale goes through a P-K 
distributor. wy 













4 Purchasing men know Jim 
They should—for Jim's mighty 
persistent. While he’s there 






Jim never misses an opportunity to 









use ad reprints to help him sell 
good 
ally, he points out the special 

services only P-K distributors 


ftp for any saiesmar Natur 


can provide. 








Get Jim in on the project planning 
stage and watch your P-K sales 
grow. Jim knows fasteners speaks 
the designers language can 
often suggest a special screw to 










save production steps. That’s 
the kind of teamwork that wins 
orders orders for you, too. p 












4 Evening and Jim’s still on the job. 


Setting up sales training courses, indoctri- 
nation meetings. It’s a good job for Jim... 
working with a product recognized as tops = 
in the industry. Take full advantage of the 


opportunities he offers—use him! There - 
are a few areas still open. If you don’t as e] ley S 
have Jim on your team now, write 


Decker Wolen ... Factory: Clifton, New Jersey —Warehouses: Chicago, Illinois 


Los Angeles, California 
PARKER-KALON DIVISION, General American Transportation Co 


rpor 
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W. A. WHITNEY 













FRADE MARK 
REGISTEREQ 
NO. 91 
BENCH PUNCH 


Punches Angle Iron, 
2¥2 x 2¥%2 x V inches 
Channel Iron 
2% inch flange x Va 
inch web 


Capacity 
Ya" hole thru V4" iron 


34" hole thru &”’ iron 
2” hole thru Ve" iron 





No. 4B Punch 


Capacity 4%" hole thru 1/16" iron 
Stock size punches 1/16" to 9/32" 
Round punches and dies. 

Send for complete catalog. 


W. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 





 BA-Valley Industrial 
_ 











. 


* 
es} 
! 


ee a ae 


An informal dinner for the firm's key 


Frank Ahumada, Jr., George Gor 
don and Miles E. McKnight, own 
ers of BA-Valley Industrial Suppl; 
Co., Bakersfield, Calif., celebrated 
the firm’s first year in business by 
inviting key suppliers to a dinner 

Present for the anniversary cele 
bration were: 

Seated (from left)—V. E. Cordier, 
East Bakersfield Branch, Bank of 
America; Messrs. Ahumada, Gordon 
and McKnight; Joe Temblador, Fort 


Supply Marks First Year 


o . Py ee 





s 8 —m ; 





+ aS. 


suppliers marked the first anniversary of 


BA-Valley Industrial Supply Co., Bakersfield, Calif 


Worth Steel & Machinery Co. 

Standing—Lou Petterson, Electra 
Motors; Ralph Eggstaff, C. R. Davis 
Co., Los Angeles industrial supply 
firm; Thomas J. Termine, ‘The Rus 
sell Mfg. Co.; John Steed, C. R. 
Davis; Wayne Gehan, Whitney 
Chain Co. 

I'wo supplier representatives, Dale 
McCloud, Sealmaster Corp., and 
F. W. Curtis, Bandit Co., were un 
able to attend. 





2570 


TRAPS 
COMPRESSED AIR 


Murphy Ball Float Traps, Inverted 
Bucket Traps, Zip Action Traps, 
and Thermotraps provide auto- 
matic ejection of condensate for 
any pipeline capacity or pres- 
sure, and regardless of atmos- 
pheric temperature. 


Write now for FREE Data Sheet 
No. 2570. 












Black & Decker District Managers Met 


| a he ~ = 
- ‘ 
TT | Ve 
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National advertising has doubled 
sales leads, and we have a few 
active territories open. Can you 
sell our guaranteed aftercoolers, 
separators, filters, traps? Attrac- 
tive distributor agreements can 
be made now. Write. 


District managers of the industrial-automotive division of The Black & Decker Mfg 
Co. recently met at the firm’s headquarters 


YAMCO 


JAS. A. MURPHY & C0., INC. 
1422 EAST HIGH STREET 
HAMILTON, OHIO 


industrial-automotive division. Pre 
sent were (from left): 

First row—L. C. Gehring; H. G. 
Smith; R. P. Irme; J. T. Redmon; 


On hand to learn about new prod 
ucts that The Black & Decker Mfg. 
Co. plans to introduce in the fall 
were district sales managers of the 
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H. L. Bullock; J. M. Schreiner; 
R. E. Stone, Jr 

Second row—G. F. Fischer; R. L. 
Mick; R. G. Schuck; P. A. Pounds; 
H. Reeves; V. Muth; H. Mi. Boat 
wright; E. M. Stuart 

Third roy H. Maddux; J. H 


TN 


A 






4 > 
COMPOUND 
PROMOTION 





WATER PROOF 


PIPE JOINT 





GME MMM yy 





Schmidt, " : H. Federschmidt; COmpouUN?P 

G. ¢ obeai D. D. Williams; ; Builds Your 

J. L. Benson; P. W. Lund: and R. H ae Se I 

Sort: low-pressu Profits 

Seiberling Building 

New Dallas Quarters KEY, Advertising In These oe pmenn 
\ 25,000 sq. ft. office and ware oD esti magincering © Heating, Simag and Air © BB 

] build be d e Heating, Plumbing and Air Conditioning News e Buyers | 

1iouse building is being constructec chasing Digest e Oil and Gas Equipment e Industrial Equipme 


for Seiberling Rubber Co. in the News e Mill and Factory e New Equipment Digest 
Brook Hollow Industrial District in 
Dallas. The quarters will provide 
25%e more space than the firm’s Backed by Liberal Sampling Program and Sales-Making 
Follow-Up Sales Letters This Publication Advertising Means 
FASTER TURNOVER, INCREASED PROFITS FOR YOU! 


present Dallas facilities 
Phe new building will be served 


by a Rock Island industrial spur on . ’ \ 

7 - - / 

which two cars at a time may be VA K i I 

spotted Division QC f_ixnpustries 


PLANT: MISSOURI CITY, TEXAS 

? , : MAILING ADDRESS: P. 0. BOX 2117, HOUSTON, TEXAS 

Arro Expansion Bolt Names 
Ihe Eric F. Chemnitz Co. has 
been appointed sales representatives 


by Arro Expansion Bolt Co. for 


KEY. and KEY.TITE ure reg red tr ark acf! I 





rthern California, Nevada and 
\rizona. Mr. Chemnitz and asso 
iates will also supervise Arro’s San 
Fra factory warehouse opera 


HANGING 
AND 


STOCK FASTENING 
USE DEVICES 








ne eqt c { t 
STOCK Paine attractive functional packaging provides for ease 
t I ind] ne, stora ct. and ' entory 
SELL Pa ¢ i | en ¢ icceyt ce t Ss cars 
spe lizit s held. Abundant wel Pa 
pric ind catal literature ikes € le 
USE Paine quality products ire desizned i | er } tl I 
their use will c« mpletel Sauisty the cr ts “ takes 


T ride in nis work 


the best craftsmen always take 
] 


> 
| ; Pd : ait & 

PURCHASING AGENT for the low . o a ¥ 

Pipe & Supply Co. (formerly Towa \ | Q L ‘68 o og 


Windmil] & Pump Co.) Cedar Kapid 
I John A. Burges THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
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A MESSAGE TO AMERICAN 


INDUSTRY * ONE OF A SERIES 


Is Industry Creating 
A New Breed of “Bonus Babies’? 


THE STARTING SALARIES offered to this 
year's June graduates give the impression that 
industry is creating a new breed of “bonus 
babies.” This is the term baseball fans apply to 


sturdy youngsters whose talent for hitting and 


throwing gets them payments of up to $100,000 
and other benefits for signing a contract. 

For several years industry's demand for 
young college graduates, especially in science 
and engineering, has outrun the number receiv- 
ing degrees. Competition for these young people 
has steadily pushed up the starting salaries and 
has induced many companies to indulge in lav- 
ish recruiting programs. This year engineering 
graduates are being offered well over $400 a 
month, and even liberal arts graduates find 
numerous offers at $400 or more. Only ten 
years ago the salaries offered senior engineer- 
ing students averaged less than $250 a month. 

But any employer who assumes that 
high starting salaries alone will assure him 
the number of June graduates he wants 
is likely to be disappointed. A recent study 
by the McGraw-Hill Classified Advertising Di- 
vision shows that most young engineers and 
scientists going into industry are more inter- 
ested in their opportunities and in a company’s 
future than they are in the size of their first 


paycheck. 


Money Isn’t Everything 


In the McGraw-Hill survey, 2,596 recently- 
hired engineers and scientists employed in 57 


companies listed the factors they had consid- 
ered before accepting a position. The replies of 
the younger engineers and scientists—those with 
less than five years’ experience — have great 
significance for employers who want to make 
any impression in the highly competitive mar- 
ket for college graduates. 

@ Potential growth of the company was 
listed by more young engineers and scientists 
than any of the 42 other items on the list as a 
factor that influenced greatly their decision in 
accepting a position. 

@® Challenging opportunity was second. 


@ The company’s prestige and reputa- 


tion ranked third. 








Average Monthly Starting Salary 
Offered Engineering Graduates 


we 
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Data. National industrial Conference Board, from annual surveys 
by Dr. Frank S. Endicott, Northwestern University 
Note: These figures were compiled during the fall previous to gradu 


ation and have risen by commencement in recent years 
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@ Progressive research and develop- 
ment program was fourth. 


@ Starting salary ranked only seventh. 


Job and Future Most Important 


As a group, the factors relating to the 
nature of the job, its future and the com- 
pany’s future had by far the greatest influ- 
ence in attracting young engineers and 
scientists to their present positions. These 
include three of the top four attractions—poten- 
tial growth of the company, a challenging op- 
portunity and a progressive research and de- 
velopment program. Other factors in this group 
are the company’s facilities, quick advancement, 
self-direction or little supervision, chance to 
work in a certain field, small size of company 
and rewards for individual accomplishment. 

The second most important group of at- 
tractions had to do with prestige. Thes 
include the company’s prestige and reputation, 
executive or professional standing and associa- 
tion with leading men in the field. Third in im- 
portance were financial considerations - 


starting salary, regular salary increases, finane- 


ing of relocation, paid vacations and holidays 
A less important group of factors influ- 


encing young scientists and engineers 
were essentially social. Geographic location 
and educational facilities in vicinity ranked 
fairly high. But recreational facilities, suburban 
or country living, pleasant housing and cultural 
considerations had little appeal. 

Ranking lowest, by a good margin, were 
factors having to do with security —perma 
nent position; health, life and surgical insur- 
ance; retirement or pension plan; and sick leave. 

It is interesting to note that some of the 
factors which influenced the smallest percen 
tage of young engineers and scientists were 
country club memberships, use of company car, 
at-cost or low-cost eating place, travel opportu- 
nities abroad and being able to buy the com 
pany’s products at a discount. 


A Lesson For Employers 


The lesson of this survey to employers whe 
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What Factors Influence the Job Selections of 
Young Engineers and Scientists? 


Percent 
tactors influencing Decision Greatly Listing Factor 


Potential growth of company ss 


Challenging opportunity 
Company's prestige, reputatior 
Progressive research and development ¢ 
Geographic location 

Permanent positior 

Starting salary 

Educational facilities in vicinit 

Regular salary increases 


Chance to work on specific pr 
or in certain field 


Company's facilities (laboratories 
technical libraries, etc 


Tuition for graduate study 
Based on replies by recently-hired engineers and scientists with 


less than five years’ experience to questionnaire distributed by 
McGraw-Hill Classified Advertising Division. 





hope to recruit more young engineers and sci- 
entists is clear. High salaries and other financial 
appeals are important. But, at a time when 
high starting salaries are offered in abun- 
dance, our young graduates are interested 
even more in being with companies that 
will grow and in jobs that will permit them 
to grow. They are interested in jobs that 
offer opportunities for advancement, fi- 
nancially and professionally. 


* * * 


Were the young scientists and engineers who 
participated in the survey trying to impress 
somebody with their motives? If so, it could only 
have been to impress themselves, for all were 


asked to return their questionnaires unsigned. 





— 


This message ts one ol @ series pre i t1red by the 
VcGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide develoj ments. Per 
mission ts freely extended tu neu spapers, 
groups or individuals to quote or reprint all 
or parts of the text. 


; >), 
PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE'S 


Stor sos 


Dies and 
Templates 


Po package 8-oz. can fitted with 

elite cap holding soft-hair brush 
for applyi ight at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Estoblished 1920 
2305A North 11th St. + St. Lovis 6, Mo. 








NOW Speed Vise brings you a new 
larger model ...a model that will give 
your customers a wider range of Speed 
Vise capacities ...a model that means 
new sales—new profits to you. 

NOW you can offer your customer 
Speed Vise efficiency ...Speed Vise 
economy for larger parts on larger 
machines. 

NOW you can offer your customer 
greater savings than ever before. 


Write Today For Complete 
information And Prices On 
The ALL NEW Speed Vise. 








CARDINAL MACHINE CO. 
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Quality Mill Supply Shifts Branch Quarters 





Pictured above is an artist’s sketch of the n 
Ind., branch of the Quality Mill Supply C 


The Quality Mill Supply Co. In 
dianapolis, will move its Columbus, 
Ind., branch into a newly-constructed 
building around October Ist, it was 
announced by Alvah E. Gilbert 
president. 

The building, to be 
Roman brick and glass, 


made of 
will be lo 
cated on a-one-acre tract. It will be 


L-shaped and will include about 
6,500 sq ft. of space. 


an 80 by 50-ft. area for 


Chis includes 


warehouse 


Jumbus 


ewly-constructed building for C« 
, Indianapolis 


and sales, and a 31 by 60-ft. office 


section. 
The general sales area will have 


glass front with interior counter 
fronting long rows of storage shelves 
The sales area will have terrazzo 
floor 

Vhere will be off-street customer 
and parking areas as well as a load 
ing and unloading area for the ware 
house section. 


Dzllas Reed is office manager 





Armour Division 
Transfers Smucker 


Donald R. Smucker has been ap 
pointed to the new post of manager 
of furniture-woodworking product 
sales and shoe-leather product sales 
coated abrasive division, Armour & 
Co. 

Since 1954 he had been ma 
of distributor sales. Mr. Smucke1 
first joined the firm in 1941 but left 
in 1942 to enter the 
He rejoined the company in 
and took his coated abrasive 
training in Chicago and then was 
transferred to Baltimore as 


supervisor. 


armed services 
1945 


sales 


a sales 


Carpenter Steel Assigns 
MacLean to Midwest Post 

Jack T. MacLean, Jr., 
appointed a sales representative for 
the alloy tube division of The Car 
penter Steel Co. and assigned to the 
firm’s midwestern regional office 

Mr. MacLean, who has been with 
the division for a year as a sales 
trainee, will work out of the Chi 
cago sales office. 


has been 
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DOWEL PINS 
ax 


PRECISION BRAND® 3 > * 
Preferred by Machinists ‘> ,~ 
y A 


Distinguished for quality, 
accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND 
dowel pins are made from the 
finest steel obtainable for 
this purpose. They are 
hardened and ground to 
.0001” and are available 
from ‘e" to 1” dia., %” to 6” 
lengths. Supplied in .0002” 
and .001” over basic sizes. 
PRECISION BRAND dowel pins 
are attractively packaged / 


and also come in bulk quanti- 
ties. 


SPECIAL 
SIZES also 
AVAILABLE 
Send Us Your 


Specifications 


PRECISION STEEL 
oS) WAREHOUSE,- INC 
























WALTER J. HOLDER has joined 


rhe Cuno Engineering Corp. as ma 

ager of the Micro-Klean filter divisi 

He is a member of the American So- 
ry 0 


f | L.ngine 





Powley Heads 
Borg-Warner Unit 


Richard A. Powley has been ap 
p unted pre ident of the Pesco Prod 
ucts Division of Borg-Warner Corp 

Mr. Powley had been with Ford 
Motor Co. and when he Icft wa 
assistant general manager of its ai! 
craft engine division 


Sells for Cushman Chuck 
Henrv R 


been appointed to represent The 
Cushman Chuck Co. in Colorado 
ind Utah. Formerly with M. L. Foss 
Co., Denver, Mr. 
1 manufacture! 


l] VCa 


Hansen, Denver, has 


Hansen has been 


igent for the past 








MARY KIRCHER edits an order for 
G Machinery & Supply Co., Dav 


T 
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‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 









CAP SCREWS - COUPLING BOLTS 
SET SCREWS - MILLED STUDS 
N\ Huda Ip ... Our specialty: 


The Oftemiller line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


* e 


WH. 


3 

NINN), [2 

EXCLUSIVES 

MEAN - 
NEW 

SALES 

OPPORTUNITIES 

FOR 

DISTRIBUTORS = ium 


CO YORK. PENNA. 


THE MOST COMPLETE LINE 


—— FLUTED TAPS 
4ySOSSNER 


Ground from the solid for accuracy and consistency 


a] 






Regular Style +4 thru 5/16” 
This is the general purpose spiral 
fluted tap, marily for use in blind 
holes in non-ferrous materiais 













ae ae ee ee ee ee ee oe 
Three Flute Style 1/4” & 5/16’ 
This is # stronger construction than 
the two flute style and is recommended 
primarily for steel. 















Hook Style +4 thru 5/16” | 


The increased hook at the cutting face 
and a narrower land make this style 

8 2 oe 2s oe 

Double Scoop Style a8 s S716" 









more free cutting 















This unique tructi bi a 
e narrow land, hooked cutting face, a) 
f i - — flute area and chip-breaker 
ect. 
For fu a =a ee ee ee ee ee ee oe oe 
details contact: pons = THER SOSSNER EXCLUSIVES 
“elektraLUBE”’ TRIPLE TEMPERED 
Mr. T. T. Sossner TAPS 
Sossner Permanent 4 with SOSSNER 
Super-Lubricant delivers EN 
Tap and Tool FULL VALUE iF 















Corporation 
LYnbrook 9-7620 







TAP & TOOL CORPORATION 
29 BROADWAY. LYNBROOK, L.I.. N.Y. 







SOSSNE 


FACTORY WAREHOUSES IN NEW YORK AND LOS ANGELES « DEALER STOCKS IN OTHER CITIES 









Give Your Customers Wright Tool & Forge Picks 


Area Head, Names Agents 
Off " the bi Shelf Delivery Arthur F. Brandt has joined The 


Wright Tool & Forge Co. as mid- 


of FLEXIBLE west district manager. He was for- 


merly with Proto: Tool Co. and 


= 
ie 
- GEAR COUPLINGS Herbrand Tool Co. 






“yy As part of Wright Tool’s pro- 
in 44 gram to expand coverage and service, 

oe |] agents have been appointed. The 
Finished new agents are: Sol Goldschmidt & 

. Son, New York City; A. P. Henricks 

Bore Sizes Co., New York City; E. J. Roelandt, 
Pittsburgh; J. S. Corriveau and 

on Geena en on ap “— R. W. Hipkiss, Rocky River, Ohio; 
Senptor’ Guty 7 am Amos Semen Indianapolis; Jack C. 


i =-9 Lyle & Associates, Atlanta; Otto 


l 
I 
4 ae 
Smaller and Lighter! ; | Kusler, Dallas; Robert O. Dickey 
| 
| 





r 

Off-the-shelf delivery—that’s what you give your cus. | 

tomers when you stock Sier-Bath Flexible Gear Coup- | 
l 
! 
I 
I 
! 






















/ 
lings. A complete selection of 44 most wanted fin- 
ished bore sizes of this well-known coupling are avail- 
able now for immediate delivery on order. Here's a 
powerful reason to join the growing list of distribu- 
tors who are profiting from Sier-Bath’s popular high- 
capacity, low-priced line of smaller, lighter, stronger, 


Co., Kansas City; Philip A. 
Schwartz, St. Paul, Minn.; Roger 
Whght, Los Angeles; and Van F. 


3/5 Usual Size 
| 1/2 Usual Weight 








longer-lasting Flexible Gear Couplings. And your local w { 

sales efforts are backed by national promotions, in- Be Ee | Be lknap, Detroit. 
cluding advertising, direct mail and the informative 

publication “Coupler” that’s tailored to your personal e 

circulation list. 1é/- oh) 


GEAR AND PUMP CO., INC. 


Find out more about America’s fastest-growing 

line of Flexible Gear Couplings write FLEXIBLE COUPLING DIVISION 

today to Bob Miller, Sales Manager. $246 Hudson Bivd., North Bergen, NJ. 
Founded 1905 Member A. G. M.A. 








William A. Meiter 


Worthington Elects 
Meiter to New Post 


Proof Coil Chain * BBB Coil Chain * Hi-Test Chain * 
Log Chains * Cow Ties * Weldless Coil Chain (Double 
Loop) * Tie Out Chains * Halter and Dog Chains * 
Wagon Chains * Purp 
Chain * Liberty Coil 
Chain * Machine Chain 
* Passing Link Chain 
* Sling Chains * Sash 
Chains * Trace Chains 
* Chain Hooks * Ke- 
pair Links * Porch 
Swing Chains * Lock- 
Link Pattern Chain * 
Jack Chain. 


William A. Meiter has been elec 
ted to the newly established post of 
vice president-employee _ relations 
and organization development by 
Worthington Corp. A. William 
Fraser succeeds him as general mar 
keting manager. 

Mr. Meiter joined the firm in 
1927; he served as a sales engineer 
in the Cleveland district sales office 
from 1928 to 1938, manager of the 
Buffalo district sales office from 1938 
until 1950 when he became central 
regional manager. In 1955 he was 


—on display stands in re- 
usable plywood drums or 
metal WESCA Pail-Poks 








73407. Ma te). hae 


181 BELMONT AVENUE ° CHICAGO 13, ILLINOIS 





362 INDUSTRIAL DISTRIBUTION e¢ SEPTEMBER, 1957 











pa BIG ORANGE FN.) 
YOU BUY THE BEST 


Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 
Can be attached 
anywhere on the 
lob. Only a pair 
of pliers needed. 








GRAB HOOKS 
Available SLIP HOOKS 
for Chain Available 
Sizes 4" for Chain 
5/16", ¥e" Sizes 4” 
7/16", Va", 5/16", ¥” 
% and 2" 


ANCHOR and CHAIN A. William Fraser 


Screw Pin SHACKLES 
advanced to general marketing man 
ager. 

Mr. Fraser had been commercial 
vice president in charge of the dis 
trict sales offices at Chicago, Denver, 
Kansas City, St. Louis and Minneap 


olis. He joined the company in 1929 





and served successively as sales engi 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes V4" to 2”. EXTRA STRONG 
— EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa region. 


neer, Chicago district manager and 
general European manager before 


his appointment to the midwest 











Thurman Heads Nashville 
Office for Keystone Bolt 
A new sales office 


building has been opened by Ke: 
stone Bolt & Nut Corp. at 919 Fift 


and warehouse 






Want Fast 


Ave., South, in Nashville, Tenn 
Service? J. Collins Thurman, formerly with 
Keith-Simmons Co., Inc., has been 
Order S PAWN , 
ippointed to direct the operation 
BRASS FITTINGS [he warehouse will serve Tennes 
see. Kentuck Alabama, Georgia 


To give our customers ind Flor 
the fastest possible 
delivery service, 

ynderrn ed we maintain one of 
_ America’s largest stocks 

; of Brass Fittings, 
manufactured by Span 
to the most rigid quality 
specifications. In many 
instances, shipments are 
made “seme day.” 
Write for free catalog. 















NEW QUARTERS are enjoyed by 


’ : Kenneth B. Page Co., Inc. at 140 
: ; a Baldwin Street, West Springfield, Mass. 


ey 
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ROD ..a TUBING 
MAKE PROFITS 


FOR DISTRIBUTORS . . . who select and 
stock “Jessall” thermoplastics, for quick delivery 
to a broad market. Get ready now to supply the 
fast growing demand for these quality items. Nylon 
— its use increasing by leaps and bounds—can be 
easily machined or fabricated into a thousand 
forms for innumerable uses in industry. Likewise, 
Cellulose Acetate Butyrate, Methacrylate, Poly- 
ethelene, or Viny! variable in characteristics, 
but each finding many opportunities throughout the 
manufacturing world ...are made in many stand- 
ord sizes. Special sizes also available to order 


THOUSANDS OF USES, not yet explored, 
in every industry. For originc! equipment, repair 
and replacement, wherever rigidity or flexiblity, 
lightness, durability, and strength are important 


Send for FREE 










fact-packed 
Bulletin No. 
105. fol ‘ed 
specifications. tod and 
tub b ing t 
* Sessait 






FINE AREAS NOW OPEN for LIVE 
DISTRIBUTORS 


Write us regarding distribution in your 
locality, 


—— 


PLASTICS, INC. 


Kensington, Connecticut 





Subsidiary of The Electric Storage Bottery Co 
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Tr 
Leather 


Cup Flenge 
Leather ather 


Send Us Specifications or Samples for Prices! 


EXCELSIOR LEATHER WASHER MFG. CO 


ROCKFORD iLLinmois 






l Mea LLL 
-MULTI-ANGLE 


e= DRILL UNIT 


FOR VERSATILITY, SIMPLICITY, ECONOMY 


You can help your customers solve many drilling 


» nose Ff 


_. for Profitable 
Selling | 
erry eS 


A ie a: 
~ = 






= 





problems by recommending a Commander MULTI- 
ANGLE Drill Unit—the complete, compact unit 
that easily adapts to almost any special drilling 
job. It’s ideal for angle drilling and especially 
valuable when tooling space is limited. 


FEATURES THAT HELP YOU SELL: 

e Compact—only 1 15/16” wide x 10 3/4” long 
e Drills on close centers 

e Hydraulic spindle actuation—up to 4” stroke 


@ Adapts to many power sources—flexible 
shaft, air or electric motors 


@ Only $125.00 complete 


t 
Write for Commander's Full Line Cotolog describing 7 other tools. 
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Minnesota Mining Open- 
New Cleveland Facilities 


The Cleveland office and ware 
house facilities of Minnesota Min 
ing & Mfg. Co. have been shifted to 
new quarters at 12200 Brookpark 
Rd. The new building contains 
70,000 sq. ft. of space, about double 
the space of the former quarters. 

Che branch office occupies about 
20% of the building space and the 
rest is devoted to warehousing fa 


cilities. 


H. K. Porter Co. Acquires 
Cleveland Hardware Firm 


The Cleveland Hardware & F org 


ing Co. has been acquired by H. K. 
Porter Co., Inc., Pittsburgh, and 
will be operated as the Cleveland 
Division. Sales of the newly acquired 
firm have been approximately $7, 
00.000 a vear. 

Herbert E. 


Hardware, 


White, president of 
Cleveland will be in 
charge of the new Porter division as 


general manager. 


Weatherhead Division 
Names Sales Engineer 

Ralph H. Galloway has 
named sales engineer for the Fort 
Wavne Division of The Weather- 
head Co. 

Mr. Galloway will supervise sales 
for the industrial distributor divi 
sion in southwestern Ohio, southern 


been 


Ralph H. Galloway 

















ISUCKCYE 


BEARINGS 
r 
Zuatty 
BRONZE BUSHINGS 
MAGHINED PARIS 


ALL RECOGNIZED BRONZE 
BEARING ALLOYS 


LUBRICO-HILEAD- 


GOMPLETE FAGITIITTES 


STANDARD BUSHINGS 
MACHINED BARS 


NEW CATALOG ISSUED 


. + > 


BRASS E' MFGICO. 
3, One 


«+ 


eS atleveiona 


. 








IMMEDIATE SHIPMENT 


BAY SMALL PARTS CASE 


BAY small parts cabineis and cases are 
idea! for use on benches, counters and in 
shelving for the storage of small parts. 
Drawers are slotted on 1" centers to per 
mit quick arrangement for the accommoda- 
tion of various quantities. Plated handle 
and label holder on front of each drawer. 
Back stops on drawers prevent them irom 
dropping accidentally. Finished in baked 
green. Shipped one in a carton. 


— F B 





No. 1 SMALL PARTS CASE 


Cabinet: 10'2” W. x ti',4” 
x 4" H 
3—Adjustable Compart 
ment Drawers (954" 
W. xm 1154" L. x 2% 
H.) 


$12.05 


PRICES F.0.B. FACTORY OR WAREHOUSE 
PHILA.—COMPLETE SHOP BOX AND SHOP 
EQUIPMENT CATALOG ON REQUEST 


PHONE: BAlidwin 9-1805 


27—No. D5 Dividers 
i6—Index Cards 











BAY PRODUCTS INC. 


Philadelphia 32, Pa 





1577 W. Indiana Avenue, 





Indiana and Kentucky. He formerly 


| had been a salesman for United 
States Rubber Co 
New Chief Engineer 

Kenneth W. Finch has joined the 


Fort Wavne Division as chief engi 
He previously held this same 
ion of 


neer. 
post with the automotive divis 
Fedders-Ouigan Corp 





Kenneth W. Finch 





Stewart-Warner Takes Over 


National Governor Co. 


The National Governor ¢ 
been icq by Stewart-Wa 
Co in be in vorated 
the Opera | \ l 

id |i LD; 

Willia \. Brow | 

f Stew Warner a 
manager of the division, said Ft 
Zimmerman, founder and pres 
of National Governor, w 

ules advisory capacity 





The biggest waterfront rehabilitation 
job anywhere in the United States is 
under way in Boston Harbor, reports 
Engineering News-Record, McGraw-Hill 
publication. Safeguarding the under- 
pinning of the 38-year old South Bo:- 
ton Army Base has called for building 
up over a mile of bulkheading. More 
than 120,000 feet of steel piling, 177,- 
000 cubic yards of special sea-water 
concrete and more than $10-million of 
U. S. and state funds have gone into 
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WEARY PIER BECOMING | 
PEERLESS | 


] 
| 


rehabilitation of the pier | 





THE MOST COMPLETE SOURCE 


SCREWS 


BOLTS NUTS 


TUBULAR RIVETS 
WASHERS —- RIVETS 
FASTENING DEVICES— 
IN ALL METALS aed 
STEEL © BRs 
EVERDUR © MONEL 


PORTANT 


STAINLESS STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 
AUTHORIZED DISTRIBUTORS 
PARKER-KALON 
“4 SHAKEPROOF 


PRODUCTS 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK 7 





Packaged 
PIPE NIPPLES 


SEAMLESS STEEL NIPPLES 


FROM STOCK: 


~~ 


2” to 8” Standard and Extra Strong 


Black in A.S.T.M. A-53 Grode "A 


TO ORDER: 


2” to 8” Double Extra Strong Black 
in A.S.T.M. A-53 Grade “A” 


2” to 4” Stondard ond Extra Strong 
Bicck in ASTM, A-] Grade “A 
Vo nippes 
@® Avoid «¢ 
moarkea OMLS with Gr 
ID-4 Weight and A.S.T.M. Spec 


NIPPLE WORKS, Inc. 


Ftsburgh 


SPRING GARDEN AVE 





PITTSBURGH i2, PA 


1455 
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INCREASE PRODUCTION 
AND 


SAVE FLOOR SPACE 


PRODUCTION HANDLING 
EQUIPMENT 


It pays to represent 
Proved Product 
PERFORMANCE 


When you sell these widely used Stop Nuts, 
- you are able to provide for all require- 
“ “9 W “7 jm anne ng of ments from small instruments to such large 
owa Bearing Co., Cedar Rapids, Iowa, enti he ial Reitiiiein 
e checks some literature he has available ee 


for customers Made in steel, aluminum, brass and stain- 


less steels in conventional finishes. Special 





27 STANDARD STYLE alloys and finishes available. 
and 
180 STANDARD SIZE New AMA Course 


PLATFORM, SHELF, TRAY. RACK, STAKE, cur - 
BIN, BOX and TABLE TRUCKS Features ““War Game 


an ae @ 8 GREER 
A new course built around Ameri- 


SPECIAL SIZES CAN BE FURNISHED. 


Write for further information. can Management Association's STOP NUT COMPANY 
WILDER MFG. CO., INC. “War Game” (see ID, “Battle of 2620 W. Flournoy Street 


DEPARTMENT F the $5 Product,” June, p. 2 


Find ovt the advantages to you in repre- 
senting this line. Full details sent. 


230) will 
MECHANIC ST. & ERIE R.R. Port Jervis, N. Y. be started by AMA. this fall. I he 
two-week Executive Decision-Mak 


ing Course will be given four times 
this year: Oct. 7-18; Oct. 25-Nov. 8; [agile ele Sallie 


Nov. 11-22; al Dec. 2-13. d A R B fe | R 
Ihe course is intended to help é 
; packet SPACERS 


managers develop their ability to 
evaluate facts; improve their com and SHIMS 
petitive strategy and tactics in busi 
ness; understand the nature of 
decision making and its importance 


Chicago 12, Illinois 











CAR MOVERS 


Compound Leverage — Greater Power 
Long Forward Thrust — Faster Moving 
Double “V” Grip Spurs — Safe Operation 
Sturdy Construction = Long Service ance among all management func FOR FAST. 
No. 5 New Badger tions ACCURATE 

leader on Sales Participants will spend nearly half SPACING 


in planning, organization and con 
trol; and appreciate the need for bal 


their time plaving a highly competi Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 


PORTER SPRING WINDER sion problems in the struggle of the uses. They come neatly packaged in 

For making extension and compression industrial world. Several versions thicknesses from .001” to .125” thick 

springs. sizes from %” to 1%” inside . : = and %” to 7” hole diameter. 
lameter — wire have been developed to duplicate 


sizes 


piano wire to . . 
1-3.16” hardened the major areas of decision in busi 
spring wire. . . ti _ P ti s t 1] P 
oa tenn ins ness operations. Participants will act . 
RENCE a > ne wie ease 
out the clash of business strategies been 
type 


Maintenance depart- 
ments, Machine Shops . th ‘ lay 1 the 1] 

in 1© game play, anc 1en WI delice’ 
when 


and Small production 

quantities. V. : - ° 

ol ter one. Will produce analyze and interpret the principles “tent 
mental and springs accurate . 5 ordering 
ioveleaneal in pitch and and problems illustrated. 
diameter. 


springs. The rest of the program will be pew 
MTCATTE RUM OMIN intconted with the same. Cucct (Meow) 


DEPT. ™ APPLETON, WISCONSIN speakers from both industry and 421 Mas 


= F tive business “war game” that 
SOLD ONLY THROUGH DISTRIBUTORS stimulates top management's deci 


WITH KEYWAY WITHOUT KEYWAY 





PRECISION STEEL 
WAREHOUSE, INC. 
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fields will discuss the 


theory and practice of decision mak 


scientihc 


ing. Case-study projects will provide 
practice in specific decision-making 
techniques and with the human 
element considered. 

Specific topics to be covered in 
clude the concept of strategy; rela 
tionships among executives in reach 
ing and gaining acceptance of 
decisions; development of decisive 
ness and of creativity and the part 
played in decision making by or 
ganization structure, forecasting, 
reporting, budgeting, control and 
coordination 

Each complete unit of the course 
will last for two consecutive weeks. 
It will be on a_ five-day-a-week, 


[he 


course is open to operating and staff 


seven-hour-a-day schedule. 
executives at the top and middle 
levels of management responsibility. 


Adds Two Agents 


[wo manufacturer's representa- 
tives have been appointed by Van 
ton Pump & Equipment Corp., a 
division of Cooper Alloy Corp.; they 
Minne 


l'ulsa. 


are Plant Equipment, Inc., 
Havnes Co., 


apoli : ind Lhe 


Stocks Resistoflex Line 
Atlantic Mfg. Co., At 


lanta, has | l 
lanta, has been named a warehous 
ing distributor by Resistoflex Corp 


Eastman 


Eastman Atlantic will serve Resisto 
flex customers in 


ind Florida 


Alabama, Georgia 








ASSISTANT to the president at Cen 
tral Bearings Co., Des Moines, Iowa, 
s Lillian Buckroyd 








IMMEDIATE SHIPMENT 


FROM STOCK 
GEAR RACKS 


SIZES FROM 
3 D.P. To 48 D.P. In 6 ft. lengths. 


142° or 20 Pressure Angle. 


ALSO 


MADE TO ORDER 
TO YOUR SPECIFICATIONS 


Write for Price List R-1 


P-Votet ti s-ti-meCr-y- tam fold €- 
3149 West Grand Ave. * Chicago 22, Illinois 
Phone: SAcramento 2-5024 


al @), | ee): 


WRITE 





You Move More Merchandise 


wher HHEINN scans 
BINDERS = 


Make Selection Easier—~ 


When 
your catalog gives them the right in 


Busy buyers want facts fast 
formation in five seconds, they reach 
for their order pads 

That's why Heinn Loose-Leaf Binders 
and Colorific indexes play a vital part 





de 
mation stoys up to date and in se 
And 
the custom-tailored binders look and 
and add the force 
of impression valve to your soles 


quence for fast, easy reference 


The Noland Company, 
sive distributor of Newport News, 
Va., reports: “This binder was 
very well received by our custom 
ers and salesmen. All comments 
have been favorable and we feel 


progres 


fee! elegant 


argument 


Write for 
information on 
how Heinn 


sure it has increased our sales 
We have found from experience 


con help 
you simplify 
your cataloging 





that a loose-leaf service is far su problems 304 W. Florida St., Milwaukee 4, Wise 
perior to a bound catalog.” Copyright 1957, by The Heinn Company, Milwaukee 

& 
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Nationally Recognized 
Heavy Duty Bench Type 


ALLEN 
PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 


f Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 

164 
Different 
Model 
Combinations 
, 1 to 5 Ton 


m 
y 


Capacities 


Write or call today 
for details on han- 
dling the Allen 
Punch Presses. 





ALVA ALLEN INDUSTRIES 
Dept. ID Clinton, Missouri * 





DISTRIBUTORS 
WANTED 


} 


HAMMERBLOW 


Wire Rope Cutters vy 


Po 
"toby, 
3 sizes for all needs 


<o** 
\o 


if you now sell to wire rope users 
—the oil, morine, construction or 
mining industries—HAMMERBLOW 
Cutters meon extra sales and pro- 
fits for you Write. today for in- 
formation on distributor set-up in 


your area 


HAMMERBLOW 


WIRE ROPE CUTTER CO. 


28 Austin Street Newark 2, N. J 


Factory Payrolls Hold Their Own 


75 
Yearly Stotistics Monthly Statistics 
(Lett hand scale) (Right hand scale) 


947-49=100 (Without adjustment for seasono! variation 


Source. U.S. Bureau of Labor Statistics 


- 
/\ 


956 957 


l Research I 


sonal adjustment fact VI rrected itself at a high level th 


as industrial activit tart ki 3ut pavrolls would hav 
mplovyment figures anvwa f ge increases. Higher payrolls mea 
purchasing nd; | lso more probabilit 
B 


ind tough tit f n the labor market 


powel i 





Wood Shovel & Tool Salesmen Meet 


ecent annual sales me 
iqua, Ohio, plant and f 


Product knowledge, sales p e president plant operat 


ions; 


management policy and general V.G. Scott, vice president in charge 


sales instructions were all covered at of sales; A. C. Brauer: Dean 


the recent annual sales meeting of Cochran: 


B 


Wood Shovel & Tool Co Second row—W. H. Waldman: 
David 


On hand for the three-day session H. L. Gilliam; E. J. Prior: 
were: Peck, manager of purchases; 
First row (from left)—T. A. Jacob; Vhird row—W. W. Bende: 
James H. Cochran; W. D. Peabody; Spahan; Jay M. Detweiler: 
E. D. Marvin, vice president; W. B. Fultz; 
Wood, president; B. B. Wood, ex- H. R. Eshelman, vice p 
ecutive vice president; R. E. Novy, Geyer Mfg. Division. 
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300 Sales Executives 
Go Back to School 


[Three hundred sales executives, 


representing a cross-section of busi 
ness and industry throughout the 
countrv, attended the fifth annual 
session of the Graduate School of 
Sales Management and Marketing, 
sponsored by National Sales Execu 
tives, Inc., at Rutgers University 
New Brunswick, N. J. 

Executives, who ranged in age 
from the late twenties to the sixties, 
studied the problems of their own 
businesses and their classmates for 
two and a half weeks. The case 
study method of teaching, to which 
a good portion of the instruction 
was devoted, permitted the students 
to attack actual problems of busi- 
ness and to find various solutions, 
thus helping them to solve thei 
own business problems. 

Each student was equipped with 
more than ten pounds of work ma 
terial—two looseleaf folders and a 
variety of folders, pamphlets and in 
structional material. ‘The two loose 
leaf folders, or work books, covered 
such matters as types of marketing 
organizations, the relationship of a 
sales department to other compan 
units, marketing management, ef 
forts to advance the cause of human 
relations, the use of psychology in 
selling, technique of sales forecast 

ind how to launch a consume: 
ndustrial product 
onitient and fourteen sales 
marketing executives from this 
Canada and Puerto Rico 
the school’s first session in 
From 1953 to the present 
more than 1,000 executives 
410 firms have been sent to 


gers for this management cours¢ 





WASH ON SOUTH POLE 


Washday at the South Pole—whether 
it be the traditional weekend ceremony 
or Blue Monday—should be a happy 
occasion for 24 members of a Navy 
construction crew. The men have 
showers, a washing machine and a 
clothes dryer to keep themselves and 
their clothes clean. The Seabees are 
building a scientific station at the Pole, 
reports Electrical World, McGraw-Hill 
publication. 








There’s 


EXTRA PROFIT in 


UNIVERSAL 
GQlenille 
ALL METAL <é 
Hose Products 


INDUSTRIAL DISTRIBUTOR 


Write for your copy 
PRICE BULLETIN — IPB 





Quality .. . ALL METAL FLEXIBLE HOSE PRODUCTS 
UNIVERSAL METAL HOSE CO. 


2163 South KedzieAvenue * Chicago 23, Illinois 


10 MODELS — 5 CAPACITIES 
SELL KELLER POWER HACK SAWS 


\\ CUT FAST 
\\ LOW PRICES 
\. MORE FEATURES 


\ SHOP OR MAIN- 
TENANCE WORK 


Boost your sales by selling Keller 
Power Hack Saws. Handle any shor 
or maintenance cutting need . r 
bars, rounds and pipe. Your cus 
tomers quickly recognize Keller 
quality features. 





NOW AVAILABLE in 10 models, 5 
copecities, 4°'x4 5x5 634x634 
8/2" x82", and 1012" x? 


SALES SERVICE MACHINE TOOL CO 
2347 University Ave St. Pavl, W 14, Minn 


pwee HACK SAWS 


Builders of Power Hack Saws Since 193! 
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(slightly higher in the East and Far West) 
Lowest cost, full sized tool chest on the market 
today —that’s the Huot 4-drawer Economy Chest 
Model 107! It has 4 slide mounted drawers and 
rugged steel cabinet finished in biue-grey enamel 
Measures 26” x 1244" x 124" 


OTHER HOT ITEMS FROM HUOT: 


SUPER DUTY CHESTS: Bigger chests for bigger tools 
all drawers roll easily on compound slides and 
can be locked. Model 108—a big 6-drawer chest 
measuring 28°L x 15°D x 21°H; Model 109—4 
drawers, 28°L x 15°D x 15%"H 
SUPER DUTY CABINET—MODEL 275: Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments 
MODEL 400 TULDEX: Tools hang on 6 roll-out peg- 
boards. Drawer holds bigger tools. Mounts on wall, 
bench, or Huot Porta-Cab. 29" x 26" x 13%". 
DISTRIBUTORS: Huot makes a complete range of 
tool chests and cabinets for mechanics and ma- 
chinists—you'll meet every demand in the tool 
chest field when you stock the Huot line! Order a 
supply of Huot literature—let your customers see 
the quality difference 


HUOT MANUFACTURING CO. 


551 No. Wheeler St., St. Pay! 4, Minn. 





SO MANY 
PPE as 
S7&k1 Back FRaat & Fact 
COLTON 'S 


Reg. U. S. Pat. OF 
NO. 10 FILE CLEANERS 
ARE SOLD 
BECAUSE 


DISTRIBUTORS 


and their customers 


LIKE THEM 


Write for prices and sample 


@ COLTON’S No. 10 FILE CLEANER is 
made with STEEL BACK, FRAME and 
FACE—no wood—no nails—no glue. Handy 
and light. CLEANS ALL TYPES OF FILES. 
A soft steel tapered pick is furnished to 
remove the more obstinate substances. 


SOLD ONLY THRU DISTRIBUTORS 











Tempered 
steel bristies 
are here mag- 


E. C. KNUDSON, MFR. 


Dep't. D-616 
616 W. Randolph St., Chicago 6, Ill. 


ADVERTISING AWARD from 
tional Industrial Advertisers Ass 
tions for the “PG” wheel campaign 
Minnesota Mining & Mfg. (¢ get 
full attention of J. H. Gustafson (left 
and C. L. Murphy. Mr. Gustaf 
advertising manager for the 
abrasive and related products d 

and Mr. Murphy is manager of the d 


vision’s industrial trade group 





Borden’s Appoints 
Area Sales Manager 


regional sa 
Prodi TS 


Former southwest 
the Nuodex 
Hevden-Newport ( 


ippointed 


for 
division of 
Bruce §S. Gilbraith, was 
eastern district sales manager f 
the Polyco-Monomer department of 
Borden’s chemical division 

Mr. Gilbraith was formerly associ 
ated with the American Agricultural 
Chemical Co. His new headquarters 


will be in New York City 


manager 





TWO COUNTERMEN at Globe Ma 
chinery & Supply Co., Cedar Rapids 
lowa, are Leonard Meyer and Jerry 
Hansen 





MACHINE 
KEY STOCK 


s 
MA K-A-KEY, 

s &® 
12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Assortment in sturdy counter dis- 
play: Vig. Ya. Vig, Ye. Ae, '/2 in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 
ways: Ye" square; ¥/g" x '/4"; V4" x Y\5" — 
will file to fit V4" x4" keyway; 5/\4” x %" 
—will file to fit Vig" x 5/yg" keywoy; %"« 
4," — will file to fit ¥% x3" keywoy; 
he" x >" —will file to fit Us x "he" key- 
way. Additional sizes available. 


| DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL. 











EPUBLI 


TWIST DRILLS 
REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4"" holes in thick armor 
plate, Republic Drills give more holes per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 


DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF "“CELFOR,”’ "CENTURY," 
"REPUBLIC" AND "'U.S. EAGLE"’ BRANDTOOLS 


3 PLANTS — WEW YORK CHICAGO — LOS ANGELES 





CHICAGO PLANT ‘En 
322 SOUTH GR 2. 
H GREEN ST., CHICAGO 7, ILLINOIS 
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SAFE-FLEX 


HIGH SPEED STEEL BAND SAW 





CUTS UP TO 10 TIMES FASTER e LASTS UP TO 30 TIMES LONGER 


The finest band saw available today, this new 
Starrett Safe-Flex* High Speed Steel Band Saw 
substantially lowers costs through faster cut- 
ting at higher speeds and heavier feeds, plus 
greater tool life and minimum metal removal.* 


It provides a cutting tool of highest quality 
high speed steel, heat treated by new techniques 
to produce a band of graduated hardness from 
super-hard teeth to a super-tough, flexible 
back. Ends are welded by new methods that 
produce a weld as strong as the parent metal. 
Cuts Faster, Lasts Longer. Exhaustive tests, in 
our own and steel company laboratories and in 
large plants in many industries, prove that the 
new Starrett Safe-Flex* High Speed Steel Band 
will cut up to 10 times faster with up to 30 
times longer band life. You get continuous, 
high speed cutting with greatly reduced down 
time costs. Bands pay for themselves over and 
over. 

Red-Heat Hardness. Red-heat hardness permits 
heavier feeds, higher speeds. This new band 
stays hard even at temperatures up to 1100° F. 
Greater tensile strength lets you use more ten- 
sion, heavier feeds and higher speeds for 
faster, safer cutting of harder and tougher ma- 
terials. 

Accurate, Efficient Cutting with Minimum Metal 
Removal. Band thicknesses are only .025” to 
.042” — far thinner than other high speed cut- 


PRECISION TOOLS + DIAL INDICATORS + STEEL TAPES «+ 


GROUND FLAT STOCK «+ 


ting tools. Extra thin section means faster cut- 
ting with less power and less chip loss — ideal 
for all cut-off work and for severing or slicing 
finished or semi-finished work. 

Tooth and gullet design, engineered for 

maximum tooth strength, uniform stress dis- 
tribution and efficient chip flow, plus sharper 
precision-cut teeth set with controlled accu- 
racy, assures straight, accurate cutting with a 
fine finish. 
Recommended for Starrett Safe-Flex* High 
Speed Steel Bands are recommended for pro- 
duction cut-off work on tool and die steels and 
all ferrous alloys including: carbon steels, free 
machining steels, alloy steels, tool steels, stain- 
less . . . also titanium and other hard-to-cut 
metals. 

Available in Regular, Skip-Tooth and Hook- 
Tooth types in four widths and a wide variety 
of pitches. Order a stock today. For complete 
information, call your Starrett salesman or 
write Dept. EG, The L. S. Starrett Company, 
Athol, Massachusetts, U.S.A. 


*When used on machines designed for high speed steel 


Starrett 


BAND SAWS + BAND KNIVES 
HACKSAWS + HOLE SAWS 


World’s Greatest Toolmakers 


HACKSAWS + HOLE SAWS + BAND SAWS «+ BAND KNIVES 





ACCO Acco Hegistered Slings— Chain and Cable 


for Better 
Values 


w CHAIN 


COMBINATION 


w WIRE CABLE 


ACCO-»" first source for any sling for any job 


e Whatever the sling requirement, 
there’s an acco Registered Sling to 
do any lifting job in the safest, most 
economical way possible. Your cus- 
tomers appreciate why certain slings 
should be used to lift certain types 
of loads, depending on varying fac- 
tors of shape, weight, material and 
finish. Sometimes chain slings are 
necessary; other times cable; and on 
certain lifts a combination of chain 
and cable slings are best. 

Because sling work requirements 
do vary from job to job, make cer- 
tain you offer slings that are preci- 
sion-made under uniform conditions 
of quality control and pre-tested be- 
fore they leave the factory. Only 
acco Registered Slings can give you 
this assurance...in the widest range 
of sizes and styles from any single 


source. 


In addition, you and your cus- 
tomers get the latest technical im 
provements in acco Registered Slings. 
For example, there’s the new shaped 
Master Link now available without 
extra charge on all acco Registered 
Slings. This new link, an exclusive 
development of ACCO engineers, 
gives 18°, greater resistance to dis- 
tortion with no increase in weight. 
Just one more quality bonus only 
Acco Registered Slings offer. 

Each of these slings is factory 
proof-tested at a load of no less than 
twice its rated capacity. Only after 
a sling has passed this rigorous test 
is it given the acco tag and certifi- 
cate of registration. 


AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONN. 


WHAT 
“ACCO REGISTERED” 
MEANS 
The best material 
Unit safety factor (on bodies 
rings, links, hooks 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 


Metal identification ring or 
tag on each sling 


Signed Registry Certificate 
with each sling 


Acco 
5 an 





Atlanta, Boston, Chicago, Denver, Detroit, Houston, Los Angeles 
New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., 


San Francisco, Wilkes-Barre, Pa., York, Pa 


In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont 





